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iditions  of  harvesting  machine  trade  in  1902  with  respect 
)  opportunities  in  foreign  field  and  larger  capital  required. 

I 

CHARLES  H.  HANEY : 

I  reside  at  Chicago.  Have  been  in  charge  of  the  foreign 
business  of  the  I.  H.  Co.  since  the  fall  of  1903,  Have  been 
in  the  harvester  business  for  thirty  years. 

Kfience  of  Witness. 

Prior  to  the  organization  of  the  I.  H.  Co.,  I  did  pioneer- 
ing work  for  the  Deering  Company.  In  1894  I  was  in  the 
western  country  introducing  Deering  machinery  in  Colo- 
rado, Wyoming,  Montana,  New  Mexico  and  Arizona. 
There  was  then  a  little  business  at  some  of  the  principal 
points.  We  were  beginning  to  develop  the  business.  I 
went  into  the  interior,  off  the  railroad,  as  the  new  coun- 
try opened  up  and  the  Indian  Eeservations  were  made 
public,  and  the  land  brought  into  cultivation.  I  spent  four 
or  five  years  in  that  work. 

We  were  starting  out  to  do  business  and  seeking  agents 
to  buy  our  machines  for  resale.  In  that  connection  it  is 
always  important  to  form  an  opinion  as  to  probable  future 
value  of  these  districts,  to  determine  what  money  we 
should  spend  there  and  what  organization  we  should  put 
in  there. 

I  went  abroad  for  the  Deering  Company  in  1892.  Prior 
to  that  'the  Deering  Company  had  no  established  business 
there.  Perhaps  an  occasional  machine  went  there  but 
there  was  no  regular  European  business.  I  went  to  see 
what  the  chances  were  for  the  Deering  'Company  finding 
an  outlet  for  goods.  My  first,  and  several  succeeding 
trips  were  spent  largely  in  investigating  the  possibilities 
of  a  development  of  the  harvesting  machine  business  in 
the  various  countries  of  Europe.  In  succeeding  years  I 
made  personal  investigations  in  Africa,  South  Africa, 
South  America,  Australia,  New  Zealand,  Eussia  and  prac- 
tically all  grain  growing  countries  of  the  world. 

I  returned  to  reside  in  America  in  the  spring  of  1902. 


XIII 

The  work  I  did  for  the  Deering  Company  was  very  simi- 
lar to  the  pioneering  work  I  did  throughout  the  tillable 
portion  of  the  world.  When  I  was  appointed  head  of 
the  foreign  business  of  the  I.  H.  Co.,  I  did  not  take  up  my 
residence  abroad. 

The  Jobbing  Method  in  Europe  Prior  to  1902. 

In  doing  the  harvester  business  in  Europe  in  1902  and 
prior  thereto,  our  efforts  were  directed  to  finding  re- 
sponsible concerns,  with  as  much  capital  as  possible, 
which  were  in  our  opinion  equipped  to  handle  the  busi- 
ness to  the  best  advantage.  We  designated  these  mer- 
chants as  jobbers.  They  would  buy  the  machines  on  cer- 
tain terms  of  payment  at  certain  prices.  It  might  be  for 
cash,  or  credit  on  parts  of  the  shipment,  limited,  usually ; 
frequently  it  was  cash  against  the  shipping  documents. 
These  concerns  ordered  such  machines  as  in  their  judi,^- 
ment  the}^  could  sell.  We  delivered  the  machines  aboard 
the  steamer  in  New  Yoi'k  and  our  responsibility  for  them 
ceased.  That  is  largely,  though  not  entirely  the  way 
Deering  foreign  business  was  done  up  to  1902 ;  I  was  a 
salaried  man  over  there  looking  after  the  business  gen- 
erally. 

Inefficiency  of  the  Jobbing  Method. 

136  The  inefficiency  of  that  method  of  marketing  harvesting 
machines  in  Europe  through  jobbers,  was  that  the  job- 
ber's capital  was  frequently  limited.  That  necessitated 
his  placing  orders  for  machines  he  was  reasonably  sure 
he  could  resell.  Of  course,  in  those  days  he  had  to  pay 
for  machines,  whether  he  sold  them  or  not.  If  he  did  not 
sell  them,  he  must  have  his  capital  invested  until  the  suc- 
ceeding harvest. 

The  machines  these  jobbers  sold  were  marketed  largely 
as  they  would  merchandise,  hardware  and  flour.  They 
did  not  have  a  staff  of  trained,  experienced  men,  and 
would  not  incur  the  expense  of  taking  these  machines  out 
in  the  country  and  giving  demonstrations  of  work  tliey 
would  do.  When  they  sold  the  machines,  they  did  not 
have  sufficient  experts  who  understood  the  machines  me- 
chanically, to  set  them  up  and  take  care  of  them.  They 
had  some  men  but  not  sufficient  for  the  business,  as  we  in 
America  had  been  trained  to  look  after  machines.  Fre- 
quently, they  would  sell  a  machine,  put  it  up  and  start  it 
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II 
for  a  farmer;  the  farmer  paid  for  it;  their  interest 
ceased, — tliey  had  made  their  profit.  Then  if  the  farmer 
had  some  difficulty  they  were  not  willing  to  send  a  man 
out  to  put  the  machine  in  order.  They  did  not  have  the 
organization  to  teach,  the  farmer  how  to  use  the  ma- 
chines. Modern  machines  like  the  binder  were  just  com- 
ing into  use,  and  the  farming  public,  country  blacksmiths, 
and  such  people,  did  not  have  the  knowledge  of  the  ma- 
chines that  existed  in  America  at  that  time. 

ireign  Jobbers'  Lack  of  Capital. 

Another  handicap  to  the  expansion  of  the  business,  was 
the  fact  that  with  limited  capital,  the  importer  preferred 

,  to  sell  a  limited  quantity  of  machines  and  make  a  large 
margin  of  profit  rather  than  to  expand  his  business  and 
sell  an  increasing  quantity  of  machines,  which  meant  an 
increasing  expense,  and  which  naturally  he  must  do  at 

1  a  less  margin  of  profit.  The  dealer's  lack  of  capital  in 
most  cases  required  that  he  give  short  credits  to  the 
farmer.  The  farmers  who  first  took  up  harvesting  ma- 
chinery were  landed  proprietors,  the  estate  owners,  who 
had  means.  They  had  their  own  blacksmith  shops  and 
mechanics  who  built  wagons  during  the  winter  and  thus 
learned  to  handle  machines.  The  estate  owner  did  not 
have  much  trouble,  and  was  able  to  pay  cash  or  buy  on 
short  time.  When  it  came  to  increasing  the  volume  of 
business,  this  meant  credit.  These  jobbers,  as  a  rule, 
did  not  have  capital  to  carry  credits  necessary  to  deal 
with  the  small  farnier. 

'xessity  for  Branch  Houses  and  Experienced  Men. 

As  we  saw  it,  in  order  adequately  and  efficiently  to  de- 
velop the  foreign  trade,  it  was  necessary  to  start  opera- 
tions in  foreign  countries  along  practically  the  lines  de- 
veloped in  America:  To  establish  branch  houses,  with 
a  traveling  organization  and  with  experienced  men  of 
sufficient  number  to  set  up  and  start  machines ;  to  have  a 
stock  of  machines  on  hand  to  deliver  in  the  harvest  sea- 
son, without  the  necessity  of  the  farmer  placing  his  order 
months  ahead;  and  more  important  still,  to  serve  the 
farmer  by  having  a  large  stock  of  duplicate  parts,  repair 
parts,  so  that  if  a  piece  broke  or  wore  out,  he  might  im- 
mediately replace  it.  It  might  be  a  small  piece  of  very 
few  cents  in  value,  but  without   it   frequently   the   ma- 
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chine  would  not  work,  and  if  lie  could  not  get  it  promptly, 
he  could  not  harvest  his  crop.  In  addition,  the  necessity 
of  credit  increased  as  the  sales  extended  from  the  large 
proprietors   to   the   small  farmers. 

138  There  was  need  of  a  force  of  experienced  men  with 
sufficient  knowledge  of  the  construction  and  operation  of 
the  machines  to  set  up  and  start  them,  and  instruct  the 
farmer  in  their  use ;  and  if  a  machine  got  out  of  order, 
to  fix  it. 

It  was  also  necessary,  from  the  beginning,  to  make 
changes  in  our  machines  to  suit  local  conditions.  That 
became  more  and  more  important  as  we  extended  the 
business  and  were  selling  to  the  peasant  farmer.  In  some 
countries,  the  European  farmer  was  educated,  and  could 
be  reached  through  literature,  in  others,  not.  In  Russia, 
Siberia,  Eoumania  and  other  countries,  a  very  small  part 
of  the  population  can  read  any  language,  and  education 
had  to  be  by  demonstration. 

What  the  Foreign  Field  Promised. 

The  economic  conditions  in  Europe  and  Siberia  in  1902, 
which  promised  Avell  for  the  development  of  the  liarvest- 
ing  business  abroad,  were  the  great  fields  of  grain  then 
being  cut  by  hand  almost  entirely,  or  with  crude  ma- 
chines; wliile  the  peasants,  the  laborers,  were  emigrat- 
ing to  x\merica  and  leaving  a  deficiency  of  labor  in  some 
countries.  In  others,  the  development  of  manufacture 
was  taking  labor  from  the  country,  making  it  necessary 
for  the  farmer  to  supply  that  deficiency  by  machinery. 

In  addition,  year  )iy  year  wages  were  increasing,  and 

139  from  the  economic  standpoint,  the  farmer  could  buy  ma- 
chines to  harvest  crops  because  he  could  do  it  "more 
(luickly,  satisfactorily  and  cheaper. 

Siberia  commenced  taking  harvesting  machinery  about 

1900  in  small  quantities.     The  field  was  verv"  great a 

great  expanse  of  country,  laj'g'^r  than  the  United  States, 
almost  entirely  unde\'eloped,  inhabited  by  nomadic  tribes 
which  drove  tiieir  stock  back  and  forth  over  the  prairies 
to  feed.  About  that  time  the  Russian  Government  built 
the  Trans-Siberian  Railway  and  commenced  assisting  the 
peasants  in  European  Russia  to  emigrate  to  'Siberia.  The 
peasant  was  placed  on  tlie  land  and  had  to  cultivate  it  him- 
self, with  the  assistance  of  his  family.  There  was  no 
labor  he  could  call  upon  to  help  him.    His  only  assistance 


Ill 

then,  must  be  machinery,  just  as  it  was  in  the  western 
part  of  the  United  States  and  Canada. 

As  to  climatic  conditions  in  Siberia  and  their  effect 
upon  the  demand  for  harvesting  machinery;  the  larger 
portion  of  the  grain-growing  sections,  as  at  present  culti- 
vated, lies  far  to  the  north.  Winters  are  very  long  and 
severe  and  summers  very  short.  They  must  sow  and  har- 
vest it  within  a  very  limited  period, — probably  ninety 
to  one  hundred  days  between  seeding  and  harvesting, 
sometimes  a  little  longer.  The  need  for  doing  the  work 
quickly  is  absolutely  imperative. 

ost  of  Doing  Foreign  Business  Exceeds  Domestic. 

The  cost  of  doing  a  harvester  business  abroad  is 
:0  greater  than  in  the  United  States.  Large  sums  of  money 
are  required  in  the  foreign  business  in  excess  of  the 
amount  required  to  do  a  like  business  in  the  United  States, 
because  our  factories  are  located  so  far  from  the  field 
of  operation  that  it  necessitates  buying  material  much  in 
advance  of  the  time  we  would  have  to  buy  it  for  domestic 
manufacture.  We  must  invest  money  in  labor  to  build 
these  machines;  we  must  ship  them  months  in  advance; 
pay  freight  to  steamship  ports;  pay  the  ocean  freight; 
pay  custom  duties;  landing,  warehouse  and  distribution 
charges.  We  must  start  to  distribute  long  in  advance  of 
harvest,  frequently  on  account  of  lack  of  proper  and 
quick  means  of  distribution.  That  expenditure  in  the 
foreign  business  requires  large  investments  of  money. 

istacles  to  Be  Overcome  Abroad. 

The  acquaintance  of  the  American  farmer  with  machin- 
ery and  the  ignorance  of  the  European  farmer  affects  the 
question  of  the  relative  cost  of  the  foreign  business  by 
the  extent  of  the  organization  necessary  to  put  the  foreign 
machines  in  the  field.  In  Europe,  in  fact  in  most  of  the 
foreign  trade,  we  have  to  set  up  practically  every  ma- 
chine; in  some  countries,  every  machine.  We  must  send 
a  man  out  with  each  binder  to  start  it.  The  farmer  had 
no  previous  experience  or  knowledge  of  it,  and  we  must 
teach  him  to  use  it,  and,  if  anything  goes  wrong,  send  a 
man  to  fix  it.    That  increased  in  the  change  from  selling 

1  to  large  land-owners  to  sales  to  the  peasant  farmer, — 
the  uneducated  man,  not  accustomed  to  the  use  of  machin- 
ery of  any  description. 
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We  had  to  build  the  machines  to  snit  the  conditions  in 
different  countries.  We  had  to  make  changes  to  suit  cus- 
tomers as  well  as  meet  conditions  of  soil  and  crops;  the 
kind  of  animals  and  harness  used.  One  section  was  no 
criterion  for  another  and  had  to  be  treated  by  itself. 

Farming  in  France  and  Germany  is  on  much  higher 
scale  than  in  newer  countries.  Land  is  expensive.  They 
spend  large  amounts  for  fertilization  and  they  must  pro- 
duce a  crop  to  pay  that  cost.  The  crop  must  be  cut  as 
close  as  a  mowing  machine.  In  some  countries  the  straw 
has  practically  as  great  a  value  as  the  grain.  Every  inch 
of  the  straw  must  be  saved,  and  the  farmer  would  not 
permit  us  to  cut  the  crop  the  height  usually  cut  in  America. 
This  required  considerable  change  in  the  machine ;  a  new 
cutter  bar,  for  instance. 

The  various  means  of  propulsion  used  are  horses,  mules, 
oxen,  buffalo,  camels  and  in  some  cases  reindeer  on  a 

142  mower.  Sometimes  cows  are  used  and  Germany  requires 
a  special  machine  for  them.  The  cow  in  the  older  settled 
countries  is  considered  a  very  valuable  animal.  Dairying 
is  a  very  important  industry  in  South  Germany  and 
Switzerland.  On  these  farms  they  frequently  have  but 
one  horse,  sometimes  none.  The  mowers,  as  built  for 
horses,  are  too  heavy.  It  was  necessary  for  us  to  build 
a  smaller,  intermediate  weight  and  draft  machine  for 
cows. 

In  many  countries  of  Europe  oxen  and  buffalo  are  used 
very  largely.  The  buffalo  are  hitched  up  and  driven  prac- 
tically the  same  as  oxen;  in  most  cases  the  driver  walk- 
ing on  the  left  side.  Our  left  hand  machine  would  necessi- 
tate his  walking  in  the  grain.  That  forced  us  to  build  a 
right  hand  machine  because  we  could  not  make  the  coun- 
try change  its  custom  of  generations. 

Lack  of  Commercial  Treaties  a  Handicap. 

The  lack  of  commercial  treaties  has  been  a  handicap  to 
the  foreign  trade.  In  France,  for  instance,  prior  to  the 
present  treaty,  American  harvesting  machinery  paid  duty 
at  the  rate  of  15  francs  per  100  kilo.  German  or  English 
machinery,  or  that  from  any  country  having  a  treaty  with 
France,  paid  9  francs.  In  1907  the  difference  of  mini- 
mum duty  paid  on  the  imports  from  countries  having  a 
commercial  treaty  with  France  and  on  machines  from 

143  America  was  approximately  $9.00  on  a  binder,  $5.00  on  a 
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reaper,  $4.00  on  a  mower  and  $2.50  on  a  hay  rake.  It 
amounted  approximately  to  $240,000  on  our  shipments  in 
1907.  That  does  not  include  the  excess  duty  paid  on  re- 
pairs, t-vnne  and  various  miscellaneous  implements 
shipped  to  France.  That  duty  existed  until  the  present 
Payne- Aldrich  bill.  That  law  assesses  a  25  per  cent,  pen- 
alty on  the  imports  of  any  country  that  does  not  give 
American  goods  her  minimum  tariff.  As  a  result,  France 
gave  the  United  States  her  minimum  tariff,  but  advanced 
it  from  9  francs  per  100  kilo  to  12  francs  per  100  kilo.  The 
larger  per  cent,  of  harvesting  machinery  comes  from  the 
United  States  and  we  felt  it  more  than  anybody  else. 

iestments  Abroad  in  Repairs. 

)  Defts'.  Ex.  77  shows  the  sales  and  inventory  of 
the  foreign  repairs  for  1912.  The  column  "Sales" 
represents  the  proceeds  from  the  sale  of  extra 
parts  for  that  season.  "Inventory"  represents  stock  car- 
ried on  hand  into  the  succeeding  season  at  list  price,  but 
does  not  include  the  amount  invested  in  freight  and  du- 
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)-148    Sales  and  Inventory  of  P'oreign  Eepairs 

at  List  Sea- 

son  1912. 

Sales 

Inventory 

Total 

Central  Europe 

?    894,047.51      i 

f  1,886,308.00 

$  2,780,353.51 

■Eastern  Europe 

972.721.36 

3,422,660.66 

4,395,382.02 

Western  Europe 

688,126.0.3 

892,749.93 

1,580,875.96 

Great  Britain 

121,599.32 

285,148.01 

406,747.33 

New  Zealand 

34,215.20 

164,058.05 

198,273.25 

Australia 

182,164.00 

486,423.83 

668,587.83 

South  America 

1,346,893.40 

3,464.63 

1,350,358.03 

South  Africa 

95,689.34 

93.00 

95,782.34 

Mexico 

11,722.00 

— 

11,722.00 

Miscellaneous 

315.61 

277.91 

593.. 52 

Canada 

1,126,951.67 

2,927,659.19 

4,054,610.86 

Total  Foreign  $5,474,445.44      $10,068,841.21      $15,543,286.65 

mparison  of  Selling  Investment,  U.  8.  and  Foreign. 

Defts'.  Ex.  78  shows  volume  of  sales  and  sell- 
ing investment  of  I.  H.  Co.  in  the  U.  S.  and  in  the  for- 
eign business  1907  to  1912.  "Selling  Investment"  in- 
cludes accounts  outstanding,  bills  receivable — notes  due  us 
from  customers  or  agents  or  from  any  source, — the  in- 
ventories of  machines  and  twine  (including  freight  and 
duty),  and  all  unsold  stock  on  hand;  also  office  and  ware- 
house equipment.     It  includes  nothing  but  manufactured 
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machines  and  repair  parts,  only    what    has  been  turned 

149  over  to  the  sales  organization.     It  does  not  include  ma- 
chines in  process  of  manufacture. 

United  States. 


Percent,  of  sell- 

Selling 

ing  Investment 

Year 

Gross  Sales 

Investment 

to  Gross  Sales 

1907 

$40,402,riR,1 . 0." 

$30,298,933.42 

(T,.3 

190S 

41,S23,fl97.!)S 

20,298.344.10 

70.1 

1909 

50,097,105.69 

30,410,535.39 

60.7 

1910 

56,502,082.96 

86,069,131.86 

63.8 

1911 

56,867,009.24 

40,133,179.68 

70.6 

1912 

64,007,748.88 

41,557,146.89 

Foreign. 

64.9  ■ 
Percent,  of  sell- 

Selling 

ing  Investment 

Tear 

Gross  Sales 

Investment 

to  Gross  Sales 

1907 

$24,478,.144.17 

$25,362,534.;  13 

103.6 

190S 

24,804,793.38 

26,188.827 .  00 

105.0 

1909 

28,134,375.60 

20,.jS9, 866.159 

105.2 

1910 

34,196,055 .  60 

36,057,]  .53 .  03 

107.2 

1911 

42,314,678.67 

.52,832,524.27 

124.9 

1912 

50,896,963.24 

00,965,725 .  33 

131.6 

Note :     Working  Fund  Cash  is  not  included  in  the   amount  quoted 
above  for   Selling   Investment. 

Investment  in  Foreign  Shipments  in  1912  for  Season  1913. 

Defts'.  Ex.  79  shoAvs  the  A-alue  of  shipments  to 
150  foreign  countries,  exclusive  of  Canada,  from  July  1, 
1912_,  to  December  31,  1912,  for  account  of  season  1913, 
invoice  prices  of  machines  manufactured  in  this  country 
and  shipped  abroad  to  be  ready  for  the  1913  crop  sea- 
son. 

Julv  $ 


August 

SeptemlK-r 

October 

November 

December 


522,358.00 
1,715,357.00 
1,705,580.00 
4,219,651.00 
1,421,383.00 
1,584,753.00 


$11,169,082.00 
(Objection  for  lack  of  materialitv  considered  as  made 
to  all  exhibits  introduced  by  this  witness.) 
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Joibrng  Methods  Compared  mth  1912  Sales  Organization. 
Mr.  Haney.     Referring  to  the  added  amount  needed  to 
transact  business  througii  a  direct  sales  organization  as 
compared  witli  the  old  but  ineffectual  method  of  selling 

.51  through  jobbers.  Defendants'  Exhibit  80  shows  tlie 
comparative  selling  expense  between  branch  house  and 
jobbing  methods,  compiled  from  the  records  of  the  I.  H. 
Co. 

The  Deering  business  abroad  in  1902  was  done  entirely 
through  jobbers,  excepting  my  controlling  and  overseeing 
■office.  The  expense  thereof  was  included  in  the  1902  cost 
so  that  even  in  tliat  figure  there  is  a  little  more  than  the 
cost  of  the  pure  jobbing  business.  The  Deering  Company 
did  purely  a  jobbing  business  in  South  America  in  1902, 

.52  and  it  had  no  supervising  office  at  all.  The  I.  H.  Co.  in 
South  America  sells  through  jobbers.  We  have  a  super- 
vising office  in  Buenos  Aires,  and  we  supply  a  very  large 
number  of  experts  at  a  cost  divided  between  the  importer 
and  ourselves.  We  carry  a  very  considerable  portion  of 
it,  and  that  is  included  in  the  statement. 

Defts'.  Ex.  80  shows  comparative  selling  expense  be- 
tween branch  and  jobbing  methods — seasons  1902  and 
1912. 


Percent. 

Total 

ofSellins 

Selling 

Expense 

Sales 

Expense 

to  Sales 

Europe : 

Deei-ing  1902  Jobbers           $1,261,789.35 

$   139,497.04 

11.05% 

International  1912  Branch 

Houses                               23,133,307.56 

6,638,679.57 

28.7 

South  America : 

iDeering  1902  Jobbers              395,976.72 

24,043.45 

6.07 

International  1912 

Jobbers                                 4,935,36S .  37 

329,984.76 

6.(19 

htra  Hazards  in  Foreign  Business. 

As  to  the  extra  hazard  in  doing  business  abroad;  in  a 
country  where  wc  are  foreigners,  there  is  the  extra  haz- 
ard of  very  great  credits  extended  in  a  foreign  country 
to  the  uneducated  peasant,  who  may  live  hundreds  of  miles 
off  the  railroad.  There  is  tbe  extra  hazard  of  possible  in- 
terruption or  total  extinguishment  of  our  business  through 
the  abrogation  of  commercial  relations  or  through  foreign 
wars. 
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153  AYe  also  have  a  very  great  fire  risk.  In  many  places 
^vhere  we  carry  stocks  of  very  great  value,  we  have  abso- 
lutely no  fire  protection — no  water  protection,  and  frame 
buildings,  and  we  cannot  get  insurance. 

There  is  the  hazard  of  foreigners  trying  to  collect  their 
outstanding  indebtedness,  in  the  event  of  the  interrup- 
tion of  friendly  relations. 

Comparison  of  Cash  Collections, — Domestic  and  Foreign. 

Defts'.  Ex.  81  shows  the  percentage  of  cash 
collected  to  sales  in  the  U.  S.  and  in  foreign  countries 
from  1905  to  1912.  (Detailed  figures  back  of  1905  not 
available.) 


United 

'States 

Foreign 

Total 

1905 

74.4% 

42.7% 

64.2% 

]906 

70.3 

44.2 

61.8' 

1907 

67.3 

37.9 

57.1 

1908 

69.4 

39.2 

58.2 

1909 

68.9 

40.4 

58.6 

1910 

66.4 

38.2 

55.8 

1911 

66.8 

34.4 

53.0 

1912 

68.8 

35.2 

53.9 

Competition  of  Foreign  Manufacturers. 

154  In  1902  there  were  foreign  companies  engaged  in  manu- 
facturing and  selling  machinery.  Prior  to  the  Paris  Ex- 
position our  work  had  been  largely  pioneer  work,  and  we 
had  commenced  to  get  some  results.  The  exhibit  of  ma- 
cliinery  at  Paris  evidently  gave  a  great  incentive  to 
European  manufacturers  to  go  into  the  business.  They 
could  foresee  that  machinery  must  take  the  place  of  labor. 
A  great  many  concerns  started  to  manufacture  copies  of 
our  machines;  in  some  instances  even  taking  our  trade 
names;  in  others,  a  name  very  like  it.  In  some  instances 
they  took  several  machines  and  combined  them  into  one 
machine.  The  machines  they  offered  were  almost  en- 
tirely copies  of  foreign  machines,  largely  American;  they 
did  not  have  the  cost  incidental  to  development  and  the 
experimental  field  work  of  getting  ready  to  manufacture. 
They  copied  our  machines  and  were  ready  to  start  im- 
mediately into  the  business. 
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roivth  of  Foreign  Sales  Force. 

5      Defts.'  Ex.  82  shows    the    number    of    Sales    Depart- 
ment   employes   of  the  I.   H.    Co.  in  foreign  countries 
from  1903  to  1913. 
Zear. 

1903 654 

1904 854 

1905 1,114 

1906 1,399 

1907 1,412 

1908 1,407 

1909 1,613 

1910 1,877 

1911 2,444 

1912 2,876 

(No  figures  available  for  the  Vendor  'Companies  for 
1900,  1901  and  1902.) 

)6  Defts'.  Ex.  83  is  a  summary  of  foreign  sales  of  I.  H. 
Co.,  1902  to  1912,  showing  increase  by  years.  (For  sim- 
ilar figures  see  Defts'.  Ex.  198.) 

)7     Defts'.  Ex.  84  is  a  diagi-am  of  the  previous  exhibit. 

id  WILLIAM  V.  COIJCHMAN : 

W  I  reside  at  Brussels,  Belgium,  and  am  European  In- 
spector of  Sales  of  the  I.  H.  Co. ;  was  with  the  MdCormick 
Co.  from  1882  to  1902,  general  agent  at  Alarshalltown, 
Iowa,  from  1886  to  1898.  In  1899  I  went  to  Europe  as  rep- 
resentative of  the  McCormick  Co. 

he  Opportunity  in  Europe;  Inadequacy  of  Old  Methods. 

The  harvesting  machine  business  there  was  being  con- 
ducted by  all  American  manufacturers,  mostly  through 
jobbers.  In  England  the  trade  had  been  very  well  devel- 
oped; in  France  partially  so;  in  Germany  a  little  more. 
In  the  other  fields  in  Europe  there  had  been  some  trade 
for  a  number  of  years,  but  I  considered  it  practically  vir- 
gin soil  for  the  increase  of  business.  One  company  had 
31  its  own  office  or  organization  in  England,  France  and 
Grermany ;  another  an  office  in  England,  one  in  France,  and 
one  in  Russia.  No  company,  American  or  foreign,  had 
developed  the  work  to  any  considerable  extent  along  the 
lines  in  use  by  the  McCormick  and  other  companies  in 
America. 
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I  went  to  Europe  to  study  conditions  and  prospects  and 
determine  what  should  be  done  to  increase  the  trade  of  the 
McCormick  Co.  The  conditions  in  many  countries  were 
similar  to  the  early  conditions  in  America  in  the  western 
trade.  I  favored  adopting  the  American  system  of  branch 
houses  and  our  own  organization  as  against  the  contin- 
uation of  the  jobber  business.  The  jobber  wished  ((uick 
returns  and  was  unwilling  to  incur  the  expenses  necessary 
to  introduce  the  machines  into  new  territory,  depending 
largely  upon  the  demand  that  came  to  him.  The  machines 
were  new  and  the  people  required  instructions  in  their 
use.    All  that  entailed  an  expense  which  did  not  bring  re- 

192  turns  to  the  jobber.  I  found  cases  where  machines  sold  by 
jobbers  were  not  used  in  the  harvest  because  the  owners 
said  they  did  not  operate  properly.  We  put  in  one  3^ear  in 
Hungary,  sending  experts  to  the  different  estates ;  the  ma- 
chines were  right;  it  was  simply  ignorance  on  the  part  of 
the  users.  This  will  explain  wliy  we  considered  jobbing- 
representation  inadequate. 

In  some  countries  we  found  our  machines  not  particu- 
larly suited  to  local  conditions.  It  was  rather  difficult 
to  obtain  information  as  to  just  what  was  required.  The 
jobbing  representative  did  not  as  a  rule  have  a  man  versed 
in  the  technical  end  of  the  business. 

Nccessifif  of  Large  Erpalr  Stocks  Ahroad. 

The  first  step  I  took  was  in  connection  with  a  repair 
stock.  I  found  a  great  complaint  as  to  the  scarcity  of  re- 
pair parts.  In  1899  we  arranged  to  carry  a  repair  stock 
at  Hamburg,  a  free  port  where  we  could  carry  the  goods 
without  paying  duty  and  ship  from  there  as  the  orders 

193  were  made.  Engineers  came  over  to  study  conditions. 
I  next  asked  for  authority  to  open  up  branch  houses  and 
for  men  competent  to  manage  them  from  America. 

The  Paris  Exposition  was  in  1900.  The  McCormick 
Company  exhibited;  :\rr.  Stanley  McCormick  was  in  charge 
and  Messrs.  Cyrus  and  Harold  McCormick  were  there. 
The  gentlemen  in  visiting  the  Exposition,  made  closer 
investigation  of  conditions,  and  appreciated  better  my 
arguments,  and  during  the  summer  of  1900  I  had  numer- 
ous conferences  with  the  McCormicks  over  the  expansion 
of  European  business.  I  wanted  authority  to  'open  branch 
houses.    They  were  anxious  to  have  me  do  what  I  could 
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to  increase  the  trade,  but  asked  niimerons  questions  as  to 
how  mucli.  capital  it  would  involve. 

EuropeoM  Manufacturers  Becoming  Active. 

The  situation  with  respect  to  European  manufacturers 
of  harvesting  machines  was  becoming  much  more  active. 
The  Paris  Exposition  called  the  attention  of  many  local 
concerns  to  the ,  possibilities  of  this  business.  As  I  re- 
member, every  concern  in  the  business  in  Europe  was 
making  some  copy  of  an  American  machine.  There  were 
no  patents  of  any  particular  importance  and  nothing  to 

194  prevent  their  copying  any  machine.  One  machine  was 
called  tlie  "Cormick."  That  enabled  the  local  manufac- 
turers to  get  without  cost,  all  the  advantages  of  the  ex- 
perimental development  work  of  the  American  manufac- 
turer. 

The  McCormick  Company  had  had  some  foreign  trade 
■     for  many  years.    Mr.  McCormick,  Sr.,  introduced  machines 
at  the  Crystal  Palace  show  in  London,  sometime  in  the 
fifties  or  sixties. 

Need  of  an  American  Organization  Throughout  Europe. 

My  whole  argument  in  1900  was  for  an  American  or- 
ganization to  extend  over  all  Europe.  We  had  a  house 
at  Odessa  before  the  end  of  1900.  I  had  obtained  consent 
to  establish  houses  in  London,  Berlin,  Budapest,  Hungary 
and  Zurich,  Switzerland,  and  a  second  one  in  Eiga.  Si- 
berian trade  commenced  to  open  up  at  that  time ;  the  rail- 
road had  been  iinished;  Odessa  not  being  really  on  direct 

195  line  of  communication  with  Siberia,  I  felt  the  absolute  ne- 
cessity of  a  branch  on  a  Baltic  port  from  which  North  Rus- 
sia and  Siberia  could  be  served.  We  decided  upon  Riga. 
To  illustrate  the  size  of  territory:  Omsk  as  center  of  Si- 
berian trade  was  about  two  thousand  miles  from  Riga,  and 
it  took  five  or  six  days  to  make  the  trip  at  that  time. 

Increased  Capital  Requirements. 

The  houses  were  established  between  1900  and  1902,  and 
involved  a  competent  American  organization  to  manage 
them,  a  very  generous  stock  of  repairs,  a  sufficient  force  of 
experts  and  demonstrators.  Li  some  countries  the  local 
factories  were  developing  and  local  agents  could  get  ma- 
chines from  these  local  factories  without  giving  the  orders 
in  advance,  before  the  crops  were  assured.  We  were  con- 
fronted with  the  necessity  of  carrying  large  stocks  of 
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machines  at  our  own  expense  for  the  purpose  of  supplying 

196  the  trade.  While  I  feel  that  I  appreciated  the  amount  of 
capital  that  would  be  called  for,  we  found  by  experience 
it  was  more  than  we  anticipated. 

Advantages  Enjoyed  hi/  Local  Manufacturers. 

The  local  manufacturer  had  the  advantage  in  tariff 
and  freight  in  France,  G-ermany  and  Eussia;  we  were 
compelled  to  pay  ocean  freight  from  America;  to  more 
properly  box  our  machines  for  export;  to  pay  import  duty 
into  the  countrj'  where  his  factory  was  located.  He  was 
close  to  trade.  We  were  compelled  to  invest  money  in 
raw  materials  long  in  advance  of  the  local  manufacturer. 
He  could  fit  his  manufacturing  program  to  the  conditions 
of  the  trade  as  it  developed,  while  we,  with  our  base  of 
supplies  thousands  of  miles  away,  were  not  able  to  take 
advantage  of  those  conditions.  Saving  of  ocean  freight, 
import  duty  and  packing  for  export  was  itself  a  great  ad- 
vantage. 

More  Capital  Needed  hy  Change  from  Jobbing  Method. 

With  respect  to  the  question  of  capital  the  change  from 
jobbing  to  branch  houses  was  very  material.  The  jobbing 
trade  was  accustomed  to  buy  goods  f.  o.  b.  New  York.  The 
moment  we  opened  branch  houses  we  were  compelled  to 
pay  ocean  freight  and  import  duties,  and  carry  machines 
in  store  until  called  for,  and  frequently  prepay  freight 
to  destination  where  machine  was  used, — actual  cash  in- 
vestments in  addition  to  manufactured  cost,  and  the  costs 
of  organization  and  carrying  on  the  business.    This  sim- 

197  ply  brought  the  goods  to  the  dealer.  In  selling  them  we 
had  to  give  extended  credits  differing  in  different  coun- 
tries. This,  in  itself,  made  necessary  a  vast  increase  in 
capital.  The  new  countries  are  the  ones  where  we  have 
to  carry  the  purchaser  most.  Where  you  conduct  a  cam- 
paign of  education,  one  of  the  prime  necessities  is  to  give 
time  to  the  users  of  the  machines.  In  some  countries, 
where  we  were  compelled  to  do  a  great  deal  of  educational 
work,  the  volume  of  trade  was  small  for  some  little  time. 
In  Hungary  it  was  some  time  before  I  could  show  results ; 
it  Avas  simply  all  expense  and  no  profit. 

Distinctive  Features  of  Ha)vester  Trade. 

198  The  harvesting  machine  business  differs  fundamentally 
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from  merchandising  in  the  matter  of  additional  capital 
required  as  the  business  deyelops.  You  have  a  yearly  mar- 
ket ;  harvesting  machines  are  used  only  during  the  harvest 
season — once  a  year.  The  minute  you  succeed  in  estab- 
hshing  a  good  business,  you  must  be  prepared  to  take  ad- 
vantage of  that  field.  The  very  fact  that  your  business  is 
large  this  year  and  increasing,  compels  you  to  have  a  suf- 
ficient capital  to  continue  and  extend.  If  you  stop,  you 
have  simply  plowed  for  someone  else  to  reap.  The  more 
you  succeed  the  more  it  wraps  up  capital.  We  had  found 
that  so  in  1902,  and  that  has  been  the  experience  of  the 
I.  H.  Co.,  ever  since,  most  emphatically. 

99  Cross-Examination. 

At  request  of  petitioner,  witness  produced  the  following 
statements : 

McCormick  Export  Shipments  (Not  Including  Canada.) 
Push  Hay 

Machines     Reapers      Mowers        Bakes 
402  11286  19625  3360 

434  13440  20950  6828 

535  12499  23241  7396 


Binders 

1900  6004 

1901  6897 

1902  7570 


McCormick  Foreign  Sales  (Including  Canada.) 


Year 

1898 

1899 

1900 

1901 

1902 


Foreign 
except 
Canada 
1,563,291.87 
1,872,432.30 
2,319,475.39 
2,812,512.81 
2,844,117.72 


Canada 

300,988.49 

474,816.96 

814,875.42 

1,409,864.66 

1,492,440.24 


Per  cent. 

Progressive 

Increase 

Total     over  1898 

1,864,280.36 

2,347,249.26      25.8% 

3,134,350.81      68.1% 

4,222,377.47    126.4% 

4,336,557.96     132.6% 


ai 


84  J.  B.  BARTHOLOMEW: 

Have  been  President  of  the  Avery  Co.  about  eight  years ; 
reside  at  Peoria,  Illinois.  Have  been  connected  with  Com- 
pany since  1879.  Its  chief  products  are  threshing  ma- 
chines, gas  and  oil  tractors,  steam  tractors,  and  small  im- 
plements such  as  planters  and  cultivators.  Those  prod- 
ucts are  sold  principally  through  the  corn  and  wheat  grow- 
ing states  of  the  United  States,  and  some  in  Canada  and 
the  Argentine  Republic. 
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Large  Fina)icial  Besources  Required  in  European  Trade. 

485  We  hare  no  foreign  business  to  speak  of  in  Europe. 
Have  recently  surveyed  tliat  field  as  one  for  export.  The 
chief  requirement,  judged  by  my  investigation,  for  en- 
trance into  European  trade  in  agricultural  implements 
and  successfully  carrying  on  that  business,  is  a  strong 
desire  and  lots  of  money  to  back  it  up.  I  should  say  that 
it  requires  very  large  financial  resources  and  equipment. 

Cross-Examination. 

The  same  thing  is  true  of  conditions  in  this  country.  As 
to  whether  in  this  respect  the  foreign  trade  does  not  differ 

486  from  domestic  trade,  it  is  4,000  miles  away;  harder  to 
get  at;  a  little  more  expensive  to  operate;  different  lan- 
guages to  deal  with,  and  different  soil  conditions  and  peo- 
ple. They  farm  differently.  As  to  whether  the  farms 
in  Continental  Europe  are  not  large  enough  to  warrant 
the  sale  of  our  principal  lines,  namely,  traction  engines 
and  threshing  machinery :  I  am  told  that  55  per  cent, 
of  the  wheat  in  the  world  is  produced  in  Europe  and  it 
seems  that  we  ought  to  be  able  to  get  a  fair  share  of  that 
business.  As  to  the  size  of  the  farms  over  there,  I  only 
know  some  of  them  are  very  small  and  some  very  large. 

XIII 

183  THOMAS  FINDLEY : 

I  reside  at  Toronto,  Canada.     Am  Vice-President  and 

184  Assistant  General  ^Tanager  of  the  Massey-Harris  Com- 
pany, Limited,  which  has  been  engaged  in  the  manufac- 
ture and  sale  of  agricultural  implements  since  about  1840. 

Reasons  for  Brancli  Houses  Rather  than  Jobbing  Methods. 

185  In  1902  our  method  of  marketing  our  products  outside 
of  Canada  and  the  U.  S.  was  very  largely  through  branch 
houses;  in  Australia  had  branch  house  organization  in 
each  of  the  states  except  South  Australia;  had  branch 
house  in  Xew  Zealand,  Great  Britain  and  France.  In  Lon- 
don we  had  possibly  .30  or  35  men;  and  of  course  large 
numbers  of  agents  besides.    We  had  branch  organizations 

186  in  France  and  Germany  similar  to  that  in  Great  Britain. 

Q.    What  were  the    reasons    for    your    adopting    this 
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method  of  marketing  your  product  instead  of  the  jobbing 
method? 

A.  That  is  a  very  large  question.  We  were  led  to  that 
policy,  which  was  adopted  practically  at  the  formation  of 
Company,  by  our  experience.  We  found  it  difficult  to  se- 
cure responsible  jobbers  and  those  who  had  worked  trade 
hke  we  ourselves  were  able  to  work  it,  or  who  could  se- 
cure anything  like  the  amount  of  business  we  were  able  to 
secure  through  our  oAvn  branch  house.  Our  foreign  trade 
was  largely  the  matter  of  development,  a  question  of  stimu- 
lating a  desire  for  farm  implements  to  take  the  place  of 
hand  labor ;  a  case  of  building  organization  from  bottom. 
We  had  tried  this  system  out  in  the  Canadian  trade  in  the 
fullest  possible  way  before  we  entered  the  foreign  trade ; 
simply  extended  home  policy;  found  it  worked  well  and 
went  into  country  after  country. 

In  1902  we  were  still  doing  only  a  jobbing  trade  in 
Eussia.  Went  to  branch  house  basis  about  4  years  ago. 
We  did  not  do  that  earlier  because  Eussia  was 
a  country  we  felt  was  difficult,  from  the  standpoint  of 
credit,  that  possibly  it  would  involve  a  greater  outlay 
of  capital  than  we  were  prepared  to  undertake  at  that 
time.  We  were  developing  our  western  Canadian  trade 
which  was  rapidly  expanding ;  did  not  want  to  expand  un- 
duly quickly.  Were  jobbing  in  Eussia  practically  30 
years  before  we  went  into  branch  organization,  always 
having  knowledge  that  we  could  expand  our  trade  there 
very  greatly  if  prepare4  to  go  to  trouble  of  making  a 

187  branch  house  and  extending  the  credit  necessary  under 
that  form  of  organization. 

As  between  jobbing  and  branch  housiC  methods,  the 
difference  in  am-ount  of  capital  required  is  very  great. 
Our  increase  in  total  business  in  last  10  years, 
speaking  from  memory,  was  about  100  per  cent. 
The  foreign  trade  field  has  expanded  more  rapidly. 

Cross-Examination. 

188  The  Massey-Harris  Co.  has  an  issued  capital  stock  of 
$15,000,000.  They  do  an  export  business  all  over  the 
world.    We  are  a  consolidation  of  several  companies.  The 

189  Massey-Harris  Co.,  the  Patterson  Bros.  Co.,  and  A.  Har- 
ris Son  &  Co.  The  Johnston  Harvester  plant  is  separate. 
Our  plants  were  all  located  in  Canada  when  we  acquired 
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them.    The  Massey-Harris  Co.  acquired  those  companies 
in  1891,  22  years  ago. 

Have  not  found  it  necessary  to  have  a  capitalization  of 
$120,000,000  in  order  to  do  a  foreign  business  to  the  ex- 
tent that  -we  have  done  it. 

■  Distinguishing  harvesting  implements  from  other  liiies, 
I  think  we  are  the  largest  manufacturers  of  harvesting 
implements  in  the  world  next  to  the  I.  H.  Co. 

Re-direct  Examination. 

Our  resources  as  distinguished  from  our  capital  stock 
are  about  $30,000,000  altogether ;  about  $15,000,000  more 
than  our  capital  stock. 

306  GEOEGE  H.  BAETLETT : 

Have  been  with  tlie  I.  H.  Co.  since  1902;  mostly  in  ex- 
perimental work  in  foreign  countries.    I  investigated  the 

307  necessity  for  changes  in  the  various  machines  to  suit  tlie 
varying  needs  of  the  different  countries.  I  have  traveled 
through  England,  Scotland,  Italy,  France,  Germany, 
Northern  Africa,  Eussia,  Siberia,  New  Zealand,  Australia, 
Denmark,  Norway  and  Sweden. 

Mechancial  Difficidties  Met  in  Forci/jn  Fields. 

Crops  in  Scotland  are  often  very  short;  much  grass 
grows  with  the  grain  and  they  want  to  save  that  for  hay. 
Our  machines  would  not  out  as  low  as  they  cut  by  hand 
and  with  their  home  made  reapers.  We  reconstructed  our 
cutting  apparatus  to  cut  low  enough  to  meet  that  condi- 
tion. We  also  had  to  make  attachments  for  our  binders 
so  thoy  would  turn  out  small  bundles,  so  they  would  dry 

308  quickly ;  we  had  to  make  a  new  cutter  bar  and  guards  and 
platform.  We  had  complaints  from  our  agents,  and  I  was 
sent  to  Scotland  several  times  to  investigate,  and  the  re- 
sult Avas  that  we  changed  the  machines  and  adapted  them 
to  that  peculiar  condition. 

We  found  it  necessary  over  there  on  account  of  nar- 
row roads,  lanes  and  gateways  to  make  transports,  by 
which  the  machines  could  be  drawn  lengthways. 

Difficulties  in  Holland. 

In  Holland  they  raise  grass,  very  short,  and  cut  it  sev- 
eral times  in  the  season.     Our  ordinary  mowers  did  not 
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satisfy  because  they  did  not  cut  close  enough.  We  liad 
to  reconstruct  theln  in  that  respect.  If  they  let  the  grass 
lay  in  the  ordinary  way  the  mower  left  it,  the  horses 

309  traimped  it  into  the  soft  ground ;  so  we  had  to  make  new 
outside  dividers  and  do  what  we  never  did  in  any  other 
country,  put  an  inside  divider  next  to  the  main  shoe  so  as 
to  bring  the  hay  into  a  little  windrow. 

dificulties  in  Denmark. 

In  Denmark  they  have  a  very  fine,  short  grass,  whicli 
they  cut  several  times  in  the  season ;  much  of  it  on  bog 
land.  A  moss  grows  with  the  grass.  They  always  cut  it 
by  hand  with  a  very  wide  scythe,  somewhat  concave  so 
that  the  back  presses  the  moss  down  and  the  blade  cuts 
the  grass  above  the  moss.  To  sell  machines  there  it  was 
necessary  to  get  same  result,  and  we  had  to  make  a  new 
cutting  apparatus  with  guards  turned  up  something  like 
a  skate  runner  and  much  nearer  together,  which  would 
press  the  moss  down  in  front  of  the  knife.  The  moss  is  in- 
jurious to  cattle. 

Difficulties  in  South  Germany  and  Switzerland. 

South  Germany  and  Switzerland  is  largely  a  dairy 
country  and  they  often  work  their  cows ;  many  farms  have 
no  other  animals.  Our  ordinary  two-horse  mowing  ma- 
chine was  too  heavy  and  our  American  one-horse  one  not 
satisfactory.     To  get  that  trade  required  a  lighter  ma- 

310  chine,  suitable  for  cows.  We  made  a  new  machine  called  a 
cow  mower.  Other  changes  were  necessary  there  as  in 
other  countries  whore  they  had  soft,  short  grass  and  cut 
it  two  or  three  times  a  year ;  then  we  acquired  a  good 
trade  in  that  section.  The  European  farmer  has  to  be 
much  more  careful  to  cut  and  garner  everything  than  the 
American  farmer;  the  land  is  more  valuable  and  farms 
small,  and  everything  must  count. 

Difjiatlties  in  Italy. 

In  Italy  fields  are  often  irrigated  by  ditches  from  five  to 
eight  feet  apart  and  oftentimes  with  intersecting  ditches. 
Our  machines  were  constantly  subjected  to  great  strain 
in  bumping  through  these  ditches.  Special  construction — 
stronger  frames  and  elevators — was  provided  for  that 
special,  condition.  There  they  had  the  habit  of  cutting 
their  grain,  leaving  very  long  stubble,  and  we  had  to 
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change  our  machines,  making  them  stand  higher  from  the 
ground. 

In  a  measure  it  is  true  that  j^ou  cannot  get  farmers  to 

311  change  their  customs.  At  first  we  thought  our  American 
macliines  ought  to  give  satisfaction  in  any  other  country, 
but  found  it  better  to  change  to  suit  the  people  than  to 
try  to  educate  them  to  do  the  way  we  work  here. 

Difficulties  in  Russia. 

In  Eussia  horses  are  light  and  small  and  the  harness  ex- 
tremely crude.  They  have  no  way  of  holding  or  guiding 
the  machine  or  sustaining  the  weight  of  the  pole  and  the 
machine,  except  by  tying  a  rope  around  the  horse's  neck 
and  hitching  it  to  the  end  of  the  pole.  We  found  it  neces- 
sary to  put  a  forecarriage  under  the  machine  pole  for 
nearly  all  machines,  reapers,  and  harvesting  machines  we 
sell  in  Russia.  Where  they  use  cattle  in  Eussia,  we  found 
at  once  our  left-handed  machines  would  not  do,  because 
they  walk  on  the  near  side  of  the  cattle  to  drive  them  and 
that  caused  the  man  to  walk  in  the  grain.  There  was  a 
great  demand  for  right-hand  machines.  In  South  America 
and  Siberia,  where  they  use  cattle,  it  necessitated  revers- 
ing the  machine,  making  a  right-hand  machine, — a  very 
expensive  job,  for  all  parts,  nearly,  in  the  construction 
had  to  be  reversed. 

Diffi'eiiUirs  in  the  South  of  France. 

In  the  south  of  France  they  strap  the  yoke  to  the  horns 
of  the  cattle  and  put  the  tongue  right  on  top  of  it.  That 
brought  the  pole  five  feet  or  so  from  the  ground,  and 

312  threw  the  ordinary  mowing  machine  or  reaper  out  of  ad- 
justment, and  necessitated  a  change. 

The  work  I  have  described  has  been  going  on  all  the 
time  for  ten  years  and  long  before.  We  had  found  it  nec- 
essarily incident  to  the  development  of  trade  in  all  the 
countries  of  the  world.  It  is  a  practical  necessity  and  very 
expensive. 

Cross-Examination. 

Before  1902  was  with  the  Milwaukee  Harvester  Com- 
pany for  nine  years.  For  eight  of  those  nine  years  I  man- 
aged its  European  trade  with  headquarters  first  in  Ham- 
burg and  afterwards  in  London.  We  were  selling  Mil- 
waukee machines  in  France,  England,  Scotland,  Germany, 

313  Denmark,  Sweden,  Norway  and  Russia.    The  McCormick, 
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Deering  and  Champion  Companies  had  representatives 
abroad.  The  Osborne,  Champion,  Deering,  McCormick, 
Johnston,  Walter  A.  Wood,  and  Massey-Harris  had  their 
people  living  abroad  and  expanding  the  business  of  their 
companies  prior  to  1902.  All  of  these  companies  were 
competing  with  each  other  in  the  countries  in  which  I  was. 

289  HERBEET  F.  PERKINS : 

290  I  am  division  manager  of  the  I.  H.  Co.  and  have  been 
with  it  since  its  organization.  Immediately  before,  I  was 
manager  of  the  purchasing  department  of  the  McCormick 
Co.  I  entered  their  employ  February  1, 1899.  Before  that 
I  had  charge  of  purchasing  and  office  work  of  a  mallea- 
ble iron  company  in  Chicago. 

Supply  of  Ratv  Materials  as  Affecting  Foreign  Trade. 

I  was  employed  for  the  purpose  of  securing  the  Mc- 
Cormick Co.'s  raw  materials;  there  was  special  consider- 
ation given  to  that  subject  along  in  1900  or  1901, — ^in  con- 
nection with  the  discussion  of  the  expansion  of  their  for- 
eign sales.  I  had  become  astonished  at  the  proportion- 
ate expense  of  McCormick  Co.'s  raw  materials  as  related 
to  the  cost  of  their  machinery;  and  there  was  going  on  in 
the  discussion  of  the  McCormick  head  men,  the  question 
of  going  after  foreign  trade.  Our  foreign  sales  organiza- 
tion had  begun  to  feel  that  there  was  an  almost  indefinite 
future  there  if  they  could  get  after  it;  and  without  urg- 
ing the  management  to  take  steps  to  get  this  foreign  busi- 
ness, I  said  to  the  McCormicks:    "This  question  of  raw 

291  materials  is  so  vital  in  your  costs,  would  it  not  be  well 
to  stop  a  moment  before  you  go  much  further  in  dis- 
cussing the  extent  of  your  expansion  in  Europe,  to  con- 
sider covering  your  raw  material  situation  so  you  can  go 
into  expansion  on  safe  ground?" 

I  cannot  state  offhand  the  exact  course  of  raw  material 
prices  between  1899  and  1902. 

My  position  was  based  on  the  fact  that  raw  material 
prices  fluctuated  strongly  up  and  down  and  made  very 
uncertain  the  basis  of  cost,  and  the  tendency  seemed 
toward  higher  costs  because  of  labor  conditions  and  the 
gradual  eating  up  of  lumber  and  ore  supplies. 
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Safety  in  Raw  Material  Supply  Required  Increased  Capital. 

The  three  great  raw  materials  in  the  manufacture  of 
harvesting  machines  are  pig  iron,  finished  steel  and  lum- 
ber. Fibre  is  the  raw  material  of  twine — a  necessary  ac- 
companiment of  machines.  I  made  a  particular  point  with 
the  company  on  their  pig  iron  and  steel  supplies  at  that 
time.  I  had  had  ten  years  previous  experience  in  that  line. 
I  was  told  to  make  plans  for  producing  our  own  pig  iron 
and  steel.  I  employed  engineers,  had  plans  drawn  for  steel 
mill  and  blast  furnaces,  and  estimates  of  the  necessary 

292  capital.  Those  plans  were  completed  in  latter  part  of 
1901.  I  estimated  that  to  get  into  it  on  a  basis  at  all  rea- 
sonable would  take  $5,000,000,  not  including  any  work- 
ing capital,  which  would  take  perhaps  $2,000,000  more. 
This  was  reported  to  Cyrus  McCormick  and  his  brothers. 
They  were  much  astonished  at  amount  involved  in  going 
into  the  steel  business,  and  felt  they  could  not  possibly 
undertake  it.  They  were  short  of  capital,  I  imagine.  I  re- 
ported that  it  was  unsafe  to  plan  to  go  in  a  large,  strong 
way  into  expansion  of  McCormick  Co.  's  foreign  business 
without  providing  safety  in  raw  materials.  It  was  the  fact, 
in  my  judgment,  at  that  time,  that  it  could  not  be  done 
without  largely  increased  financial  resources. 

In  the  early  part  of  1902  steps  were  taken  by  the  Mc- 

293  Cormicks  to  obtain  this  additional  capital.  The  steel 
mill  I  had  figured  out  for  the  McCormick  Co.  was  not  a 
large  one,  but  a  unit  of  sufficient  size,  I  believed,  to  get 
reasonably  low  cost  of  manufacture.  A  smaller  one,  or 
substantially  less  expensive,  could  not  have  been  success- 
fully operated.  I  figured  it  would  probably  be  necessary 
for  us  to  sell  a  moderate  amount  of  steel  to  keep  cost 
down  to  minimum  figure. 

Wisconsin  Steel  Co.  formed  to  Insure  Quality  and  Supply. 

The  AVisconsin  Steel  Co.  was  organized  in  the  latter 
part  of  1905.  It  took  over  the  steel  property  of  the  I. 
H.  Co.  and  expanded  it.  The  I.  TI.  Co.,  througli  the  Y/is- 
consin  Steel  Co.,  mines  ore  and  runs  blast  furnaces,  and 
from  pig  metal  manufactnms  billets  and  bars,  and  refines 
those  bars  in  shape  of  cold  drawn  and  cold  finished  ma- 
terial. 

This  separate  ptoel  organization  enables  the  company 
to  gi^t  ptool  it  nef'ds  in  spite  of  market  stress — to  develop 

294  in  conjunction  with  the  harvester  experimental  dei:iart- 
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ment,  special  grades  and  qualities  of  steel  peculiarly 
adapted  for  harvester  business,  which  are  not  attractive 
to  the  ordinary  merchant  steel  maker,  but  which  the  com- 
pany calls  for  in  order  to  produce  superior  machines ;  and 
back  of  that  is  the  fact  that  it  produces  at  a  comparatively 
steady  cost  we  can  figure  on. 

The  last  balance  sheet  showed  about  $18,500,000 
in  capital  employed  in  the  steel  operations  of  the  Wis- 
consin Steel  Co.  We  sell  a  portion  of  our  product,  but 
otherwise  it  is  for  our  own  uses.  It  is  sold  on  the  market 
at  the  best  price  we  can  get.  Such  portions  as  it  is  not 
more  economical  to  deliver  to  our  company  we  sell  in  the 
Chicago  market. 

Visconsin  Lumber  Co.  Formed  for  a  Similar  Purpose. 

The  same  policy  has  governed  the  I.  H.  Co.  in  lumber. 
We  sell  a  larger  proportion  of  our  saw  mills  product  than 
of  our  steel  mills.  In  cutting  a  log  you  get  a  very  wide 
range  of  qualities  of  which  only  upper  grade  is  service- 
able for  the  I.  H.  Co.;  and  we  have  to  dispose  of  other 
grades  in  the  market.     That  lumber  business  is  carried 

295  on  by  the  Wisconsin  Lumber  Co.,  organized  in  1905  and  op- 
erated for  a  purpose  similar  to  that  of  the  steel  company. 
Its  surplus  of  unusable  product  is  sold  in  the  open  market. 

Gross-Examination. 

I  do  not  recall  that  I  made  any  formal  reports  relat- 
ing to  raw  materials  to  the  McCormicks  at  that  time.  I 
had  a  complete  drawing  of  the  $5,000,000  plant  made  by 
Garrett-Cromwell  of  Cleveland,  Ohio,  engineers,  who  sub- 
mitted estimates  and  plans  of  a  complete  steel  plant 
adapted  to  our  uses.  Their  report  was  in  the  spring  of 
1902,  or  latter  part  of  1901.  I  have  not  seen  it  in  10  years ; 
do  not  know  whether  it  is  in  files  or  not.  The  plan  they 
drew  was  for  blast  furnaces  and  steel  mill,  not  including 

296  anything  in  regard'  to  cost  of  ore.    They  did  not  estimate 
I       cost  of  real  estate;  we  had  none  selected. 

Investment  Required, for  Producing  Malleable  Castings. 

Q.  Is  this  a  true  statement  of  conditions  in  the  Mc- 
Cormick  Co.  as  of  June,  1902:  "The  McCormick  Co. 
is  now  erecting  a  plant,  which  will  cost  from  $600,000 
to  $750,000,  in  which,  they  will  manufacture  their  own  mal- 
leable iron.    This  plant  is  in  the  immediate  vicmity  of  the 
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present  works."  A.  I  believe  it  to  be.  We  were  building 
such  a  plant  in  1901  and  1902 ;  it  bad  nothing  to  do  with 
the  steel  business.  ^^lalleable  castings  were  to  be  manu- 
factured at  this  plant.  Pig  iron  is  the  raw  material  of 
malleable  castings.  They  would  have  to  buy,  if  they  did 
not  make,  the  pig  iron.     The    McCormick     Co.     bought 

297  all  of  its  raw  material.  I  know  of  no  single  exception  of 
an}'  importance.  The  malleable  iron  plant  was  an  inter- 
mediate proposition, — not  what  we  would  call  raw  ma- 
terial. The  plant  I  had  in  mind  costing  $7,000,000  was  to 
take  ore  and  smelt  it,  producing  pig  iron,  and  by  either  the 
Bessemer  or  Open  Hearth  process  produce  steel  bars  or 
shapes,  which  were  to  be  bent,  cut  up  and  manipulated 
in  the  harvester  plants  into  the  form  of  our  machines. 
They,  with  castings  and  lumber,  make  the  bulk  of  our 
machinery.  In  the  blast  furnaces  we  would  produce  raw 
material  for  the  malleable  plant. 

Leering  Co.'s  Investments  in  Oic  and  Timber  Properties. 

I  do  not  know  when  the  Deering  Company  acquired  their 
properties.  They  had  contracts  for  some  ore  properties 
partially  paid  for  when  they  went  into  the  I.  H.  Co. ;  and 

298  an  interest  in  this  steel  plant  at  South  Chicago.  I  think 
the  Deerings  were  acquiring  timber  properties.  I  did  not 
know  that  these  were  valued  at  $1,535,000  on  the  books 
of  the  I.  H.  Co. 

I  am  president  of  the  Wisconsin  Steel  Company  and 
Wisconsin  Lumber  Company.  I  found  these  timber  prop- 
erties of  the  Deerings  on  the  books  when  I  came  in,  in 
1910,  as  president.  The  Hawkins,  Agnew  and  Illinois 
mines  were  among  the  assets  of  the  Wisconsin  Steel  Com- 
pany when  I  took  charge  of  it.  The  malleable  iron 
plant  was  part  of  the  McCormick  Company's  plant.  I 
think  the  McCormick  C'ompany  had  property  in  Mexico 
or  Yucatan  which  they  hoped  to  develop  in  henniean  or 

299  sisal  plantations.  It  was  never  operated.  I  do  not  know 
who  owns  the  property  to-day. 

I  have  no  figures  showing  fluctuations  of  raw  material 
costs  respjecting  which  I  testified  on  direct,  but  what  I 
stated  was  in  regard  to  the  proportion  which  the  raw 
material  cost  bore  to  the  finished  machine.  That  was 
what  I  was  astonished  about. 

I  could  not  state  the  cost  of  the  finished  binder  in  1901 
from  memory. 
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Foreign  Expansion  Unsafe  ivith  Fluctuating  Material  Market. 
(Being  shown  Petitioner's  Exhibit  70,  the  appraisal  of 
the  McCormick  Co.  in  1902,  with  a  comparative  statement 
of  the  costs  for  1900,  1901  and  1902,  of  Harvesters:  aver- 
age cost,  $47.22915;  average  cost  1901,  $46.49.)  Those 
figures  do  not  support  your  testimony  in  respect  to  the  in- 
creased cost  of  machines  in  the  years  you  have  named? 
A.  I  was  attempting  to  state  that  as  manager 
of  their  purchasing  department,  knowing  the  fluc- 
tuations of  the  markets  not  in  any  one  or  two 
years  but  in  the  general  course  of  experience,  I  felt  it 
unsafe  to  go  into  a  long  campaign  in  a  foreign  land,  in- 
volving a  tremendous  expansion  over  many  years,  with  a 
fluctuating  raw  material  basis.  My  remarks  had  no  rela- 
tion to  one  or  two  years. 

300  I  cannot  produce  figures  showing  a  greater  fluctuation  in 
previous  years  in  the  cost  of  the  binder  than  shown  above 
for  the  two  years  1900  and  1901.  I  do  not  keep  figures  of 
that  class  at  all.  I  have  definite  figures  in  mind  support- 
ing my  statement  as  to  fluctuation  of  costs.  I  know  that 
steel  has  varied  during  my  experience  in  buying  for  the 
I.  H.  Co.  from  a  base  price  of  80  or  90  cents  Pittsburgh  up 
to  $1.60  Pittsburgh.  In  the  operation  of  our  steel  plant  the 
cost  does  not  vary  25  cents  a  hundred  pounds — $5  a  ton. 

"Average  Cost"  Does  Not  Show  Fluctuations  in  Materials. 
(Being  shown  Pet.  Ex.  70  shoAving  average  cost  of 
mowers  in  1900  $16.81,  average  selling  price  $36.54 ;  aver- 
age cost  for  1901,  $16.80,  selling  price,  $36.76;  in  1902  the 
manufacturing  cost,  $16.58,  selling  price  $36.05.)  Can  you 
produce  any  figures  showing  fluctuations  in  raw  materials 

301  for  those  years'?  A.  Those  costs  include  everything.  I 
do  not  know  how  they  are  made.  All  I  or  the  company  can 
produce  is  the  average  price  of  its  certain  raw  materials 
during  those  years.  I  keep  no  figures  of  that  kind.  I  do 
know,  as  a  buyer,  the  facts  I  have  just  stated,  that  the 
articles  I  named  fluctuated  in  price  from  one  year  to  an- 
other by  a  variation  of  almost  50  per  cent. 

I  was  not  working  all  the  time  to  get  the  cost  of  the 
McCormick  binder  below  $47.  I  had  hoped  to  do  that,  of 
course.  I  did  not  know  whether  at  that  time  steel  was 
selhng  for  cost  or  below  cost,  but  I  did  know  that  in  the 
long  run  steel  was  selling  for  a  profit,  and  that  we 
wanted  a  steady  cost  for  machines. 
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As  to  whether  I  can  produce  any  tignres  for  years  ante- 
dating 1900,  Avhich  would  show  a  great  fluctuation  in  the 
cost  of  the  machine  as  compared  with  figures  for  the  three 
years  read  by  counsel,  I  could  show  the  costs  readily  from 
any  steel  trade  paper,  or  any  authority  in  the  iron  trade 
papers  which  would  amply  justify  my  statement. 

302  Q.  The  fluctuations  of  materials  were  not  large  enough 
to  make  the  costs  vary  much  from  year  to  year  in  1900, 
1901  and  1902,  as  shown  by  the  cost  figures  for  those  years 
which  I  have  read  to  you,  isn't  that  true?  A.  I  think  you 
are  wrong  but  I  can't  prove  it  because  I  have  not  the  tiis- 
tory  of  the  trade  before  me.  'Possibly  in  one  year  mal-. 
leables  were  bought  from  outside  at  4  or  5  cents  a  pound, 
the  next  year  manufactured  at  the  Deering  or  McCor- 
mick  Works,  at  2i  cents  a  pound;  and  that  fluctuation 
might  have  entirely  offset  the  fluctuation  in  the  opposite 
direction  in  the  price  of  some  other  raw  materials.  The 
fluctuations  would  not  appear  in  average  prices.  I  under- 
stand that  these  are  average  prices  for  separate  years. 

303  (Being  shown  Petitioner's  Exhibit  69,  an  appraisal  for 
the  Deering  Company,  showing  the  average  cost  of  binder 
for  1900,  $53.15;  1901,  $50.19;  1902,  $48.16.)  It  is  not  evi- 
dent from  what  counsel  produces,  that  the  fluctuations 
respecting  which  I  testified  on  direct  have  caused  the  costs 
of  the  machine  to  drop  rather  than  to  increase. 

304  (Being  asked  to  produce  reports  regarding  $5,000,000 
plant,  or  any  reports  made  to  McCormiek  Co.  or  received 
from  engineers.)  I  tried  to  find  those  papers  some  months 
ago,  but  ha\'e  befn  totally  unable  to  locate  them,  and  I  fear 
they  were  destroyed  with  old  papers  of  McCormiek  Com- 
pany. I  was  told  to  investigate  and  report  on  the  steel 
plant.  Four  or  five  of  our  men  talked  over  those  matters 
together,  Mr.  McCormiek,  Mr.  Mayer,  Mr.  Swift,  Mr. 
Daniels,  myself  and  Mr.  Legge,  then  chief  of  the  collection 
department. 

As  to  whether  I  can  produce  any  figures  showing  that 
fluctuation  in  raAV  materials  had  any  material  or  important 
effect  ini  altering  the  cost  of  manufacture:    I  have  made 

305  a  statement  of  the  lumber,  pig  iron  and  steel.  If  you  want 
tables  generally  accepted  showing  prices  of  those  commodi- 
ties over  a  period  of  years,  they  are  commonly  found  in 
every  business  house  and  show  these  wide  fluctuations  I 
have  indicated.   If  steel  sold  down  to  90  cents  and  up  to 
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$1.50  Pittsburgh,  that  is  $12  a  ton,  and  if  there  is  half  a 
ton  in  a  machine,  that  means  a  fluctuation  of  $6. 

If  you  will  accept  figures  made  up  by  the  comptroller's 
office,  I  can  show  you  that  the  cost  of  manufacturing  of 
binders  and  mowers  varied  largely  from  year  to  year, 
and  whether  that  variation  was  due  to  fluctuation  in  the 
price  of  raw  material ;  and  that  for  years  other  than  1900- 
1-2  there  was  Avide  variation  in  cost  of  manufacture,  due 
to  fluctuation  in  price  of  raw  material. 

R.  F.  Perkins — Recalled. 

Upward  Trend  of  Roav  Material  Costs,  1898  to  1902. 

359  In  response  to  the  request  of  Government's  counsel,  I 
have  produced  original  papers,  contracts  and  memoranda, 
supporting  my  statement  as  to  the  fluctuation  of  material 
costs  in  the  years  1898  to  1902,  and  the  general  trend  up- 
ward of  such  costs  and  prices,  but  nothing  that  will  ade- 
quately represent  the  information  which  I  possessed  in 
those  years,  because  the  bulk  of  aur  records  seems  to  be 
completely  destroyed,  and  all  I  have  been  able  to  find  are 
isolated  papers. 

Fluctuations  of  Pig  Iron  Prices. 

I  have  contracts  of  the  company  (with  which  I  was 
associated  before  I  entered  the  employ  of  the  McCormick 
Company),  where  I  was  purchasing  agent,    representing 

360  the  purchases  of  pig  iron,  which  I  handled  from  1895  to 
1899.  They  show  the  trend  of  pig  iron  prices,  which  was 
a  part  of  my  basis  of  advice  to  the  owners  of  the  McCor- 
mick Company.  Briefly  stated  the  fluctuations  shown  by 
these  papers,  are  as  follows : 

1895,  $12.00  Chicago  per  gross  ton. 

1896,  10.75  Chicago 

1897,  9.80  Chicago 

1897,  10.30  Chicago 

1898,  11.00  Chicago 

1899,  15.75  Chicago 

In  our  effort  to  produce  papers  we  wrote  to  the  other 
parties  to  our  contracts.,  asking  them  to  furnish  their  docu- 
ments. We  found  that  they  had  destroyed  all  their  papers 
up  to  and  including  1900,  the  same  as  most  of  o_u]-f,  but 
T  have  a  record  of  pig  iron  purchases  made  from  Pickands- 
Brown  by  me  during  1899, 1901  and  February,  1902,  for  the 
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^IcCormiek  Company.  They  show  1899,  Bay  View  iron, 
$12.75,  per  gross  ton  Chicago  works,  1901,  $14  at  the  Mc- 
Cormick  works,  later  in  1901  same  price;  February  14, 
1902,  $17.50  buyer's  works;  that  last  pig  iron  was  lower  in 
silico;  if  the  same  as  preceding  purchases  in  analysis,  it 

361  would  have  cost  50  cents  a  ton  more.  They  are  prices  we 
paid,  copied  from  our  contracts. 

FluctiMtions  in  Cost  of  Materials  in  Specific  Machines. 

The  next  statement  was  given  me  in  1900  by  the 
then  superintendent  of  McCormick  works,  of  the  ma- 
terial costs  for  1899  and  1900,  for  three  kinds  of  mowers, 
a  reaping  attachment,  a  Daisy  reaper,  a  grain  harvester, 
and  a  grain  transport.  They  show  fluctuations;  all  the 
material  in  a  mower,  being  in  1899  $9.30  a  machine,  in 
1900,  $12.26;  for  the  reaper  for  1899,  $13.12;  for  1900, 
$16.90;  for  a  harvester  $26.26  in  1899 ;  $35  for  1900'.  That 
is  the  original  memorandum  given  me  sometime  in  1900. 

Fluctuations  in  Pig  Iron. 

As  to  the  original  documents  relating  to  material  costs, 
I  have  first  a  series  of  purchase  memoranda  for  pig  iron, 
from  April  15,  1897,  to  the  early  part  of  1902.  They  show 
in  Xo.  2  foundry, — the  usual  base  on  which  pig  iron  is 
talked  about,  and  the  most  numerous  in  purchase  items, — 
a  range  of  from  $9.50  per  gross  ton  up  to  $24,  and  very 
wide  fluctuations  between  those  figures ;  1897,  $9.50 ;  1898, 
$11.10;  1899,  in  February,  $12.75;  in  November  of  the 
same  vear  $24;  in  1900,  $19.50;  later  in  1900,  $14.35,  and 
again  $14.25;  in  1901,  $14  and  $15.50;  in  1902,  $16,  in  Jan- 
uary; and  in  June,  $20.50. 

Fluctuations  in  Steel  Bars. 

362  I  ha-\'o  here  steel  bar  purchases  beginning  in  1896,  and 
ending  in  January,  1902,  a  few  contracts,  not  all  by  any 
means.  Steel  bars  are  sold  on  the  market  on  a  base  price, 
that  is  always  used  as  a  market  indicator.  To  Jones  & 
Laughlin,  taken  from  their  invoice  in  November,  1896,  we 
Avere  paying  $1.15  per  100  pounds  f.  o.  b.  Pittsburgh.  Chi- 
cago freight  varied'from  9,  10  or  11  cents  up  to  18  cents 
per  100  pounds,  but  at  this  time  from  9  to  15  cents.  There 
had  been  no  higher  freight  rates  at  that  time.  Contract 
of  May  16, 1898,  we  bought  at  90  cents  per  100  pounds  f.  o. 
b.  Pittsburgh.   April  3,  1899,  we  bought  from  the  Illinois 
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steel  Company  at  $1.52i  Chicago,  whieli  would  represent 
about  $1.37  on  the  highest  Pittsburgh  freight  rate;  May 
18,  1899,  $1.40  Chicago  from  Jones  &  Laughlin ;  January 
28,  1902,  from  the  Illinois  Steel  Company,  at  $1.65  Chi- 
cago. 

The  corresponding  prices  of  a  number  of  special  steels, 
included  in  the  same  contract,  show  the  same  trend.  Eake 
teeth,  1898  to  1901,  were  all  bought  f.  o.  b.  cars  Chicago 
and  show  the  following  prices:  1898,  $2.50  per  cwt. ; 
April  5,  1899,  $4;  July,  1899,  $4.50;  and  April  25,  1901, 
$3.25. 

Fluctuations  in  Iron  Pipe,  Malleables  an'cl  Sp(?cial  Steels. 

Wrought  iron  pipe  is  used  principally  in  the  frame  of 
the  harvester.  These  prices  are  for  1897,  1898  and  1901, 
and  show  separate  sizes  always  sold  by  the  hundred  feet, 
delivery  in  every  case  at  Chicago  works :  1-inch  round 
common,  1897,  $2.70  per  hundred  feet;  1898,  $2.29;  1901, 

363  $3.63;  and  an  important  size,  1|  inch  square,  3/16  thick. 
May  7,  1897,  $5.90  per  100  feet_;  1898,  $5.40;  1901,  $7.35. 

Malleable  castings  made  of  pig  iron  purchased  at  that 
time  show  similar  fluctuations. 

A  group  of  special  steels,  Ijought  from  Park  Bros,  and 
the  Cambria  Steel  Company,  and  one  or  two  others,  show : 
section  steel  in  1898,  $4.25  per  100  pounds ;  $6.25  in  1899, 
and  $5.25  on  a  term  contract  in  1901.  Seat  springs  show, 
in  1898,  $1.30  and  $1.35  per  100  pounds;  $2  in  1899;  $2.37^ 
in.  1899,  later,  and  $1.90  in  1901. 

Cross-Examination. 

These  figures  do  not  purport" to  be  complete  in  the  sense 

364  of  attempting  to  give  average  cost  throughout  any  one 
year  of  these  materials.  I  have  not  been  able  to  find  any 
papers  or  tables  made  up  on  the  entire  output  for  the  sea- 
sons antedating  1900,  and  giving,  as  Petitioner's  Exhibit 
70,  the  average  cost  of  manufacture  of  the  different  ma- 
chines for  those  years. 

I  cannot  find  any  documents  of  the  McCormick  Company 
showing  that  the  fluctuations  in  the  raw  material  costs, 
had  in  fact  produced  fluctuations  in  cost  of  manufacture  in 
years  previous  to  1900. 
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ALEX  LEGGE : 

23  1  am  general  manager  of  the  I.  H.  Co.  and  have  been 
in  the  implement  business  since  1891;  first  as  traveling 
collector  and  salesman  and  collection  manager  for  the 
]\IcCormick  Co.  at  a  general  agency;  afterwards  a  gen- 
eral agent;  later  manager  of  their  entire  collection  de- 
partment in  Chicago;  still  later,  assistant  manager  of 
sales.  From  1904  nntil  1906  assistant  manager  of  do- 
mestic sales  and  from  1906  until  recently,  assistant  gen- 
eral manager  of  I.  H.  Co. 

Large  Capital  Essential  to  Garry  on  Harvester  Business. 

25  The  harvester  business  is  peculiar  in  respect  to  the 
amount  of  money  essential  to  carry  it  on  in  proportion 
to  the  turnover.  The  long  credits  and  the  fact  that  it  is 
a  one-season  trade,  and  that  delivery  of  goods  in  the  har- 
vester line  in  any  given  territory  is  confined  to  a  very 
short  period  of  the  year,  is  the  reason  for  this.  The 
manufacturer  must  provide  stocks  throughout  all  the 
year  in  order  to  meet  this  short  season  demand.  There 
is  a  further  peculiarity  in  the  business:      The  manufac- 

26  turer's  function  does  not  stop  when  he  sells  the  goods;  he 
assumes  not  only  the  work  of  making  and  selling  the  ma- 
chines but  of  looking  after  them  after  they  are  sold  and 
while  they  are  in  operaJtion,  Which  continues  from  year 
to  year. 

We  are  not  able  to  tell  before  the  manufacturing  sea- 
son begins,  what  the  crop  to  be  harvested  is  going  to  be. 
The  manufacturers  must  anticipate  the  maximum  crop 
and  provide  for  it,  without  certainty  of  a  demand  equal 
to  it.  In  Illinois  the  risk  is  not  so  great,  but  we  are  at 
present  (June  26,  1913)  moving  goods  from  Kansas, 
where  we  thought  certainly  they  were  wanted  thirty  days 
ago.  The  condition  has  changed  so  quickly  tha;t  there  is 
no  demand  for  them;  and  they  are  being  transferred  in 
considerable  quantities  farther  north. 

The  tendency  to  add  other  lines  to  the  line  of  harvest- 
ing machinery  really  began  before  I  entered  the  business. 
The  pioneers  in  that  movement  in  the  implement  trade, 
speaking  generally,  were  the  two  big  plow  companies  at 
Mohne,  the  John  Deere  and  Moline  Plow  Company,  who 
had  rounded  out  a  comparatively  long  line  of  implements, 
centered  around  the  plow  line. 
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2J  Wheu  I  'became  connected  with  the  McCormick  Com- 
pany in  1891  we  sold  only  'binders,  mowers  and  reapers. 
During  the  next  8  or  9  years  we  added  sulky  hay  rakes, 
headers,  push  binders,  corn  binders,  corn  shredders,  knife 
grinders,  and  in  1900  or  1901  a  twine  mill.  They  had 
been  joblaing  some  twine  before,  but  did  not  have  a  regu- 
lar source  of  supply. 

During  1899  I  was  called  to  Chicago  to  take  up  the  man- 
agement of  the  collection  department  of  the  MeCormick 
Co.  The  reason  given  was  that  they  had  so  much  money 
invested  in  bills  receivable  that  they  found  it  very  em- 
barrassing; that  I  had  a  better  showing  iji  that  respect 
than  some  others,  and  they  hoped  I  might  be  able  to  im- 
prove the  showing  of  capital  invested  in  farmers'  and 
dealers'  notes,  by  collecting  in. 

Paris  Exposition  1900  Showed  Foreign  Trade  Possibilities. 

28  I  was  at  Chicago  with  the  McCormick  Company  in  1900, 
the  year  of  the  Paris  Exposition,  and  knew  of  the  prepa- 
ration of  the  machines  for  the  exhibit,  but  had  no  charge 
of  it.  Those  of  the  McCormick  family  who  were  at  the 
Exposition,  came  back  very  enthusiastic  about  expanding 
trade  abroad.  They  had  there  met  the  grain  growers 
and  dealers  from  all  over  the  world,  and  felt  the  time 
'had  arrived  for  a  very  rapid  growth  in  foreign  business. 
We  were  instructed  to  hunt  up  in  our  organization  all 
the  men  who  could  speak  any  foreign  language,  particu- 
larly German,  and  equip  them  for  work  in  the  foreign 
field.  During  the  following  year  quite  a  large  number 
from  the  domestic  organization  were  sent  abroad. 

51  Deft.s'  Ex.  187  names  of  13  employes  of  McCormick 
Company  sent  to  Europe  from  the,  fall  of  1900  to  the 
spring  of  1902,  who  have  since  been  managers  or  assistant 

52  managers  of  branch  houses  abroad.  Two  'have  retired; 
the  others  are  still  acting  for  the  I.  H.  Co. 

lack  of  Capital  for  Expanding  the  McCormick  Business. 

28  The  MeCormick  organization  comprised  'heads  of  de- 
partments who  were  all  requested  to  make  sug- 
gestions with  respect  to  their  own  department,  its 
expansion  and  development,  and  occasionally  called 
together  to  discuss  suggestions  brought  up  by 
department  managers  or  the  owners  themselves. 
There    was     almost    constant     urging    I    would     say 
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at  practically  every  conference  to  a  further  extension 
of  the  business,  by  going  into  additional  hues ;  some  one 
of  us  had  some  plan  he  wanted  to  enlarge  upon,  either  in 

29  the  acquiring  of  raw  material  or  additional  lines.  I  can 
not  recall  any  that  was  adopted  during  that  period;  they 
were  all  deferred  for  later  consideration.  I  think  I  was 
familiar  all  the  time  with  the  reason.  That  was  not  made 
a  matter  of  general  knowledge  to  the  department  man- 
agers until  in  the  spring  of  1902,  when  one  of  the  Mc- 
Cormicks  advised  it  would  be  impossible  to  go  ahead  with 
some  proposition  then  being  discussed  because  they  were 
borrowing  every  dollar  they  could  get  anywhere,  that 
they  had  really  passed  the  danger  line  in  the  amount  of 
borrowed  money  they  were  using,  and  under  these  con- 
ditions it  was  useless  to  consider  further  any  proposition 
calling  for  added  capital. 

Plans  Considered  for  Increasing  Working  Capital.    . 

At  these  various  meetings  of  department  heads,  many 
plans  were  considered  for  adding  to  the  working  capital. 
We  had  little  precedent  to  go  by  in  the  development  of 
the  farm  machinery  trade.  Studebakers  had  put  out  a 
small  bond  issue,  and  I  think  Deere  or  J.  I.  Case  or  one 
of  the  other  manufacturers.  Aside  from  that  we  were 
discussing  something  new  and  untried  in  the  farm  ma- 
chinery trade.  "We  discussed  bond  issues  and  increasing 
capital  stock.  I  would  not  attempt  to  state  how  many 
different  things  were  discussed.  We  covered  the  field 
frequently  and  broadly. 

There  were  discussions  as  to  the  purchasing  of  plants 
of  other  lines  of  goods,  and  of  other  harvesting  machinery 
plants, — a  general  discussion  as  to  whether  such  a  pur- 

30  chase  would  help  the  situation.  There  was  reference  to 
previous  discussions  of  the  purchasing  of  other  harvest- 
ing machinery  plants — twice,  that  I  can  recall:  One  an 
offer  made  some  time  previous  'by  the  elder  Mr.  Deering, 
to  sell  his  property,  and  one  referred  to  as  a  previous 
offer  of  the  Milwaukee  Harvester  plant,  at  some  earlier 
date.  I  was  not  present  when  those  offers  were  consid- 
ered. They  were  referred  to  as  matters  of  ancient  his- 
tory and  not  as  pending  matters.  These  conferences  were 
not  in  regularly  stated  meetings;  they  were  usually  oc- 
casioned by  some  department  manager  bringing  up  for 
consideration  something  in  his  particular  department,  and 


3b 

others  were  called  into  conference.    The  discussions  would 
usually  take  a  wide  range. 

Cross-Examination. 

J2  Deere  &  Co.  has  increased  its  capitalization  since  1902. 
At  the  time  it  expanded  into  other  lines  prior  to  1902,  it 
was  a  company  much  smaller  than  it  is  to-day.  Their 
first  expansion  in  those  lines,  however,  was  as  jobbers; 
they  bought  goods  from  other  manufacturers.  Deere  & 
Go.  was  not  any  larger  in  1902  than  the  McCormick  Com- 
pany was  at  that  time;  perhaps  not  as  large.  I  did  not 
mean  to  imply  that  Deere  &  Co.  has  been  able  to  expand 
into  other  lines  because  larger  than  the  McCormick. 

I  had  no  part  in  the  borrowings  of  the  McCormicks  in 
1901  and  1902;  only  as  to  dates  of  payment.  Being  in 
charge  of  collections,  the  matter  was  gone  over  with  me 
at  oonsiderable  length,  as  to  when  they  might  reasonably 
expect  to  meet  these  borrowings.  I  had  nothing  to  do 
with  negotiating  the  funds.  The  borrowings  made  in  the 
manufacturing  season,  with  a  few  exceptions,  were  paid 

3  off  at  the  end  of  the  season;  they  had  some  long  time 
m'oney.  I  did  not  mean  to  imply  that  because  the  bor- 
rowings had  increased  from  year  to  year,  that  the  profits 
were  less. 

Ever  since  the  I.  H.  Co.  was  organized,  as  its  volume 
of  business  expanded,  the  amount  of  its  borrowings  has 
increased  from  year  to  year. 

Ill 

30  GEORGE  A.  EANNEY: 

I  am  secretary  of  the  I.  H.  Co.     I  was  with  the  Mc- 
Cormick Company,  with  title  of  cashier,  and  duties  of  a 
)1  treasurer,  from  1898  until  it  sold  to  the  I.  H.  Co. 

rofits  and  Dividends  of  McCormick  Co. 

I  was  acquainted  with  the  financial  side  of  the  Mc- 
Comiiek  business  between  1898  and  1902.  The  net  profits 
in  1898  for  the  fiscal  year  (ending  September  30th  of  each 
year)  were  approximately  $4,500,000;  in  1898  $4,500,000'; 
in  1900  $3,000,000 ;  in  1901  approximately  $4,500,000 ;  and 
in  1902  $5,000,000.  Two  dividends  were  paid  in  1898, 
and  one  in  1902 — I  assume  out  of  the  profits  for  1901 ;  can 
not  say  from  memory.    One  dividend  was  declared,  I  be- 
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lieve,  in  early  part  of  1898,  of  40  per  cent.,  or  $1,000,000, 
subsequently  paid  during  that  year  in  cash.  A  second 
dividend  of  40  per  cent,  or  $1,000,000  was  paid  in  cash 
during  that  year.    There  was  a  dividend  of  4  per  cent.,  or 

202  $100,000,  in' January,  1902.  There  were  no  other  divi- 
dends declared  or  paid  during  those  years  to  my  knowl- 
edge. I  would  have  known  if  there  had  been,  because  I 
was  there  all  of  the  time. 

Capital  and  Borrairiitgs  of  McConnick  Co. 

The  capital  of  the  McCormick  Company  was  $2,500,- 
000.  That  was  nominal  as  respected  their  invest- 
ments in  the  business,  which  was  in  1898  from  $25,000,000 
to  $40,000,000  in  1902.  I  have  not  the  figures  and  mem- 
ory does  not  give  them  exactly.  That  is  their  surplus 
and  capital  combined.  Between  1898  and  1902  inclusive, 
between  $5,000,000  and  $6,000,000  were  invested  in  land, 
buildings,  equipment  at  Chicago  and  throughout  the  coun- 
try in  'agency  properties — capital  expenditures  made  out 
of  the  business.  I  have  no  recollection  of  the  farmers' 
and  agents'  notes  during  that  period,  but  as  business  in- 

203  creased,  it  is  fair  to  assume  that  volume  of  notes  in- 
creased, and  it  is  a  fact  that  they  did. 

I  was  familiar  with  the  borrowings  the  McCormick 
Company  was  required  to  make  during  the  years  I  was 
cashier.  The  borrowings  for  1898  were  approximately 
$1,000,000;  for  1899,  $3,000,000;  for  1900,  $7,000,000;  for 
1901,  $8,000,000;  for  1902,  $11,000,000.  Those  were  bor- 
romngs  to  carry  on  the  business. 

Cross-Examination. 

210  These  amounts  were  borrowed  in  the  manufacturing 
season  and  in  the  early  years  of  that  period  were  paid  in 
the  fall  when  accounts  receivable  were  paid,  but  not  in 
the  later  years. 

Borrowings  of  the  I.  H.  Co. 

The  I.  H.  Co.  borrows  in  the  course  of  a  year  manv 
times  eleven  millions.  The  fact  that  the  company  is  )jor- 
rowing  large  sums  in  the  manufacturing  season  means 
that  the  company  is  hard  up  for  ready  cash;  that  their 
money  was  going  back  into  the  business,  and  that  they 
needed  either  new  capital  or  borrowed  money.  I  should 
think  that  it  is  a  true  statement  that  the  I.  H.  Co  bor- 
rows from  $60,000,000  to  $70,000,000. 
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Negotiations  Resulting  in  Organization  of  International 
Harvester  Company. 


GEORGE  W.  PEEKINS : 

210  Q.  Mr.  Perkins,  you  reside  in  Xew  York  City?    A.  Yes, 
sir. 

Statement  hy  Counsel  for  Petitioner: 

Before  the  examination  proceeds  I  want  to  make  a 
brief  statement  to  the  witness. 

Mr.  Perkins,  it  has  come  to  my  attention  that  two 
subpoenaes  have  been  issued  and  served  upon  you 
to  appear  and  testify  in  this  case.  One  of  these  is 
a  subpoena  to  appear  and  testify  on  behalf  of  Edgar 
A.  Bancroft,  one  of  your  co-defendants  in  this  suit, 
and  who  is  also  your  attorney  of  record  in  this  case ; 
the  other  is  a  subpoena  to  appear  and  testify  on  be- 
half of  the  International  Harvester  Company,  an- 

211  other  co-defendant,  of  which  you  are   Chairman   pf 
the  Finance  Committee. 

In  view  of  the  fact  that,  althoug'h  the  defendants 
have  called  over  1,200  witnesses  without  subpoena, 
so  far  as  I  can  discover  from  examination  of  the 
Marshals"  offices,  you  are  the  first  one  of  the  1,200 
witnesses  in  this  case  to  be  subpoenaed  by  the  de- 
fendants, and  more  particularly  because  of  the  form 
of  the  subpoena  which  summons  one  defendant  in 
this  suit  to  testify  on  behalf  of  another  defendant, 
it  has  occurred  to  me  that  possibly  you  may  be  going 
to  testify  under  the  advice  of  counsel  that  testimony 
given  by  you  under  the  circumstances  stated  will 
secure  you  immunity  from  any  possible  future  prose- 
cution based  upon  any  of  the  matters  in  respect  to 
which  you  may  testify  to-day.  Therefore,  particu- 
larly, as  I  have  stated,  in  view  of  the  character  of 
this  subpoena,  which  summons  one  defendant  to  tes- 
tify on  behalf  of  anonther  defendant,  and  this  other 
.     defendant  his  attorney  in  the  case,  I  deem  it  my  duty 
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as  counsel  having  this  case  in  charge  for  the  Gov- 
ernment, to  state  to  you  that  the  Grovernment  has  not 
called  you;  that  as  you  are  testifying  voluntarily  in 
your  own  hehalf  in  a  suit  in  which  you  are  a  defend- 
ant, you  will  gain  no  immunity  by  so  testifying.  Fur- 
thermore, you  will  be  subject  to  cross-examination.  I 
have  thought  it  only  fair  to  you  and  to  the  Govern- 
ment that  I  make  this  statement  to  you  in  order  that 
the  record  may  be  clear,  particularly  as  the  law  in 
some  jurisdictions  considers  it  necessary  that  some 
such  statement  as  I  have  made  should  be  made  to  a 
witness  when  he  is  sworn  to  testify. 

Mr.  Perkins :  May  I  say  in  reply  to  that,  that  I 
was  very  much  surprised  to  learn  that  the  Govern- 
ment had  closed  its  case  against  this  company,  that 
all  the  world  knows,  through  public  print  and  other- 
wise, I  was  largely  instrumental  in  organizing,  and 
never  showed  me  nor  the  company  the  courtesy  or 
the  justice  of  calling  me  to  testify  in  their  case. 

Mr.  Grosvenor:  You  understand,  then,  that  you 
are  your  own  witness,  and  not  the  Government's? 

The  Witness:  I  understand  the  Government  does 
not  propose  to  show  me  the  slightest  courtesy  or  to 
call  of  their  own  motion,  the  man  who  they  have  said 
was  largely  responsible  for  organizing  this  company. 

Business  Experience  of  Witness. 

Mr.  Peekins.  In  1902  I  was  a  member  of  J.  P.  Morgan 
&  Company.  Prior  to  that  I  was  connected  with  the  New 
212  York  Life  Insurance  Company.  For  a  number  of  years 
I  was  traveling  pretty  thoroughly  over  the  western  states 
and  later  in  Now  York,  and  in  Europe.  My  businses  with 
the  New  York  Life  called  m.e  to  Europe  almost  annually 
for  a  number  of  years.  The  company  was  seeking  con- 
cessions to  do  business  in  a  number  of  countries,  and  I  went 
quite  often  to  adjust  those  matters  and  to  arrange  for  the 
development  of  the  New  York  Life 's  business  in  Europe ; . 
buililing  up  our  agency  system  there,  and  generally  organ- 
izing the  business  in  Russia  and  all  parts  of  Europe — 
Germany,  Hungary,  Switzerland,  France,  England,  Hol- 
land, and  in  fact  practically  all  the  countries.  These  visits 
to  Europe  extended  over  about  10  years  prior  to  my  leav- 
ing the  New  York  Life.  Some  years  I  stayed  several 
months. 
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familici'rity  with  Agricultural  Conditions  in  U.  S.  and  Europe. 
I  was  born  in  Chicago  and  lived  in  Chicago  the  larger 
part  of  my  life  and  so  am  quite  familiar  with  the  develop- 
ment of  the  western  part  of  the  U.  S.  I  moved  from 
Chicago  to  'Cleveland  in  1879.  Three  or  four  years  after 
that  I  went  to  Denver  and  Kansas ;  made  my  headquar- 
ters at  Denver  and  traveled  very  thoroughly  over  the  cen- 
tral and  western  states  such  as  Kansas,  Nebraska,  Iowa, 
and  clear  out  to  the  coast.  I  was  engaged  for  several 
years  at  that  work — organizing  the  agency  department  of 
the  New  York  Life. 
My  observations  made  me  ffimiliar  with  agricultural 

213  conditions  and  the  development  of  the  U.  S.  in  a  general 
way.  That  was  really  part  of  my  business  with  the  New 
York  Life — to  keep  our  agency  organization  abreast  of 
the  development  of  the  country  in  the  different  states.  I 
observed  and  knew  in  a  general  way  the  mode  of  cultiva- 
tion of  farms  and  the  method  of  harvesting  crops  in  the 
United  States. 

My  later  travels  through  Europe  impressed  me  with 
the  striking  contrast  in  agricultural  conditions  and  the 
methods  of  farming  and  harvesting  crops  abroad  as  com- 
pared with  this  country.  We  were  doing  our  work  oh 
farms  with  machinery  and  various  farm  implements; 
abroad,  perhaps  the  most  noticeable  difference  was  in 
Russia  where  they  had  very  little  machinery  except  on 
the  very  rich  man's  farm.    The  fact  that  Europe  was  so 

■    far  behind  in  the  utilization  of  farm  machinery  made  a 
very  strong  impression  on  my  mind. 

Worts-  of  McCormicks  in  1902  to  Secure  Larger  Capital. 

After  I  left  the  New  York  Life  Insurance  Company  I 
became  a  partner  of  J.  P.  Morgan  &  Company. 
I  received  a  visit  from  Cyrus  MoCormick  in  June, 
1902.  He  came  to  talk  over  the  question  of  enlarging  the 
capitalization  of  his  company,  or  rather  to  devise  some 
way  of  providing  more  money  for  his  company  to  enlarge 
its  business.    I  presume  I  discussed  the  business  and  the 

14  prospects  in  general  with  him.  It  is  difficult  to  go  back 
10  or  12  years  and  remember  an  interview,  but  in  a  gen- 
eral way  I  discussed  the  ideas  he  had  submitted  to  me 
for  consideration.  Their  desire  was  to  provide  niore 
capital  in  some  form  or  other — that  was  the  principal 
thought.     We  did  not  decide  at  that  meeting  what  plan 
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we  would  adopt.  Doubtless  I  did  nothing  at  the  first  in- 
terview but  receive  his  suggestions  for  consideration.  I 
then  considered  the  matter.  I  think  I  had  several  inter- 
views with  him  succeeding  that. 

Opportunity  for  Harvester  Business  in  Europe  mid  Asia. 

I  talked  ^ith  Mr.  Stanley  McCormick  and  I  think  with 
Mr.  Harold  McCormick.  "Mr.  Stanley  McCormick  had 
been  in  charge  of  the  Paris  Exposition  exhibits  of  the 
McCormick  Company  and  had  a  good  deal  to  do,  as  I  re- 
member, with  their  foreign  business.  I  had  a  very  im- 
portant talk  with  him,  T  remember,  about  the  foreign 
end  of  the  business  generally,  because  that  interested  me. 
I  was  fresh  from  the  general  question  of  developing 
American  business  in  Europe.  The  question  was  absorb- 
ing the  attention  of  a  good  many  men  then.  It  was  fur- 
nishing new  opportunities.  Other  industries  had  gone 
into  Europe,  and  I  had  been  there  so  much  that  I  was 
naturally  more  or  less  familiar  with  it. 

The  opportunity  of  developing  the  harvesting  machine 
business  in  Europe  and  Asia  had  been  in  my  mind  for 
some  time.  It  was  a  very  great  opportunity,  especially 
in  countries  like  Russia,  Germany  and  Austria-Hungary, 
— great  territories  that  were  almost  unscratched  and  just 
lying  there  waiting,  it  seemed  to  me,  for  the  same  oppor- 
tunity to  till  the  soil  that  had  been  furnished  the  Ameri- 
can farmer. 

Morgan  &  Co.  Secures  Option  on  Milwaukee  Plant. 

215  I  think  I  learned  in  one  of  the  earliest  talks  with  Mr. 
McCormick  that  the  Milwaukee  Company  was  for  sale 
and  that  an  option  was  out  for  it.  I  am  talking  about 
Mr.  Cyrus  McConniek,  probably.  I  bought  the  Milwau- 
kee option  for  J.  P.  Morgan  &  Company. 

Counsel  states  that  the  testimony  shows  that  for  that 
option  $100,000  was  paid  through  "Mr.  Middlekauff  and 
furnished  by  Mr.  McCormick  in  Chicago  on  a  telephone 
request  from  New  York  from  J.  P.  Morgan  &  Company 
and  afterwards  paid  by  a  draft  on  J.  P.  Morgan  &  Com- 
pany. That  is  the  fact  about  it.  The  purchase  was  made 
entirely  by  J.  P.  Morgan  &  Company.  No  one  had  any 
interest  or  connection  with  it  in  any  shape,  form  or  man- 
ner. Mr.  Cyrus  McCormick  had  no  personal  interest  in 
that  transaction,  nor  had  his  company  or  any  of  his 
friends.     The  McCormick  Harvesting  Machine  Company 
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bad  no  interest  in  it  at  all.    The  furnishing  of  the  $100,- 

000  temporarily  was  a  mere  accommodation  personal  to 
•    J.  P.  Morgan  &  Company.    It  just  so  happened  that  the 

payment  was  made  that  way.  It  had  no  significance  what- 
ever. 

Large  Company  Needed  for  Export  and  Year-Round  Business. 

216  I  went  on  and  considered  the  harvesting  situation  and 
studied  it  very  carefully.  Mr.  Middlekauff  had  brought 
the  Milwaukee  option  to  me  in  New  York,  and  I  believe 
he  was  a  well  informed  man  in  the  harvester  business.  I 
talked  with  him  frequently  and  with  other  people.  The 
more  I  thought  about  the  McCormick  proposition,  the  less 

1  thought  it  was  an  advantageous  one  from  the  standpoint 
of  what  I  believed  to  be  the  opportunities  in  the  business 
in  which  this  company  was  engaged.  I  thought  McCor- 
mick's  way  of  getting  at  it,  that  is  to  enlarge  his  one  par- 
ticular company,  was  not  the  right  wa3^  It  did  not  ap- 
pear to  me  as  being  quite  big  enough  or  broad  enough  to 
cover  what  I  considered  the  opportunities,  because  I  be- 
lieved there  were  two  very  important  channels  to  develop 
in  the  agricultural  implement  business.  One  was  a  method 
of  handling  it  so  as  to  establish  an  all-year  round  selling 
organization,  which  at  that  time  did  not  exist.  They 
would  sell  for  two  or  three  months,  and  then  the  organiza- 
tion would  be  idle ;  it  was  very  expensive.  The  other  was 
the  colossal  opportunities  for  the  export  trade.  I  did  not 
see  how  any  one  company,  with  only  the  credit  of  one 
company  and  with  the  men  in  one  company,  could,  be  de- 
veloped promptly  and  vigorously  enough  and  in  the  most 
satisfactory  way  to  accomplish  those  objects.  It  meant 
large  men.  You  see  I  had  been  dealing  with  a  pretty 
big  unit — the  New  York  Life  Insurance  Co.  It  was  an 
organization  of  thousands  of  men  and  many  millions  of 
dollars,  and  I  had  found  when  I  went  to  Europe  with 
that  backing  that  I  was  able  to  make  great  progress  in 
those  different  countries  and  that  it  needed  men  and 
money  just  as  much  as  it  needed  credit,  to  command  the 

217  situation  over  there.  As  to  whether  I  recognized  that  as 
true  in  the  harvester  line :  a  fixed  and  successful  principle 
in  one  business  will  guide  you  in  another. 

Enlargement  of  One  Company  Insufficient. 

1  did  not  think  that  the  McCormick  plan  of  one  com- 
pany  was    as    good    as    could    be    done.     I    felt    that 
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what  was  needed  was  a  very  much  larger  com- 
pany than  could  be  formed  with  one  company  as  a  basis 
for  credit,  or  that  one  company  could  furnish  in  the  way 
of  men ;  and  the  result  of  a  good  deal  of  thought,  discus- 
sion and  talk  about  it  was  a  plan  in  my  mind.  I  thought 
perhaps  we  could  use  the  situation  to  form  a  company 
that  would  be  large  enough  to  do  the  things  that  I  saw  in 
the  future  of  the  business. 

I  set  about  to  talk  to  men  of  other  companies,  with  a 
feeling  that  the  only  way  such  an  arrangement  as  I  had 
in  mind  could  be  brought  about  was  to  get  a  number  of 
the  best  erjuipped,  the  most  experienced  harvester  men 
together  in  one  company,  with  sufficient  capital  behind 
them  to  make  a  drive  for  the  export  trade,  and  for  an 
organization  that  could  do  business  all  the  year  round. 

PerJiins'  Negotiatioyis  icith  Various  Manufacturers. 

As  I  remember,  I  had  a  good  many  conferences;  some 
with  the  Deering  Brothers,  and  Mr.  Howe,  and  a  good 
many  different  harvesting  men;  ]\Ir.  Glessner  of  the  Ohio 
Company,  with  which  I  was  familiar.  I  lived  in  Ohio  a 
great  many  years,  knew  Governor  Bushnell  intimately, 
and  knew  more  or  less  about  their  business.  I  would 
not  protend  to  say  from  memory  how  many  conferences 
or  talks  I  had,  but  with  anybody  I  could  get  my  hands  on, 
who  I  thought  knew  anything  about  the  business.  I  gath- 
ered this  information  from  conversations  with  various 
men.  Stanley  McCormick,  ( 'yrus  McCormick,  the  Deer- 
ings,  Glessner,  Howe,  and  all  these  men.  The  final  ac- 
complishment was  the  organization  of  the  International 
Harvester  Company. 
218  In  working  out  the  plan,  I  had  negotiations  with 
owners  of  different  companies.  As  to  whether  these  nego- 
tiations resulted  in  contracts  whereby  they  agreed  to  sell 
their  plants;  would  rather  you  would  not  call  them  con- 
tracts. I  traded  and  traded  and  traded  with  different  ones, 
to  see  on  what  basis  I  could  buy  their  property.  If  you  have 
ever  made  a  trade,  guess  you  know  how  trades  go.  You 
think  you  can  do  one  thing  one  day,  another  thing  another 
day.  Finally  I  came  to  the  conclusion  with  each  one  of 
those  with  whom  I  was  dealing.  I  don't  remember  the 
date. 

As  to  why  the  contracts  of  July  28,  1902,  Avere  made 
with  Lane  and  the  transfers  to  him;  I  don't  recollect 
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that  there  was  anything  about  it  except  that  we  were  still 
trading  and  working  it  up  to  the  point  of  culmination. 
We  did  not  know  we  had  a  corporation  until  we  had 
everybody — each  person  I  was  trading  with ;  until  I  knew 
what  I  could  do  with  eacTi  person  1  was  trading  with. 
Until  I  had  finished  m>'  trading  of  course,  I  did  not  know 
what  kind  of  company  would  organize.    So  far  as  I  know, 

219  that  was  the  only  purpose  of  the  use  of  that  form  of  trans- 
fer,^— contracting  with  Mr.  Lane.  That  was  just  a  busi- 
ness form.  Then  the  International  Harvester  Company 
was  organized. 

Reason  for  Selecting  Name  "International." 

I  selected  the  name  International  Harvester  Company 
because  it  was  the  natural  outcome  of  the  conception  of 
the  plan  that  I  was  trying  to  work  out,  that  we  should 
have  a  company  large  enough  to  be  very  potential  in  the 
export  trade;  and  the  experience  with  New  York  Life, 
had  to  do  directly  vdth  selecting  that  name.  In  my  op- 
erations in  Europe  I  had  found  that  the  name  "New 
York"  was  regarded  more  or  less  a  local  name  over 
there;  did  not  mean  as  much  to  them  as  it  does  here.  I 
discovered  that  the  New  York  Life  had  been  doing  busi- 
ness in  Europe  and  in  large  number  of  countries  outside 
of  the  U.  S.  for  a  longer  period  than  any  other  life  in- 
surance company,  and  it  was  the  oldest  international  life 
insurance  company  in  the  world;  I  thought  that  was  a 
good  trade  name.  I  immediately  began  to  suggest  to  our 
agents,  that  they  use  it,  and  it  became  a  sort  of  second 
name  for  the  New  York  Life.  We  found  that  when  we 
talked  about  the  New  York  Life,  the  oldest  inteynational 
Life  Insurance  Company;  it  meant  more  and  placed  us  in 
more  comfortable  situation  than  when  we  called  it  the 
New  York  Life — and  it  was  very  successful.  That  one 
thing  was  worth  a  great  deal  of  business  to  the  company. 
I  followed  that  experience  in  taking  up  the  development 
of  this  larger  idea  in  the  harvester  business  and  deter- 
mined to  call  the  company  the  International  Harvester 

220  Company,  believing  it  would  find  itself  more  readily  at 
home  and  would  more  nearly  express  the  scope  which  I 
hoped  it  would  be  able  to  accomplish.  No  one  agreed 
with  me  very  much;  thev  thought  that  it  was  a  pretty 
ambitious  name.  J.  P.  Morgan  was  in  Europe  at  that 
time.    I  communicated  with  him  by  cable  respecting  the 
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name.  He  suggested  United  States  Harvester  Company 
or  some  similar  name;  others  American  Harvester  Com- 
pany. I  cabled  him  my  reasons  for  favoring  "Interna- 
tional" as  follows: 

"Kiverdale,  August  10,  1902. 
J.  P.  Morgan, 

Dover  House,  London. 
Thanks  for  cable  today.  Three  of  the  companies 
have  quite  extensive  business  abroad,  in  Eussia,  Ger- 
many, Argentine,  Australia,  Mexico.  Very  desirable 
to  have  Company  international  so  that  it  can  comply 
with  laws  of  various  countries  and  be  at  home  every- 
where.   We  thought  as  the  business  is  so  entirely  dif- 

221  ferent  from  shipping,  and  in  view  of  importance  of 
foreign  trade  to  comyjany  you  would  not  object  to 
using  international;  but  if  after  considering  this 
phase  of  it  you  do,  we  will  use  some  other  name. ' ' 

I  have  been  unable  to  find  any  answer  to  this ;  think  it 
was  because  this  cable  was  sent  from  my  home.  Evidently 
Morgan  acquiesced  because  we  took  that  name. 

Purpose  of  Voting  Trust. 

In  the  organization  of  International  Harvester  Com- 
pany there  was  a  provision  for  a  voting  trust;  it  was 
adopted  to  make  it  perfectly  certain  that  the  company 
was  organized  to  carry  out  the  general  plan  I  had  in  mind, 
as  to  what  it  seemed  desirable  to  accomplish, — the  things 
I  have  described,  and  other  things.  I  chose  the  directors 
for  the  same  reason. 

Osborne  Purchase  Not  Considered  at  Organization  of  I.  H.  Co. 

During  the  period  of  negotiations  that  resulted  in  the 
formation  of  I.  H.  Co.  and  at  the  time  of  its  organization, 
the  question  of  buying  the  Osborne  Company  was  never 
cunsidered.  That  was  purchased  some  little  time  after 
the  I.  H.  Co.  was  formed.  I  had  to  do  with  the  negotia- 
tions for  the  purchase.  J  do  not  think  I  had  all  t/  do 
with  them,  but  a  substantial  part.  As  to  the  motive  gov- 
erning the  purchase  of  the  Osborne,  it  fitted  into  the  pro- 
gram of  supplying  the  I.  H.  Co.  with  other  lines  of  busi- 
ness ;  was  a  desirable  addition  from  the  standpoint  of 

222  some  foreign  export  luisiness  it  had  and  the  factory  and 
plant  were  advantageously  located  for  export  purposes. 

I  do  not  remember  when  J.  P.  Morgan  went  to  Europe 
in  1902.    As  partner  of  J.  P.  Morgan  &  Co.  I  was  in  very 
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close  relations  with  Mr.  Morgan  and  the  business  of  the 
firm;  was  very  active  in  the  firm,  and  knew  in  general 
way  its  affairs.  I  never  knew  of  Mr.  Cyrus  McCormick 
or  Mr.  Swift  seeing  Mr.  Morgan  with  respect  to  Har- 
vester business  in  ]  902.  In  my  talks  and  correspondence 
with  Mr.  Morgan  then  or  at  any  time,  he  never  men- 
tioned that  McCormick  or  Swift  had  been  to  see  him.  I 
never  heard .  of  such  a  thing.  Mr.  Morgan  never  men- 
tioned it  and  he  certainly  would  have  done  so  had  they 
been  to  see  him. 

As  to  whether  I  joined  Morgan  &  Co.  in  1900  or  1901 ; 
really,  I  do  not  know.  You  will  have  to  look  it  up  in  the 
records. 

I.  H.  Co.'s  Stock  Issued  for  Full  Value— "No  Water." 

The  I.  H.  Co.  was  organized  and  the  stock  was  issued 
on  a  cash  basis.  There  was  no  "water" — to  use  a  com- 
mon expression,  in  the  organization;  nothing  allowed  for 
good  will  or  any  accessories,  such  as  are  often  put  into 
companies ;  the  properties  were  appraised  very  conserva- 
tively, I  always  thought ;  stock  issued  for  full  values  and 
for  actual  cash ;  there  was  no  syndicate  or  anything  of  that 
sort,  in  connection  with  the  organization. 

223  Cross-Examination. 

Examination  as  to  Memoranda. 

Whatever  memoranda  or  personal  notes  I  made  during 
the  period  of  negotiations  which  resulted  in  formation  of 
I.  H.  Co.  would  have  been,  of  course,  the  property  of  J. 
P.  Morgan  &  Co.  I  think  they  have  been  examined.  I 
have  not  retained  in  my  personal  custody  any  of  my  per- 
sonal memoranda  or  papers  relating  to  formation  of  I.  H. 
Co.  with  one  exception :  the  paper  all  the  gentlemen  signed, 
giving  me  the  right  to  finally  adjust  and  fix  values,  and 
things  of  that  sort;  as  it  placed  a  great  deal  of  respon- 
sibility and  confidence  in  me,  I  kept  that  as  a  personal 
memento.  That  was  signed  in  1903,  but  it  was  not  a  con- 
tract. It  was  a  very  small  piece  of  paper  as  I  remember 
it.  I  do  not  recall  that  there  were  very  many  memoranda. 
I  have  not  refreshed  my  recollection  by  perusal  or  exam- 
ination of  any  papers  which  were  contemporaneous  with 
the  negotiations  nor  by  reading  any  of  the  testimony  given 

224  in  this  suit  by  some  of  parties  who  had  deahngs  with  me 
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in  1902.  I  liave  7nade  no  effort  to  refresli  my  recollection 
as  to  any  of  those  matters. 

It  is  liot  a  fact  that  from  the  latter  part  of  June,  1902, 
until  July  28,  1902,  I  was  endeavoring  to  bring  together 
into  one  company,  the  five  harvesting  companies  which 
went  into  the  I.  H.  Co. 

Being  handed  a  letter  dated  July  3,  1902,  addressed  to 
George  ^Y.  Perkins,  and  signed  Stanley  W.  McCormick; 
I  do  not  recollect  the  letter,  it  is  evidently  one  that  I  re- 
ceived. 

I  have  not  preserved  a  copy  of  my  letter  to  Mr.  Stan- 
ley MeCormick  dated  June  28,  1902,  referred  to  in  said 
letter  of  July  3,  1902. 

Q.  It  appears  h'om  this  letter  that  you  enclosed  a  copy 
of  the  notes  of  your  conversation  with  Mr.  Stanley  Mc- 
Cormick, on  June  27th.  Do  you  have  a  clear  recollection 
as  to  what  transpired  at  that  interview  between  yourself, 
Cyrus  Bentley,  and  Stanley  ]\rcCormick  on  June  27th,  at 
your  office'? 

A.  No,  I  had  a  world  of  interviews  with  a  great  many 
people  in  the  general  run  of  business,  and  it  would  be  im- 
possible for  me  to  remember  things  of  that  sort. 

225  I  do  not  know  the  date  Mr.  ^^liddlekauff  appeared  from 
Chicago,  bringing  me  a  letter  of  introduction  from  Mr. 
Cyrus  ^IcCormick,  and  the  option  from  the  Milwaukee 
Company.    He  l^rought  us  the  option  and  we  purchased  it. 

I  have  made  no  effort  to  familiarize  myself  with  the 
dates  or  any  of  the  details  of  tlii?  transaction.  I  have  no 
recollection  of  preparing,  after  such  an  interview  with 
Cyrus  Bentley  and  Stanley  McCormick,  notes  of  our  con- 
versation ;  or  of  sending  such  notes  to  Mr.  Stanley  Mc- 
Cormick. 

Q.  He  states  here:  "I  return  herewith  co])y  of  our 
conversation,  showing  the  corrections  which  it  has  been 
necessary  to  make,  and  I  also  enclose  a  fresh  copy  as  cor- 
rected."  Have  you  any  recollection  of  the  receipt  of 
such  papers! 

A.  Xo,  but  mv  recollection  is  that  they  furnished  me 
very  freely,  as  did  many  other  gentlemen,  information  that 
I  asked  for.    I  have  not  preserved  any  of  them. 

Examination  Refjairlinri  Pet.'s  Exs.  285  and  28G. 

Petitioner's  Exhibit  285.  a  letter  dated  July  3,  1902,  on 

226  letter  head  of  Cyrus  H.  McCormick,  7  Monroe  street,  Chi- 
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cago,  111.,  addressed  to  George  W.    Perkins    and    signed 

Stanley  McCormick,  is  as  follows : 

"I  acknowledge  your  favor  of  the  28th  ult.,  enclos- 
ing a  copy  of  the  notes  of  our  conversation  of  June 
27th;  and,  also,  a  list  of  statements  desired  by  you. 
I  return  herewith  the  copy  of  our  conversation,  show- 
ing the  corrections  which  it  has  been  necessary  to 
make,  and  I  also  enclose  a  fresh  copy  as  corrected.  I 
also  enclose  ~  the  following  statements  asked  for  by 
you: 

(These  are  1,  the  balance  sheet  of  McCormick  Com- 
pany of  Sept.  .30,  1901 ;  2,  statement  showing  its  vol- 
ume of  business  in  each  of  the  last  five  years,  the  cost 
and  selling  expenses,  etc. ;  3  and  4,  statement  of  or- 
ganization and  manner  of  doing  business  of  sales  de- 
partment and  the  collection  department ;  5,  statement 

227  of  worthless  paper  charged  off  since  1890.     Also  com- 
plete collection  of  the  forms.) 

The  statement  giving  the  details  of  the  negotia- 
tions with  the  Messrs.  D  's  will  be  forwarded  later. 
*  *  *  Since  returning  home,  we  find  that  the  re- 
mark which  was  suggested  to  be  made  to  the  Messrs. 
D's  at  their  last  interview  with  my  brothers,  viz: 
that  no  changes  are  to  be  made  relative  to  the  inter- 
ests of  the  two  parties  in  the  trade, — that  this  was  not 
included  in  the  interview.  You  will  remember  that  on 
June  27th,  Mr.  Bentley  and  I  were  not  entirely  sure 
whether  this  had  been  included  or  not,  and  I  thought 
it  might  interest  you  to  know  that  it  was  overlooked. 

These  statements  have  taken  somewhat  longer  than 
I  supposed,  but  we  are  forwarding  them  rather  than 
to  hold  them  until  my  brothers  go  East,  thinking  you 
may  have  some  opportunity  of  studying  them." 

Mr.  Pebkins.  Being  handed  Pet.'s  Ex.  286,  type- 
written "Statement  made  by  Mr.  Stanley  Mc- 
'Oormick  and  Mr.  Bentley  to  Mr.  Perkins,  June 
27th,  1902,  in  New  York  City":  I  can't  iden- 
tify it,  but  it  may  have  been  one  of  the  many  memo- 
randums handed  me.  I  have  no  reooUection  of  receiv- 
ing statements  specifically  from  Mr.  Stanley  McCormick. 

228  I  received  all  kinds  of  memoranda  and  data  I  asked  them 
for  bearing  on  the  general  condition  of  the  trade  from  the 
MeCormicks,  Mr.  Glessner,  Mr.  Deering,  and  all  of  them. 
I  have  a  recollection  of  an  interview  with  Stanley  Mc- 
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Cormick  and  Bentley  about  the  time  I  began  to  work  out 
my  idea  of  organizing  a  company. 

I  have  no  recollection  of  an  extended  interview  at  which 
Stanley  [McC'ormick  and  Bentley  described  the  McCormick 
business  to  me,  after  which  I  dictated  what  transpired,  or 
they  did,  and  I  sent  a  statement  to  them;  my  conversa- 
tion with  Mr.  McCormick  was  on  quite  a  different  subject 
Stanley  McCormick  and  I  spent,  I  remember  distinctly, 
quite  a  part  of  the  day  discussing  the  export  business  and 
the  possibilities  of  business  in  Europe.  He  had  been  over 
there  in  much  the  same  way  for  his  company  that  I  had 
for  the  New  York  lAiv.  AVe  talked  about  a  number  of 
things  besides  the  export  business;  about  the  situation 
here,  of  course,  and  the  situation  there.  The  export  busi- 
ness was  very  fascinating  to  me,  because  I  had  known  for 
a  number  of  years  of  the  possibilities  of  American  trade  in 
Europe. 

Being  shown  the  following  language  in  the  letter  marked 
"Petitioner's  Exhibit  2Srj":  "The  statement  giving  the 
details  of  the  negotia lions  with  the  Messrs.  D's  will  be 
forwarded  later.  I  belie-sc  that  this  covers  the  informa- 
tion which  yon  have  asked  for.":  I  have  no  recollection 
of  receiving  such  a  statement  from  Stanley  ^IcCormick 
229  or  the  MeCormicks;  but  I  heard  a  great  deal  from 
various  people  about  the  efforts  to  organize  an  American 
company  several  years  before. 

As  to  my  recollection  of  having  discussed  the  subject  of 
prior  negotiations  between  the  Dcerings  and  MeCormicks : 
In  gathering  information  I  remember  the  talk  there  was 
among  some  of  those  people  some  time  before  that,  about 
forming  the  "American  Harvester  Company."  That 
naturally  was  of  interest,  bfcause  it  gave  me  an  idea  about 
what  they  tliought  about  the  business  and  its  opportuni- 
ties. I  talked  mth  the  ^MeCormicks  about  their  talks  about 
forming  an  American  companv  before ;  also  with  the  Deer- 
ings  about  that.  As  to  whether  the  American  Company 
was  an  attempted  consolidation  of  all  the  harvester  com- 
panies in  1890  or  1891;  it  ran  along,  as  I  remember,  for 
several  years.  I  do  not  remember  how  many  companies 
thev  had  in  mind.  ]\Iy  interest  in  it  was  simply  getting 
at  their  views  of  one  another.  I  was  trying  to  get  all 
infonnation  I  could  to  throw  light  on  values.  As  to 
whether  these  prior  negotiations  were  an  attempted  con- 
solidation of  all  the  harvester  companies  in  1892 :  I  do 
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not  know  what  tliey  attempted ;  all  I  know  is  what  they 

230  said  they  were  trying  to  do,  or  what  somebody  was  try- 
ing to  form. 

The  paragraph  of  Petitioner's  Exhibit  285  beginning, 
"Since  returning  home,"  does  not  refresh  my  recollection 
of  what  transpired  between  me,  Bentley  and  the  MoCor- 
micks.  I  do  not  know  what  the  paragraph  means.  I  was 
not  obtaining  any  more  information  from  the  McCormicks 
than  from  everybody  else.  Naturally  I  was  endeavoring 
to  learn  all  the  details  of  the  business  of  each  company. 
I  was  negotiating  to  buy  this,  that,  or  the  other  company 
as  best  I  could.  Naturally  I  would  not  have  gone  on  with 
the  purchase  without  finding  out  all  I  could  about  each 
company,  not  only  fromj.  itself  but  from  other  people. 
*  As  to  whether  at  my  interview  with  Stanley  MoCormick 
and  Cyrus  Bentley,  they  referred  to  negotiations  which 
they  had  had  with  the  other  companies  regarding  a  con- 
solidation:    I  think  I  have  already  answered  that  I  do 

231  not  remember  that  that  subject  was  up.  The  thing  I  re- 
member about  my  connection  with  Stanley  McCormick 
was  our  interchange  of  views  about  the  export  business. 

I  am  unable  to  identify  this  statement  (Pet.  Ex.  286). 
If  counsel  should  state  that  it  came  from  the  files  of  Mor- 
gan &  Co.,  it  would  not  enaible  me  to  identify  it. 

As  to  whether  I  have  a  recollection  of  an  interview 
between  myself,  Stanley  McCormick,  and  Cyrus  Bentley 
on  June  27th:  Counsel  has  asked  that  three  or  four 
times,  and  each  time  I  have  said  I  remember  an  interview 
with  Stanley  McCormick — possibly  Mr.  Bentlej^  was  pres- 
ent— at  which  we  went  into,  for  several  hours,  an  exhaust- 
ive discussion  of  the  export  business.  The  only  discus- 
sions with  Stanley  McCormick,  that  are  vivid  and  I  can 
testify  to,  were  on  that  subject.  I  cannot  swear  whether 
232.  Cyrus  Bentley  was  present. 

Q.  (Counsel  for  petitioner  reading  from  Petitioner's 
Exhibit  286) :  "The  McCormick  and  Deering  people,  in 
talking  over  how  they  might  get  together,  estimated,  in 
the  matter  of  good  will,  that  about  two  average  years' 
profits  ought  to  represent  the  good  will  of  each  company's 
business.  In  negotiations  not  a  great  while  ago  the  Deer- 
ings  rather  expressed  the  opinion  that  if  the  McCormick 
and  Deering  Companies  were  to  come  together  it  ought 
to  be  on  a  basis  of  about  53  for  the  McCormick  Com]oany 
and  47  for  the  Deering;  while  the  McCormick 's  figures 
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have  been  anywhere  from  55  to  60  for  the  McCormick 
Company  and  40  to  45  for  the  Deering  Company.  These 
figures  are  not  as  far  apart  as  they  seem  to  be,  because 
the  Deering  people  have  always  refused  to  regard  the 
outstandings  as  legitimate  assets  of  the  businesses  in 
forming  a  combination.  Without  these  the  percentages, 
according  to  the  McCormick  Company's  figures,  are  about 
55  to  45  as  against  the  Deering's  figaires  of  53  to  47." 
.  Have  you  am^  recollection  of  having  discussed  the  mat- 
ter which  I  have  read,  with  Stanley  McCormick  and  Cyrus 
Bentley  at  any  time,  in  the  summer  of  1902  ?  A.  Not 
those  gentlehien  particularly,  but  I  remember  discussing 
all  sorts  of  phases  of  questions  as  to  the  values  of  the 
different  properties  as  I  pursued  my  trade. 

Q.  This  is  another  paragraph  (Exhibit  286):  "The 
Champion  Company.  Mr.  Glessner  is  president  of  this 
company.  ^Ir.  Harold  McCormick  saw  him  three  or  four 
weeks  ago  and  sounded  him  as  to  what  he  would  think  of 
the  several  harvesting  companies  getting  together.  Mr. 
(rlessner  seemed  to  be  very  much  interested  in  having  it 
done  and  said  that  his  company  Avould  not  be  particular 
as  to  details  or  as  to  what  infiuence  would  predominate." 
Have  you  any  recollection  of  Stanley  McCormick  oi'  Cyrus 
Bentley  stating  to  you,  in  the  summer  of  1902,  that  Har- 
old IMcCormick  had  seen  Glessner,  president  of  the  Cham- 
233  pion  Company,  and  that  Glessner  was  very  much  inter- 
ested in  having  the  harvesting  companies  get  together, 
and  had  so  stated?  A.  Not  that  specific  thing;  but  there 
was  a  great  deal  of  talk  during  all  my  interviews  with 
these  people  about  their  efforts  to  form  the  American 
Company,  and  how  they  had  talked  with  this,  that  and  the 
other  person,  and  what  they  had  tried  to  do — which  did 
not  interest  me  very  much  as  to  the  question  of  a  new  com- 
pany, but  threw  a  good  deal  of  light  on  the  respective 
opinions  of  men  on  other  peoples'  properties. 

Q.  (Being  shown  paragraph  in  Petitioner's  Exhibit 
286,  referring  to  the  holdings  of  stock  in  the  Champion 
Company)  :  You  sent  someone,  towards  the  latter  ]:)art 
of  June,  to  Washington  to  acquire  the  stock  of  the  Warder 
estat-^,  did  you  not?  A.  I  do  not  recollect  that  I  did.  I 
do  not  see  wh.v  they  should  have  put  all  that  in  a  memo- 
randum. I  knew  quite  as  much  about  that  company  as 
they  did.  I  had  lived  in  Cleveland  and  knew  that  situa- 
tion pretty  thoroughly. 
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Q.  [Being  shown  Middlekauff 's  testimony  (Vol.  I,  p. 
161)  as  to  Ms  being  sent  to  Washington  by  Mr.  Perkins  to 
see  whether  the  Warder  Estate  would  be  willing  to  sell  its 
interest  in  the  Champion  Company] :    Now,  does  that  aid 

234  your  recollection  as  to  whether  you  sent  Middlekauff, 
shortly  after  the  date  of  this  interview  with  Mr.  Stanley 
McCormick,  to  Washington  in  order  to  purchase  or  se- 
cure that  stock  of  the  Warder  Estate!  A.  Situated  as  I 
was  with  J.  P.  Morgan  &  Company,  I  was  very  active  in 
many  things  and  was  sending  people  here  and  there  on 
errands  continually.  If  Middlekauff  has  testified  that  I 
did  that,  quite  likely  I  did,  but  I  have  not  the  slightest 
recollection  of  it  any  more  than  I  would  have  of  sending 
a  hundred  other  men  on  a  hundred  other  similar  errands. 

Acquisition  of  Best  Properties  to  Captvre  Export  Trade. 

I  was  not  endeavoring  from  the  first  of  July,  1902,  to 
acquire  the  stocks  and  control  of  the  Piano,  Champion, 
Deering  and  McCormick  companies.  I  never  had  a 
thought  of  buying  the  stocks  of  those  companies.  I  was 
trying  to  buy  the  best  properties  I  could  on  a  cash  basis, 
without  regard  to  good  will,  names  and  patents,  and  to 
form  a  company  that  I  believed  would  accomplish  the  pur- 
poses I  had  in  mind. 

As  to  whether  I  was  trying  to  get  the  property  and 
businesses  of  each  of  those  companies :  I  was  trjing  to  get 
the  properties  of  one  or  two  or  whatever  company;  for 
instance,  I  actually  bought  the  Milwaukee  Company,  and 
would  have  gone  on  with  that  and  gone  into  business  with 
it,  and  have  tried  to  get  one  or  two  more  companies;  or 
perhaps  more,  until  we  had  reached  a  point  where  we 
could  go  out  ,and  capture  what  I  believe  was  a  very  de- 
sirable export  trade  for  this  country. 

If  Glessner  has  testified  that  he  went  to  New  York  the 
first  part  of  July,  1902,  at  my  request,  in  connection  with 
the  sale  of  his  property,  I  do  not  recall  that,  but  I  do  not 
doubt  he  did. 

If  Howe  has  stated  that  he  went  to  New  York  early  in 
July,  1902,  at  my  request,  in  connection  with  the  sale  of 

235  the  Deering  Company,  I  do  not  recall  that,  but  I  talked 
with  Howe  and  G-lessner  and  these  different  gentlemen 
about  their  property  and  about  other  people's  property. 

As  to  whether  I  tried  to  buy  the  Champion  and  Deering 
Companies  from  the  early  part  of  July  until  the  consum- 
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mation  on  July  28,  1902 :  If  a  man  goes  out  to  buy  a 
horse,  lie  may  look  at  six  or  eight  horses  and  be  in  doubt 
as  to  whether  he  will  buy  this,  that  or  another  horse  until 
he  finds  out  what  in  his  judgment  in  the  best  horse — and 
that  is  exactly  what  I  was  doing.  It  is  not  true  that  I  had 
Howe  and  Jones  in  Xew  York,  and  did  not  buy  from 
either  of  them  or  from  the  other  three  until  I  could  get 
all  of  them.  They  were  in  New  York  and  I  talked  with 
all  of  them.    I  would  have  bought  two  or  one  or — 

Q.  (Interrupting)  :  I  am  talldng  about  what  you  did 
do.  You  did  not  buy  either  of  them  or  any  of  them  until 
you  got  all  of  them,  did  you?  A.  The  difficulty  is  that 
you  are  trying  to  prove  that  because  we  finally  bought 
five  we  started  out  to  buy  five,  and  those  particular  five, 
and  you  can't  prove  it  because  is  isn't  so. 

It  is  a  fact  that  I  did  liuy  one  of  these  five  horses  before 
I  got  all  of  them.    T  bought  the  Milwaukee  Company. 

Q.  And  to  buy  the  Milwaukee  Company  you  had  Mc- 
Cormick  and  Middlekauff  act  as  your  agents?  That  was 
just  because  they  were  the  most  liandy  and  efficient  agents 
236  to  operate  through.  You  are  trying  to  make  it  appear 
that  this  was  an  act  of  collusion.  You  are  trying  to  show 
that  there  was  something  iK-tween  the  McCormicks  and 
myself  in  regard  to  that  ^^lilwaukee  Company,  and  there 
was  not.  It  was  a  straight  out-and-out  purchase  of  the 
Milwaukee  Company. 

As  to  when  I  paid  $3,000,000  for  the  Milwaukee  Com- 
pany and  if  it  was  not  until  after  July  28th:  I  do  not 
know  when  it  was.  We  got  an  option"  That  ii  a  com- 
mon Avay  of  making  a  trade.  I  don't  know  what  date  we 
declared  our  option.  I  suppose  tlie  records  will  show  the 
date  I  paid  the  $3,000,000.  I  would  have  no  respect  for 
my  memory  if  I  tried  to  malve  it  remember  things  that 
could  easily  be  proven  by  documents.  It  would  be  per- 
fectly ridiculous  for  me  to  attempt  to  remember  dates  ten 
years  back,  living  as  busy  as  life  as  I  have  led. 

The  Stanley  ]\IcCorr,nck  Statement. 

Being  handed  a  paper,  sul^sequently  marked  Petition- 
er's Exhibit  287,  and  asked  to  identify  it  as  a  statement 
submitted  to  him  by  Stanley  McCormick,  or  by  any  of  the 
McCormicks,  in  the  summer  of  1902,    relating    to    their 
237  business :    I  have  no  recollection  of  that,  and  doubt  very 
much  if  I  ever  saw  it,  because  I  do  not  believe  I  have  ever 
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read  as  long  a  document  as  that  on  any  subject,  in  my 
life.  I  received  statements  from  a  good  many  other  peo- 
ple with  whom  T  was  negotiating  at  that  time ;  probably 
not  many  statements  as  large  as  this. 

I  do  not  recall  receiving  a  detailed  statement  from  the 
McCormicks  describing  their  foreign  business.  It  was  be- 
cause of  my  interest  in  the  export  business  that  I  took  this 
active  part  in  these  matters  in  1902.  Probably  I  got 
statements  from  the  McCormicks  in  connection  with  their 
foreign  business,  but  got  a  great  deal  of  information,  I 
distinctly  remember,  in  conversations. 

Foreign  Trade  of  1902  Insignificant. 

Q.  (Being  shown  in  Petitioner's  Exhiibt  287  the  para- 
graph entitled,  "Foreign  Department"):  See  whether 
that  is  a  written  description  of  the  foreign  business  re- 
ceived by  you  1  A.  No,  this  is  a  detail,  evidently,  of  what 
they  were  doing.  I  was  not  so  much  interested  in  what 
had  been  done,  which  was,  I  thought,  a  very  insignificant 
and  puny  effort  on  the  part  of  this  country  to  go  out  and 
gather  in  a  colossal  opportunity.  Compared  with  what  I 
saw  as  I  went  over  Europe,  it  was  just  a  drop  in  the 
bucket. 
Q.  Do  you  find  anything  in  this  statement  about  the 
238  amount  of  foreign  business  done?  A.  I  did  not  notice, 
but  the  foreign  business  was  maybe  a  million  or  two  of 
dollars.  It  may  have  looked  very  large  to  them — it  may 
look  very  large  to  vou;  but  we  built  this  business  up  to 
$50,000,000  and  it  would  be  $100,000,000  if  the  Govern- 
ment would  let  us  finance  our  company. 

As  to  whether  this  paper  correctly  states  the  different 
foreign  branches  of  the  McCormick  Company,  as  stated 
to  me  in  1902 :  The  opportunities  of  acquiring  business 
were  described  to  me  and  that  is  what  I  was  interested 
in.  I  looked  upon  the  foreign  business  as  a  fiea-bite  com- 
pared to  what  it  ought  to  be  and  saw  but  one  way  to  get 
it,  before  the  Germans  got  busy  and  got  it ;  and  that  was 
to  get  men  who  knew  how  to  do  it  and  credit  and  money 
to  do  it  and  get  it  in  a  hurry. 

I  do  not  know  what  the  foreign  business  of  the  five  com- 
panies that  went  into  the  International  in  1902  was,  may- 
be five  or  six  or  seven  millions  of  dollars.  Here  last  year 
we  did  $50,000,000  of  business,  and  if  the  Company'  had 
not  been  held  up  and  we  could  have  had  the  credit  we 
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wanted  and  could  have  pursued  our  business  instead  of 
giving  all  our  time  to  lawsuits,  we  would  certainly  be  do- 
ing $75,000,000  of  export  business  today. 

Q.  And  in  your  judgment,  it  is  right  to  form  a  con- 
solidation of  80  to  85  per  cent,  of  the  harvesting  business 
in  this  country  in  order  to  enable  the  company  which  has 
that  per  cent,  of  the  domestin  business  to  engage  in  the 
foreign  business  on  a  large  scale f  A.  That  never  came 
up. 

Purpose  fo  Develop  Export  Trade. 

239  I  don't  know  whether  the  company  I  organized  in  1902 
did  acquire  80  to  85  per  cent,  of  the  harvesting  business; 
I  suppose  your  records  will  show  that.  (Being  handed  a 
copy  of  Defendant's  Answer,  Signed  by  Counsel)  :  I  do 
not  recollect  this  document  as  you  submit  it  to  me.  The 
percentage  of  any  particular  line  of  business  the  I.  H.  Co. 
had  when  it  started  was  not  a  subject  of  discussion,  or 
was  not  in  the  situation  when  we  formed  the  Company. 

Q.  (Being  shown  defendant's  answer  admit  that  prior 
to  1902  the  aggregate  annual  output  of  the  MeCormick, 

240  Deering,  Milwaukee,  Piano  and  Champion  amounted  to 
approximately  80  to  85  per  cent,  of  the  harvesting  ma- 
chinery) :  Did  you  understand  that  they  controlled  that 
per  cent,  of  the  business  when  thev  were  organized  into 
thel.  H.  Co.?    A.    No,  sir. 

Q.  There  have  been  a  number  of  witnesses,  persons 
who  dealt  with  you,  who  have  testified  in  regard  to  the 
per  cents  and  output.  Did  you  consider  with  any  of 
them  the  relative  amount  of  business  that  was  being  done 
in  this  country  by  the  five  companies  which  went  into  the 
I.  H.  Co.  ?  A.  I  was  after  just  one  thing — the  actual  value 
of  these  companies,  their  utility  in  the  plan  I  had  'n  mind 
and  the  ability  of  the  men  they  had  to  carry  it  out.  When 
we  got  together  the  fact  that  they  had  69  per  cent,  or  70 
per  cent,  or  82  per  cent,  or  14  per  cent,  or  21  per  cent, 
had  no  interest  to  me  and  nothing  to  do  with  the  plan. 
I  knew  what  men  I  was  getting,  and  that  if  I  could  send 
them  abroad,  and  could  get  them  together  in  one  organiza- 
tion, similar  to  the  one  I  had  been  welding — the  N.  Y. 
Life,— I  could  accomplish  some  results.  I  did  not  care 
whether  I  got  80  or  85  or  90  per  cent,  of  the  business  so 
long  as  it  enabled  me  to  have  a  large  company  to  go  into 
this  foreign  business.     I  did  not  care  how  large  a  per 


53 

XIII 

cent,  of  the  domestic  business  was  controlled  by  us.    "We 
were  after  ammunitions  of  war  to  go  after  export  trade. 

As  to  whether  I  knew  these  were  the  largest  companies 
in  the  United  States  which  we  were  acquiring ;  there  were 
other  very  important  companies  I  would  like  to  have  had, 
for  instance,  the  Massey-Harris  Company,  which  had  a 
strong  footing  abroad  and  I  figured  that  we  would  try  to 
see  what  we  could  do  with  them.  If  we  had  not  secured 
the  McCormiok  Company,  we  probably  would  have  taken 
the  Massey-Harris  and  perhaps  the  Adrianee-Platt  and 
the  Acme  Company.  There  are  good  enough  men  from 
them  to  form  a  company  to  go  to  Europe  with.    I  gave 

241  some  consideration  to  the  thought  of  getting  the  Massey 
Company. 

Q.  (Handed  Petitioner's  Exhibit  286,  which  enumerates 
the  Massey-Harris  Company.)  See  if  that  refreshes  your 
recollection  so  that  you  can  identify  it.  A.  No.  The  mat- 
ter probably  was  discussed.  I  knew  the  Massey-Harris 
Company  from  seeing  their  operations.  They  had  offices 
in  London  and  agents  in  Paris ;  looked  to  me  as  if  they 
were  about  the  most  vigorous  thing  over  there  in  my  days 
in  Europe. 

Suhject  of  Domestic  Competition  Not  Considered. 

Q.  Was  the  subject  of  competition  in  this  country  con- 
sidered by  you  and  by  the  others  that  were  going  into  the 
company?  A.  It  was  not  considered  by  me.  I  do  not 
know  how  they  felt  about  it.  A  man  who  has  goods  to 
sell  usually  does  not  touch  on  his  views  of  what  his  ol)jec- 
tive  is. 

Q.  [Being  shown  portion  of  Petitioner 's  Exhibit  287,  as 
follows:  "The  usual  terms  for  harvesting  machinery  are 
one-third  in  the  fall  of  the  year  the  machine  is  purchased, 
(this  is  called  cash),  one-third  the  fall  of  the  following 
season,  and  one-third  the  fall  of  the  second  season,  so 
that  a  farmer  who  bought  his  machine  in  the  spring  of 
1902  would  pay  one-third  of  it  in  the  fall  of  1902;  one- 
third  of  it  in  1903,  and  one-third  of  it  in  1904;  or,  in  other 
words,  he  would  have  used  the  machine  in  three  harvests 
before  it  was  finally  paid  for.  Excessive  competition  has 
extended  this  time  until  it  frequently  happens  that_  a 
farmer  has  three  years  in  which  to  pay  for  the  machine 
after  the  season  in  which  he  purchased  it.  Competition 
has  also  brought  about  the  undesirable  feature  of  giving 
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242  a  farmer  a  year's  time  without  interest  when  the  crop 
conditions  are  unfavorable  and  he  is  not  able  to  get  full 
use  out  of  his  machine.  It  is  also  a  custom  to  sell  ma- 
chines at  the  close  of  harvest  on  what  are  called  'nest 
year's  time'  without  interest.  That  is  to  say,  that  if  a 
farmer  purchased  a  harvester  or  reaper  in  September  of 

1902,  he  gives  his  note  without  interest  until  the  fall  of 

1903,  and  at  that  time  pays  one-third  cash,  and  one-third 
each  in  the  fall  of  1904,  1905.  The  policy  of  extending  this 
long  credit  has  worked  to  the  advantage  of  the  McCor- 
mick  Company  in  some  ways  by  increasing  sales,  but  if  the 
Collection  Departments  of  all  the  various  companies  were 
managed  together,  many  improvements  upon  this  system 
could  be  effected  by  shortening  the  length  of  credit  and  by 
making  the  examination  of  the  paper  taken  in  payment 
more  rigid."]  You  may  state  whether  or  not  the  matter 
of  consolidating  the  collection  departments  of  the  five  com- 
panies was  one  of  the  matters  discussed  and  was  one  of 
the  savings  Avhich  you  were  to  accomplish  by  this  consoli- 
dation, and  thus  enable  you  to  extend  your  foreign  busi- 
ness? A.  You  take  it  for  granted  all  the  while  that  this 
was  a  sot  up  scheme,  that  these  five  companies  were  going 
into  the  I.  H.  Co.  for  some  nefarious  purpose.  As  that  is 
not  so,  how  am  1  going  to  answer  that  question?  This 
statement  about  credits  would  sound  to  me,  if  you  had 
not  told  me  that  it  was  something  that  had  been  handed 
me  from  the  ]\IcCormicks,  as  though  you  were  reading  it 
out  of  this  year's  prospectus  of  the  I.  H.  Co. 

I  always  have  believed  in  giving  the  farmers  these 
credits.  We  are  giving  them  long  credits,  and  that  is  one 
of  the  reasons  Avhy,  when  Mr.  McCormick  came  to  me 
about  enlarging  his  company,  it  seemed  to  me  futile.  We 
had  to  have  a  larger  credit.  In  the  years  we  have  been  in 
Europe  we  borrowed  $90,000,000  from  the  London,  the 
Paris,  the  Holland,  and  various  other  banks  over  there, 
for  the  purpose  of  allowing  the  poor  peasants  to  buy  our 
machines  on  credit  so  we  could  introduce  them  and  get 
them  started  in  the  use  of  our  machinery — the  very  thing 
I  saw  in  Europe,  we  are  doing  i-t  on  a  big  scale. 

Q.    This  statement  says,  "Competition  has  also  brought 

about  the  undesirable  feature  of  giving  a  farmer  a  year's 

243  time  without  interest  when  the  crop  conditions  ar^'  not 

favorable  and  he  is  not  able  to  get  full  use  of  his  machine." 

A.     If  they  thought  it  undesirable,  I  did  not.     We  give 
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credit  as  long  as  our  means  will  permit  and  if  we  could 
get  more  money,  which  we  cannot  because  we  are  tied  up 
by  the  Government,  we  would  be  doing  more  of  that  busi- 
ness. 

I  do  not  recollect  tliat  the  consolidation  of  the  collec- 
tion departments  was  discussed  by  me  with  the  McCor- 
micks  in  the  summer  of  1902.  As  to  whether  I  discussed 
with  the  McCormicks  from  the  beginning  of  July,  1902, 
the  personalities  of  the  different  parties  with  whom  I  was 
to  negotiate;  I  do  not  know  why  you  touch  all  the  while 
on  the  McCormicks.  I  discussed  with  them  and  with  a 
great  many  people  the  properties  I  was  trading  to  ac- 
quire for  reasons  I  have  already  given. 

Q._  Do  you  recall  discussing  this  subject  with  any  of  the 
parties  with  whom  you  dealt  in  the  summer  of  1902 :  ' '  Mr. 
Deenng  has  urged  that  the  whole  trade  be  taken  into  the 
combination.  Against  this  it  has  been  suggested  to  him 
that  if  only  90  per  cent,  were  brought  in  it  would  be  quite 
possible  to  deal  with  another  of  the  minor  companies 
if  any  one  made  excessive  demands ;  that  is,  no  minor 
company  is  probably  essential  to  the  combination,  although 
the  five  named  are  undoubtedly  the  most  desirable?"  A. 
No,  sir.  I  presume  that  had  to  do  with  the  old  Amer- 
ican Co.  question  which  they  discussed  among  them- 
selves. I  have  no  recollection  of  discussing  that  subject. 
It  would  have  been  of  no  interest  to  me. 

Q.     Have  you  any  recollection  of  discussing  this  sub- 
ject:    "The   Deerings  have   indicated  that   they  would 
prefer  not  to  sell  for  cash,  but  would  take  securities  and 
keep  an  interest  in  the  management  of  the  new  organiza- 
tion?"   A.    I  do  not  remember  that.    The  question  of  tak- 
ing the  securities  came  up  later,  when  we  found  and  ap- 
preciated the  breadth  of  my  enterprise  and  what  it  was 
likely  to  work  out  into. 
Ui      Q.     (Being  shown  Eec,  Vol.  II,  page  155,  testimony  of 
Mr.  Howe,  as  follows:     "Q.    When  was  it  suggested  to 
you  that  you  should  take  stock  as  consideration  for  the 
transfer  of  your  property?     A.     All  through    the    dis- 
cussion.   Q.    You  undertstood  that  was  to  be  the  arrange- 
ment, from  the  beginning?    A.    Yes.")    Your  recollection 
differs  from  the  testimony  given  by  Mr.  Howe?    A.    No, 
I  do  not  know  that  it  does.     I  said,  I  was  trading,  and 
I  naturally  felt  out  each  person  with  whom  I  was  deal- 
ing according  to  the  situation  at  the  moment  I  was  trad- 
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ing  with  him,  to  find  out  what  I  could  do  and  how  it  would 
fit  into  any  ultimate  plan  I  might  be  able  to  consummate. 
Q.  Mr.  Howe  also  testified,  page  149 :  "Q.  The  whole 
idea,  then,  was  that  the  new  company  was  to  purchase  a 
number  of  businesses!  A.  That  was  my  idea.  Q.  All 
the  time?  A.  Yes."  Do  you  wish  to  be  understood  as 
testifjdng  contrary  to  what  Mr.  Howe  testified  to?  A.  No ; 
I  want  to  make  it  clear  that  I  was  out  to  get — here  and 
there,  where  I  could,  but  not  necessarily  any  particular 
company, — enough  power,  enough  men  with  brains  and 
knowledge  of  the  business,  and  enough  credit  to  put  be- 
hind a  concern  to  accomplish  what  I  thought  I  could  ac- 
complish if  I  could  get  what  I  Avanted. 

Petitioner's  Exhibits  286  and  287. 

"Petitioner's  Exhibits  286  and  287,"  offered  and  ob- 
jected to  on  the  ground  that  no  proper  foundation  laid. 

Document  entitled  "Statement  made  by  jMr.  Stanley 
McCormick  and  Mr.  Bentley  to  Mr.  Perkins,  June  27tli, 
1902,  in  Xew  York  Citv,"  appears  as  Petitioner's  Exh. 
286,  Vol.  XTII,  pp.  244  to  253. 

254-267  Pet's  Ex.  287— Detailed  statement  of  organization 
of  McCormick  Harvesting  ]\Iachine  Co.,  showing 
(1)  Domestic  Sales  Department  and  list  of  General 
Agencies  in  the  V.  S. ;  (2)  Fovrign  Sales  Department  and 
list  of  foreign  points  at  which  dealers  are  handling  Mc- 
Cormick machines;  (3)  Organization  of  Twine  Depart- 
ment; (4)  Method  of  marketing  machines  in  different  ter- 
.  ritory  by  consignment  and  direct  sales;  (5)  Collection  De- 
partment. 

XIV 

169  Stipulation  that  Petitioner's  Exhibits  285,  286  and  287 
are  documents  obtained  from  the  files  of  Morgan  &  Com- 
pany, and  were  among  the  papers  relating  to  the  I.  H. 
Co.  found  in  said  files  after  Ceorge  W.  Perkins  had  sepa- 
rated from  that  firm. 

XIII 

269  GEORGE  W.  PEEKIXS  (cross-examination  resumed)  : 

Object  Was  to  Acquire  Not  Specific,  but  Sn-ffi'cient  Properties. 

Q.    Mr.  Howe  testified  that  he  went,  at  your  request, 

to  Xew  York,  the  first  of  July,  1902,  and  tliat  you  asked 
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Mm  if  he  would  sell  out  the  business  of  the  Deering  Com- 
pany, to  a  company  to  be  formed  by  Morgan  &  Company. 
Mr.  Jones  testified  that  he  went  to  New  York,  the  first 
of  July,  1902,  at  the  request  of  Judge  Gary,  and  that  you 
asked  him  if  he  would  sell  the  business  of  the  Piano  Com- 
pany to  a  new  company  to  be  formed.  Mr.  Glessner  tes- 
tified that  about  the  first  of  July,  1902,  he  went  to  New 
York  in  response  to  a  request  from  you,  and  that  you 

270  asked  him  if  he  would  sell  out  the  business  of  the  Cham- 
pion Company.  And  I  understand  from  your  testimony 
that  Mr.  McCormick  was  there  the  first  of  July,  1902,  and 
that  thereafter,  through  that  month,  you  made  proposi- 
tions to  him  looking  toward  tjie  purchase  of  his  business. 
In  view  of  this  testimony  do  you  care  to  change  your  an- 
swer to  the  following  question : 

"Q.    Is  it  not  the  fact,  Mr.  Perkins.,  that  from  the 
latter  part  of  June,  1902,  until  July  28,  1902,  you 
were  endeavoring  to  bring  together  into  one  company 
the  five  harvesting  companies  which  went  into  the 
organization  of  the    International   Harvester    Com- 
pany?   A.    It  is  not." 
A.    I  do  not  think   that  was  the  only  question  asked  me 
on  that  subject  yesterday.    My  recollection  is  that  I  said 
I  was  negotiating  during  all  this  time,  with  all  the  gentle- 
men you  name,  and  with  a  great  many  other  people  in  re- 
gard to  forming  a  company ;  that  I  did  see  them  and  talk 
with  them  about  the  values  of  their  own  and  other  prop- 
erties.    I  was  endeavoring  to  put  through  a  successful 
trade  with  each  one  of  them.    The  trade  contemplated  the 
purchase  of  the  actual  property  of  each  one.    I  use  that 
expression  as  distinguished  from  buying  stocks,  or  the 
common  way  of  acquiring  properties.    The  trade  did  not 
have  in  mind  the  acquisition  of  those  five  companies,  but 
of  any  company  I  could  trade  for  on  a  conservative  basis. 

271  I  was  trading  with  each  one  of  these  gentlemen  separately 
for  purpose  of  acquiring  the  property  of  each  one,  if  I 
could,  on  a  basis  that  I  thought  was  advantageous. 

As  to  July  28,  1902,  marldng  the  successful  culmina- 
tion of  my  trading;  I  cannot  swear  to  the 
dates;  when  I  had  concluded  trading  with  this, 
that  or  the  other  man  and  reached  a  p'pint 
where  the  figures  at  which  his  property  could  be  acquired 
were  determined  upon,  that  of  course  was  a  trade.  The 
trade  was  not  consummated  in  respect  to  each  of  the  four 
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companies  on  the  same  day.    Of  course,  the  I.  H.  Co.  was 
organized  on  a  specific  date. 

As  to  whether  the  tirst  evidence  of  the  successful  culmi- 
nation of  my  trade  was  the  signing  of  the  contracts  with 
Lane;  I  do  not  think  any  business  man  considers 
that  a  successful  culmination  of  a  trade  is  neces- 
sarily at  the  moment  when  it  is  reduced  to  writ- 
ing. When  a  man's  word  passes  on  a  trade,  he 
usually  keeps  it.  I  negotiated  on  one  day  with 
one  man,  and  another  day  witli  another,  and  would  push 
the  trade  to  a  certain  point,  then  give  up  this  man  or 
that  man  and  think  I  could  not  ti'ade  with  him ;  and  then 
go  back  and  go  over  it  again  until  I  knew  what  I  could  do 

272  with  each  man.  I  was  conducting  a  great  many  matters 
for  the  firm  liesides  this  one  question.  I  was  not  devoting 
my  entire  energies  in  those  days  to  my  thought  of  expand- 
ing the  foreign  business.  There  was  extremely  important 
firm  business  besides  this  matter  on  hand.  I  was  Vice- 
President  of  New  York  Life  insurance  Company  at  time, 
and  had  very  responsible  and  important  duties  in  connec- 
tion with  that  company,  and  very  responsible  duties  in  the 
firm.  Mr.  Morgan  was  in  Europe,  Mr.  Bacon  was  away; 
at  that  moment  I  was  senior  partner.  I  do  not  remember 
whether  I  was  on  Finance  Committee  of  Steel  'Corpora- 
tion at  that  time.  If  I  was,  had  been  but  short  time  or 
went  on  immediately  afterwards.  I  have  no  recollection 
or  possession  of  any  papers  showing  an  earlier  culmina- 
tion of  any  of  these  trades.  I  have  no  papers  in  connec- 
tion with  that,  but  would  like  to  make  it  very  plain  that  a 
trade  can  progress  and  can  culminate  verbally,  without  be- 
ing reduced  to  writing. 

Separate  Negotiations  with  Each  Vendor. 

(^    (Referring  to  testimony  as  to  presence  in  New  York 
during  July,  1902,  at  various  hotels  of  Mr.  Howe,  Mr. 

273  Jones,  Mr.  Glessner,  the  .MeCormicks,  and  Mr.  Middle- 
kauff),  please  state  why  you  kept  all  these  individuals 
apart  and  did  not  bring  them  together  in  order  to  facili- 
tate the  culmination  of  your  trade,  or  why  yon  thought 
that  such  a  meeting  (if  you  did  so  think)  would  interfere 
with  the  successful  culmination  of  your  trading.  A.  I 
take  it  from  your  question  you  have  never  done  any  trad- 
ing. The  verv  last  thing  any  man  would  do,  who  was  at- 
tempting to  do  what  I  had  in  mind,  would  be  to  bring 
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those  gentlemen  together.  If  1  had  been  desirous  of  form- 
ing simply  a  combination,  as  the  term  is  commonly  known, 
and  of  bringing  these  gentlemen  all  together  at  some- 
;  _  body's  request,  that  is  what  I  would  have  done;  I  would 
f  "  have  brought  them  all  into  one  room  and  said  ' '  Now  gen- 
tlemen, I  want  you  to  get  together"  or  "Lets  get  together 
and  do  this  thing. ' '  But  that  was  not  what  I  was  trying 
to  do.  So  bringing  them  together  and  acting,  I  would 
have  called  a  merger. 

I  did  not  select  the  hotels  of  these  gentlemen,  I  did 
nothing  special  to  keep  them  apart  except  that  I  traded 
with  each  man.  It  would  have  been  extremely  foolish  if 
I  had  Mr.  Jones  and  Mr.  Grlessner  together  discussing 
•with  them  the  price  at  which  I  Avas  trying  to  buy  each 
274  one  of  the  properties.  You  never  heard  of  anybody  who 
knew  anything  about  business,  trying  to  trade  for  prop- 
erty as  I  was,  on  a  cash  basis,  proceeding  in  any  such  way 
as  that. 

Q.  Did  you  in  igO!?  have  the  feeling  that  if  they  were 
all  brought  together  and  joined  around  a  table  and  signed 
contracts  at  the  same  time,  that  would  give  the  appear- 
ance of  a  combination?  A.  I  did  not.  It  never  entered 
my  mind.  I  am  answering  what  I  take  to  be  the  spirit 
of  your  inquiry.  I  cannot  conceive  of  any  man  who  is 
trading  with  three  or  four  men,  wanting  to  buy  their  sev- 
eral properties,  bringing  them  together.  There  might 
have  been  a  better  way  to  do  it,  but  that  was  my  way. 

Trade  Different  in  Each  Case. 

As  to  whether  before  the  corporation  was  formed,  all 
the  gentlemen  came  together  in  Cravath's  ofBce,  and  exe- 
cuted the  contracts  of  July  28,  1902,  simultaneously;  I 
can't  remember  where  they  met  or  how;  that  was  a  mat- 
ter of  lawyers.  Each  one  did  receive  pay  for  his  prop- 
erty in  stock  of  the  new  company  to  be  organized.  I  might 
have  paid  Glessner  in  cash ;  did  pay  him  more  cash  than 
stock.  He  wanted  money.  The  trade  was  different  in  each 
particular  case. 

Use  of  Lane  a  Business  Convenience. 

As  to  whether  the  lawyers  suggested  the  selling  to 
Lane  by  separate  agreements  and  Lane  selling  to  the  new 
corporation;  T  think  tlie  lawyers  worked  out  the  gen- 
era] plan,  as  is  always  the  case  in  forming  a  company. 
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J.  P.  Morgan  &  Co.  naturally  would  not  have  taken  on  the 
preliminary  arrangements  because  it  would  then  have 
been  publicly  discussed,  and  if  the  project  had  not  gone 
through,  it  would  have  been  a  sort  of  semi-failure ;  the  idea 
of  having  some  one  else  pick  up  the  threads  until  it  was 

275  an  accomplished  fact,  was  the  natural  thing  to  do,  it 
seemed  to  me.  We  used  Lane  as  a  temporary  convenience 
until  the  corporation  was  subsequently  organized.  It  was 
just  a  business  method  of  accomplishing  the  final  result. 

As  to  wliether  T  did  not  waut  to  organize  a  corporation 
until  I  was  sure  that  my  trades  had  been  successful:  I 
knew  at  one  hour  one  day  that  such  a  trade  Avas  success- 
ful; I  knew  at  a  certain  hour  the  next  day  tliat  another 
trade  was  in  doubt;  1  knew  the  next  day  that  that  trade 
might  be  successful,  and  so  it  went  on  until  I  had  about 
what  I  knew  I  could  do.  Then  Ijegan  the  work  of  shaping 
it  up  in  documentary  form,  and  then,  of  course,  it  passed 
through  "Slv.  Lane  to  final  completion. 

Purpose  a  Large  Company,  Not  Acquisition   of  Five   Com- 
panies. 

Q.  And  you  did  not  want  to  organize  the  company 
which  was  to  acquire  these  five  properties  until  your 
trading  had  been  successfully  put  through?  A.  There 
again,  of  course,  you  put  it  wrong.  Yoit  say  that  com- 
pany was  to  acquire  these  five  companies.  That  was  not 
the  idea  at  the  outset — that  we  should  acquire  five  com- 
panies. We  were  organizing  a  company.  We  would  have 
organized  Lhe  International  Harvester  Company  if  we 
had  not  had  five  companies,  or  these  particular  five  com- 
panies. I  wish  there  was  some  way,  ^fr.  Grosvenor,  by 
which  vou  could  see  this  as  it  was.  I  am  looking  at  this 
thing  from  the  time  it  started;  you  are  looking  at  it  back 
ten  years,  on  a  theory  that  you  have  constructed. 

Largest  Existing  Company  Incdequate. 

276  Q.  You  testified  "I  felt  that  what  was  needed  was  a 
very  mucli  larger  company  than  could  be  formed  Avith  one 
company  as  a  basis  for  credit."  How  large  a  company 
did  you  think  was  necessary?  You  knew  that  the  Mc- 
Cormick  Company  was  the  largest  company  in  the  busi- 
ness at  the  time,  did  you  not?  A.  I  knew  it  was  one 
of  the  largest.  I  felt,  from  what  I  knew  of  commercial 
conditions  there  was  an  enormous  opportunity  for  us 
people  in  the  V.  S.  to  develop  trade  abroad;  that  it  was 
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futile  to  take  in  one  company  and  attempt  to  build  up, 
on  the  credit  of  one  company  alone  as  a  foundation,  what 
I  believed  could  be  accomplished.  I  might  have  taken  Mr. 
MoCormick's  suggestion  and  worked  on  that,  and  perhaps 
the  average  banker  would  have  done  that.  Supposing 
I  had  done  that  1 

I.  H.  Co.'s  Russian  Trade  Exceeds  Total  McCormick  Business. 
Some  one  told  me  yesterday  that  the  McCor- 
mick business  was  $25,000,000  or  $30,000,000.  The 
company  that  Morgan  &  Company  did  organize,  is 
today  doing  more  business  in  Russia,  has  more 
money  outstanding  in  the  hands  of  farmers — we 
have  loaned  them  more  money  to  buy  American  harvest- 
ing machinery — than  the  entire  amount  of  the  McCor- 
mick business  at  that  time.  How  could  we  have  built  up 
on  one  company's  credit,  or  with  one  group  of  harvest- 
ing men,  a  great  organization  that  would  have  aecom- 
phshed  what  I  believed  could  be  accomplished'?  I  had 
been  all  through  that  with  the  New  York  Life ;  had  tried 
to  develop  business  in  Russia  by  just  scratching,  and 
found  that  I  had  to  take  American  men,  who  knew  the 
business,  over  there  to  do  it,  with  an  enormous  credit  be- 
hind them. 

Enormous  Capital  and  Credit  Imperative. 

As  to  the  amount  of  money  1  thought  we  ought  to  have : 
I  wanted  not  only  immediate  money,  a  large  amount — 

277  $100,000,000,  or  something  like  that— but  I  wanted  a 
foundation  on  which  we  could  get  $200,000,000  or  $300,- 
000,000.  As  it  turned  out,  we  did  not  build  it  big  enough. 
We  built  the  credit  big  enough,  we  laid  the  foundation  of 
tangible  assets  so  strong  that,  if  it  had  not  been  for  this 
suit,  we  could  probably  have  had  another  $50,000,000  or 
$100,000,000  in  the  business. 

We  have  borrowed  in  London  and  Berlin  and  Holland 
over  $90,000,000,  that  has  been  brought  to  this  country 
and  paid  out  in  wages  and  materials  and  put  into  ma- 
chinery that  has  sold  in  Europe.  If  my  vision  was  wrong 
about  this,  if  it  could  have  been  done  some  other  way, 
well  and  good:  but  it  was  my  conception  of  how  to  do 
it:  and  I  took  the  best,  the  most  business-like  and  honor- 
able methods  to  accomplish  it;  and  I  did  not  believe,  and 
I  do  not  believe  today,  that  it  could  have  been  done  if  I 
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had  ijicked  up  ^[r.  Mr-Connick's  suggestion  and  lent  him 
five  or  ten  or  twenty  or  thirty  millions  dollars. 

I  studied  in  a  general  way  the  history  of  the  McCormick 
husiness  in  the  ten  years  preceding  the  purchase  by  my 
company.  I  did  not  know  that  from  1892  to  1902  the 
McCormick  Company  had  e:cpanded  at  a  rate  even  faster 
than  the  International  Harvester  Company  has  since  1902, 
and  I  do  not  think  that  can  be  so.  I  do  not  know  that  the 
book  value  of  the  assets  increased  in  the  12  years  preced- 
ing 1902  from  $12,500,000  to  over  $50,000,000.  If  that  is 
true,  I  certainly  must  have  bought  the  property  pretty 
cheap. 

Percentage  of  Domestic  Business  Not  a  Factor. 

278  I  have  no  recollection  of  a  committee  which  reported 
to  the  directors  of  the  I.  H.  Co.  that  the  five  properties 
mentioned  in  Mr.  Lane's  offer  are  the  most  important  in 
their  line  of  business  in  the  United  States,  and  that  each 
of  them  has  "y'or  several  years  enjoyed  a  prosperous,  profi- 
table and  growing  business. 

I  did  not  undevstau'l  that  the  five  companies  which  tlie 
International  was  acquiring  were  the  most  important  in 
their  line  of  business  in  the  IJ.  S.  I  knew  there  were 
other  very  important  companies.  I  did  not  know  that  in 
the  great  grain-growing  sections  of  the  Middle  West, 
these  five  companies  did  from  80  to  90  per  cent,  of  the 
business  in  harvesting  implements.  I  knew  they  did  a 
very  large  business,  but  the  exact  percentage  was  not  a 
factor  in  what  I  was  doing. 

Capital  Represented  by  Cash  and  Appraised  Properties. 

It  is  not  a  fact  that  the  only  new  capital  put  into  the 
harvesting  business  through  the  organization  of  the  I. 
H.  Co.  was  $10,000,000.  I  do  not  agree  that  $26,000,000 
and  more  was  issued  to  the  McCormick  interests  for  the 
properties  acquired  from  the  McCormicks.  We  appraised 
the  properties  that  the  I.  H.  Co.  acquired;  the  appraise- 
ments were  scaled  down  and  scaled  down  until,  in  my 

279  judgment,  they  were  worth  a  great  deal  more  money  than 
the  I.  H.  Co.  acquired  them  for;  and  it  acquired  them 
for  the  exact  final  appraised  value,  and  the  stock  issued 
for  that  purpose  was  better  than  a  gold  dollar  in  its 
value,  in  mv  judgment.  That  amounted  to  something 
like  $60,000,000.    The  other  $60,000,000  was  issued  at  par. 
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for  cash,  paid  in  in  real  American  money,  without  commis- 
sion of  one  cent  or  a  discount  of  one  cent  to  anyhody, 
without  any  underwriting  syndicate  of  any  shape,  form  or 
kind.  $60,000,000  of  the  $120,000,000  capital  went  for 
properties — appraised  properties;  the  other  $60,000,000 
for  cash. 

New  Capital  in  Harvesting  Business  Through  I.  II.  Co. 

The  McCormicks  kept  their  receivables  and  collected 
them,  and  took  the  new  stock  and  paid  for  it  in  money. 
I  do  not  rero.ember  what  security  the  I.  H.  Co.  took.  I  do 
remember  that  $60,000,000  was  issued  for  cash  and  taken 
by  a  great  many  different  people.  What  security  we 
took  to  secure  the  payments  has  nothing  to  do  with  the 
fact.    I  do  not  remember  wb  ether  the  McCormick  family 

280  put  in  over  $20,000,000  of  that  $60,000,000  cash.  I  know 
that  we,  through  Morgan  &  Co.,  took  about  $20,000,000, 
and  everybody  wanted  all  they  could  get.  Stock  was 
immediately  at  premium.  I  do  not  remember  whether 
the  Deerings  took  $16,000,000  of  that  $60,000,000,  cash 
stock.  Everybody  took  all  they  could  get.  I  really  don't 
remember  whether  the  Piano  people  took  $4,000,000  out 
of  the  $60,000,000  cash  stock. 

Morgan  &  Co.  furnished  about  $20,000,000  of  new  cap- 
ital that  was  not  already  in  the  harvesting  business.  Do 
not  see  your  point.  If  man  sells  piece  of  property  across 
the  street  and  decides  nest  day  he  wants  to  retain  an  in- 
terest in  it  and  can  get  it,  because  of  some  great  improve- 
ment he  finds  is  going  to  be  made  in  that  property,  that 
is  still  putting  new  money  into  that  property. 

Whether  of  the  $20,000,000  subscribed  by  Morgan  &  Co., 
$9,000,000  was  taken  by  the  Deerings  and  McCormicks; 

281  no,  sir,  not  that  T  recollect.  I  took  all  the  stock  in  the  I. 
H.  Co.  I  could  afford  to  buy,  or  that  I  could  in  any  way 
arrange  to  get,  and  I  still  have  it.  I  got  none  of  the 
$3,000,000  stock  taken  by  Morgan  &  Co.  as  their  com- 
mission, except,  of  course,  as  it  was  a  firm  transaction, 
whatever  my  percentage  was,  as  it  contributed  to  the 
profit  I  ultimately  got. 

i-  3.  Co.  Stock  Holdings  of  George  W.  Perhins. 

I  did  not  deposit  with  Morgan  &  Company  the  stock 
which  I  took,  under  an  agreement,  providing  that  a  cer- 
tain per  cent,  should  not  be  sold  pending  the  voting  trust? 
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From  that  dav  to  this  I  have  had  larger  percentage  of  my 
private  fortune  in  tliis  investment  than  in  any  other, 
because  I  have  believed  absolutely  in  the  plans  I  started 
to  develop  that  this  would  be  a  successful  and  creditable 

282  enterprise.  I  still  maintain  that  view.  I  do  not  know 
that  my  stock  has  ever  been  transferred  to  my  name. 
AYill  be  glad  to  give  counsel  my  holdings  personally, 
apart  from  the  firm.  I  received  no  percentage  of  the 
$3,000,000  issued  to  Morgan  &  Co. 

IV 

395  Petitioner's  Exhibit  299.- -Letter  from  Geo.  W.  Perkins, 
to  E.  A.  P>ancroft,  dated  July  3rd,  1913,  as  follows : 

"In  the  matter  of  my  holdings  of  Harvester  stock, 
^Irs.  Perkins,  my  daughter,  my  mother's  estate  and  I 
are  all  holders  of  Harvester  stock,  and  the  aggregate 
amount  of  such  holdings  in  round  numbers,  is  35,000 
shares  of  the  common  stock  and  5,000  shares  of  the 
preferred  stock." 
XIII 

283  I\rr.  Peekixs:  I  ha\'e  been  Chairman  of  the  Fi- 
nance Committee  of  the  I.  H.  Co.  since  its  or- 
ganization, and  one  of  its  voting  trustees  until  the  ex- 
piration of  the  voting  trust  about  a  year  ago.  I  do  not 
know  whether  the  company,  or  any  of  the  other  voting  trus- 
tees preserved  any  record.  The  only  action  we  ever  took, — 
or  could  have  taken — was  to  nominate  directors.  We  had 
no  power  in  the  companv's  management  after  we  had 
selected  the  board.  The  board  then  took  up  the  work  of 
the  company  and  acted  independently. 

Trading  in  the  Largeness  of  the  Ftiture. 

I  do  not  recollect  that  I  said  just  when  we  acquired 

284  the  Osborne  Co.  I  had  part  in  the  negotiations.  I  was 
not  aware,  as  I  recall,  that  it  was  the  largest  independent 
company  outstanding.  'My  judgment  would  be  that  Adri- 
ance-Platt  and  other  companies  were  doing  about  the 
same  business.  The  Osborne  Co.  Avas  doing  foreign  busi- 
ness and  had  other  lines  that  would  help  round  out  an 
all-year  selling  organization  such  as  we  wanted  very 
much  to  establish. 

I  was  not  familiar  with  the  harvesting  business  in  1902 
and  1903  as  were  Middlekauff,  (xlessner,  Jones  or  Swift. 
If  their  testim_onv  as  to  the  size  of  the  Osborne  Co.  dif- 
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fers  from  mine,  I  certainly  would  yield  to  their  judgment ; 
but  that  does  not  make  it  true  that  I  knew  what  their 
judgment  was  at  that  time.  The  question  of  what  had 
been  was  not  interesting  me  so  much  as  what  was  going 
to  be.  It  was  the  largeness  of  the  future  I  was  trading 
with,  and  whether  a  comijany  was  doing  $8,000,000  or 
$8,700,000  of  business  was  not  a  basis  of  the  enterprise 
contemplated. 

(Being  shown  agreements  of  July  28,  1902,  providing 
that  Lane  Avas  to  transfer  the  properties  "to  a  corpora- 
tion now  existing  or  hereafter  to  be  organized  under  the 
laws  of  the  State  of  Illinois  or  other  state ' ") : 
I  do  not  remember  why  we  chose  New  Jersey  as  a  place 
of  incorporation  instead  of  Illinois,  if  I  knew  at  the  time. 

285  I  would  not  say  that  was  a  matter  altogether  decided 
by  attorneys;  it  was  probably  decided  in  general  con- 
versation. I  do  not  remember  that  it  was  called  to  my 
attention  that  the  consolidation  of  the  principal  com- 
panies doing  a  certain  line  of  business  had  been  decided 
to  be  unlawful  under  the  anti-trust  laws  of  Illinois.  I 
do  not  remember  that  the  question  that  we  were  attempt- 
ing anything  unlawful  arose  at  all;  I  can't  imagine  how  it 
should  have  arisen. 

I  have  not  preserved  the  original  letter  from  Cyrus 
McCormick  introducing  Middlekauff.  I  suppose  a  half 
million  letters  of  introduction  have  passed  through  my 
hands;  never  pretend  to  preserve  them  all. 

286  I  think  in  1902  I  was  Chairman  of  the  Finance  Com- 
mittee of  the  New  York  Life ;  also  I  think  a  director  in  the 
National  City  Bank,  the  National  Mercantile  Marine  Co. 
(if  then  organized)   and  the  Northern  Securities  Co. 

Petitioner's  Exhibit  288. — Subpoena,  dated  June  18, 
1913,  requiring  George  W.  Perkins  to  appear  on  June  19, 
1913,  before  Examiner  and  testify  on  behalf  of  Edgar  A. 
Bancroft  in  the  present  case. 

Petitioner's  Exhibit  289. — Similar  subpoena  requiring 
same  witness  to  appear  at  same  time  and  place  and  tes- 
tify on  behalf  of  International  Harvester  Company. 
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Original  Stock  Suhscriptions. 

170      Table  showing  the  original  subscription  of  the  $120,- 
000,000  capital  stock  of  the  I.  H.  Co.,  offered  by  petitioner 

as  follows : 

Plant  stock. 
J.  P.  Morgan  &  Co. : 

Commission $  3,000,000.00 

Less  contribution  to  Cliam- 
pion  and  Piano  Com- 
panies    42,857.14 

2,957,142.86 
Milwaukee  Harvester  Co..     3,000,000.00  .$  5.957,142.80 

McCormick  interests : 

Original  allotment 26,321,656.80 

Less  contribution  to  Cham- 
pion and  Piano  Com- 
panies    59,142.86    26,262,514.00 

Deering  interests : 

Original  allotment 21,362,5.54.04 

Less  contribution  to  Cham- 
pion and  Piano  Com- 
panies    48,000. 00     21,314,554 .  04 

Piano  interests : 

Original  allotment 2,193,603.09 

Plus     contributions     from 

other  interests   75,000.00      2,20S,C03.09 

Champion  Interests : 

Original  allotment 3,372,185 .91 

Plus  contributions  from 
other  interests   75,000.00      3,447,185.91 

Organization  expenses  (ex- 
cluding Milwaukee  com- 
pany and  incorporators' 
stock)  : 

Sold 611,803.34 

On   hand    138,196.16         749,999.-50  $60,000,000.00 

Cash  Stock. 
J.  P.  Morgan  &  Co. : 

Cash ■ $9,940,000.00 

Incorporators 60,000.00 

Milwaukee  excess   148,196.66  $10,148,196.06 

McCormick  interests : 

Original  subscription   20,000,000.00- 

Subsequent  subscription    .     4,886,190.13     24,886,190.13 

Deering  intei-ests : 

Original  subscription   16,000,000.00 

Subsequent  subscription  . .     3,965,613,21     19,965,613.21 

Piano  interests    4,000,000.00 

Champion  interests 1,000,000.00  $60,000,000.00 
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yew  Capital  Invested. 

160  Deft's  Exli.  225— List  of  Original  I.  H.  Co.  Stock- 
owners  (other  than  Stockholders  of  Vendor  Companies) 
to  whom  were  issued  Stock  Trust  Certificates  for  follow- 
ing number  of  shares : 

Shares 
J.  P.  Morgan  &  Co.  paid  in  cash  $13,500,000  and 
received  for  this  sum  and  for  services  and  cash 

paid  for  organization  expenses 167,522 

(Trust  certificates  for  the  above  issued  to  George 
I).  Eogers  and  William  A.  Merrick.) 
William  A.  Hamilton  (for  cash  payment  to  Cham- 
pion Company  and  on  account  of  Champion  sub- 
scription, each  $1,000,000) 20.000 

E.  H.  Gary 5,000 

E.  L.  Wagner 50 

F.  W.  Crosby 300 

A.  G.  Becker   6,000 

D.  V.  Webster    100 

F.  C.  Van  Ness   150 

John  E.  Lindgren 500 

George  D.  Boulton  200 

161  R.  J.  Street ,      100 

August  Blum   100 

Edward  Dieldnson   350 

J.  B.  Forgan  600 

D.  R.  Forgan  750 

W.  J.  Watson 500 

Arthur  B.  .Tones  150 

H.  A.  Haugan   700 

Thomas  Templeton  250 

Emest  A.  PTamiil  1,000 

A.  A.  Carpenter  500 

E.  W.  Sears  200 

A.  C.  Bostwick 10(, 

A.  Boswick  100 

John  G,  Davies  125 

Percival  V.  Palmer   50 

J.  P.  Lvman    100 

J.  C.  Neelv 250 

D.  A.  Monltcn  300 

Total  206,047 

[$20,604,700] 
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WAEDEK,   BTTSHNELL   &   GLESSNER   CO.    (CHAMPION). 
I 

439  JOHN  J.  GLESSNER  (^vituess  for  petitioner)  : 

I  have  been  in  the  harvester  business  since  1863.  I  be- 
gan with  the  predecessors  of  the  Warder,  Bnshnell  & 
Griessner  Company  at  Springfield,  Ohio,  founded  by  Ben- 

440  jamin  H.  Warder. 

I  think  the  word  Champion  was  first  used  in  1868  or 
1869  and  thei-eafter  continuously.  Champion,  McCor- 
mick,  Deering,  Piano,  ^lilwaukee  and  Osborne  are  old 
and  well-established  names  in  the  ]:arvester  business. 
Deering  goes  back  to  about  1875;  McCormick  to  1849; 
Piano  and  ^Milwaukee  some  years ;  Osborne,  along  in  1860. 
The  oldest  name  is  McCormick,  Osborne  next  and  then 
Champion. 

In  1902  the  Warder,  Bnshnell  &  Glessner  Company  was 

441  an  Ohio  corporation  with  branches  and  warehouses  scat- 
tered generally  over  the  United  States.  We  shipped  from 
the  factory  to  the  warehouses  and  often  directly  to  the 
retailer.  These  harvesting  implements  were  very  largely 
sold  on  a  commission  agency  basis.  Farmers '  notes  were 
generally  taken  by  us,  though  sometimes  the  dealer  would 
take  them  and  settle  with  us. 

Sale  of  Champion  Property. 

I  do  not  understand  that  in  1902  my  company  went  into 
the  consolidation  of  a  niunber  of  manufacturers  known 
as  the  I.  H.  Co.     I  sold  the  property  of  my  company 

442  to  Mr.  Lane  who  subsequently  transferred  it  to  the  I.  li. 
Co.  My  company  did  not  join  the  I.  H.  Co.  I  had  no 
expectation  that  Mr.  Lane  was  going  to  carry  on  the  busi- 
ness.   I  suppose  that  he  was  a  sort  of  conduit. 

Negotiations  with  Perkins. 

About  the  middle  or  the  latter  part  of  July,  I  first  heard 
talk  of  a  proposed  consolidation  of  the  harvester  busi- 
ness. I  sold  out  my  business  by  signing  preliminary  con- 
tracts the  last  of  July  and  executing  deeds  in  August, 

443  1902.  I  should  say  that  I  first  began  to  consider  the  idea 
the  first  week  in  July.  George  W.  Perkins  telegraphed 
the  president  of  my  company.  Governor  Bushnell,  in 
Springfield,  asking  if  he  would  come  to  NeAV  York  and 
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discuss  the  sale  of  liis  property.  Governor  BuB'hnell  tele- 
graphed me  to  meet  him.  The  telegram  did  not  mention 
to  whom  the  sale  was  to  be  made.  I  did  not  know  Mr. 
Perkins  but  I  think  Grovernor  Bushnell  did.  I  knew  he 
was  not  engaged  in  the  harvester  business. 

I  went  to  New  York  with  Governor  Bushnell  and  we 
saw  Perkins  in  Morgan  &  Company's  office  some  time  be- 
tween the  2nd  and  5th  of  July.  We  stayed  in  New  York 
two  or  three  days.  We  returned  soon.  I  was  in  and  out 
of  New  York  almost  every  week  of  that  July. 

444  At  the  first  meeting,  Mr.  Perkins  asked  Governor  Bush- 
nell whether  he  was  willing  to  sell  his  business.  The  Gov- 
ernor intimated  to  me  that  I  should  do  the  talking;  he  was 
a  sick  man  and  said  he  could  not  stay  in  New  York  and 
take  part  in  these  negotiations.  I  told  Mr.  Perkins  I  was 
willing  to  sell,  if  I  could  get  what  I  thought  was  a  fair 

,   price.     That  was  practically  all  that  happened  at  that 
meeting. 

Saw  None  of  the  Other  Manufacturers. 

I  think  that  Governor  Bushnell  and  I  were  together. 
We  stopped  at  the  Waldorf-Astoria.  When  I  was  there 
myself  I  was  at  the  Holland  House.  I  did  not  see  any 
other  of  the  manufacturers.  I  understand  Mr.  Jones  said 
I  met  him  on  the  street  but  I  have  no  recollection  of  it. 
During  July,  I  saw  Mr.  Perkins  at  other  times  in  relation 
to  the  sale  of  my  business.  I  did  not  see  any  one  else 
■about  it.  I  simply  told  Perkins  what  I  thought  the  prop- 
erty was  worth  and  what  it  would  produce.    I  submitted 

445  no  figures  of  the  earnings  or  inventories.  I  believe  he 
appointed  some  one  to  examine  our  books,  but  I  do  not 
think  it  was  during  July.  The  accountants  were  Jones, 
Caesar  &  Oo. — now  Price,  Waterhouse  &  Co.  At  the  other 
conferences  with  Mr.  PerMns  very  little  transpired.  I  do 
not  really  recall  anything  different  from  what  happened 
in  the  first  interview.  For  the  sale  of  the  property  we 
received  stock  in  a  large  measure,  but  we  also  received 
cash. 

I  knew  that  the  business  was  to  be  transferred  to  a  new 
company,  and  I  agreed  to  take  stock  in  that  company.    I 

446  was  told  what  the  property  of  that  corporation  was  to  be ; 
that  there  would  be  ample  capitalization  and  a  part  of  it 
would  be  actual  cash.    I  think  I  was  told  its  capital  would 
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be  $120,000,000.     I  kne^v,  of  course,  if  they  bought  my 
business  they  would  be  engaged  in  the  harvester  trade. 

My  stockholders  embraced  two  estates  that  had  very 
large  interests  in  the  business.  I  had  to  consult  those 
estates.  The  Benjamin  H.  Warder  estate  was  represented 
by  the  American  Security  &  Trust  Company  in  Washing- 
ton, and  the  president  of  that  company  said  that,  while 
he  was  authorized  under  the  will  to  continue  the  estate's 
interest  in  the  Champion  Company,  he  was  not  authorized 
in  the  will  to  continue  it  in  any  other  business.  There- 
fore, I  found  difficulties  in  my  negotiations  for  sale.  So 
I  arranged  to  buy  the  interests  of  the  Warder  estate  in 
our  company  myself,  which  I  did.  Afterwards  I  bought 
the  other  estate  on  the  same  terms.  That  made  it  neces- 
sary for  me  to  have  a  large  amount  of  cash  from  the  sale. 
A  little  more  than  half  the  consideration  I  received  was 
stock  in  the  new  company.  Practically  all  the  cash  I  re- 
ceived, I  turned  over  to  pay  for  these  interests  and  to 
pay  other  debts  of  my  own  and  the  company's. 

Perliins'  Plan — Strong  Company  for  Foreign  Trade. 

447  I  did  not  know  what  properties  the  Harvester  Company 
and  its  organizers  were  trying  to  acquire.  I  made  no 
inquiry  about  it.  I  thought,  as  Mr.  Perkins  told  me,  we 
were  to  have  a  strong  company  amply  capitalized  so  that 
the  company  could  be  increased  in  the  place  where  it 
could  make  money.  In  other  words,  so  that  we  could 
enter  largely  in  the  foreign  trade,  which  was  virgin  for 
all  the  harvester  companies.  None  of  the  companies  in 
existence  at  that  time  had  sufficient  capital  properly  to 
enter  that  trade.  I  did  not  know  who  would  go  into  the 
company  at  all.  Perkins  did  not  say  the  company  was  to 
be  strong  in  harvester  lines;  he  said  a  strong  company. 
I  had  never  met  Perkins  before. 

448  I  intended  to  take  the  stock  as  he  represented  it  to  be. 
If  it  was  not  as  represented  the  trade  was  off.  I  knew 
who  was  going  in  on  July  27th ;  that  is  I  practically  knew 
it.  I  knew  on  July  28th  exactly  because  I  was  present 
when  the  contracts  were  signed.  I  signed  my  contract 
at  the  same  time  the  others  signed  theirs  in  Cravath's 
office.  Charles  Deering,  Cvrus  MeCormick,  William  H. 
Jones  and,  I  think,  Eichard  F.  Howe  were  there. 

That  was  the  first  paper  I  signed.     I  had  not  bound 
myself  in  any  way  legally  before  that.    I  think  all  these 
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contracts  were  signed  in  the  presence  of  all  of  ns.    I  got 
the  first  draft  of  the  contract  I  signed  very  shortly  before 

449  July  28th.  No  lawyers  represented  me  in  this  transac- 
tion. I  met  Mr.  Cravath.  I  suppose  the  arrangemei;it  of 
transferring  to  Lane  and  then  to  the  new  company  was 
for  convenience. 

I  have  no  recollection  of  a  meeting  in  New  York  on 
August  12th.  There  was  no  question  with  me  as  to  the 
legality  of  the  consolidation.  I  do  not  know  who  devised 
the  arrangement  for  a  transfer  to  Lane  and  a  second 
transfer  to  the  new  company.  After  I  agreed  to  dispose 
of  my  business,  I  followed  out  such  procedure  as  was 
necessary  to  carry  out  the  agreement. 

Gh'ssner  Did  Net  Know  He  Was  to  Be  a  Director. 

1  have  been  an  officer  and  director  of  the  Harvester 

450  Company  and  on  the  Executive  Committee, — ^Chairman 
for  a  time. 

I  did  not  know  when  I  sold  out  my  business  that  I  was 
to  remain  in  the  harvester  trade.  I  imagined  Mr.  Perkins 
would  not  carry  on  the  business  unless  he  had  somebody 
who  had  had  experience,  but  I  did  not  know  whether  I 
was  to  be  in  it  or  not.  I  would  not  have  been  disappointed 
had  I  been  left  out.  I  considered  that  Mr.  Perkins  was 
forming  the  new  company;  that  he  was  forming  it  for 
the  stockholders,  the  men  he  sold  stock  to. 

451  It  seems  to  me  that  I  was  present  at  a  meeting  in  Mr. 
Cravath "s  office  on  August  13,  1902,  and  that  the  incor- 
porators resigned  and  the  various  manufacturers  stepped 
in  as  directors.  I  was  asked  to  be  there;  it  might  have 
been  by  Mr.  McCormick,  Mr.  Deering,  Mr.  Howe,  Mr. 

452  Jones,  Mr.  Perkins,  Mr.  Lane,  Mr.  Dennis  or  Mr.  Cravath. 
I  first  met  Mr.  Lane  on  July  28th.  The  only  papers  I  re- 
tained were  such  as  were  turned  over  to  our  counsel  at 
the  time  of  the  trial  in  Missouri.  I  kept  no  personal 
memoranda. 

Voting  Trust  to  Secure  Steady  Business  Policy. 

I  think  it  was  stated  that  the  stock  should  be  tied  up  in 
a  voting  trust  as  part  of  the  original  contract;  at  any 
rate  it  was  the  original  understanding.  It  was  for  the 
purpose  of  making  a  continuing  management  and  policy 
during  the  early  years  of  the  business.  This  question 
was  discussed  when  the  contract  was  first  considered,  I 
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think  the  day  before  I  signed  it.    The  provision  for  vot- 
ing trustees,  I  think,  was  talked  over  the  first  day  I  saw 

453  Mr.  Perkins.  He  said  he  wanted  to  bny  and  I  said  I 
was  willing  to  sell,  and  in  the  discussion  of  the  methods 
he  said  he  should  want  to  pay  for  it  by  the  stock  of  a 
very  strong  company ;  and  that  to  insure  a  steady  policy 
in  the  conduct  of  that  company,  there  should  be  a  voting 
trust.  No  mention  was  made  as  to  who  would  be  the 
owners  of  the  stock  that  would  be  brought  within  this 
voting  trust.  I  had  no  idea  who  the  voting  trustees  would 
be.  I  learned  first  about  the  time  the  contract  was  signed. 
Perkins  never  discussed  with  me  who  would  be  the  voting 
trustees.    I  was  to  take  stock  and  was  interested  in  who 

454  were  to  be  the  trustees.  I  first  asked  who  they  would  be 
when  the  contract  was  signed.  I  do  not  think  I  asked 
before.  Had  they  asked  me  to  be  one  I  should  have  ac- 
cepted. 

Glessner's  Reasons  for  Wishing  to  Sell. 

The  suggestion  that  I  should  be  a  vice-president  was 
made  the  day  I  was  elected.  I  was  willing  to  be  a  vice- 
president  but  had  no  agreement  to  that  effect,  and  do  not 

455  think  I  expressed  any  willingness  to  be.  I  am  not  certain 
that  I  did  not.  I  may  have  told  Mr.  Perkins  that  I  would 
be  glad  to  be  a  vice-president  but  I  do  not  think  I  did.  I 
was  eager  to  sell  my  business.  Those  estates  were, a 
great  burden  to  me.  Mr.  Bushnell  was  incapacitated  and 
had  left  the  entire  burden  upon  me.  Until  Mr.  Warder 
and  Mr.  Bauer  died  they  loaned  us  their  personal,  credit. 
When  they  died  their  estates  could  not  do  that,  and  it 
left  the  burden  of  financing  the  business  upon  me,  as  well 
as  of  carrying  it  on. 

Perkins  Named  Company  and  Selected  O'fficers  and  Directors. 
My    interest    in    the    I.     H.     Co.    was     never    any- 
thing more   than   the   stock  I  held.    I   took  this    stock 
in  payment  for  the  property  without  knowing  who  were 
to  be  the  proposed  ofSeers  and  directors.      Mr.  Perkins 

456  said  he  would  select  the  officers  as  well  as  select  the 
the  name  of  the  company.  He  did  not  mention  to  me 
whom  he  was  considering  as  officers  until  the  day  they 
were  elected. 

I  do  not  remember  that  the  agreement  of  July  28th  pro- 
vided the  company  might  be  organized  under  the  laws  of 
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Illinois.  I  do  not  know  why  it  was  incorporated  in  New 
Jersey.  No  cases  decided  'by  the  courts  of  Illinois  were 
brought  to  my  attention. 

I  do  not  think  either  I  or  the  other  manufacturers 
signed  any  agreement  on  July  28th  except  the  one  with 

457  Lane.  I  do  not  think  any  other  forms  or  contracts  were 
suhmitted  for  my  signature  that  day.  I  think  Judge  Gary 
was  present  at  that  meeting  on  July  28th.  I  think  I  took 
the  contract  I  signed  away  with  me  that  day.    I  did  not 

458  make  Judge  G'ary  custodian  of  any  paper.  I  do  not  know 
whether  any  of  the  other  persons  present  signed  any 
other  papers  than  the  contract  of  July  28th.  I  believe 
Mr.  Bentley  and  Judge  Gary  were  there  besides  Charles 
Deering,  Cyrus  McCormiek,  William  H.  Jones  and  myself, 
and  Mr.  Cravath.  I  do  not  recall  whether  prior  to  July 
28th,  a  draft  of  any  other  form  of  agreement  than  that 
which  I  signed  with  Lane  was  submitted  to  me.  I  do  not 
think  I  discussed  signing  any  other  agreement  than  that 
of  July  28th. 

Except  for  the  interview  I  mentioned  with  Governor 
Bushnell,  no  one  else  of  our  company  had  any  negotia- 
tions with  Mr.  Perkins.    I  saw  no  one  except  Mr.  Perkins 

459  in  regard  to  it  until  July  28th.  I  do  not  think  that  there 
was  isubmitted  at  that  meeting  another  contract  which  each 
of  the  manufacturers  signed.  I  did  not  keep  a  copy  of 
any  agreement  for  the  supply  of  working  capital  to  the 
company  which  you  say  is  referred  to  in  Mr.  Lane's  pro- 
posal made  to  the  company. 

461  Prior  to  1902,  the  business  of  the  Warder,  Bushnell  & 
Glessner  Company  had  been  profitable.  In  1902  account- 
ants Jones,  Caesar  &  Company,  appointed  by  Mr.  PerkinS) 
examined  its  books.  They  did  not  give  me  any  record  of 
what  they  found. 

Reasons  for  a  Separate  Selling  Company. 

I  think  I  was  present  at  meetings  of  the  Executive  Com- 
mittee and  directors  of  I.  H.  Co.  in  the  latter  part  of 
1902.  I  recall' a  discussion  relating  to  the  adoption  of 
the  selling  agency.     This  was  created  before  they  began 

462  selling.  The  capitalization  of  the  America  Company  was 
$1,000,000  and  of  the  I.  H.  Co.  $120,000,000.  The  laws  of 
some  states  prevented  a  corporation  of  $120,000,000  from 
doing  business  within  their  borders.  That  was  the  prin- 
cipal reason  we  adopted  the  selling  agency.    All  the  stock 
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of  the  selling  company  was  held  bv  trustees  for  the  stock- 
holders of  the  I.  H.  Co. 

I  do  not  think  the  selling  company  has  ever  paid  divi- 
dends. The  two  companies  have  not  the  same  officers 
or  directors  now.  Originally  they  had  the  same  officers 
but  not  the  same  directors.  The  offices  have  always  been 
in  the  same  building.  The  selling  company's  only  busi- 
ness was  to  sell  the  I.  H.  Co.'s  product  and  such  other 
things  as  were  necessary  to  do  a  business  throughout  the 
country. 

463  I  do  not  know  on  what  basis  the  prices  at  which  the 
products  were  sold  by  the  I.  H.  Co.  to  the  America  Com- 
pany were  fixed.  I  do  not  know  that  there  was  any  in- 
tention of  keeping  down  the  profits  of  the  America  Com- 
pony.  I  know  the  America  Company  invested  very  con- 
siderable sums  of  money  in  building  warehouses  through- 
out the  country.  The  I.  H.  Co.  has  paid  dividends  and 
laid  up  a  considerable  surplus. 

The  Champion  Company  sold  a  portion  of  its  output  to 
a  selling  company  which  we  owned;    in    several    states 

464  where  taxation  laws  were  against  us  we  had  a  plan  drawn 
up  by  which  we  would  sell  all  of  our  output  that  way. 
This  was  not  carried  out. 

In  1902  the  ^leConnick  and  Peering  Companies 
were  the  largest;  then  the  Champion;  the  Osborne; 
then  the  Piano  and  Milwaukee;  the  Johnston;  Wood, 
Adriance-Platt,  Richardson,  Emerson  and  Acme.  I 
do  not  think  tlie  Emerson  made  a  binder.  They  made  a 
binder  at  one  time  but  it  was  not  successful.  The  Rich- 
ardson Company  is  located  at  Worcester,  Mass.  They 
make  mowers  and  reapers.  Their  trade  was  largely  in 
the  East. 

465  I  had  no  talks  with  Judge  Gary  in  regard  to  selling  out 
my  business  in  July,  1902.  I  did  not  pledge  any  of  my 
voting  trust  certificates  with  Morgan  &  Co.  after  the  Har- 
vester Company  was  formed.  I  do  not  think  that  I  knew 
that  large  deposits  were  made  by  the  'Deering  and  Mc- 
Cormick  stockholders.  I  do  not  recall  a  provision  in  my 
contract  of  July  28th  that  such  deposit  might  be  made. 

Capitalization  and  Neiv  Ca'pital. 

The  International  Harvester  Company  had  a  capitaliza- 
tion of  $120,000,000.  $60,000,000  of  that  was  issued  for 
the  properties  acquired  and  for  services    of    the    pro- 
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moters ;  $60,000,000  for  cash,  of  which.  $40,000,000  went  to 
the  McCormicks,  Deerings  and  Piano.  The  other  $20,- 
000,000  represented  cash  put  in  by  persons  who  had  never 
heen  in  the  harvester  business.  I  do  not  know  who  these 
persons  were  but  1  do  know  that  their  stock  was  put  in 

466  the  voting  trust. 

I  knew  about  the  end  of  July  that  Mr.  Middlekauff  had 
acquired  the  option  on  the  Milwaukee  plant. 

DEEKINa  HARVESTEE  COMPANY. 
II 

146  KICHAED  F.  HOWE  (witness  for  petitioner) : 

I  live  in  Morristown,  N.  J.,  and  was  one  of  the  part- 
ners of  the  Deering  Harvester  Company.  The 
others  were  Charles  and  James  Deering.  We  were 
selling  binders,  mowers,  headers,  rakes,  corn  binders, 
shredders,  gasoline  engines  in  a  small  way,  binder  twine, 
and  perhaps  corn  pickers  in  an  experimental  way.  Our 
leading  competitors  were  the  McCormick,  Osborne,  Cham- 
pion, Piano,  Johnston,  Adriance-Platt,  Walter  A.  Wood 

147  and  the  Acme  Company,  and  perhaps  some  others  that  I 
do  not  recall. 

Negotiations  with  Perkins  for  Sale  of  Deering  Property. 

As  one  of  the  partners,  I  executed  a  contract  with  Lane 
on  July  28.  I  first  went  to  New  York  in  connection  with 
the  negotiations  which  resulted  in  the  sale  of  our  business 
either  the  last  of  June  or  the  1st  of  July. 

When  I  went  to' New  York,  George  W.  Perkins  wanted 
to  know  if  we  would  consider  selling  our  business  to  a  new 
corporation  to  be  formed  by  Mm  or  Morgan  &  Company. 
In  a  general  way  when  I  went  to  New  York  I  knew  I  was 
going  in  connection  with  that  matter.  On  the  first  trip 
there  was  very  little  discussion  and  I  went  alone.  I  saw 
no  one  except  Mr.  Perkins.    I  had  never  met  him  before. 

148  I  do  not  know  how  the  invitation  was  extended.  He  may 
have  telephoned  or  he  may  have  written.  I  do  not  think 
any  of  my  partners  knew  him. 

I  told  Mr.  Perkins  we  would  be  interested  in  consider- 
ing such  a  proposition  if  the  company  was  formed  on 
conservative  lines.  I  understood  that  the  plan  contem- 
plated the  purchase  of  other  businesses  of  the  same  gen- 


76 
II 

eral  character.  I  was  in  New  York  not  longer  than  two 
days,  perhaps  only  one.  I  returned  to  Chicago  and  re- 
ported to  Charles  Deering — James  Deering  was  in  Europe. 

149  I  doubt  if  I  stated  to  him  that  the  plan  was  to  purchase 
other  companies  than  ours.  He  was  as  familiar  with  that 
idea  as  I  was.  My  idea  the  whole  time  was  that  the  ,new 
company  was  to  purchase  a  number  of  businesses. 

We  Hair  No  One  hut  Perkins. 

I  went  'back  within  a  few  days,  Charles  Deering  with 
me.  We  saw  no  one  but  Perkins.  My  recollection  is  that 
I  stayed  in  New  York  until  July  28.  Mr.  Deering  and  I 
stopped  at  the  Waldorf-Astoria,  and  had  frequent  meet- 
ings with  Perkins  during  that  month,  at  which  we  dis- 
cussed the  different  propositions  which  would  naturally 
come  up  in  the  selling  of  a  business  to  a  corporatioji  to 
be  formed.  I  cannot  say  that  he  stated  to  me  the  names 
of  other  manufacturers  he  was  endeavoring  to  bring  in 

150  but  I  knew  pretty  well  who  they  were  to  be.  I  inferred 
that  the  others  were  in  New  York  because  we  were  dis- 
cussing the  formation  of  this  new  company  which  was  to 
include  others.  Perkins  would  suggest  things  we  would 
have  to  consider  and  we  would  suggest  things  he  would 
have  to  consider.  I  daresay  he  had  to  consider  some  of 
these  things  with  others.  My  impression  is  he  so  stated 
at  the  time.  I  do  not  know  that  he  took  the  different 
propositions  around  between  the  different  manufacturers 
in  the  endeavor  to  get  one  proposition  on  which  all  should 
agree;  'but  of  course  he  had  to  get  them  all  to  agree  in 
the  sense  of  all  agreeing  to  sell  if  he  bought  them  all. 

I  think  the  contract  of  July  28, 1902,  was  signed  in  Paul 
Cravath's  office.  The  details  of  the  arrangement  had  been 
argeed  upon  by  my  partners  and  myself  before  we  went 

151  down  there  to  sign,  and  our  visit  was  simply  to  execute 
the  contract.  I  do  not  recall  anybodv  who  was  present. 
My  impression  is  there  were  no  other  manufacturers 
there.  I  understand  that  Petitioner's  Exhibit  62  (con- 
tract dated  July  28,  between  the  Deering  Harvester  Com- 
pany and  Lane)  was  the  contract  we  executed  that  day. 

I  have  no  recollection  of  any  other  paper  relating  to  the 
sale  of  our  business  being  signed.  I  cannot  state  whether 
there  was  or  not.  I  have  no  recollection  of  it.  There 
may  have  been  a  paper  deposited  with  Judge  Gary  but  I 
do  not  remember  of  such  a  paper. 
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Lane  a  Convenient  Instrument  of  Transfer  to  Neiv  Company. 

152  I  did  not  Imow  W.  C.  Lane  at  all.  I  understood  lie  was 
simply  a  convenient  instrument  and  that  he  was  to  con- 
vey to  the  new  corporation.  I  understood  this  method  of 
transfer  was  advised  by  the  attorneys.  I  think  it  was 
stated  that  that  would  be  a  legal  way  of  acting. 

I  have  no  doubt  there  was  reference  made  to  the  Sher- 
man anti-trust  law,  but  I  have  no  recollection  that  the  at- 

153  torneys  ever  said  to  me  that,  as  far  as  that  law  was 
concerned,  this  transfer  would  accomplish  the  sale  in  a 
legal  way.  I  have  no  recollection  that  this  subject  was 
ever  discussed  between  myself  and  Mr.  Perkins.  Max 
Pam  was  my  attorney  in  this  transaction. 

Voting  Trust  to  Secure  Continuity  of  Manageiuent. 

I  do  not  know  who  originally  proposed  having  voting 
trustees.  The  purpose  was  to  have  a  continuity  of  man- 
agement for  ten  years.  I  understood  before  the  contract 
of  July  28th  was  executed  there  were  to  be  three  voting 
trustees, — a,  representative  of  the  McOormick  family,  and 
of  the  Deering  family,  and  of  Morgan  &  Company.  This 
discussion  of  three  voting  trustees  came  up  with  Perkins 

154  some  time  before  July  28th.  There  was  never  any  ques- 
tion about  the  Deerings  having  a  representative  as  a  vot- 
ing trustee.  I  expected  that  the  McCormicks  would  have 
one. 

The  matter  of  electing  or  selecting  officers  was  not  con- 
sidered before  July  28th.  I  left  New  York  on  July  28th 
and  did  not  return  until  after  the  officers  were  named.  I 
think  Mr.  Charles  Deering  remained  in  New  York. 

155  Throughout  the  discussion  it  was  suggested  that  we 
should  take  stock  as  a  consideration  for  the  transfer  of 
our  property. 

156  I  had  no  negotiations  in  New  York  with  any  one  except 
George  W.  Perkins.  For  a  number  of  years  I  was  secre- 
tary and  treasurer  of  the  I.  H.  Co.,  until  the  fall  of  1911. 

PLANO  COMPANY. 
I 

WILLIAM  H.  JONES  (witness  for  petitioner) : 

38  In  1902  I  was  President  of  the  Piano  Manufacturing 
Com.Danv,  located  first  at  Piano,  later  at  West  Pullman. 
We  made  binders,  mowers,  headers,  shredders,  buskers 
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39  and  hay  rakes.  ~\Ye  sold  these  implements  mostly  in  the 
United  States  but  in  many  states  we  did  not  sell  at  all. 
We  did  not  care  to  spread  out  more.  The  capitalization 
of  the  company  was  $500,000.  Our  principal  competi- 
tors were  the  Deering,  McCormick,  Champion  and  Mil- 
waukee. ^Ye  only  sold  a  little  in  the  East.  In  this  coun- 
try we  sold  entirely  through  retail  dealers  except  in  far 
western  states. 

All  Ner/otUiiioiis  tcitli  George  W.  Perlcins. 

In  Juh^,  1902,  we  contracted  with  ^V.  C.  Lane  to  sell 
the  business.  "When  the  thing  ended  iip  I  knew  the  un- 
dprstanding  was  that  he  was  to  sell  to  a  new  company. 
About  July  1,  I  received  a  telegram  or  letter  from  El- 

40  bert  H.  G-ary  from  Xew  York,  requesting  me  to  come 
there.  I  went.  He  introduced  me  to  George  W.  Perkins 
in  Morgan  &  Company's  office.  Perkins  wished  to  know 
if  we  were  willing  to  sell.  It  was  not  then  explained  to 
me  to  whom  he  wished  us  to  sell.  I  said  I  would  sell  on 
any  fair  basis.  Silas  Llewellyn,  another  officer  of  the 
company',  was  with  me.    I  stayed  in  New  York  for  a  while 

41  and  saw  Perkins  again.  He  asked  more  about  the  busi- 
ness. I  think  I  stayed  there  until  July  2Sth.  I  went  there 
about  the  5th.    Probably  I  saw  Perkins  fifteen  times. 

When  I  finally  sold  I  took  stock  in  the  new  company. 
That  is  the  only  consideration  I  received.  I  do  not  think 
this  taking  of  stock  was  mentioned  at  the  start  but  later 
on  he  told  me.     I  knew  Perkins  was  trying  to  get  other 

42  companies.  I  did  not  know  at  first  who  they  were  but 
finally  I  did — a  few  days  before  I  signed  the  contract  of 
July  28th.  I  think  I  signed  that  contract  at  Mr.  Crav- 
ath's,  a  lawyer's  office.  Cyrus  McCormick,  Charles  Ueer- 
ing,  J.  J.  Glessner  and  W.  C.  Lane  were  present.  I  do 
not  think  Perkins  was.  I  probably  have  the  old  contract 
but  I  have  not  got  it  here.  I  do  not  believe  Perkins  sub- 
mitted different  drafts  of  the  contract  before  I  agreed 
upon  its  final  form.  Everytldng  was  arranged  orally  with 
him.    I  discussed  the  different  details  of  the  contract  at 

43  conferences  I  had  with  Perkins.  I  had  no  negotiations 
with  Lane  and  first  saw  him  when  the  contract  was 
signed.  I  had  known  Mr.  Gary  a  long  time.  He  did  legal 
work  for  the  Piano  Company,  which  bought  steel  from 
the  U.  S.  Steel  Corporation. 

Mv  recollection  is  that  Perldns  did  not  sav  he  had  an 
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option  on  the  Milwaukee  plant  until  a  day  or  two  before 
the  contract  was  signed,  but  I  knew  they  had  wished  to 
sesU  for  years. 

I  did  not  know  until  the  last  few  days  that  these  larger 
companies  were  going  into  the  deal.  I  supposed  that  a 
new  company  would  be  organized  but  I  was  never  told 

44  so.  I  did  not  suppose  Lane  wished  to  buy  my  business 
though  I  did  not  know.  The  I.  H.  Co.  was  not  organized 
until  two  weeks  after  the  contract  was  signed.  After 
signing  the  contract,  I  came  right  home.  Later  I  re- 
turned to  New  York  and  was  there  when  the  International 
was  organized.  I  think  that  day  I  signed  the  deed  to  Lane 
transferring  the  property. 

I  never  knew  who  the  three  appraisers  were  who  placed 

45  an  estimate  on  the  value  of  my  property.  I  subscribed 
for  a  certain  amount  of  stock  besides  what  was  coming 
from  the  Piano  property.  This  I  sold  to  friends  of  mine. 
I  did  not  pay  for  this  by  assigning  bills  and  accounts  of 
the  Piano  Company  but  in  cash.  I  am  not  sure  that  I 
knew  on  July  28th  that  the  stock  was  to  be  placed  in  the 
hands  of  three  voting  trustees.  I  never  discussed  that 
with  Mr.  Perkins  until  later.  I  do  not  remember  notic- 
ing that  provision  in  the  contract.  I  received  voting  trust 
certificates  and  not  stock.  I  had  nothing  to  do  with  the 
selection  of  the  three  voting  trustees.  At  the  last  I  knew 
who  they  were  to  be  but  I  did  not  know  when  I  signed 
the  contract  on  July  28th.  I  deposited  none  of  my  vot- 
ing trust  certificates  with  Morgan  &  Company.  Whether 
the  stockholders  of  the  other  companies  did  or  not  I  do 
not  know. 

Jones  Did  Not  Know  He  Was  to  Be  a  Director. 

46  I  did  not  know  I  was  to  be  a  director  when  I  signed  the 
contract.  The  reason  I  came  on  August  12,  1902,  was  be- 
cause I  was  asked  to.  After  we  sold  out,  I  continued  for 
a  time  to  direct  the  factory  and  plant  but  I  do  not  remem- 
ber whether  I  was  asked  to  or  not.  Some  time  in  August 
I  was  elected  Vice-President,  a  director  and  member  of 
the  executive  committee  of  the  I.  H.  Co.  I  continued  in 
charge  of  the  Piano  plant  exactly  as  before  for  nearly  a 
year.  I  am  a  Vice-President  but  not  an  active  manager. 
ITave  been  out  of  active  work  six  or  seven  years.  Dur- 
ing the  three  or  four  years  when  I  was  active,  I  had 
charge  of  certain  matters  relating  to  the  experimental, 

47  traffic  and  patent  departments. 
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^Ylien  I  signed  tlie  contract  on  July  28,  I  did  not  know, 
though  I  supposed,  that  the  other  companies  represented 
by  McCormick,  Deering  and  Glessner  were  receiving 
stock  in  the  new  company  in  consideration  of  their  trans- 
fers. I  could  not  tell  you  who  subscribed  the  $20,000,000 
of  new  interests  that  came  into  the  company. 

0.  W.  Jones  is  my  brother.  He  was  interested  in  the 
Piano  Company  and  is  now  in  St.  Louis.  The  first  time 
I  conferred  with  ]\Ir.  Perkins,  Llewellyn  was  thei'e. 
When  I  went  on  the  second  time,  my  brother  went  with 
me.    Archer  Brown  was  a  Piano  Company  director.    He 

48  is  not,  and  has  never  been,  an  official  of  the  Liternational. 
I  do  not  think  he  was  at  kny  of  the  conferences  with  Per- 
kins but  he  was  there  when  I  signed  the  contract.  Llewel- 
lyn Avas  present  at  some  conferences  in  July  but  not  at 
all.  I  had  no  talks  with  Gary  about  the  consolidation. 
He  invited  me  to  come  to  Xow  York  and  said  it  was  im- 
portant. 

T  never  attended  any  of  the  stockholders'  meetings  of 
the  Harvester  Company.    Its  stock  was  held  for  ten  years 

49  by  voting  trustees.  I  do  not  think  the  purpose  of  placing 
the  stock  in  trust  was  discussed  before  I  signed  the  agree- 
ment. 

50  Cross-Examination. 

I  began  in  the  harvester  business  selling  machines  to 
farmers  at  Berlin,  "\\'is.,  in  1866.  Since  then,  until  I  re- 
tired, I  was  continuously  in  the  business  and  knew  how 
the  different  companies  were  carrying  on  the  business. 
In  1902  the  competition  was  about  as  severe  and  mean 

51  as  it  could  be.  If  one  man  sold  a  machine,  the  agent  of 
another  man  would  go  to  the  purchaser  and  break  the 
ord(n'.  It  was  no  business  at  all  but  a  regular  cut-throat 
warfare  which  made  selling  expenses  heavy.  Prices  to 
the  farmer  depended  on  the  local  agent.  Some  cut  prices 
worse  than  others.  What  the  farmer  paid  for  a  machine 
depended  upon  how  shrewd  he  was.  That  condition 
started  about  1884  or  1885  and  constantly  grew  worse. 

Jones  Knew  Terms  of  No  Contract  Except  His  Own. 

When  I  was  negotiating  with  Perkins  for  the  sale  of 
the  Piano  Company,  I  did  not  until  just  before  I  signed 
know  who  the  other  people  were  with  whom  he  was  ne- 
gotiating. I  did  not  know  the  terms  of  anyone's  eon- 
tract  except  my  own.    I  never  sold  the  Piano  receivables 
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to  the  new  company  nor  were  they  ever  pledged  as  se- 
curity for  my  stock  subscriptions.     I  paid  for  the  stock 

52    for  which  I  subscribed  in  cash. 

There  was  no  arrangement  or  understanding  with  me 
as  to  who  were  to  be  either  the  directors  or  officers  of  the 
new  company. 

Re-direct  Examination. 

The  demoralization  of  the  business  in  general  induced 
me  to  sell  in  1902.  Before  the  contract  was  signed,  I 
knew  who  were  going  into  the  new  company.  Otherwise  I 
would  never  have  signed  it. 

183  SILAS  J.  LLEWELLYN  (witness  for  petitioner) : 

Am  President  of  the  Interstate  Iron  &  Steel  Company 
and  Chicago  Malleable  Castings  Company  with  offices  in 
Chicago. 

In  the  summer  of  1902,  I  was  Vice-President  of  the 
Piano   Manufacturing   Company.     I  had  charge   of  the 

184  manufacturing  and  was  a  stockholder.  My  part  in  the 
negotiations  resulting  in  the  sale  to  William  C.  Lane  was 
secondary.  I  went  to  New  York  with  Mr.  Jones,  the 
President,  somewhere  about  July  4th.  Mr.  Jones  and  his 
brother  0.  W.  Jones,  asked  me  to  go  because  of  a  message 
from  Judge  Gary  requesting  Mr.  Jones  to  come.  There 
was  no  purpose  indicated  in  the  message.  We  went  the 
same  day. 

Perkins'  Objects — Foreign  Business  and  Economies. 

185  When  we  reached  New  York,  we  called  on  Judge  Gary, 
who  told  us  something  of  George  W.  Perkins  trying  to 
do  something  with  the  harvesting  machine  business. 
After  telephoning  Mr.  Perkins,  he  took  us  over  there  im- 
mediately and  we  talked  about  the  harvester  business. 
Perkins  had  an  idea  it  could  be  vastly  improved,  that  a 
great  deal  more  money  should  be  put  into  it  to  enlarge 
the  foreign  business,  to  standardi^^e  the  manufacture,  save 
the  crossing  of  freights  and  all  the  things  that  promoters 
generally  talk  about  in  such  a  way.  I  do  not  think  any- 
thing was  said  about  consolidation.  Perkins  wanted  to 
know  if  we  would  take  part  in  or  sell  out  our  company 
to  this  company  he  was  talking  of.  Nothing  detinite  that 
I  can  recall  was  said  about  other  companies  engaged  in 
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the  harvesting  business  also  selling  out  to_  this  new  com- 

186  pany.  The  economic  savings  were  something  I  could  not 
tell  about  because  they  were  in  Mr.  Perkins'  mind.  I  un- 
derstand since  they  have  been  accomplished. 

No  discussion  icith  Other  Manufacturers. 

My  recollection  is  that  ]\Ir.  Jones  said  if  things  were 
so  and  so  and  so  and  so,  with  all  the  preambles  that  every- 
one puts  in,  he  might  be  induced  to  dispose  of  his  prop- 
erty. "We  had  several  more  conversations  with  Mr.  Per- 
kins. We  were  stopping  at  the  Holland  House.  Xo  other 
manufacturers  of  harvesting  machines  were  stopping 
there.  In  passing  through  to  see  Mr.  Perkins,  I  once  saw 
Mr.  Glessner  sitting  in  Mr.  Morgan's  office.    We  had  no 

187  conversation  with  Mr.  Glessner  about  the  subject-matter. 
I  have  an  impression  that  I  saw  Charles  Deering  and  Mr. 
Howe  on  the  street  but  I  had  no  discussion  with  tliem 
about  this  matter.  I  was  in  New  York  until  the  end  of 
July.  We  were  waiting  at  Mr.  Perkins'  suggestion.  The 
contracts  were  signed  the  latter  part  of  .July.  I  was  pres- 
ent at  the  meeting  when  they  were  signed  in  Mr.  Crav- 
ath's  office.     Some  of  the  other  manufacturers  of  har- 

188  vesters  were  there ;  I  remember  a  Mr.  Lane  and  the  law- 
yers and  ourselves,  but  I  cannot  recall  the  others  posi- 
tively. I  never  met  Mr.  Lane  before.  I  did  not  sign  the 
contract  with  Lane.  T  presume  Mr.  Jones  signed  it  but 
I  do  not  recall  seeing  him  sign  it.  I  doubt  whether  the 
Piano  contract  was  signed  in  the  presence  of  all  these 
gentlemen.  It  was  a  hurried  up  affair  and  it  has  not  im- 
pressed itself  upon  me  very  strongly. 

T17*o  Should  Be  Officers  of  Neic  Company  Not  Mentioned. 

189  In  our  conferences  during  that  m'onth  we  were  discuss- 
ing the  terms  under  which  our  yjroperty  should  be  sold 
as  well  as  the  advantage  of  the  new  company.  "Who 
should  be  the  officers  of  the  new  company  was  not  men- 
tioned in  my  presence.  I  do  not  recall  any  suggestion 
that  I  should  take  stock  of  the  new  company  in  payment. 
.Vs  a  matter  of  fact,  I  did  not  receive  any  other  consid- 
eration. 

In  1902  the  largest  companies  in  the  harvesting  busi- 
ness were  the  McCormick,  Deering,  Piano,  Wardner,  Bush- 
nell  &  Grlessner,  ]\rilwaukee,  Acme,  Johnston,  Adriance- 
Platt,  Walter  A.  Wood,  Osborne,  Aultman-Miller  and 
Minnie. 
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We  had  no  conferences  except,  with  Mr.  Perkins 
alone.    I  do  not  recall  hearing  Mr.  Perkins  say  that  he 

190  had  an  option  on  the  Milwaukee  plant.  I  cannot  say  when 
I  first  saw  a  draft  of  the  proposed  agreement  with  Mr. 
Lane. 

I  am  a  stockholder  of  the  Harvester  Company  but  have 
never  attended  any  meetings.  My  stock  must  have  been 
deposited  with  the  three  voting  trustees.  I  have  no  knowl- 
edge of  signing  anv  agreement  with  J.  P.  Morgan  &  Co. 
on  or  about  August  12th  or  13th,  1902,  which  related  in 

191  any  way  to  voting  trust  certificates.  I  may  have  depos- 
ited stock  trust  certificates  about  August  12th  or  13th  with 
Morgan  &  Company  but  I  cannot  recall.  This  is  ten  years 
old.  I  have  not  thought  about  it  or  lo'oked  up  any  rec- 
ords since.  I  am  in  another  business.  I  destroyed  all 
papers  relating  to  the  matter. 

[I 

520  0.  W.  JONES  (witness  for  petitioner)  : 

I  am  collection  agent  for  the  International ;  before  1902 

521  was  with  the  Piano  Company  and  owned  a  small  part  of 
it.  There  were  perhaps  40  stockholders.  I  was  secretary 
and  treasurer. 

I  went  to  New  York  in  the  summer  of  1902  with  W.  H. 
Jones.  The  occasion  was  to  sell  the  business  of  the  Piano 
Company  to  William  C.  Lane.  I  did  not  know  him  and  did 
)22  not  know  we  were  going  to  sell  when  I  went  down.  W.  H. 
Jones,  my  brother,  asked  me  to  go.  He  said  the  purpose 
was  to  sell  the  Piano  Company. 

Negotiations  ivith  Perkins  Regarding  Piano  Co. 

When  we  got  to  New  York  we  saw  Ceorge  W.  Perkins 
at  Morgan  &  Company's  office  and  various  other  places. 
This  was  not  the  first  trip  my  brother  had  made.  He  and 
Llewellyn  left  Chicago  soon  after  July  4th.  They  went 
down  on  the  strength  of  a  telegram  from  Judge  G-ary.    I 

'23  think  that  telegram  indicated  the  purpose.  I  received 
some  communications  from  my  brother  while  he  was  in 
New  York.  I  have  not  preserved  the  correspondence.  I 
think  it  likely  he  told  me  there  were  other  harvester  manu- 
facturers there.  Either  he  or  Llewelyn  reported  that  they 
were  negotiating  with  Perkins  to  sell  the  Piano  Company. 
They  did  not  say  that  they  were  to  get  the  business  of 
these  other  manufacturers  sold  to  Perkins  also.     They 
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were  not  interested  in  that  part  of  the  proposition  except 
as  it  may  have  affected  the  interest  of  the  stockholders 
of  the  Piano  Company. 

The  property  of  the  Piano  Company  was  transferred 
to  the  Harvester  Company  and  the  stockholders  of  the 
Piano  Company  received  stock  of  the  International.  Be- 
fore the  business  of  the  Piano  Company  was  sold  we  knew 

524  we  were  to  receive  as  consideration  stock  in  the  new  com- 
pany. 

Lane  a  Convenient  Instrument  of  Transfer. 

When  I  went  to  New  York  we  executed  several  in- 
struments. We  deeded  the  property  of  the  Piano  Com- 
pany to  Lane.  I  did  not  know  him.  I  think  Le  was  adopted 
as  a  convenient  instrument  to  hold  the  properties  for  re- 
transfer  to  the  new  company.    I  had  no  idea  that  Lane 

525  was  going  to  enter  the  harvester  business.  I  do  not  think 
anything  was  said  to  the  effect  that  the  sale  was  made  to 
Lane  in  order  to  avoid  the  ajipearance  of  a  combination. 
I  do  not  recall  any  discussion  to  this,  effect.  I  think  Mr. 
Perkins  informed  us  that  tliese  other  properties  were 
transferred  in  the  same  way  to  Lane  and  then  to  the  new 
company.    We  did  pretty  much  as  Mr.  Perkins  said. 

Our  Object — the  Sale  of  the  Piano  Business. 

Our  object  was  to  sell  out  the  Piano  business,  for  some 
good  reasons.  It  was  not  to  get  an  arrangement  by  which 
all  the  five  manufacturers  could  come  together  into  one 
company. 

528  I  think  I  stopped  at  the  Manhattan.  My  brother  was 
there  too.  I  made  two  or  three  trips  during  August  and, 
possibly,  the  first  part  of  Septeml^er.  I  saw  some  of  the 
other  harvester  manufacturers  there.  I  did  not  discuss 
the  proposition  with  them.  All  our  discussions  and  nego- 
tiations were  with  Mr.  Perkins.  We  sunnosed  that  the 
other  manufacturers  were  selling  out  their  business.  We 
finally  knew  that  we  were  going  to  have  stock  in  the  new 
company.  I  think  before  we  agreed  to  sell  we  knew  who 
was  going  into  the  new  company. 

After  the  sales  committee  was  given  up  and  the  five 

529  divisions  brought  into  one  I  had  nothing  to  do  with  the 
sales.  I  never  carried  any  papers  out  of  the  office.  I 
have  retained  none  of  the  letters  relating  to  the  formation 
■of  the  company. 
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McCOBMICK  HARVESTING  MACHINE  COMPANY. 

XIV 

ALEX  LEQGE  (witness  for  defendants) : 

33  I  went  to  New  York  early  in  July,  1902.  Some  question 
had  been  raised  by  the  Morgans  as  to  the  value  of  the 
notes  and  accounts  outstanding,  and  I,  having  direct 
charge  of  their  receivables,  was  asked  to  explain.  Rodney 
B.  Swift  was  called  at  the  same  time.  The  question  under 
discussion  was  whether  there  were  any  patents  for  which 
MeC'ormick  Co.  eould  rightly  expect  compensation  in  the 
sale  of  their  business.  Mr.  Swift  was  in  charge  of  the 
Patent  Departmen't.  We  went  together  and  stayed  7  or 
8  days,  returning  on  the  •  same  train.  In  none  of  the 
discussions  or  conferenceB  at  any  time  during  1902  was 
there  ever  any  mention,  to  my  knowledge,  of  any  trip  by 
Mr.  McCormick  and  Mr.  Swift  together  to  New  York. 

XIII 

GEORGE  W.  PERKINS  (witness  for  defendants)  : 

222  I  do  not  remember  when  J.  P.  Morgan  went  to  Europe 
in  1902.  As  partner  of  J.  P.  Morgan  &  Co.  I  was  in  very 
close  relations  with  Mr.  Morgan  and  the  business  of  the 
firm;  was  very  active  iia  the  firm,  and  knew  in  general 
way  its  affairs.  I  never  knew  of  Mr.  Cyrus  McCormick 
or  Mr.  Swift  seeing  Mr.  Morgan  with  respect  to  Har- 
vester business  in  l'902.  In  my  talks  and  correspondence 
with  Mr.  Morgan  then  or  at  any  time,  he  never  men- 
tioned that  ])kIcCormick  or  Swift  had  been  to  see  him.  I 
never  heard  of  such  a  thing.  Mr.  Morgan  never  men- 
tioned it  and  he  certainly  would  have  done  so  had  they 
been  to  see  him. 

I 

R.  B.  SWIFT  (witness  for  petitioner) : 
Direct  Examination. 

'M  I  live  in  Chicago  and  on  my  farm  at  Libertyville.  I 
started  in  1876  with  the  Wood  Company.  In  1880  I  went 
with  the  McCormick  Companv  at  Dps  Moines,  la.,  until 

405  1902  was  continuously  in  its  employ.  In  1901 1  had  charge 
of  its  legal  and  experimental  departments  and  was  m 
touch  with  the  other  departments.    I  was  frequently  called 
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into  eoiisultation  by  tlie  officers  in  relation  to  the  legal  af- 
fairs of  the  company.  I  graduated  from  a  law  school  but 
never  practiced  law.  Isij  entire  time  was  devoted  to  the 
McCormick  Company. 

The  largest  competitors  in  1902  were  the  Deering, 
Champion,  Piano,  Osborne,  Johnston  and  several  smaller 
companies  ancTthe  ^Milwaukee.    The  six  largest  were  the 

406  Deering,  Champion, .Piano,  Osborne,  Milwaukee  and  Mc- 
Cormick. The  competition  between  those  companies  was 
vigorous.  They  were  doing  all  they  possibly  could  to  in- 
crease their  sales.  This  competition  was  held  well  within 
the  bounds  of  the  cost  of  manufacturing  of  the  leading 
companies.  The  business  of  the  ^IcCormick  Company  had 
been  good.    Its  profits  for  1900,  1901  and  1902  combined 

407  over  $16,000,000;  its  capitahzation  was  $2,500,000.  In 
190O  the  profits  were  in  excess  of  $4,300,000.  Between 
1888  and  1902  the  McCormick  Company  had  paid  divi- 
dends amounting  to  463  per  cent,  and  had  largely  increased 
the  propert-s'  it  had.  In  1889  the  book  value  of  its  prop- 
erty was  $12,000,000 ;  in  1902,  $50,000,000.  To  the  best  of 
my  knowledge  this  had  all  been  built  up  out  of  the  earn- 
ings in  those  thirteen  years. 

420  I  should  say  that  the  iNlcCormick,  Deering,  Champion, 
Piano,  Milwaukee  and  Osborne  Companies  in  1902  did 
from  85  to  90  per  cent,  of  the  binder  business,  and  per- 
haps, a  little  less  per  cent,  of  the  mower  business. 

I  took  part  in  the  conferences  which  resulted  in  the  for- 
mation of  the  I.  H.  Co.  in  1902. 

Eiamutatlon  on  Voir  Dire. 

408  I  should  say  I  was  consulted  more  particularly  in  re- 
lation to  the  business  end  of  the  matter  than  the  legal  end. 
The  considerations  involved  somewhat  my  duties  as  head 
of  the  law  department.  I  think  the  McCormicks  at  that 
time  employed  a  number  of  lawyers ;  Cyrus  Bentley,  John 
P.  Wilson  and  others.  There  was  no  lawyer  at  that  time 
Avho  devoted  his  whole  time  to  the  legal  business  of  the 
McCormick  Company. 

Direct  Exami/naiion  Resumed. 

409  I  c,m  an  expert  on  patents  and  machines,  and  at  the  time 
was  head  of  the  patent  department  and  the  experimental 
department.    It  is  not  true  that  whatever  legal  services  I 

.     performed  were  in  connection  with  these  points.     I  had 
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charge  of  the  accidents  and  a  great  many  of  the  business 
matters  such  as  collections  and  accounts.  There  was  a 
young  lawyer  in  the  department  who  looked  more  partic- 
ularly after  collections  and  I  had  an  assistant  who  looked 
more  particularly  after  patent  matters. 

The  talks  to  which  I  have  referred  in  the  latter  part  of 
1901  and  the  beginning  of  1902  related  to  the  business 
and  the  legal  aspects  of  whether  such  a  combination  could 
be  legally  made.  The  subject  of  consolidation  was  dis- 
cussed in  the  early  part  of  1902  with  Cyrus,  Harold  and 
Stanley  McCormick,  Mrs.  McCormick,  Sr.,  Mr.  Mayer, 
head  of  the  sales  department,  Mr.  Daniels,  Mr.  Legge 
and  Mr.  Cyrus  Bentley.  I  went  to  New  York  in  the  early 
part  of  1902  with  Cyrus  McCormick.  The  witness  was 
asked  what  was  the  purpose  of  this  trip. 

410  Further  Examination  on  Voir  Dire. 

411  I  Yvas  at  the  head  of  the  business  law  department.  The 
larger  affairs  of  the  institution  had  special  attorneys.  I 
would  not  say  that  a  statement  of  the  purpose  of  my  trip 
to  New  York  wonld  involve  the  disclosures  of  communi- 
cations made  to  me  as  acting  in  the  law  department  of  the 
company,  because  I  think  I  went  there  with  Mr.  McCor- 
mick as  a  business  representative  rather  than  for  any  legal 
knowledge  I  might  have.  I  do  not  think  that  the  knowl- 
edge of  the  reasons  for  going  to  New  York  with  Mr.  Mc- 
McCormick  was  a  knowledge  which  came  to  me  in  confer- 
ences as  head  of  the  law  department.    I  was  with  the  Mc- 

412  Cormiek  Company  in  a  business  capacity  as  to  a  great 
many  departments,  and  the  purpose  of  this  visit  was 
talked  over  not  to  me  confidentially  but  understood  by  the 
people  about  the  office.  My  legal  knowledge  may  have 
been  partly  a  reason  that  led  me  to  be  selected  to  go.  In 
these  talks  a  number  of  us  were  present — some  who  were 
not  lawyers.  I  do  not  think  my  knowledge  of  law  had 
very  much  weight  with  the  people  of  that  company.  When- 
ever the  McCormicks  had  legal  matters  that  required  any 
confidential  information  they  went  to  better  lawyers. 

H3  My  position  with  that  company  in  legal  matters  had  to 
do  more  especially  with  the  every  day  business  matters. 

14  For  instance,  if  tlaere  was  an  accident  at  the  works  and 
the  attorney  who  was  employed  reported  to  me  that  the 
man  was  hurt  in  such  a  way,  I  would  say  settle  it  or  not 
settle  it,  etc. 
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Q.  Didn't  you  understand  that  at  that  time  when  you 
were  head  of  the  law  department  you  were  a  lawyer  for  the 
McCormick  Co.?  A.  I  never  was  a  lawyer  for  them;  I 
never  represented  them  in  a  case  in  court. 

415  Direct  Examination  Resumed. 

I  went  to  New  York  to  consult  mth  some  leading  finan- 
cial men  and  some  good  lawyers  as  to  whether  a  combina- 
tion of  the  harvesting  machine  companies  could  be  legally 
made  and  whether  the  money  could  be  obtained  to  accom- 
plish this.  This  was  in  the  early  part  of  1902.  We  saw 
Francis  Lynde  Stetson,  Morgan's  attorney,  and  William 
Nelson  Cromwell  and  the  President  of  a  large  trust  com- 
pany in  New  York,  I  think  Mr.  Stewart.  I  accompanied 
Mr.  [McCormiek  in  theso  interviews.  When  we  saw  Mor- 
gan, nothing  was  said  about  a  consolidation.  We  had 
seen  ]\Tr.  Stewart  before  our  interview  with  Morgan. 

416  Mr.  Stetson  assured  Mr.  McCormick  that  Morgan  would 
stand  behind  the  combination  of  the  harvesting  machine 
companies,  and  in  his  opinion  such  a  combination  could 
be  legally  made.  I  do  not  recall  that  the  Anti-Trust  Law 
was  mentioned,  but  there  was  talk  as  to  whether  the  law 
would  allow  such  a  combination.  In  later  interviews  there 
was  reference  to  the  Anti-Trust  Law.  We  were  in  New 
York  several  days  and  did  no  business  other  than  this. 
Mr.  Cromwell  said  that  in  his  judgment  a  combination 
of  the  companies  coi;ld  be  made.  He  thought  there  was 
nothing  that  could  pre^'ont  people  from  selling  their  busi- 
ness to  whomever  they  wished.  There  was  no  talk  of 
making  a  sale  to  one  man  and  then  from  that  man  to  a 
corporation  to  bo  formed. 

We — the  officers  of  the  ^McCormick  Company — discussed 
this  matter  all  through  the  spring  of  1902  frequently.     I 

417  believe  WentAvorth  P.  .Johnston,  and  a  number  of  men 
in  the  bookkeeping  department,  worked  on  the  books  in 
the  spring  of  1902  making  estimates  of  the  A^alue  of  the 
property,  etc.  Johnston  afterward  entered  the  employ 
of  the  Harvester  Company. 

Later  Mr.  Stetson  came  to  Chicago  and  I  and  one  of  the 
McCormicks  met  him.  ^Irs.  McCormick,  Sr.,  was  there. 
This  conference  was  in  the  spring  of  1902  in  a  Chicago 
hotel,  and  the  consolidation  of  the  harvester  interests  was 

418  discussed.  About  that  time  Mr.  Cyrus  ^FeCormick  told 
me  that  he  was  seeing  Mr.  Grlessner  in  connection  with 
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this  matter.  Cyrus,  Harold  and  Stanley  McCormick,  Mr. 
Bentley,  Mr.  Legge,  Mr.  Daniels  and  Mr.  Mayer  partici- 
pated in  various  conferences.  These  were  the  most  im- 
portant officials  of  the  McCormick  Company.  All  this 
transpired  prior  to  July,  1902. 
In  July,  1902,  I  went  to  New  York  with  Cyrus,  Harold 

419  and  Stanley  McCorSmick,  Mrs.  €.  H.  McCormick,  Sr., 
Cyrus  Bentley,  Eldredge  M.  Fowler  and  Mr.  Legge.'  We 
all  stayed  at  the  Manhattan  Hotel  for  about  two  weeks. 
We  were  continuously  engaged  on  the  subject  of  the  con- 
solidation  'of  the  harvester  interests.  I  knew  the  plan 
oontemplated  bringing  in  other  manufacturers  and  their 
names  were  meiitioned  at  these  conferences.  The  other 
companies  which  came  in  were  discussed  and  all  of  the 
persons  I  have  named  knew  that  they  were  trying  to  get 
them  all  in.  That  was  not  true  of  the  conferences  in  the 
spring  of  1902.    All  the  time  I  was  in  New  York  in  July 

420  this  was  known.  We  were  in  almost  continuous  session, 
Mr.  Perkins  was  often  there.  Some  of  the  McCormick 
owners  went  down  town  to  discuss  the  proposition  and. 
would  come  back  and  report.  We  discussed  the  output  of 
these  five  or  six  companies,  the  per  cent,  of  business  they 
would  embrace  and  such  matters  as  business  men  would 
discuss  when  they  were  thinking  to  form  a  combination 
of  harvesting  machine  companies.  It  was  understood  all 
this  time  that  stock  was  to  be  received  in  exchange  for 
the  properties  conveyed. 

Propositions  looking  to  the  form  of  organization  and 

421  methods  by  which  value  should  be  computed  were  dis- 
cussed and  who  should  be  the  officers  of  the  new  company. 
I  cannot  say  that  this  was  detei'mined.  It  was  the  con- 
sensus of  opinion  among  us  that  Cyrus  McCormick  should 
be  President,  if  there  was  a  combination,  and  if  he  was 
not,  there  would  not  be  any.  I  do  not  know  that  this  was 
made  known  to  the  others. 

It  was  also  discussed  as  to  which  of  these  five  com- 
panies should  be  allotted  the  different  offices.  The  Chair- 
man of  the  Executive  Committee  was  the  office  next  in 
importance  to  that  of  President.  It  was  discussed  to 
whom  that  office  should  be  allotted,  and  Charles  Deering 
got  it.  The  office  of  Secretary  and  Treasurer  was  al- 
lotted, my  recollection  is,  to  Mr.  Howe  of  the  Deering 
Company.  I  am  testifying  now  to  the  talk  at  the  confer- 
ences at  the  Manhattan  Hotel.     The  Vice  President  Avas 
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also  discussed,  but  I  do  not  definitely  remember  whether 

422  the  number  of  Vice  Presidents  was  mentioned.  The  prin- 
cipal discussion  was  the  Presidency  and  the  Chairman  of 
the  Executive  Committee.  There  was  considerable  talk 
as  to  what  the  duties  of  the  two  officers  would  be ;  in  other 
words,  who  would  have  control  of  the  proposition. 

I  was  familiar  with  the  business  of  the  company,  and 
had  a  fair  idea  of  the  value  of  the  different  properties. 
I  should  say  I  was  there  as  a  business  man  and  not  as  a 
legal  adviser.  Mr.  Cyrus  Bentley  was  the  legal  adviser. 
I  do  not  know  that  I  knew  more  about  the  figures  than  he 
did  because  he  had  carefully  gone  into  them. 

423  The  question  of  voting  trustees  was  taken  up.  The  pur- 
pose of  the  voting  trustees  was  to  prevent  any  one  of  the 
concerns  from  getting  control  of  the  business  by  obtain- 
ing a  majority  of  the  stock.  The  McCormicks  felt  that 
Deerings  might  seek  to  get  control  and  the  Deerings  felt 
that  the  McCormicks  would,  and,  therefore,  they  trusteed 
the  stock  to  avoid  a  scramble  for  it.  The  voting  trustee 
representing  the  McCormicks  was  decided  by  the  McCor- 
mick  family  and  the  persons  there  present.  I  do  not  know 
who  decided  the  Deering  representative.  I  do  not  know 
it  was  decided  who  should  be  the  successor  in  the  event 

424  of  the  death  or  incapacity  of  Cyrus  McCormick' tout  I  re- 
member it  was  talked  that  there  would  be  a  'succession. 

I  am  quite  familiar  with  the  present  conditions  in  the 
sale  of  harvesting  implements.  Before  1902  the  McCor- 
miek  Company  varied  from  its  list  prices  from  time  to 
time  to  meet  competition.  The  local  agents  of  the  dif- 
ferent harvesting  machine  companies  used  to  accept  old 
machines  in  exchange  for  new  ones  by  allowing  so  much 
on  the  return  of  the  old  machine.  Repairs  were  given 
quite  freely  to  local  dealers  on  settlements.    Experts  were 

425  furnished  in  numbers  through  the  harvesting  season.  This 
was  done  by  all  the  companies  but  I  speak  more  definitely 
in  regard  to  the  McCormick  Company.  This  was  true  of 
the  three  years  preceding  1902.  If  one  of  the  harvesting 
companies  learned  that  a  farmer  needed  a  binder,  they 
sent  canvassers  over  the  country  who  would  go  to  the  local 
agents,  see  what  trade  was  in  sight  and  in  many  instances 
visit  the  farmers  and  make  the  sales  if  possible. 

Since  1902  less  experts  have  been  kept  up,  less  consid- 
eration shown  to  the  farmer  in  relation  to  free  list  ac- 
counts for  repairs.    He  was  not  solicited  to  purchase  as 
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vigorously  as  previously.  He  would  come  into  town  more 
now.  It  is  quite  difficult  now  to  trade  in  an  old  machine. 
The  regular  prices  are  maintained  much  closer  than  they 
used  to  be. 

426  I  think  the  plan  of  selling  to  Lane  was  Mr.  Stetson's. 
It  was  deemed  a  safer  method  to  avoid  the  Anti-Trust  law. 

'  A  great  many  methods  of  effecting  a  consolidation  were 
suggested  and  talked  over  between  the  McCormick  people. 
A  number  of  these  schemes  were  submitted  to  Mr.  Bentley 
and  decided  that  they  would  not  be  legal  as  violating  the 
Anti-Trust  laws.  I  distinctly  recall  proposals  toward 
forming  a  selling  organization  and  toward  partial  com- 
binations which  were  decided  not  to  be  legal.  After  these 
proposed  schemes  were  rejected,  the  plan  was  finally 
adopted  of  transferring  to  Lane  and  Mr.  Lane  to  the  new 
company. 

I  knew  before  I  went  to  New  York  in  July  that  Mr. 
Middlekauff  had  obtained  an  option  on  the  Milwaukee 
plant.  Mr.  Middlekauff  acted  for  Mr.  Cyrus  McCormick 
to  obtain  that  option.  It  was.  sent  to  New  York  and 
turned  over  to  Mr.  Morgan  and  Mr.  Perkins. 

427  While  in.  New  York  ideas  would  be  brought  in  from  the 
other  side  and  discussed.  I  knew  that  the  other  manu- 
facturers were  in  New  York.  I  saw  Mr.  Jones  on  the 
street  and  I  have  a  recollection  of  seeing  Mr.  Llewellyn. 
It  was  mentioned  at  the  conferences  that  these  other 
manufacturers  were  in  town.  We  understood  the  other 
manufacturers  were  endeavoring  to  bring  about  the  same 
result  as.  we  were. 

No  definite  figures  were  submitted  to  the  McCormick 

435  people  at  the  Manhattan  Hotel  showing  the  Deering  prof- 
its during  the  preceding  three  years,  but  figures  that  were 
■supposed  to  be  subtsantially  accurate  were  referred  to  and 
talked  about,  and  considered  as  part  of  the  general  prop- 
osition. 

I  remember  the  Deering  profits  were  about  a  little  more 
than  two-thirds  of  the  McCormick  profits  for  1900,  1901 
and  1902— about  $12,000,000. 

436  When  I  went  to  New  York  in  the  spring  of  1902  with 
Mr.  McCormick,  nothing  was  said  about  getting  money 
to  expand  our  foreign  business.  The  purpose  was  to  see 
what  the  men  having  large  amounts  of  capital  would  say 
toward  financing  a  consolidation    of   the  harvester   ma- 
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ohine  companies,  and  further  to  see  if  it  could  be  done 
legally. 

The  adoption  of  the  I.  H.  Co.  of  America  as  the  selling 
agency  of  the  products  of  the  I.  H.  Co.  was  discussed  in 
the  late  summer  and  early  fall  of  1903.  I  do  not  remem- 
ber whether  it  was  before  the  I.  H.  Co.  was  actually 
formed  or  not.  The  purpose  was  to  have  a  company  with 
less  capital  to  do  the  interstate  trade. 
437      I  was  subpoenaed  in  this  case. 

466  CYEUS  BENTLBY  (witness  for  petitioner) : 

467  I  am  an  attorney  at  law  and  was  engaged  in  that  pro- 
fession in  1902  in  Chicago,  as  a  member  ot  the  firm  of 
Bentley  &  Burling.  I  went  to  New  York  in  the  summer 
of  1902  in  connection  with  this  harvester  consolidation. 
Any  information  I  at  any  time  possessed  regarding  what 
■occurred  in  New  York  came  to  me  in  my  capacity  as  coun- 
sel for  the  McC'ormiek  Company  and  its  stockholders,  and 
I  understand  is  privileged,  and  I,  therefore,  must  de- 
cline to  testify  as  to  what  I  saw  or  experienced  in  New 
York.  I  am  not  familiar  with  any  rule  of  law  that  a  com- 
munication between  attorney  and  client  is  not  privileged 
when  there  are  third  parties  present. 

468  Neither  Charles  Deering,  Wm.  H.  Jones  nor  J.  J.  Gless- 
ner  were  my  clients.  I  was  not  present  at  any  meeting  on 
July  28th  where  all  those  persons  were  present.  I  was 
present  wlien  one  contract  was  executed.  I  received  no  in- 
formation in  New  York  except  in  my  capacity  as  counsel. 

My  clients  were  McCormick  Harvesting  Machine  Com- 
pany, Mrs.  Nettie  F.  McCormick,  Cyrus  H.  McCormick, 
Harold  F.  McCormick,  Stanley  McCormick,  Anita  McCor- 
mick Blaine,  Mrs.  McCormick,  Eldrige  M.  Fowler  and 
Cyrus  H.  McCormick  as  trustee  for  Mary  V.  McCormick 
and  Eldrige  M.  Fowler.  I  refuse  to  state  whether  I  at- 
tended meetings  in  Jnly  with  reference  to  the  consolida- 
470  tion  of  the  harvester  interests  at  which  persons  were  pres- 
ent other  than  the  clients  I  named. 

According  to  my  best  recollection  I  was  not  present  at 
any  meeting  during  July,  1902,  at  which  any  of  the  other 
manufacturers  were  preesnt.  I  was  not  present  in  the 
summer  of  1902  prior  to  the  organization  of  the  I.  H.  Co. 
at  any  meeting  at  which  this  consolidation  of  harvesting 
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manufacturers  was  considered  where  my  clients  and  other 
manufacturers  were  present.    To  the  best  of  my  reooUec- 

471  tion  I  was  not  present  at  any  meeting  at  which  papers 
were  signed  relating  to  the  formation  of  this  Company,  at 
which  my  clients  and  other  manufacturers  of  harvesting 
machinery  were  present.  1  decline  to  state  whether  I  was 
present  at  any  meetings  in  the  summer  of  1902  at  which 
a  number  of  manufacturers  of  harvesting  machines  were 
present  and  the  problem  of  selling  their  respective  busi- 
nesses was  considered.  I  make  no  distinction  in  this  an- 
swer between  the  term  "consolidation"  and  "selling  out." 
I  understood  you  to  refer  to  the  organization  of  the  Har- 
vester Company ;  that  is  what  I  am  speaking  of. 

I  was  attorney  in  a  great  many  matters  for  the  Mc- 
Cormicks.  I  was  eertainlv  attorney  for  the  McCormicks 
in  reference  to  the  negotiations  which  preceded  the  or- 
ganization of.  the  I.  H.  Co. 

472  I  refuse  to  state  what  the  contract  which  was  signed 
when  I  was  present  relates  to  or  when  it  was  signed  or 
who  was  present  other  than  my  clients,  or  whether  any- 
one other  than  my  clients  were  present.  I  refuse  to  state 
who  would  know,  other  than  my  clients,  the  contents  of 

473  that  document,  or  where  the  document  is  now.  I  do  not 
know.  I  refuse  to  state  whether  I  have  seen  the  contract 
since  it  was  signed.  I  refuse  to  state  whether  great  se- 
crecy has  always  been  preserved  regarding  it.  I  do  not 
positively  know  that  the  contract  was  ever  put  in  evi- 
dence but  I  think  it  has  been.  It  is  my  impression  that 
it  was  put  in  evidence  in  the  litigation  in  Missouri. 

(Being  shown  the  agreement  of  July  28th  between  the 
MeCormick  Company  and  Lane  as  it  appears  in  the  rec- 
ord in  the  Missouri  case.)  Any  information  I  had  re- 
specting that  agreement  came  to  me  as  counsel  for  the 
McCormicks,  so  I  would  have  to  refuse  to  identify  it  if  I 
could. 

474  I  refuse  to  state  whether  the  contract  which  was  signed 
in  my  presence  was  signed  by  other  manufacturers  than 
my  clients.  On  examination  of  the  Missouri  record  I  saw 
printed  MeCormick  Harvesting  Machine  Company  as  one 
party  and  William  C.  Lane  as  the  other  paiity.  I  could 
not  possibly  identify  such  a  long  contract  after  ten  years 
by  referring  to  a  printed  copy. 

'  I  cannot  identify  Petitioner's  Exhibit  1  as  the  contract 
executed  in  my  presence.    I  do  not  say  it  was  not ;  I  can- 
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475  not  identify  it  as  the  one.  I  refuse  to  state  liow  long  tlie 
negotiations  and  transactions  lasted  wliich  resulted  in  the 
McCormicks  selling  out  their  business.  I  think  I  was  con- 
sulted as  to  everything  that  was  done  by  my  clients.  If 
there  were  any  papers  executed  I  would  be  familiar  with 
them.  Any  information  I  have  respecting  the  course  of 
the  negotiations  came  to  me  in  my  capacity  as  counsel 
and  I  decline  to  divulge  such  information.  To  the  best  of 
my  recollection  there  'nas  no  other  paper  executed  on  or 
about  the  time  this  Exhibit  No.  1  was  executed,  signed 
not  only  by  my  clients  but  by  other  manufacturers.  I  will 
not  state  what  paper  was  signed  in  my  presence,  whether 
I     deemed  it  important,  or  whether  any  was  so  signed. 

476  To  the  best  of  my  knowledge  there  was  no  contract  or 
paper  in  this  transaction  signed  by  a  number  of  the  manu- 
facturers. 

I  was  subpoenaed  on  the  19tli  or  20th  of  September. 
I  telephoned  counsel  for  defendants  that  I  was  entirely 
willing  to  testify  but  that  I  felt  a  difficulty  about  it  in  view 
of  the  fact  that  my  information  came  to  me  in  my  capacity 
as  counsel,  and  asked  that  someone  be  present  with  au- 
thority to  waive  the  privilege  if  it  was  desired  that  I 
should  testify.  Later,  in  thinking  over  the  subject,  it  oc- 
curred to  me  that  one  of  my  clients  was  not  physically 
able  to  be  consulted  on  the  subject  of  waiver.  This  was 
Mr.  Stanley  MeCormick.  ~\\1ien  I  reached  that  conclu- 
sion I  notified  Mr.  McHugh  that  this  was  the  position  I 

477  was  going  to  take.  I  did  not  ask  him  if  he  wanted  me  to 
take  this  position.  ^Ir.  Stanley  MeCormick  and  his  prop- 
erty is  in  the  hands  of  trustees.  I  do  not  understand  that 
the  trustees  could  waive  the  privilege.  None  of  my  clients 
has  indicated  to  me  one  way  or  another  whether  I  should 
or  should  not  exert  my  privileges.  It  is  useless  for  me 
to  go  over  these  questions  with  my  clients.  I  would  not 
undertake  to  discuss  such  a  question  as  that  with  Mr. 
Stanley  MeCormick  in  his  present  state  of  health.  A 
majority  of  my  elientp  cannot  waive  this  privilege.  The 
trustees  of  Stanley  MeCormick  are  Mrs.  Stanley  MeCor- 
mick, Dr.  Henry  B.  Favill  and  myself. 
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MILWAUKEE  HARVESTER  COMPANY. 
I 

P.  D.  MIDDLEKAtJFF  (witness  for  petitioner) : 

149  In  the  spring  of  1902  I  acquired  an  option  on  the  Mil- 
waukee Harvester  Companj\  On  March  10th  I  went  to 
Milwaukee  and  met  Mr.  Van  >Scoy,  its  secretary,  and  asked 
him  whether  they  would  consider  selling  their  business 
to  me.      Three  or  four  weeks  later,  I  received  a  letter 

150  from  him  saying  that  tlie  directors  would  see  me  at  Ra- 
cine. On  May  6th  I  went  there  and  met  the  principal- 
stockholders:  Stephen  Bull,  Frank  K.  Bull,  Fred  Rob- 
inson, Richard  Robinson,  Charles  Mcintosh  and  G.  H. 
Schulte.  They  said  their  business  was  not  on  the  market, 
but  they  -  would  discuss  the  matter  with  me.  We  had 
several  meetings  and  arrived  at  the  terms  of  an  option. 
At  that  time  it  was  just  a  verbal  understanding. 

Option  on  Milwaukee  Harvester  Co. 

A  week  or  two  later  I  lunched  with  H.  L.  Daniels,  of 
the  McCormick  Company,  and  told  him  I  had  practically 
closed  an  option  for  the  Milwaukee  Harvester  Company. 
A  day  or  two  after  that  he  asked  me  to  meet  Cyrus  and 
Harold  McCormick,  which  I  did.  They  suggested  I 
could  get  into  the  harvester  business  in  a  larger  way 
and  with  less  of  a  burden  to  carry  if  I  united  my  interests 
with  them  in  closing  up  this  option. 

151  I  went  back  to  Racine  and  a  contract  was  drawn  up 
giving  me  a  sixty-day  option  on  the  payment  of  $100,000. 
I  submitted  this  contract  to  the  MoCormicks.  They  said 
they  would  not  be  able  to  go  on  with  the  option.  I  told 
the  Milwaukee  people  that  I  was  sorry  the  negotiations 
had  to  be  dropped  but  that  I  expected  to_  interest  other 
associates  and  would  take  the  matter  up  with  them  again. 

•  I  then  came  back  to  Chicago  and  remained  here  until 

June  24th.  That  day  H.  L.  Daniels  of  the  McCormick 
Co.,  who  at  present  has  charge  of  fibre  purchases  for  the 
I.  H.  Co.,  telephoned  me  that  they  wished  me  to  go  to 
Racine  immediately  and  close   the   option.      I  got  my 

152  check  certified  for  $100,000,  went  to  Racine  and  met  the 
Milwaukee  people.  They  said  they  could  not  give  me 
an  option  on  the  same  terms. 

In  the  first  option  I  was  to  have  had  the  earnings  for 
1902.      On  June  24-th  the  business  was  practically  com- 
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pleted  and  they  did  not  think  it  fair  to  expect  the  same 
option  I  had  got  some  time  before.  I  told  them  I  thought 
the  deal  would  have  to  be  called  off..  I  called  up  Mr. 
Daniels  who  requested  me  to  make  it  and  not  to  insist  on 
the  profits.  I  then  told  them  I  would  yield  half  the 
profits  for  that  year,  and  finally  the  option  w^as  signed 
then  and  there  on  that  basis. 

Option  Delivered  to  Pcrlcins. 

I  returned  to  Chicago  and  next  morning  submitted  the 
option  to  the  McCormicks.  I  saw  Mr.  Daniels;  I  cannot 
153  say  positively  whether  I  saw  them.  That  was  June  25th, 
1902.  I  left  Chicago  that  day  Avith  the  option  for  New 
York  and  took  it  to  George  W.  Perkins,  to  whom  I  deliv- 
ered a  letter  of  introduction,  a  copy  of  which  I  produce. 
Here  is  also  a  pencil  memoranda  addressed  to  me  and  a 
copy  of  the  option;  the  original  I  delivered  to  Mr.  Perkins 
the  day  I  arriA'ed  in  New  Yo]"k. 

154-157  Agreement  dated  June  24,  1902,  of  Stephen  Bull, 
G.  H.  Schulte,  Frederick  Kobinson,  Frank  K.  Bull,  Rich- 
ard T.  Robinson  and  C.  L.  ^Iclntosh  to  sell  to  P.  D.  Mid- 
dlekautf  all  the  capital  stock  of  Milwaukee  Harvester  Com- 
pany for  $3,12;:i,691.90,  payable  $100,000  in  cash ;  $900,000 
on  or  before  60  days ;  one-half  balance  on  or  before  one 
vear  and  remainder  on  or  before  two  years  from  date. 
"(Pet's  Ex.  33.) 

158  Letter  (Pet.  Ex.  34),  dated  June  25th,  1902,  from  Har- 
old F.  McCormick  to  ^Ir.  P.  D.  Middlekauff,  states : 

"We  authorize  you  to  assign  to  J.  P.  Morgan  &  Co.,  or 
to  any  person  whom  they  may  designate,  the  option  you 
obtained  from  the  Milwaukee  Harvester  Co.  for  us.  We 
will  see  that  you  incur  no  damage  on  account  of  such 
action. ' ' 

159  Mr.  ^vliddlekauff :  The  letter  I  produced,  dated  June 
25th,  1902,  signed  by  Harold  F.  McCormick,  was  given  me 
liv  Mr.  Daniels.  On  the  back  is  (Petitioner's  Exhibit 
34): 

"Explain  failure  to  get  90  days.  Explain  terms.  Go 
to  J.  P.  Morgan  &  Co.  office  at  10  o'clock  Friday  A.  M. 
Leave  letter  and  package  at  W.  A.  on  arrival  in  city.  See 
that  it  is  put  in  hands  of  reliable  party  in  office  but  do 
not  see  Mr.  Stanley.  Give  Mr.  Perkins  all  information 
asked  for  that  you  would  give  us.  Make  no  deal  for  any 
position  at  this  meeting.      Put  yourself  under  Mr.  Per- 
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kins'  orders  either  to  stay  in  New  York  or  to  return 
here.  When  will  expert  start  on  books?  Who  shall  he 
be?  Shall  we  manage  that  through  you  or  otherwise? 
Be  on  guard  regarding  Judge  Gary.  He  may  be  on 
train. ' ' 

Mr.  MiDDLEKAUFF.  "W.  A."  meant  Waldorf-Astoria. 
Mr.  Stanley  meant  Mr.  Stanley  ]\lcCormick. 

(Envelope  to  the  above  letter  marked  Pet. 's  Ex.  35.) 

The  letter  addressed  Geo.  W.  Perkins,  Esq.,  signed 
Cyrus  H.  MeCormiok,  dated  June  25,  1902,  is  as  follows: 

"It  gives  me  pleasure  to  introduce  to  you  Mr.  P.  D.  Mid- 
dlekauff,  who  will  make  a  full  explanation  to  you  regard- 
ing the  Milwaukee  option. 

Any  wishes  you  may  have  as  to  this  matter  Mr.  M.  will 
be  glad  to  conform  to. ' ' 

160  Mr.  MiDDiJiKATJFF.  When  I  reached  New  York  I  went 
to  Morgan  &  Co.'s  office  and  presented  my  letter  of  in- 
troduction to  Mr.  Perkins  and  handed  him  the  option. 
That  was  June  27th.  I  retained  a  memorandum  of  my 
expenses  from  which  I  am  refreshing  my  recollection.  I 
was  in  New  York  from  June  26th  until  July  30th.  Part 
of  the  time  at  Morgan  &  Co.  There  was  a  desk  there  I 
always  used. 

I  knew  other  manufacturers  of  harvesters  were  in  New 
York  during  July,  1902.  I  conferred  with  Mr.  Perkins 
in  regard  to  bringing  the  manufacturers  together  into 
one  company.     I  had  frequent  telephone  communications 

161  with  him  every  day  except  Sunday.  He  asked  me  a  num- 
ber of  questions  in  regard  to  the  harvester  business,  the 
relative  importance  of  the  different  concerns,  and  their 
methods,  outputs  and  extent  of  business. 

I  saw  Charles  Deering  and  Mr.  Howe  one  morning 
riding  in  a  cab  from  the  Grand  Central  Station.  Mr. 
Perkins  in  his  talk  with  mo  referred  to  frequent  meet- 

162  ings  with  these  gentlemen.  On  July  3rd  I  telephoned 
Mr.  Perkins  from  Washington.  I  was  sent  there  by 
him  to  see  the  manager  of  some  trust  company  to  ascer- 
tain whether  the  Warder  estate  would  sell  its  interest  in 
the  Champion  Company.  After  that  I  had  the  following 
telephone  communications  with  Perkins:  Julv  8th,  four 
times;  July  9th,  three  times;  July  10th,  two  times;  July 
nth,  three  times;  Julv  14th,  five  times;  July  15th,  three 
times ;  July  16th,  four  times ;  July  17th,  five  times ;  July 
18th,  four  times;  July  19th,  four  times;  July  21st,  six 
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time&;  Jul)'  22nd,  five  times;  July  23rcl,  four  times;  July 
2J:tli,  six  times;  July  25tli,  five  times;  July  26tli,  four 
times;  July  28th,  three  times;  July  29th,  four  times. 

These  communications  "n'ere  entirely  in  connection  with 
the  consolidation  of  the  harvester  business. 

163  I  was  trying  to  help  Mr.  Perkins  all  I  could;  in  my 
own  mind  I  was  trying  to  help  him  bring  the  four  har- 
vester companies  together.  I  had  received  instructions 
to  put  myself  at  Mr.  Perkins'  disposal  and  was  trying  to 
carry  out  his  orders.  His  instructions  were  to  call  him 
up  frequently  during  the  day.  I  was  told  to  assign  the 
Milwaukee  option  as  he  instructed  me.  I  think  on  July 
.30th  Mr.  Perkins  asked  me  to  meet  him  at  a  bank  on 
Wall  street.  I  met  him  there  and  he  presented  a  paper 
for  me  to  sign  by  which  the  option  was  assigned  to  a 

164  man  named  Lane.     I  never  saw  Mr.  Lane. 

I  did  not  know  what  Mr.  Perkins  was  going  to  have 
me  do  when  be  bi-ought  the  companies  together  because 
he  did  not  tell  me.  After  I  signed  the  option,  he  in- 
structed me  to  takf>  the  Twentieth  Century  on  July  30th 
and  meet  Daniel  B.  Carse  in  Chicago  and  go  with  him 
to  Milwaukee.  We  first  went  to  Eacine  and  called  on 
the  directors  of  the  Milwaukee  Harvester  Company.  On 
August  1st  we  got  an  extension  of  the  option  until  Sep- 
tember 1st. 

After  the  capital  stock  of  the  Milwaukee  Company 
was  handed  over,  I  was  in  charge  of  the  Milwaukee  plant 
for  about  a  week.  I  left  ^lilwaukee  on  August  22nd  and 
that  was  the  last  I  had  to  do  with  it.  I  was  paid  bv 
Mr.  Perkins  for  my  services  in  connection  with  the  Mil- 
waukee option. 

Documenff:  Prrtahihifi  to  MUivanliee  Option. 

165  Pet's  Ex.  36  is  an  assignment  dated  Milwaukee, 
Wisconsin,  Ausnst  11th,  ] 902,  from  P.  D.  Middlekauff  to 
William  C.  Lane  of  the  annexed  option  contract,  dated 
August  11,  1902,  between  Stephen  Bull,  Frank  K.  Bull, 
Eichard  T.  Eobinson,  Frederick  Eobinson,  Charles  L.  ]\rc- 
Intosh  and  Gr.  H.  Schulte,  first  parties,  and  P.  D.  Mid- 
dlekauff, second  party,  for  consideration  of  $500,000. 

165-167  Option  agreement,  Au2;ust  11th,  1902,  between 
Stephen  Bull,  Frank  K.  Bull,  Eichard  T.  Eobinson,  Fred- 
erick Eobinson,  Charles  L.  ^Mcintosh,  and  Gr.  H.  Schulte, 
first  parties,  and  P.  D.  ^Middlekauff,  second  party,  recites 
the  option  agreement  of  June  24th,  3902,  and  that  time 
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for  the  consummation  of  the  sale  was  extended  to  Sep- 
tember 1st,  1902;  provides  that  the  stock  of  Milwaukee 
Harvester  Company  be  assigned  and  be  delivered  to  the 
buyer  immediately,  <ind  that  the  purchase  price  of  the 
stock  shall  be  paid  to  the  sellers,  except  the  sum  of  $500,- 
000,  which  shall  be  deposited  in  the  First  National  Bank 
of  Milwaukee  to  await  the  result  of  appraisement  pro- 
vided for  in  the  original  agreement,  in  the  event  an  ap- 
praisement be  demanded. 

167-168  Assignment,  dated  July  28,  1902,  by  P.  D-  Middle- 
kauflf  to  William  C.  Lane  of  the  option  dated  July  24, 1902. 
(Pet. 's  Ex.  37.) 

Ill 

314  H.  L.  DANIELS  (witness  for  petitioner) : 

I  am  manager  of  the  Fiber  Department  of  the  I.  H.  Co. 
I  was  in  the  employ  of  McCormick  Harvesting  Machine 
Company  continuously  from  1881  until  1902.  I  have  read 
the  testimony  of  P.  D.  Middlekauff  and  recall  having  some 
interviews  with  him  in  1902  in  relation  to  an  option  on 

315  the  Milwaukee  plant.  At  that  time  I  was  working  un- 
der the  direction  of  certain  stockholders  of  the  McCor- 
mick Company.  I  had  interviews  regarding  these  nego- 
tiations principally  with  Mr.  Harold  McCormick,  and  also 
Mr.  Mayer  and  Mr.  Swift. 

Mr.  Middlekauff  and  1  lunched  together  occasionally.  I 
have  no  recollection  of  any  particular  time  that  I  took 
Mm  to  see  the  McCormicks;  that  I  did  so  is  very  likely, 
but  I  do  not  remember  the  occasion.  I  do  not  think  I 
recall  any  interview  or  conference  with  the  four  of  us 
in  connection  with  the  Milwaukee  option.  I  recollect  one 
time  when  I  took  Mr.  Middlekauff  into  the  McCormieks' 
office,  but  I  think  it  was  previous  to  the  talk  on  the  Mil- 
waukee option;  now  I  may  be  mistaken.  I  think  I  took 
him  to  see  Mr.  Cyrus  McCormick  and  Mr.  Harold  Mc- 
Cormick. 

Middlekauff  Secures  Option  on  Milwaukee  Co. 

316  I  think  I  recall  telephoning  Mr.  Middlekauff  one  morn- 
ing and  asking  him  to  meet  me  downtown.  That  occurred 
more  than  once.  I  think  I  remember  the  particular  oc- 
casion when  I  telephoned  him  to  come  down  and  after 
which  he  went  up  to  Eacine  and  got  the  option.  I  think 
I  had  been  told  by  Mr.  McCormick,  or  by  some  one  in 
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authority,  that  they  wo  aid  like  to  renew  negotiations  for 
the  option,  if  it  could  be  secured.  To  make  that  answer 
intelligible  it  is  only  fair  to  say  that  the  first  time  the 
matter  was  brought  up  it  was  turned  down  or  declined. 

It  may  not  have  been  either  of  the  ]\leCormieks  from 
whom  I  received  instructions  to  telephone  him  at  that 
time.  It  may  have  been  Mr.  Legge,  Mr.  flayer,  Mr.  Swift 
or  Mr.  Krebbs.  I  understood  that  the  directions  came 
from  the  heads  of  the  company. 

I  recall  meeting  Mr.  Middlekautf  at  that  time,  I  think, 
at  the  Auditorium  Etotel.  I  do  not  know  whether  any- 
one else  was  present  during  part  of  the  conversation; 

317  there  may  have  been.  I  know  in  one  instance  at  that 
time  Mr.  Harold  McCormick  came  in.  I  do  not  remem- 
ber anj'one  coming  in,  although  some  one  may  have. 

I  recall  the  furnishing  of  the  money  for  the  option. 
I  have  an  idea  there  was  another  trip.  I  think  he  went 
up  and  arranged  for  the  option  and  came  back,  and  the 
money  was  given  him  at  a  later  date.  1  gave  it  to  him. 
That  was  a  cash  transaction.  I  took  the  cash  from  our 
office.  I  have  no  distinct  remembrance  who  gave  me  the 
money;  whoever  was  treasurer.  It  may  have  been  Mr. 
Ranney.     I  took  $100,000  in  cash,  from  the  office  to  the 

318  Auditorium,  or  where  we  met.  The  amount  impressed 
me  a  great  deal  moro  than  the  individual  who  handed  it 
to  me.  I  was  told  to  give  it  to  ]\Ir.  ]\Iiddlekauff  for  the 
purpose  of  getting  an  option  on  the  jNIilwaukee  plant.  I 
think  these  instructions  werp  from  Mr.  Harold  McCor- 
mick. I  do  not  remember  whether  he,  or  who  was  pres- 
ent, when  I  recei^'ed  the  money.  I  mentioned  Harold 
IMcCormick  because  lie  talked  with  me  more  about  that 

319  transaction  than  any  other  person.  T  think  I  had  talks 
with  Cyrus  McCormick  about  it.  I  think  he  was  present 
once  or  twice  Avhen  the  matter  was  being  discussed.  My 
remembrance — now  I  may  be  wrong — is  that  he  was  not 
in  the  city  much  of  the  time  that  we  had  the  matter  un- 
der discussion.  I  think  I  remember  his  taking  part  at 
one  conference  on  the  subject  of  buying  the  ]\rilwrnl;ee 
plant.  I  remember  Mr.  I'liddlekauff  telephoning  me  from 
Racine  that  it  was  s;oing  to  cost  more  money  to  close  the 
option,  and  I  recall  leaving  the  telephone  and  rmv-  ' 
confer  with  some  one,  I  think  with  Mr.  Harold  Mc- 
Cormick. I  do  not  know  whether  ^Ir.  Cyrus  McCormick 
was  present.     He  was  at  the  head  of  the  company. 

I  read  Mr.  ^liddlekauff's  testimonv  at  the  time.     I  do 
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not  remember  particularly  what  he  said  on  that  subject. 
I  do  not  think  I  ever  read  Mr.  Cyrus  McCormick's  testi- 
mony in  the  Missouri  case,  in  relation  to  Mr.  Middlekauff. 
What  he  testified  to  in  that  case  has  not  been  brought  to 
my  attention. 

320  •  Q.    Are  you  sure  of  that? 

A.  Well,  no  I  am  not  sure  of  anything;  but  I  have  no 
remembrance  of  Mr.  McCormick's  testimony  having  been 
called  to  my  attention. 

Q.  Was  it  brought  to  your  attention  before  you  testi- 
fied in  this  suit  that  Mr.  McCormick  testified  in  that  case 
that  he  did  not  know  Mr.  Middlekauff. 

A.    Well,  I  do  not  remember  now. 

Q.     That  was  brought  to  your  attention? 

A.  Of  having  heard  that  statement  made,  yes.  The 
fact  that  that  matter  was  brought  to  my  attention  has 
not  influenced  me  to  say  that  I  thought  those  transactions 
were  with  Mr.  Harold  McCormick.  I  had  not  thought  of 
it  since  you  commenced  to  question  me.  I  think  Mr. 
Funk  brought  Mr.  McCormick's  testimony  to  my  atten- 
tion. 

I  must  have  seen  Mr.  Middlekauff  when  he  returned  with 
the  option  from  Eacine,  but  T  do  not  particularly  recall  it. 

(The  witness  was  shown  Petitioner's  Exhibit  34.  Let- 
ter dated  June  25, 1902,  to  P.  D.  Middlekauff  from  Harold 
P.  McCormick.) 

I  do  not  recall  giving  that  letter  to  him,  but  I  certainly 
must  have  done  so.     The  letter  is  in  my  handwriting,  ex- 

321  cept  the  signature.  T  suppose  Mr.  McCormick  asked  me 
to  write  it.  I  conducted  those  negotiations  pretty  largely. 
I  kept  no  copy  of  it.  It  was  not  customary  or  usual  to 
keep  copies  of  notes  written  by  hand.  «  The  writing  on 
the  back  is  mine.  I  should  judge  now  that  letter  was 
absolutely  the  instrucCons  to  Mr.  Middlekauff  and  un- 
doubtedly I  wrote  it  down  as  if  vas  given  to  me  by  Mr. 
McCormick.  I  do  not  think  I  told  anybody  else  I  was  get- 
ting this  option  for  the  IMcCormieks.  I  do  not  know  now 
what  the  words  on  the  back,  "Explain  failure  to  get  90 
days,"  referred  to,  but  I  would  imagine  that  they  wanted 
the  option  exercised  in  less  than  ninety  days  and  that  I 
was  asked  to  get  a  90-day  option. 

Q.  There  is  another  note  on  the  back.  "Be  on  guard 
regarding  Judge  Gary;  he  may  be  on  train."  What  was 
said  to  you  by  Mr.  McCormick  as  to  that? 
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322  A.  I  do  not  remember.  I  had  no  recollection  of  writ- 
ing those  instructions  at  all  until  I  saw  them  in  my  own 
handwriting. 

I  do  not  remember  s,iving  Mr.  Midlekauff  a  letter  of  in- 
troduction from  Mr.  Cyrus  [MeCormick  to  i\lr.  George  W. 
Perkins  as  distinct  from  the  general  transaction,  although 
I  presume  I  did.  I  may  have  seen  ^Afr.  Cyrus  McCormick 
after  the  return  of  Mr.  ]Middlekauff  with  the  option,  or 
I  may  not.  I  often  got  letters  from  him  without  seeing 
him.  I  presume  that  letter  of  introduction  was  given 
to  me  that  morning,  I  believe  it  was.  I  did  not  see  Mr. 
Perkins  in  connection  with  this  option  at  any  time  be- 
fore Mr.  ]\liddlekauff  went  to  New  York.  I  may  have 
talked  with  him  about  it  at  a  later  date. 

I  was  acting  under  the  instructions  of  the  heads  of 
my  company.  The  handing  over  of  the  $100,000  was  be- 
fore I  gave  these  notes  to  ]\Ir.  ^Nliddlekauff.  I  never  went 
to  New  York  in  connection  with  the  selling  out  of  the 
McCormick  business  to  the  International.      I  was  con- 

323  suited  in  regard  to  it  before  the  sale  was  made  known  to 
the  public.  I  did  not  help  in  the  negotiations.  The  old 
McCormick  department  heads  were  all  consulted  and  had 
conferences  on  the  subject. 

I  had  nothing  to  do  particularly  with  the  formation 
of  the  I.  H.  Co.  or  with  the  sale  to  it  of  the  McCormick 
Company.  I  do  not  recall  these  meetings  or  conferences. 
There  was  a  continuation  of  conferences  of  that  kind  run- 
ning through  quite  a  long  neriod  of  time  before  the  forma- 
tion of  the  I.  H.  Co. 

Q.     Did  these  conferences  run  back  to  the  spring? 

A.  I  think  longer.  The  conferences  along  those  lines 
occurred  before  the  International  was  talked  of — I  mean 
consultations  regarding  a  reorganization  and  securing  a 
larger  amount  of  caintal  to  take  care  of  increasing  busi- 
ness. The  bringing  in  of  the  other  manufacturers  was  dis- 
cussed at  times.  That  was  one  of  the  means  considered 
which  would  enable  us  to  get  more  capital. 

324  Cross-Examiination. 

The  department  heads  of  the  McCormick  Co.  had  fre- 
quent conferences  over  the  needs  and  development  of 
the  business.  The  need  of  the  business  was  increased 
capital,  particularly  for  the  foreign  trade,  which  was 
worrj^ng  us  pretty  badly  at  that  time,  after  the  Paris  Ex- 
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position.  Tile  growth  of  the  foreign  trade  was  in  excess 
of  our  ability  to  take  eare  of  it.  We  recognized  the  op- 
portunities of  the  foreign  trade,  if  adequately  taken  care 
of.  Our  representatives  who  went  over  there  came  back 
with  glowing  accounts  of  what  could  and  must  bfe  done. 

325  At  these  conferences  the  subject  was  discussed  as  to 
whether  the  McCormick  Co.  would  buy  the  Milwaukee  Co., 
and  the  McCormick  Co.  officials  concluded  they  could  not 
afford  to  do  it.  That  was  turned  down  and  that  ended  the 
negotiations  with  Mr.  Middlekauif  at  that  time.  Later, 
they  were  taken  up  again,  through  me,  at  the  direction 
of  the  heads  of  the  Company — the  MeCormicks.  My 
remembrance  is  that  these  later  negotiations  were  at  the 
instance  of  Mr.  George  W.  Perkins.  I  think  the  McCor- 
mick people  were  acting  for  him ;  that  is  my  remembrance 
of  it  now.  I  remember  that  this  money  was  advanced  at 
the  request  of  Mr.  Perkins  over  the  long  distance  tele- 
phone. I  believe  the  MeCormicks  were  acting  for  Mr. 
Perkins,  although  I  do  not  know  that  personally.  That 
was  my  understanding  at  the  time. 

326  Re-direct  Examination. 

I  did  not  hear  the  long  distance  telephone  request  from 
Mr.  George  W.  Perkins  just  referred  to,  but  think  some 
one  went  from  the  room  to  a  telephone  booth  and  held 
that  conversation  while  the  matter  was  under  considera- 
tion. It  is  my  impression  it  was  Mr.  Cyrus  McCormick. 
We  were  then  having  under  consideration  the  taking  of 
the  option  on  the  Milwaukee  plant.  I  do  not  think  that 
this  was  on  the  day  that  I  was  paid  the  $100,000.  I  am 
inclined  to  think  that  it  was  at  the  time  Mr.  Middlekauff 
notified  me  it  was  going  to  cost  more  money  than  he  had 
anticipated  and  wanted  to  know  whether  he  should  close 
at  the  higher  price.  No,  I  want  to  withdraw  that;  I  do 
not  think  that  is  right.  At  the  time  Mr.  Middlekauff  tele- 
phoned from  Kacine,  I  went,  I  think,  to  Mr.  Harold  Mc- 
Cormick and  told  him  the  option  was  going  to  cost  more 
money  and  he  said  to  go  ahead  and  take  it  anyway.  So  I 
did  telephone  Middlekauff  to  close  the  option.    Then  the 

327  matter  of  the  payment  of  the  money  came,  of  course,  at  a 
later  date.  I  don't  know  how  long  after.  I  think  he  was 
given  twenty-four  hours  or  more  in  which  to  get  the 
money ;  that"  is  my  remembrance  of  it  now.  I  want  to  say : 
If  Mr.  Middlekauff  has  got  any  testimony  on  that  subject. 


104 
III 

why,  lie  is  right,  and  I  do  not  want  to  go  on  record  liere 
in  conflict  with  what  he  says  about  the  details  of  that 
work.  I  do  not  think  we  had  received  this  long  distance 
request  from  Mr.  Perkins  at  the  time  I  conferred  with 
Mr.  Harold  ]\IcCormick  and  he  said  to  go  ahead.  I  first 
heard  of  this  telephone  communication  from  Mr.  Perkins 
at  the  time  it  occurred.  I  do  not  believe  I  can  tell  you 
when  it  was.     The  agreement  (referring  to  Petitioner's 

328  Ex.  33)  may  have  been  signed  the  day  Mr.  Middlekauff 
was  up  there;  I  don't  know. 

The  first  negotiations  were  dropped  because  we  could 
not  afford  it.  That  was  the  explanation.  When  I  tele- 
phoned Mr.  ]\Iiddlekauff  that  morning  about  taking  up  the 
negotiations  again,  I  was  instructed  by  the  McCormicks 
to  do  so.  Middlekauff  must  have  got  the  money  before 
he  got  the  written  option. 

Q.  "Was  any  reason  given  why  you  were  able  to  afford 
it  the  second  time,  although  you  could  not  the  first  time? 
A.  I  think  the  negotiations  were  picked  up  for  Mr. 
Perkins.  I  don't  know  whether  ^Ir.  Cyrus  McCormick  told 
me  that,  but  some  one  did.  I  certainly  was  told  at  that 
time. 

Q.  Before  you  testified  in  this  case,  was  it  called  to 
your  attention  that  ^Ir.  Cyrus  ^IcCormick  had  testified  in 
the  Missouri  suit  that  he  did  not  know  how  Mr.  Perkins 
happened  to  secure  the  good  offices  of  Mr.  Middlekauff  in 
obtaining  this  option"?  A.  No,  sir,  that  was  never  called 
to  my  attention.  I  do  not  know  yet  that  it  is  so  and  have 
no  knowledge  on  the  subject. 

Q.     Just  what  testimony  of  ^Ir.  ^VlcCormick  in  the  Mis- 

329  souri  case  did  Mr.  Funk  call  to  your  attention?  A.  I 
think  in  Mr.  Funk's  offir-e,  after  ]\Tr.  MidiUekauff  testified; 
there  wore  two  or  throe  people  present,  perhaps  Judge 
McHugh,  perhaps  Mr.  Bancroft,  and  I  was  asked  if  I 
remembered  the  events  in  connection  with  the  securing  of 
that  option  and  whether  ]\Ir.  ^fiddlekauff  was  in  the  office 
at  any  time,  or  with  whom  those  negotiations  were  con- 
ducted; and  I  went  on  and  gave  my  answers  as  best  I 
could,  trying  to  remember  what  occurred  there  ten  years 
ago,  the  principal  events  of  which  I  remember,  but  the  de- 
tails of  which'  I  do  not  very  well  remember.  After  those 
questions  were  asked,  I  think  Mr.  F\ink  told  me  that  ~Mv. 
McCormick  had  testified  that  he  did  not  know  Mr.  Middle- 
kauff. It  was  not  done  at  the  time  I  was  questioned  as  to 
my  remembrance. 


105 
XIV 

ALEX  LEGGE  (witness  for  defendants)  : 

Milwaukee  Option  Refused  by  McCormiclis. 

30  I  remember  in  the  spring  of  1902  the  matter  of  an 
■option  on  the  Milwaukee  plant  'being  considered,  dis- 
cussed and  decided.  It  developed  from  the  conversation 
that  it  was  not  the  first  time  the  option  had  been  sub- 
mitted and  looked  into.  This  was  in  spring  of  1902 ;  in 
Middlekauff's  testimony  he  states  May,  I  think;  my  best 
recollection  would  be  March.  This  first  time  Middlekauff 
came  with  the  Milwaukee  option  it  was  decided  whether 
the  McCormick  Co.  would  buy.     My  best  recollection  is 

31  that  was  when  Mr.  McCormick  gave  the  reason  that  there 
was  no  use  considering  it  because  they  were  too  deeply 
involved  financially ;  no  matter  how  attractive  it  might  be 
they  could  not  take  it  on.  That  was  definitely  so  decided 
at  that  time. 

I  know  the  facts  generally  with  respect  to  the  second 
time  Middlekauff  secured  the  option  and  when  the  $100,000 
was  provided  to  enable  him  to  make  the  payment.  I  can 
not  say  definitely  how  the  request  came  for  the  sending 
of  that  option  to  New  York.  It  was  after  Mr.  McCormick 
had  returned  from  New  York. 

Some  time  after  this  Milwaukee  option  was  declined, 
I  prepared  figures,  estimates,  cash  receipts  for  the  Mc- 
Oormicks,  who  stated  that  they  had  been  forced  to  secure 
additional  loans  considerably  in  excess  of  anything  in  the 
past.  1902  was  a  large  manufacturing  year,  a  big  crop. 
Demands  for  goods  were  very  heavy.  That  added  demand 
for  goods  was  apparent  early  in  the  season;  called  for 
an  outlay  of  cash  considerably  in  excess  of  anythini?  we 
had  ever  had  previously,  and  larger  manufacturing.  Esti- 
mates were  prepared  for  the  McCormicks  as  to  what 
might  be  'expected  in  the  way  of  earlv  returns  and,  as  I 
recall  it,  were  rather  disappointing.  I  heard  nothing  fur- 
ther concerning  that  until  a  couple  of  months,  I  should 
say;  then  was  advised  they  had  taken  up  the  question  of 
financing  with  J.  P.  Morgan  &  Co.,  and  felt  they  Avere 
going  to — (Objected  to  as  hearsay.) 

Option  Secured  for  J.  P.  Morgan  S  Co. 

As  to  the  circumstances  with  respect,to  the  advance  of 

32    this  $100,000;  Mr.   Middlekauff  was  requested    by    Mr. 

Daniels,  one  of  our  Department  managers,  to  take  the 
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option  on  the  Milwaukee  plant  to  New  York.  It  later  de- 
veloped, at  least  I  have  always  so  understood,  that  the 
option  had  expired.  Upon  trying  to  renew  the  option 
which  had  'been  declined  by  the  McCormicks  some  months 
previous,  the  Milwaukee  Co.  demanded  a  cash  payment  of 
$100,000.  The  question  of  paying  the  $100,000  was  taken 
up  by  long  distance  telephone  with  Mr.  Morgan's  office 
in  New  York.  I  did  not  do  the  telephoning.  I  was  pres- 
ent when  it  was  discussed.  I  think  Harold  McCormick  or 
Mr.  Eanney,  who  was  cashier,  did  the  telephoning.  (Ob- 
jected to  as  hearsay.) 

What  I  personally  know  about  that  $100,000,  is  that  I 
was  called  into  a  conference,  with  Messrs.  Daniels,  Mayer 
and,  I  think,  Mr.  Krebs,  and  possibly  others.  It  was 
asked  whether  the  payment  of  this  $100,000  advanced  to 
Middlekauff  would  involve  the  company  in  any  liability, 
and  the  result  of  the  conference  was  that  George  W. 
Perkins  was  called  on  the  telephone.  I  did  not  telephone ; 
I  know  there  was  a  conversation  with  Perkins  over  the 
33  telephone.  (Objection  renewed  to  all  this  character  of 
testimony.) 

After  "the  telephone  conversation  with  Mr.  Perkins  the 
money  was  given  to  Middlekauff  to  procure  the  option  for 
J.  P.  Morgan  &  Co. 

Ci'Dss-Exominatioi. 

I  have  refreshed  my  recollection  l^y  referring  to 
contemporaneous  papers  only  in  one  instance ;  a 
memorandum  of  ^Fr.  Ranney's  dated  June  24  with 
lefei'ence  to  the  money  furnished  Mr.  ]Middlekauff 
for  the  Milwaukee  option.  I  have  no  memoranda  to  re- 
fresh my  recollection  as  to  the  date  of  the  earlier  attempt 
to  get  the  option.  In  stating  that  date  somewhat  earlier 
than  Mr.  Middlekauif ,  I  was  not  aware  that  when  he  testi- 
fied he  was  referring  to  the  personal  contemporaneous 
memoranda. 
62  I  can  not  explain  the  use  of  the  wordsi  "for  us"  in  the 
letter  signed  Harold  McCormick  and  addressed  to  Mr. 
Perkins,  dated  June  25,  1902,  reading:  "We  authorize 
you  to  assign  to  J.  P.  Morgan  &  Company  the  option  you 
obtained  from  the  Milwaukee  Harvester  Company  for 
us."  The  option  certainly  was  not  obtained  for  them,  or 
with  their  money.  I  was  consulted  with  reference  to  that 
option  only  as  to  whether  it  would  in  any  way  implicate 
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the  McOormick  Company  in  the  purchase.  I  did  know 
that  the  $100,000  was  given  to  Mr.  Middlekauff  at  the 
time  it  was  given.  I  was  advised  of  this  at  the  confer- 
ence I  refer  to,  along  during  the  forenoon. 

Messrs.  Daniels,  Mayer,  H.  F.  Perkins,  and  one  of  the 
McCormicks  were  present.  I  do  not  think  it  was  Cyrus ; 
my  recollection  is  Harold  McCormick  was  there. 

I  do  not  recall  any  conversation  about  calling  Mr.  Mid- 
dlekauff down  town  and  being  jiaid  the  money  and 
sent    to    Eacine;    the  discussion   was   the   payment   of 

63  this  money  to  him  for  this  purpose.  The  subject  arose 
heeause  we  thought,  or  the  question  arose  in  the  mind  of 
Bome  of  the  Messrs.  McCormick,  I  think  Harold,  that 
they  might  be  committing  themselves  to  some  interest  in 
this  purchase. 

As  to  how  the  su^bject  arose:  I  was  called  in  vdtla  the 
other  gentlemen  named,  to  discuss  the  question,  and  asked 
if,  in  our  judgment,  there  was  any  liability  on  their  part 
in  paying  this  money  to  Mr.  Middlekauff  for  that  purpose. 

As  to  whether  I  have  given  a  complete  description,  to 
the  best  of  my  recollection,  of  everything  that  transpired 
in  connection  with  this  option :  I  am  not  sure  I  stated  on 
direct  that  the  matter  was  held  in  abeyance  for  several 
hours  while  endeavoring  to  get  Mr.  Perkins  by  telephone. 
After  communicating  with  Mr.  Perkins,  instruction  was 
given  Mr.  Ranney  to  get  the  money.  Someone  suggested 
they  had  'better  make  sure  of  a  clear  understanding  be- 
tween Perkins  and  them  as  to  this  payment  and  that  they 
were  not  incurring  any  responsibility  in  so  doing,  and 
after  reacihing  Mr.  Perkins,  Eanney  was  instructed  to  get 
the  money. 

The  buying  ,of  that  option  was  not  suggested  at  that 
conference.  When  I  was  called  in,  there  had  been,  through 
Mr.  Daniels,  who  was  present,  some  communication  with 
Mr.  Middlekauff — ^by  whom  I  cannot  say — except  that  Mr. 
Daniels  had  the  talk  with  Mr.  Middlekauff.     I  was  not 

64  present  when  Mr.  Daniels  was  asked  to  see  Middlekauff, 
which  I  understand  was  the  case.  I  think  that  I  was  called 
into  this  particular  conference  at  its  start,  but  this  was 
after  Mr.  Middlekauff  had  gone  to  Racine,  and  learned 
it  would  take  $100,000  in  cash  to  secure  this  option.     I 

78    think  I  have  stated  all  I  recall  about  that  transaction. 
I  wish  to  amend  that  by  saying  that  covers  all  I  recall 
of  transaction  up  to  that  time.    Mr.  Daniels  brought  the 
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option  to  the  office  and  witli  it  a  request  from  Middlekaiiff 
for  letter  from  Mr.  McCormick  to  J.  P.  Morgan  &  Co., 
recommending  Middlekanff  as  a  candidate  for  manager 
of  the  Milwaukee  property.  After  discussion  it  was  de- 
cided not  to  give  Middlekanff  such  letter.  Daniels,  Har- 
old McCormick  and  myself  were  present.  Mr.  McCormick 
gave  Middlekauff  a  letter  Avhich  I  have  read  in  the  rec- 
ord, introduced  in  Mr.  Middlekauff 's  testimony.     That 

79  letter  was  discussed  at  that  time,  but  was  not  written  out 
while  I  was  there.  The  instructions  given  Middlekauff, 
which  were  in  Daniels'  handwriting  on  the  hack  of  that 
letter,  were  discussed  in  my  presence.  I  think  reference 
is  therein  made  to  the  question  of  employment  or  posi- 
tion with  Morgans,  if  memory  serves  me  right. 

(Being  shown  letter — Rec,  I,  159)  "Make  no  deal"  or 
"make  no  application  for  a  position"  is  the  question  I 
had  in  mind  regarding  his  request  for  endorsement  as 
manager  of  that  Milwaukee  property  for  the  Morgans. 
I  heard  expression,  "Be  on  guard  regarding  Judge  Gary" 
discussed,  and  my  best  recollection  is  they  were  expect- 
ing financial  help  from  Morgan  &  Co.,  and  would  prefer 
that  Judge  Gary,  who  was  closely  allied  with  one  of  their , 
competitors,  would  know  nothing  about  it. 

I  think  Stanley  McCormick  was  in  New  York  at  that 
time.  I  do  not  know  anything  about  whether  Stanley 
McCormick  saw  Perkins  separately  on  same  day  Middle- 

80  kauff  arrived  in  New  York.  I  was  not  acquainted  with 
what  instructions  were  given  or  sent  to  Stanley,  or  what 
was  in  the  package  given  him.  I  did  not  know  about  that 
time  that  there  was  hope  of  getting  manufacturers  to- 
gether. 

XIII 

203  GEORGE  A.  RANNEY  (witness  for  defendants)  : 

On  June  24th,  1902,  Mr.  Cyrus  H.  McCormick  stated  to 

204  ine  that  he  had  received  a  telephone  communication  _f  rom 
J.  P.  Morgan, —  (Objected  to  as  mere  hearsay)  — Asking 
him  to  deliver  to  Mr.  Middlekauff  the  sum  of  $100,000.  Mr. 
Middlekauff  was  representing  Morgan  in  the  purchase  of 
the  Milwaukee  Harvester  Company,  and  this  sum  of 
money  was  the  option  for  its  purchase.  Mr.  McCormick 
advised  me  that  the  McCormick  C*ompany  was  in  no  way 
interested  in  the  transaction,  and  asked  my  advice  in  re- 
gard to  getting  the  money  temporarily  for  that  pui-pose. 
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He  told  me  it  was  a  confidential  matter,  and  also —  (Ob- 
jected to  as  hearsay  and  violating  all  the  rules  of  evi- 
dence— one  that  should  not  be  spread  upon  the  books 
as  the  Company  was  not  interested. 

Morgan  Pays  $100,000  for  Milwaukee  Option. 

I  discounted  a  note  of  tlie  McCormiek  Company 
f  for  $100,000  at  the  Merchants'  Loan  &  Trust  Com- 
'  pany,  Chicago,  secured  ten  $10,000  bills  and  gave 
them  to  Mr.  Daniels  on  the  same  day,  and  he 
in  turn,  according  to  my  understanding,  gave  them 
to  Mr.  Middlekauff.  Two  days  later  I  was  ad- 
vised by  Mr.  Cyrus  H.  McCormiek  that  the  op- 
tion had  been  secured,  and  was  requested  to  draw  a  de- 
mand draft  on  J.  P.  Morgan  &  Company  for  $100,000  to 
reimburse  us  for  the  money  temporarily  loaned.  I  drew 
the  draft  for  $100,000  and  it  was  signed  by  Cyrus  H. 
McCormiek,  and  given  to  the  Merchants'  Loan  &  Trust 
Company  to  redeem  the  Company's  note  for  $100,000.  I 
assume  that  the  draft  was  paid.    I  never  heard  that  it  was 

205  not  honored.  The  note  was  given  up.  That  was  the  only 
connection  that  the  McCormiek  Company  had  with  the 
matter  to  my  knowledge. 

Cross-Examination. 

I  said  Mr.  McCormiek  wanted  this  $100,000  to  secure 
an  option  on  the  Milwaukee  Company  for  Morgan  &  Com- 
pany. Mr.  McCormicSi  never  saw  the  money.  He  told 
me  to  give  it  to  Mr.  H.  L.  Daniels,  to  be  given  to  Mr. 
Middlekauff.  According  to  my  recollection,  Mr.  Middle- 
kauff 's  name  was  mentioned  by  Mr.  McCormiek.    He  did 

206  not  say  he  knew  Middlekauff.  Mr.  McCormiek  did  not  say 
anything  to  me  about  Daniels  telephoning  to  Middlekauff, 
to  go  up  to  Racine  to  get  the  option.  Had  had  no  con- 
versation with  Daniels  with  regard  to  this  matter.  The 
reason  that  Mr.  McCormiek  gave,  that  this  transaction 
was  not  to  appear  on  the  books  of  the  company  was  that 
he  was  acting  for  J.  P.  Morgan  &  Company,  at  their  re- 
quest and  therefore  it  was  not  a  proper  entry  on  the  books 

207  'of  our  company.  He  asked  my  suggestions  or  advice  as 
to  how  this  transaction  could  ibe  handled,  and  it  was  my 
suggestion  that  we  temporarily  borrow  the  money. 

I  understood  that  he  did  not  want  a  record  made  on  the 
books  of  the  transaction.     I  understood,  from  my  own 
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knowledge  of  the  business  that  it  should  not  go  there.  At 
no  other  time,  in  the  period  I  have  been  connected  with 
the  Company,  have  I  handled  a  demand  note  in  this  man- 
ner, turning  over  $100,000  and  keeping  no  record  on  my 
books  of  the  transaction. 

xiy 

133  Mr.  Kanxey.  At  petitioner 's  request  I  produce  certain 
memorandum  prepared  by  me  on  the  date  indicated,  re- 
lating to  the  Milwaukee  transaction.  It  was  retained  as 
a  personal  memorandum  for  the  reason  that  the  original 

134  transaction  did  not  appear  on  the  books,  and  has  been  in 
my  personal  possession  since  that  date. 

The  memorandum,  on  a  letterhead  of  the  McCormick 
Company,  is  as  follows: 

"Note  on  Demand  left  at  Bank  June  24/02.  Amount 
$100,000.  Cy  rec'd  from  bank  on  same  date  for  $100,000. 
Note  paid  on  June  26/02  by  our  dem'd  Dft.  signed  bv 
Gyrus  H.  McC,  Prest.,  on  J.  P.  Morgan  &  Co.,  N.  Y.  for 
$100,000.00.  No  entry  on  books  of  Company  for  the  above 
transaction.    Gr.  A.  Eanney,  June  26/02."' 

The  letters  "Cy"  represent  "currency,"  and  "dem'd 
Dft."  "demand  draft." 
XIII 

207  (Counsel  for  petitioner  offered  certain  testimony  of 
Cyrus  H.  McCormick  given  in  the  suit  of  State  of  Mis- 
souri vs.  International  Harvester  Co.  of  America.  .See 
Eec.  XIII,  207-210.  Objected  to  as  not  proper  cross-exam- 
ination, incompetent  and  immaterial.) 

II 

FREDERICK  ROBIXSON  (witness  for  petitioner)  : 

Profits  of  Mihvaul-ee  Co. 

131  I  was,  from  1898  to  1902,  a  stockholder  of  the  Milwau- 
kee Harvester  Co.,  having  factories  at  Racine,  Wis.  It 
manufactured  harvesting  machines  and  sold  its  binders 
generally  throughout  the  U.  S.  It  also  made  hay  rakes, 
headers  and  various  implements  of  that  nature.  It  was 
doing  a  good  business  in  the  year  1902.  Its  capitalization 
was  $1,000,000.  I  am  not  able  to  state  approximately  the 
protits  for  1902.  We  had  no  information  in  regard  to 
that.  I  remember  signing  an  option  on  June  24,  1902,  to 
P.  D.  Middlekauff,  in  which  the  profits  for  1902  were  esti- 
mated to  be  about  $500,000.     I  cannot  state  whether  or 
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not  the  profits  for  that  year  exceeded  that  sum.  I  never 
■saw  the  figures.  The  statement  I  made  to  you,  Mr.  Gros- 
venor,  yesterday  was  that  as  early  as  June,  1902,  we  an- 

132  tioipated  they  would  be  $700,000.  The  profits  for  1901 
were  in  the  neighborhood  of  $500,000 ;  for  1900,  a  similar 
amount,  $500,000. 

Option  Criven  Middlekauff. 

The  owners  of  the  Milwaukee  Harvester  Co.  were 
Stephen  Bull,  Frank  K.  Bull,  Eichard  T.  Eobinson  and 
Charles  L.  Mcintosh.  I  recall  the  circumstances  under 
which  the  option  was  given  to  Mr.  Middlekauff.  We  were 
approached  by  him  on  one  or  two  occasions,  asking  us  to 
entertain  a  sale.  Our  early  replies  to  him  were  that  the 
business  was  not  for  sale,  but  if  he  had  any  proposition 
we  would  entertain  it.  Those  interviews  resulted  in  our 
reaching  a  price  at  which  we  would  be  willing  to  sell.  We 
demanded  $100,000  for  a  60  day  option.  Mr.  Middlekauff 
paid  us  that  money  and  received  the  option  about  June 
24th. 

(The  witness  produced  the  contract  dated  June  24, 1902, 

133  between  Stephen  Bull  et  al.  and  P.  D.  Middlekauff,  a  copy 
of  which  is  already  in  evidence.  Witness  also  produced  a 
contract  dated  Aug.  6,  1902,  between  the  same  parties, 
supplementary  to  the  agreement  of  June  24th.) 

133-136  Agreement  dated  Aug.  6,  1902,  between  Stephen  Bull 
et  al.  and  P.  D.  Middlekauff  provides  for  an  extension  of 
60  days,  namely,  to  Oct.  22,  1902,  for  the  payment  of 
$750,000,  which,  under  the  contract  of  June  24,  1902,  was 
due  from  Middlekauff  Aug.  23,  1902.     (Pet's  Ex.  133.) 

Mr.  Eobinson.  I  do  not  recall  that  anything  was  said  at 
the  time  Mr.  Middlekauff  came  up  to  buy  the  option  about 
selling  the  business  to  isome  company  which  would  buy 
out  a  number  of  manufacturers  of  harvesting  machinery. 
The  gross  sales  of  the  Milwaukee  Co.  during  the  years 
I  have  named  were  approximately  from  $3,500,000  to 
$4,500,000. 

Cross-Examination. 

138  The  capitalization  of  $1,000,000  did  not  represent  the 
value  of  the  assets  of  the  Milwaukee  Co.  The  value  of 
the  assets  in  1902,  fairly  represented  in  the  purchase  price, 
I  should  say  was  between  $6,000,000  and  $7,000,000. 

Our  company  has  made  shredders  about  five  years,  and 
our  trade  is  growing  somewhat. 
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EICHAED  F.  HOWE : 

Milwaukee  Option  Belonged  to  Morgan  &  Co. 

154  I  do  not  think  I  ever  heard  of  an  option  on  the  Milwau- 
kee plant.  I  knew  of  it  as  belonging  to  Morgan  &  Com- 
pany. Perkins  told  me  he  had  bought  the  Milwaukee 
plant.  I  never  heard  at  that  time  that  the  McCormicks 
had  bought  it.    I  do  not  think  I  ever  knew  there  was  an 

155  option  out.  Perkins  told  me  he  had  bought  the  Milwaukee 
plant  for  business  purposes  and  that  he  intended  to  ex- 
pand it  and  do  business  generally  in  the  United  States. 
That  statement  of  Mr.  Perkins  might  have  influenced  me 
in  respect  to  my  willingness  to  sell  but  if  so,  very  slightly. 

I 

Documents  Relating  to  Mibraukee  Purchase. 

259  Letter  of  Paul  IJ.  Cravath  to  Wm.  C.  Lane  of  Aug.  11, 
1902,  stating  that  Morgan  &  Co.  would  write  Lane  a  letter 
to  the  effect  that  at  his  request  they  have  advanced  a  sum 
of  money  to  enable  Lane  to  complete  the  purchase  of  the 
stock  of  the  Milwaukee  Harvester  Co.,  and  that  Lane,  upon 
receipt  of  that  letter,  should  acknowledge  and  confirm  it. 
(Pet.'s  Ex.  42.) 

260  Letter  of  Morgan  &  Co.  to  Lane  of  Aug.  11,  1902,  ad- 
vising that,  in  accordance  with  Lane's  instructions,  Mor- 
gan &  Co.  had  wired  a  credit  to  the  First  National  Bank 
of  Milwaukee  for  the  use  of,  Bentley  &  Burling,  $2,845,- 
224.85. 

Letter  of  Aug.  12th,  from  Lane  to  Morgan  &  Co.,  ac- 
knowledging receipt  of  letter  of  Aug.  11th  and  confirming 
the  understanding. 

2G2  Letter  from  Gutlirie,  Cravath  &  Henderson  to  Wm.  C. 
Lane,  dated  Aug.  12,  1902,  enclosing  copy  of  a  telegram 
sent  in  Lane's  name  to  the  Milwaukee  Harvester  Co.,  ])ur- 
suant  to  instructions.  This  telegram,  dated  Aug.  12, 1902, 
addressed  to  Miller,  Noyes,  Miller  &  Wahl,  at  Milwaukee, 
states  that,  as  purchaser  and  owner  of  the  Milwaukee 
Harvester  Co.,  he  requests  that  company  to  continue  in 
charge  of  the  property  as  his  agent  until  he  can  arrange 
to  take  possession.     (Pet.'s  Ex.  43.) 

264  Pet.'s  Ex.  45— Letter,  Lane  to  ^lorgan  &  Co.,  Au<?. 
15, 1902,  enclosing  his  check  for  $3,148,196.66,  covering  ad"- 
vancement  Morgan  &  Co.  had  m^ade  on  Lane's  account  by 
way  of  remittances  to  Milwaukee  upon  his  order. 
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Letter  of  Morgan  &  Co.  to  Lane  of  Aug.  15,  1902,  ac- 
knowledging receipt  of  Lane's  letter  of  Aug.  15,  enclosing 
check  for  $3,148,196.66. 

265  Mr.  Lane.  As  I  recollect  it,  Morgan  &  Co.  sent  the  re- 
mittances to  Chicago  through  their  correspondents  there. 

I 

268-269  Pet.'s  Ex.  48— Telegram  Aug.  6,  1902,  Standard 
Trust  Co.  to  First  National  Bank,  Chicago,  requesting 
that  bank  to  pay  the  Milwaukee  Harvester  Co.  $150,000 
for  the  account  of  Wm.  C.  Lane. 

Telegram  of  Aug.  6,  1902,  to  First  National  Bank  -of 
'Chicago  'by  the  Standard  Trust  Co.,  stating  that  its  ac- 
count had  been  credited  with  $150,000  and  to  wire  when 
payment  was  made. 

Telegram  of  Aug.  8,  1902,  from  Standard  Trust  Co.  to 
First  National  Bank  of  Chicago,  cancelling  instructions 
to  pay  the  $150,000  to  Milwaukee  Harvester  Co.  and  re- 
questing a  payment  instead  of  $200,000  to  Bentley  &  Bur- 
ling for  account  of  Wm.  C.  Lane,  and  stating  that  in  all 
$200,000  had  been  placed  to  their  credit. 

Telegram  of  Aug.  8,  1902,  from  E.  J.  Street,  cashier, 
to  Standard  Trust  Co.,  stating  that  the  instructions  to  pay 
Milwaukee  Harvester  Co.  $150,000  had  been  cancelled  and 
that  $200,000  had  been  paid  to  Bentley  &  Burling. 
270  Telegram  from  R.  J.  Street,  cashier,  of  Aug.  8,  1902,  to 
Standard  Trust  Company,  stating  "Telegrams  received, 
deal  not  yet  completed.  Will  wire  when  finished."  At- 
tached to  the  telegram  was  a  memorandum  stating  that 
$150,000  had  been  received  from  Morgan  &  Co.  to  pay 
Milwaukee  Harvester  Co.  and  $50,000  received  from  Mor- 
gan &  Co.  for  remittance  to  Chicago,  as  per  attached  tele- 
gram. 
292  Mr.  Lane.  I  do  not  remember  ever  seeing  Mr.  Mid- 
dlekauff  or  recollect  having  any  dealings  with  him  with 
reference  to  purchasing  the  Milwaukee  Co. 

Pet.'s  Ex.  55 — Letter,  Lane  to  First  National  Bank, 
Milwaukee,  dated  Aug.  29,  1902,  reciting  that  P.  D.  Mid- 
dlekauff  had  assigned  to  Lane  all  his  rights  in  the  agree- 
ment of  June  24,  1902,  between  Stephen  BitU  et  al.  and 
P.  D.  Middlekauff  for  the  purchase  of  the  stock  of  the 
Malwautee  Co.,  and  withdrawing  the  request  for  arbitra- 
tion heretofore  made  under  the  agreement  and  consenting 
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to  pay  the  first  parties  the  $500,000  now  on  deposit  with 
the  First  National  Bank  'of  Mihvaukee. 

Mr.  Lane.    To  my  .recollection  I  had  no  dealings  with 
293  any  one  other  than  Gruthrie,  Cravath  &  Henderson.     At 
times  I  saw  some  of  the  men  interested  in  the  various 
harvester  companies. 

Ill 

AlfNOUNCEMENT  EEGAKDING  ORGANIZATION   OF  INTERNA- 
TIONAL HARVESTER  COMPANY. 

407  CLARENCE  S.  FUNK: 

The  officers  in  Chicago  do  not  remember,  nor  do  the 
records  indicate  any  official  announcement  to  the  public 
when  the  I.  H.  Co.  was  formed.  One  director  gave  out  a 
statement  but  I  cannot  find  that  it  was  ever  considered  by 

408  the  Board.  It  was  evidently  hastily  prepared  because  in- 
accurate in  several  respects:  It  states  the  cash  work- 
ing capital  at  '|^S0,O00,00O,  ■\\'hereas  the  amount  was  $60,- 
000,000.  The  organization  of  the  company  was  completed 
Aug.  13th  and  the  statement  appeared  in  the  morning 
papers  on  Aug.  14ih.  This  typewritten  copy  is  from  the 
"Implement  Age ' '  of  Aug.  14, 1902.  The  heading  ' ' Official 
Statement"  is  a  wrong  heading.  I  do  not  know  the  di- 
rector who  made  the  statement;  there  is  nothing  to  show 
who  made  it;  neither  ^Ir.  McCormick  nor  Mr.  Glessner 

409  recalls  who  made  it.    Pet.  Exh.  257 : 

"Official  tS'tatement  of  the  Company." 
"The  International  Harvester  Company  has  been  or- 
ganized under  the  New  Jersey  laws  with  a  capital  of  $120,- 
000,000  to  manufacture  and  sell  harvesting  machinery.  It 
has  purchased  the  property  and  business  of  the  McCor- 
mick,  Deering,  Piano,  Warder,  Bushnell  &  Glessner  and 
Milwaukee  Companies. 

"Its  capitalization  is  conservative  and  $60,000,000  of 
its  assets  are  in  cash  working  capital.  There  will  be 
no  offer  of  its  stock  to  the  public,  as  all  the  cash  re- 
quired has  been  provided  by  the  stockholders.  Through 
their  large  manufacturing  facilities  and  ample  cash  re- 
sources, they  expect  that  they  will  be  able  to  continue  the 
manufacture  and  sale  of  agricultural  machinery  without 
increase  in  price. 

"The  prices  of  raw  material  have  steadily  advanced 


115 

III 

and  although  manufacturers  have  hitherto  avoided  any 
increase  in  price,  it  is  apparent  that  higher  prices  would 
become  necessary,  unless  the  methods  could  be  materially 
improved  and  economies  accomplished.  The  manufactu- 
rers realize  that  their  welfare  and  that  of  the  farmers 
are  identical.  The  United  States  has  become  the  leading 
food-producing  country  of  the  world.  An  advance  in  the 
prices  of  agricultural  machinery  would  injure  the  far- 
mers and  react  upon  the  manufacturers,  but  if  existing 
conditions  continue,  such  advance  would  be  inevitable. 
Thus  either  prices  should  be  advanced  or  substantial 
economies  must  be  effected. 

"The  International  Harvester  Company  hopes  that  with 
the  extension  of  business  and  important  economies  that 
410  the  farmers  may  have  the  advantage  of  cheap  harvesting 
machinery  which  has  been  an  important  factor  in  bring- 
ing about  their  prosperous  condition. 

"The  management  will  be  in  charge  of  gentlemen  who 
have  for  years  been  identified  with  the  business. 

"The  company  has  five  fully  equipped  plants,  the  larg- 
est and  most  complete  of  their  kind  in  the  world  and  one 
in  process  of  construction  in  Canada.  Through  their 
warehouses  they  will  be  able  to  make  economical  distribu- 
tion of  their  products.  They  also  own  timber,  coal,  ore, 
blast  furnace  and  steel  properties  by  means  of  which  they 
should  be  able  to  accomplish  important  economies." 

(A  list  of  the  officers  and  directors  follows.) 

Mr.  Funk.  Here  is  a  copy  of  the  "Implement  and  Ve- 
hicle News"  of  August,  1902.  I  think  the  statement  is  sub- 
stantially the  same. 
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DETAILS  OF  ORGANIZATION. 

239-293  W.  C.  LANE : 

The  testimony  of  Wm.  C.  Lane  shows  that  he  had  never 
been  interested*  in  the  harvester  business  and  had  no  in- 
tention of  entering  into  that  business;  that  his  acquisi- 
tion of  certain  harvester  properties,  in  August,  1902,  and 
his  transfer  thereof  to  I.  H.  Co.,  and  all  his  acts  in  con- 
nection therewith  were  under  the  direction  of  his  counsel, 
Guthrie,  Cravath  &  Henderson;  that  he  has  no  recollec- 
tion of  the  details  of  the  transaction,  and  that  nothing  was 
said  to  him  about  avoiding  the  appearance  of  combina- 
tion if  this  form  of  sale  was  adopted. 

Petitioner's  Exhibits  40- A,  40-B,  40'-C,  40-D,  40-E,  40-F, 
40-G,  41,  41-A,  41-B,  42,  42-A,  42-B,  44,  44-A,  45,  45-A,  46, 
4fi-A,  47,  47-C,  4S-F,  48-G,  48-H,  48-1,  48- J,  are  letters  and 
memoranda  between  W.  C.  Lane  and  J.  P.  Morgan  &  Co. ; 
^Y.  C.  Lane  and  P.  D.  Cravath,  or  Guthrie,  Cravath  &  Hen- 
derson; between  Standard  Trust  Co.  and  Lane  and 
Guthrie,  Cravath  &  Henderson;  and  between  Lane  and 
Standard  Trust  Co, ;  and  Standard  Trust  Co.  and  Geo.  W. 
Perkins,  Charles  Deering  and  Cyrus  H.  McCormiek,  voting 
trustees,  relating  to  the  details  of  organization  of  I.  H. 
Co.  and  of  voting  trust. 

IV 

Agreements  of  July  2S,  1902. 

1  Pet.  Ex.  1.— Agreement,  dated  July  28,  1902,  between 
]\[cCormick  Harvesting  ]\raehine  Co.,  "Vendor,"  and 
Wm.  C.  Lane,  "Purchaser":  recites  that  Purchaser  de- 
sires to  acquire  vendor's  properties  and  intends  "to 
sell,  convoy  and  transfer  the  same  to  a  corporation  now 
existing,  or  hereafter  organized,  under  the  laws  of  the 
State  of  Illinois,  or  other  state  (hereinafter  called  the 
"Purchasing  Company")  with  capital  stock  as  hereinafter 
provided." 

1.  Vendor  agrees  to  sell  to  Purchaser,  as  a  going  con- 
cern, it^  plant,  patents,  trade  names,  good  will,  materials 
on  hand,  contracts,  etc.  "There  sball  also  be  sold  and 
purchased  with  said  properties  $20,000,000  (at  face  value 
and  accrued  interest)  of  bills  and  accounts  receivable,  rep- 
resenting the  sales  made  by  Vendor,"  to  be  guaranteed 
by  Vendor,  with  right  to  substitute  cash  for  such  accounts. 

2  2.     A^endor  agrees  to  deposit  in  escrow  with  Morgan  & 


117 


IV 


Co.,  or  a  trust  company  designated  by  them,  proper  deeds, 
etc.,  conveying  all  said  properties. 

3.  Vendor  agrees  to  deliver  to  said  depositary  full 
statements  of  its  assets,  etc.,  and  that  it  will  not  increase 
its  capital  stock  or  incur  any  indebtedness  or  make  any 
contracts  other  than  necessary  in  the  ordinary  conduct  of 
its  business.  Any  differences  of  opinion  between  Vendor 
and  Purchaser  as  to  the  conduct  of  business  to  be  de- 
cided by  J.  P.  Morgan  or  George  W.  Perkins. 

4.  Purchaser  and  Purchasing  Company  shall  have  the 
right  to  inspect  all  deeds,  etc.,  and  require  abstracts,  etc. 

5.  The  purchase  price  for  all  said  property  shall  be  the 
aggregate  of  the  several  appraisals  hereinafter  provided 
for,  payable  in  shares  of  the  capital  stock  of  the' Purchas- 
ing Company  at  par.  For  the  purpose  of  such  appraisals 
the  property  is  classified  as:  (1)  "Plant;"  (2)  "Materials 
on  hand;"  (3)  "Pending  sales" — or  unexecuted  orders;" 
(4)  "Material  contracts;"  (5)  "McCormick  railroad;" 
(6)  "Patents,  good  will,  etc."  The  value  of  the  plant,  ma- 
terials on  hand,  pending  sales  and  material  contracts  to 
be  determined  by  three  appraisers — one  named  by  Vendor 
and  two  by  Morgan  &  Co. ;  of  the  McCormick  railroad  by 
J.  P.  Morgan  or  George  W.  Perkins.  The  value  of  patents 
and  good  will  to' be  fixed  at  a  sum  equalling  net  profits  of 
Vendor  during  two  years  ending  Nov.  30,  1902,  plus  10 
per  cent.,  and  such  additional  amount  for  the  name,  sta- 
bility of  business,  organization,  etc.,  as  shall  be  fixed  by 
J.  P.  Morgan,  or  George  W.  Perkins,  in  his  sole  discretion. 

6.  Eelates  to  the  guarantee  of  receivables. 

7.  "The  Purchasing  Company  shall  have  such  corporate 
title,  capital  stock,,  organization,  by-laws,  directors  and 
committees  as  may  be  approved  by  J.  P.  Morgan  &  Co., 
and  shall  have,  in  addition  to  materials  on  hand  and  in- 
ventories, a  working  capital  of  $60,000,000  to  be  repre- 
sented by  cash  or  bills  and  accounts  receivable,  guaranteed 
as  aforesaid." 

8.  The  am.ount  and  the  classes  of  capital  stock  of  Pur- 
chasing Company  shall  be  determined  after  the  ascertain- 
ment of  the  aggregate  value  of  all  its  assets  and  proper- 
ties, amount  to  be  satisfactory  to  J.  P.  Morgan  &  Co.  The 
capital  stock,  if  only  of  one  class,  not  to  exceed  $120,000,- 
000;  if  preferred  and  common,  the  preferred  to  be  not 
more  than  $120,000,000. 

9.  Purchase  to  be  effective  on  such  day  in  September, 
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1902,  as  shall  be  designated  by  Purchaser  with  the  ap- 
proval of  Morgan  &  Co.  The  appraisals  to  be  as  of  such 
date  as  nearly  as  practicable.  Performance  of  contract  to 
be  completed  prior  to  Jan.  1,  1903. 

10.  Charter  of  the  Purchasing  Company  shall  provide 
that  capital  stock  shall  not  be  increased  or  diminished,  or 
any  mortgage  placed  on  its  property,  without  the  consent 
of  two-thirds  of  each  class  of  capital  stock ;  also,  that  stock- 
holders may  enter  into  a  voting  trust  for  a  limited  period. 

11.  The  Vendor  agrees  that  the  stock  of  the  Purchas- 
ing Company  issued  for  its  property  shall  be  deposited 
with  Morgan  &  Co.,  or  a  trust  company  designated  by  them 
upon  a  voting  trust — one  trustee  to  be  J.  P.  Morgan  or 
George  W.  Perkins  and  the  other  two  persons  designated 
by  J.  P.  Morgan  &  Co. — for  a  period  of  10  years  subject 
to  termination  at  the  end  of  5  >'ears  by  vote  of  a  majority 
of  the  trustees.  The  voting  trust  agreement  to  be  subject 
to  the  approval  of  ^lorgan  &  Co.  Vendor  agrees  that  it 
and  its  stockholders  will  refrain  from  selling  at  least  80 
per  cent,  of  the  stock  received  by  them  under  this  agree- 
ment, or  othei'wise,  during  tlie  first  year  after  issuance, 
and  at  least  60  ]ier  cent,  during  the  second  year,  40  per 
cent,  during  the  third  year,  and  one-third  during  the  con- 
tinuance of  the  voting  trust:  and  as  a  guarantee  thereof 
Vendor  and  its  stockholders  shall  pledge  with  Morgan 
&  Co.  stock  or  trust  certificates  equal  to  the  proportion 
they  agree  to  continue  to  own,  one  third  of  the  total 
holdings  to  remain  pledged  during  the  existence  of  the 
voting  trust.  All  stock  offered  for  sale  during  the  first 
year  to  be  offered  to  J.  P.  Morgan  &  Co.  at  a  price  named 
in  writing  before  sold  to  others. 

12.  Contract  may  be  transferred  by  the  Purchaser 
to  Purcliasing  Company,  which  may  thereupon  enforce  all 
its  provisions. 

13.  Individual  holders  of  majority  of  capital  stock  of 
Vendor  shall  guarantee  performance  of  this  contract,  and 
all  capital  stock  of  Vendor  shall  be  deposited  with  Mor- 
gan &  Co.  to  be  delivered  to  the  Purchaser;  the  original 
stockholders,  however,  to  be  entitled  to  all  payments 
thereafter  made  on  such  stock. 

14.  Purchaser  undertakes  to  secure  the  appointment 
of  J.  P.  Morgan  &  Co.  as  fiscal  agents  of  the  Purchasing 
Company  and  their  acceptance.  All  disputes  as  to  the 
meaning  of  this  contract,  or  its  performance,  to  be  left 
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to  J.  P.  Morgan  or  George  W.  Perkins  for  final  decision  as 
so  arbitrated. 

10  15.  Provides  for  appointing  successors  for  appraisers, 
accountants  and  voting  trustees,  in  case  they  fail  or  cease 

I     to  serve. 

308  Pet.  Exh.  62— Agreement,  dated  July  28,  1902,  between 
Deering  Harvester  Company  and  Lane,  substantially  the 
same  as  Pet.  Esh.  1,  provides  for  transfer  of  Vendor's 

rV  properties  and  $16,000,000  receivables. 

11  Pet.  Exh.  2— Agreement,  dated  July  28,  1902,  between 
Piano  Mfg.  Co.  and  Lane,  provides  for  transfer  of  Ven- 
dor's property,  including  $4,000,000  receivables.  Provi- 
sions identical  with  Pet.  Exh.  1,  except  no  agreement  by 
Vendor  or  its  stockholders  to  refrain  from  selling  any 
part  of  stock  of  Purchasing  Company  to  be  received  by 
them. 

20  Pet.  Exh.  3— Agreement,  dated  July  28,  1902,  between 
Warder,  Bushnell  &  Grlessner  Co.  and  Lane,  provides  for 
transfer  of  Vendor's  properties,  including  $1,000,000  re- 
ceivables. Provisions  substantially  identical  with  Pet. 
Exh.  1,  except,  no  agreement  that  Vendor  or  its  stock- 
holders refrain  from  selling  any  part  of  their  stock  in  the 
Purchasing  Company  during  first  five  years. 

Members  of  Executive  Committee  I.  H.  Co. 

69  Pet.  Exh.  9. — Executive  Committee  of  I.  H.  Co.,  Aug. 
13,  1902,  to  Nov.  23,  1906 : 

Charles  Deering,  James  Deering,  John  J.  Grlessner, 
William  H.  Jones,  Cyrus  H.  McCormick,  Harold  F.  Mc- 
Cormick,  George  W.  Perkins.  Charles  Deering,  Chair- 
man, Aug.  13,  1902,  to  Feb.  5,  1904.  John  J.  Glessner, 
Chairman,  Feb.  5,  1904,  to  Nov.  23,  1906.  On  Nov.  23, 
1906,  the  Executive  Committee  was  abolished. 

I 

Supplemental  Agreements  August  11,  1902. 

318-321  Pet.  Exh.  63— Supplemental  agreement  Aug.  11,  1902, 
between  McCormick  Harvesting  Machine  Co.,  Vendor,  and 
Wm.  C.  Lane,  Purchaser :  Kecites  agreement  of  July  28, 
1902,  and  provides :  (1)  Vendor  shall  convey  all  its  prop- 
erties and  assign  to  Purchaser  all  its  receivables  subject 
to  original  agreement;  (2)  Purchaser  shall  prepare  a  state- 
ment of  such  receivables  and  if  they  exceed  $20,000,000 
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the  excess  shall  be  held  for  the  vendor's  account;  (3) 
■Capital  stock  of  the  Purchasing  Compan}^  shall  not,  prior 
to  Jan.  1,  1903,  he  issued  to  an  amount  exceeding  62^  per 
cent,  of  aggregate  of  money  and  cash  assets  acquired  by 
company  as  ascertained  by  Board  of  Directors;  (4)  Upon 
conveyance  of  Vendor's  property.  Purchaser  shall  deliver 
to  ^lorgan  &  Co.  stock  certificates  in  opinion  of  Morgan 
&  Co.  necessary  for  ultimate  deliverj-  to  Vendor  in  pay- 
ment for  the  property;  (5)  Purchase  price  shall  be  ascer- 
tained as  provided  in  original  agreement  and,  notwith- 
standing immediate  transfers,  the  purchase  shall,  as  to 
adjustment  of  price,  be  as  of  such  day  in  Sept.,  1902,  as 
Morgan  &  Co.  approve;  separate  accounts  to  be  kept  as 
may  be  necessary  to  ascertain  profits  for  year  ending 
Kov.  30,  1902;  (6)  Original  agreement  continues  in  force, 
except  as  here  modified,  any  questions  to  be  determined 
by  Morgan  &  Co.  sole  arbitrators. 

322-325  Similar  Agreements  with  Piano  Mfg.  Co.  (Pet  Exh. 
64),  (except  receivables  $4,000,000  instead  of  $20,000,000), 

325-328  with  Deering  Harvester  Co.  (Pet.  Exh.  65)  (except  re- 
ceivables $16,000,000  instead  of    $20,000,000)    and     with 

328-331  Warder,  Bushnell  &  Glessner  Co.  (Pet.  Exh.  66),  (ex- 
cept no  bills  and  accounts  are  mentioned  and  it  provides 
that  vendor  shall  pay  to  purchaser  $1,000,000  in  cash  in 
lieu  of  any  receivables). 
IV 

Incorporation  of  Inti-niatioual  Ilarveslcr  Company. 

36  Pet.  Exh.  5— Certificate  of  Incorporation  of  I.  H.  Co. 
filed  Aug.  12,  1902,  issued  by  the  State  of  Xew  Jersey. 
Objects  of  corporation:  to  manufacture,  sell  and  deal  in 
harvesting  machinery,  agricultural  machinery,  engines, 
wagons,  motor  vehicles  and  vehicles  of  all  kinds,  and  to 
manufacture  and  deal  in  any  materials  used  in  connec- 
tion therewith,  and  to  conduct  its  business  in  all  states 

42  and  in  foreign  countries.  Incorporators,  Abram  ]\r. 
Hyatt,  Geo.  W.  Hebard,  Pioland  B.  Dennis,  Edward  M.  F. 
stiller,  Eobert  S.  Green  and  Erastus  M.  Cravath. 

43  Original  capital  $120,000,000,  all  of  one  class;  Jan.  8, 
1907,  certificate  amended  by  dividing  (without  increasing) 
stock  into  $60,000,000,  7  per  cent,  cumulative  preferred, 
and  $60,000,000  common.  Jan.  28,  1910,  amendment  in- 
creasing capital  to  $140,000,000,  $60,000,000  preferred 
and  $80,000,000  common. 
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270  Letter  of  Wm.  C.  Cos,  Secretary  of  the  Standard  Trust 
Company,  to  Guthrie,  Cravath  &  Henderson,  dated  Aug. 
12,  1902,  giving  the  incorporators  of  the  I.  H.  Co.  checks 
for  $10,000  apiece,  charged. to  the  incorporators'  indi- 
vidual accounts,  and  also  enclosing  a  check  to  Secretary  of 
the  State  of  New  Jersey  for  $24,000,  charged  to  the  Har- 
vester Company. 

339-359  Testimony  of  ABEAM  M.  HYATT,  EDWARD  II 
F.  MILLEE  and  EEASTUSM.  CEAVATH  shows  that 
they  were  incorporators  acting  under  the  direction  of 
Guthrie,  Cravath  &  Henderson;  that  they  acted  as  in- 
corporators and  directors  until  the  meeting  of  Oct.  12, 
1902,  at  which  time  the  permanent  directors  were  elected; 
and  that  they  now  have  no  specific  recollection  of  the  va- 
rious meetings  and  actions  taken. 

348-354  J.  P.  COTTON,  JE. : 

In  Aug.,  1902,  I  was  a  law  clerk  for  Guthrie,  Cravath 
&  Henderson,  and  attended  to  certain  details  of  the  I.  H. 
Co.  's  incorporation.  The  pui^ose  of  using  Lane  was  not 
determined  by  me,  nor  do  I  recall  that  anybody  told  me 
the  purpose.  I  am  unable  to  state  why  the  corporation 
was  organized  in  New  Jersey,  instead  of  lUionis.  I  never 
heard  of  tlie  question  coming  up  as  to  the  cases  in  Illinois 
relating  to  combinations  of  competing  manufacturers. 
There  was  some  question  as  to  incorporating  in  New  York 
and  New  Jersey,  that  I  worked  up. 

Cravath,  Henderson  &  de  Gersdorff  were  counsel  for 
Lane  and  Morgan  &  Co.,  and  later  became  counsel  for  the 
I.  H.  Co.  So  far  as  I  know,  was  not  counsel  for  the  in- 
corporators. 

I  have  attended  stockholders'  meetings,  at  which  I  held 
proxies  for  1,999,983  shares — all  the  stock  of  the  voting 
trustees.     I  followed  their  instructions. 
IV 

By-Lau\s  of  I.  H.  Co. 

51-63  BY-LAWS  of  I.  H.  Co.  1902.  Art.  II,  Sec.  1.  Company 
shall  be  managed  by  IS  directors.  Art.  Ill,  Sec.  2.  Exec- 
utive Committee  of  7,  including  President,  elected  from 
directors,  to  possess  all  powers  of  directors  between  meet- 
ings.    Art.  Ill,  Sec.  3.    Finance  Committee    of   5   mem- 
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bers,  iiiclnding  President,  elected  from  directors,  to_  exer- 
cise all  power  between  directors'  meetings  in  financial  af- 
fairs, including  purchases  of  propertv.    (Pet.  Ex.  6-A.) 

91  Pet.  Exh.  12-C.  J3Y-L.\^YS  1904  same  as  1902,  except 
creates  new  position.  Chairman  of  Board. 

63  Pet.  Exh.  6-B.  BY-LA"\VS  Sept.  7,  1910,  in  substance 
same  as  1902  (Pet.  Ex.  6-A)  except :  Executive  Committee 
abolishe<l  and  Finance  Committee  increased  from  5  to  6; 
Board  may  appoint  Vice-Presidents,  with  nominal  posi- 
tions only;  General  Manager  and  assistant  given  charge  of 

I      operations,  subject  to  direction  of  President. 

116  By-laws  amended  Nov.  23,  1906,  making  five  directors 

117  a  quorum  and  affirmative  vote  of  five  necessary  for  pas- 
sage of  any  resolution,  and  creating  Finance  Committee 
of  six  members  with  general  charge  of  all  financial  af- 
fairs; the  treasurer,  secretar}-  and  comptroller  to  be  un- 
der its  control,  and  it  to  exercise  all  powers  of  directors 
in  intervals  between  meetings;  the  chairman  to  exercise 
power  of  Finance  Committee  between  meetings ;  all  com- 

IV   pensations  to  be  fixed  by  it. 

Directors  and  Officers  of  I.  H.  Co. 

66  Pet.  Exh.  8.— Directors  1902-1912.  Aug.  12,  1902: 
Abram  ~M.  Hyatt,  George  W.  Hebard,  Roland  E.  Dennis, 
Edward  :\r.  F.  ]\Iiller,  Eobert  S.  Green,  Erastus  M.  Cra- 
vath. 

George  F.  Baker,  Charles  Deering,  James  Deering,  El- 
bert H.  Gary,  John  J.  Glessner,  Richard  F.  Howe,  Wil- 
liam H.  Jones,  Cyrus  H.  McCormick,  Harold  F.  McCor- 
mick,  Geo.  W,  Perkins,  Xorman  B.  Ream,  Cliarles  Steele, 
Aug.  12,  1902,  to  1912;  Cvnis  Bentlev,  Paul  D.  Cravath, 
1902-1909;  "William  Deering,  1902-1906;  Eldridge  M.  Fow- 
ler, 1902-1904;  Stanlev  McCormick,  1902-1909;  Leslie  D. 
Ward,  1902-1910;  Edgar  A.  Bancroft,  1909-1912;  Thomas 
D.  Jones,  1909-1912;  William  J.  Calhoun,  1906-1910;  Wil- 
liam J.  Louderback,  1910-1912 ;  John  P.  Wilson,  1905-1912; 
John  A.  Chapman,  1909-1912 ;  William  L.  Saunders,  1911- 
1912. 

The  office  of  chairman  of  Board  was  created  Feb.  5, 
1905,  and  Charles  Deering  has  since  held  said  office. 

70  Pet's  Ex.  10— Finance  Committee  of  T.  H.  Co.,  Aug. 
13, 1902,  to  date : 

George  W.  Perkins,  Chairman;     George     F.     Baker, 
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Charles  Deering,  Cyrus  H.  McCormick,  Xorman  B.  Eeam. 
Elbert  H.  Gary  elected  Oct.  29,  1906. 

65  Pet's  Ex.  7— Officers  of  I.  H.  Co.,  Aug.  32,  1902;  Pres- 
ident, Edward  M.  F.  Miller;  Vice-President,  Robert  S. 
Green;  Secretary,  Erastus  M.  Cravath;  Treasurer,  Eras- 
tus  M.  Cravath. 

Aug.  12,  1902,  to  Oct.  29,  1906:  President,  Cyrus  H. 
McCormick;  Vice-Presidents,  James  Deering,  Harold  F. 
McCormick,  John  J.  Glessner,  William  H.  Jones;  Secre- 
tary, Eichard  P.  Howe ;  Treasurer,  Richard  F.  Howe. 

Oct.  29, 1906,  to  date :  President,  Cyrus  H.  McCormick ; 
Vice-Presidents,  James  Deering,  Harold  F.  McCormick, 
John  J.  Glessner,  William  H.  Jones;  Secretary,  Eichard 
F.  Howe  (resigned  Sept.  12,  1911) ;  Treasurer,  Harold 

I      F.  McCormick. 

Acqidsition  of  Properties — Mtnides  cduI  Documents. 

98-99  Minutes  of  Directors  of  I.  H.  Co.  Aug.  12,  1902.  Pres- 
ent: Directors  Hyatt,  Hebard,  Dennis,  Miller,  Green  and 
E.  M.  Cravath.  Dennis,  Hebard  and  Green  appointed 
Committee  to  consider: 

Proposition  from  Lane  dated  Aug.  12,  1902,  addressed 
to  I.  H.  Co.,  offers  plants,  good  will  and  other  property 
(excepting  cash  and  receivables  of  Warder,  Bushnell  & 
Glessner  and  Milwaukee  Companies)  of  McCormick,  Deer- 
ing, Piano,  Warder,  Bushnell  &  Glessner  and  Milwaukee 
Companies  for  $132,000,000;  agrees  to  furnish  $60,000,000 
working  capital,  to  be  represented  by  receivables  of  manu- 
facturers (except  Warder,  Bushnell  &  Glessner  and  Mil- 
waukee) guaranteed  to  your  satisfaction  or  in  cash  ox 
partly  in  cash.  Offers  this  property  aggregating  $192,- 
000,000  for  $120,000,000  capital  stock  of  I.  H.  Co.;  but 
if  before  July  1,  1903,  stock  be  issued  to  represent  Com- 
pany's surplus  of  $60,000,000,  -such  additional  stock  must 
be  common  and  issued  to  owners  of  $120,000,000  pro  rata, 
and,  thereupon,  the  latter  stock  shall  be  preferred. 

Encloses  conveyances  to  Lane  by  McCormick,  Deering, 
Piano,  Warder,  Bushnell  &  Glessner  and  Milwaukee  Com- 
panies; a  conveyance  hj  Lane  of  tho  properties  of  sai<l 
manufacturers;  a  separate  agreement  with  reference  to 
the  payment  of  said  sum  of  $60,000,000;  and  agreement 
between  I.  H.  Co.  and  Lane  that  if  receivables  exceed 
amount  specified,  the  excess  be  paid  Lane. 
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7.  E.  Go.  Directors'  Minnies,  Aug.  13,  :1903. 

101  The  Committee  appointed  to  consider  Lane's  proposi- 
tion reported  that  npon  their  invitation  Mr.  Lane  and 

102  E.  H.  G-ary  of  the  U.  S.  Steel  Corporation  were  present 
and  explained  the  value  and  earning  power  of  the  proper- 
ties. The  report  advises  the  acceptance  of  Mr.  Lane's 
offer  and  states: 

That  the  five  properties  mentioned  in  Mr.  Lane's  offer 
are  the  most  important  in  their  line  of  hnsiness  in  the 
U.  S.,  and  that  each  has  for  several  years  enjoyed  a 
prosperous,  profitable  and  growing  business  and  that 
their  combined  sales  exceed  $50,000,000  a  year.  Each 
plant  is  believed  to  be  in  excellent  condition  and  supplied 
with  all  the  facilities  necessary  for  effective  manufac- 

103  turing.  *  *  *  The  properties  are  in  the  Committee's 
opinion  worth  to  this  company  $132,000,000,  the  price  men- 
tioned in  Mr.  Lane's  offer,  and  they  recommend  their 
acquisition  by  the  company,  together  with  the  $60,000,000 
of  working  capital,  which  because  of  the  long  terms  of 
credit  in  the  harvester  business  is  not  excessive,  at  the 
aggregate  price  of  $192,000,000  payable  by  the  issue  of 
$120,000,000  of  the  company's  capital  stock. 

Judge  Grary  and  Mr.  Dennis  gave  further  information 
as  to  values  and  earning  capacity,  and  the  following  reso- 
lution was  unanimously  adopted : 

That  the  properties  offered  are  necessary  for  the  Com- 
pany's business  and  worth  at  least  $132,000,000;  that  the 

104  Company  accept  Lane's  proposal;  that  the  officers  issue 
to  Lane  certificates  for  1,200,000  shares  of  stock  less  $60,- 
000  subscribed  for  by  the  incorporators;  that  the  Treas- 
urer enter  the  properties  other  than  the  $60,000,000  work- 
ing capital  at  $132,000,000  and  establish  a  surplus  ae- 

105  count  of  $72,000,000. 

106  Resolutions  were  adopted  increasing  the  directors  from 
6  to  18;  making  7  a  quorum.    Permanent  directors  elected, 

109  and  Cyrus  H.  MeCormick  elected  President,  Eichard  F. 
Howe,  Treasurer,  and  Harold  P.  MeCormick,  James  T)eer- 
ing,  William  H.  Jones  and  John  J.  Glessner  Vice-Pres- 
idents ;  Charles  Deering.  Chairman  of  the  Executive  Crim- 
mittee.  and  Harold  F.  MeCormick,  James  Deerina:,  Wil- 

110  liam  H.  Jones,  John  J.  Grlessner,  Cyrus  H.  MeCormick 
and  George  W.  Perkins  members  thereof. 

Bentley  and  Burling  appointed  general  counsel ;  Pam, 
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111  Calhoun  &  G-lennon,  Chicago  Counsel,  and  Guthrie,  Cra- 
vath  &  Henderson  in  New  York.     J.  P.  Morgan  &  Co., 

112  Fiscal  Agents.  George  W.  Perkins  elected  Chairman  and 
Norman  B.  Beam  a  mem'ber  of  Finance  Committee. 

XIV 

179-181  Defts'.  Ex.  1— Deed  of  the  McCoimick  Harvesting 
Machine  Company,  dated  Aug.  12,  1902,  to  Wm.  C.  Lane, 
conveying  all  its  property  and  assets. 

181-189  Defts'.  Ex.  2,  3,  4,  and  5— Similar  deeds  from  Deer- 
ing  Harvester  Company,  Warder,  Bushnell  &  Glessner 
Co.,  Piano  Mfg.  Co.  and  Milwaukee  Harvester  Co. 

190-191  Defts'.  Ex.  6— Deed  of  Wra.  C.  Lane  and  wife  to 
I.  H.  Co.,  Aug.  13,  1902,  conveying  all  of  the  property 
theretofore  conveyed  to  Wm.  C.  Lane  by  above  deeds. 

I 

248  Petr.  's  Ex.  39— Agreement,  Aug.  13,  1902,  between  I.  H. 
Co.  and  Lane :  The  'Company  has  acquired  from  Lane  the 
receivables  of  the  McCormick,  Deering  and  Piano  com- 
panies. Lane  has  agreed  to  pay  the  Company  $60,000,000, 
in  such  receivables  or  in  cash,  as  Lane  elects.  If  Com- 
pany collects  upon  the  receivables,  amounts  exceeding: 
McCormick  $20,000,000,  Deering  $16,000,000,  Piano  $4,- 
000,000;  it  will  pay  such  excess  to  Lane.     Lane  guar- 

249  antees  that  Company  shall  realize  face  value  and  interest, 
by  March,  1905.  Collections  shall  be  made  by  Company 
but  expenses  borne  by  Lane.  Lane  agrees  to  advance 
the  Company  on  demand  such  amounts  as  its  Directors 
determine  necessary  in  its  business,  and  Company  shall 
transfer  to  Lane  an  equal  amount  in  receivables.  _  Com- 
pany shall  furnish  Lane  statements  showing  receivables 
remaining  unpaid.  Lane  may  acquire  the  receivables  at 
any  time  by  paying  Company  in  cash  their  face  value  and 
interest.  Lane  may  be  relieved  of  obligations  under  this 
contract  by  substituting  such  other  security  as  shall  'be 
approved  by  Company. 

/.  H.  Co.  Directors'  Minutes,  Aug.  13,  1902. 

Resolved,  that  the  officers  take  charge  of  the  manufac- 
turing plants  as  follows:     McCormick  Plant,  Harold  F. 

113  McCormick;  Deering  Plant,  Bichard  F.  Howe;  Piano 
Plant,  William  H.  Jones ;  Champion  Plant,  John  J.  Gless- 
ner. 
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Morgan  &  Co/s  Stih.scription  to  Stock. 

250  Pet.  Ex.  40 — Contract  between  Lane  and  Morgan  & 

251  Co.  Aug.  13,  1902:  Lane  wishes  to  procure  from  two 
parties  $22,500,000  in  cash,  and  agrees  to  sell  and  deliver 
$22,500,000  L  H.  Co.  stock  trust  certificates  for  $25,500,000 
in  cash  (to  be  also  in  full  payment  of  services  of  second 
parties),  and  to  pay  second  parties  their  disbursements 
and  expenses  for  counsel,  appraisers  and  expert  account- 
ants. 

253-254    Pet.  Ex.  40-D— Letter  of  Morgan  &  Co.  to  Lane,  Aug. 

14,  1902,  sends  check  for  $13,500,000,  on  account  of  pur- 
chase of  $25,500,000  stock  trust  certificates,  and  requests 
delivery  to  Morgan  &  Co.  against  this  payment  of  $16,500,- 
(100  stock  trust  f(n'tificatop ;  remainins^'  $9,000,000  of  cer- 
tificates to  be  delivered  as  cash  is  paid. 

Pet.  Ex. '40-E— Letter  of  Lane  to  Morgan  &  Co.,  Aug. 

15,  1902,  acknowledges  $13,500,000  check  and  consents  to 
delivery  of  certifiicates  for  $16,500,000;  tlie  remaining 
$9,000,000  to  be  delivered  as  the  purchase  price  is  paid. 

Pet.  Ex.  40-F — Letter    from    Lane  to  Morgan  &  Co. 

(same  as  Pet.  Ex.  45)  Aug.  15,  1905,  enclosing  check  for 

$3,148,196.66   to   cover  advances   of  ^Morgan   &   Co.   "by 

way  of  remittances  to  Milwaukee  upon  my  order." 
Pet.  Ex.  40-G— Letter  of  Lane  to  Morgan  &  Co.  Aug. 

15,  1902,  enclosing  check  for  $351,803.34,  to  be  used  as  a 

deposit  account. 
400      \y.  P.  Hamilton:     Pet.  Ex.  61  is  an  entry  on  Morgan 

&  Co.'s  books,  sliowing  that  we  paid  $13,500,000  for  165,- 

000  shares  of  stock  trust  certificates. 
IV 
Voting  Trust. 

29  Pet.  Ex.  4 — Voting  Trust  Agreement  dated  Aug.  13, 
1902,  between  Wm.  C.  Lane,  and  George  W.  Perkins, 
Charles  Deering  and  Cyrus  H.  McCormick,  the  voting 
trustees :  Eecites  delivery  to  the  voting  trustees  of  en- 
tire capital  stock  of  $120,000,000,  except  directors'  shares ; 
and  provides  for  issuance  of  stock  trust  certificates ;  for 

31  termination  at  any  time  after  Aug.  1,  1907,  by  vote  of  a 
majority  of  the  trustees,  and,  in  any  event,  on  Aug.  1, 

32  1912 ;  for  holding  any  additional  shares  issued  in  the  fu- 
ture ;  that  in  case  of  death  or  resignation  the  successor  to 
George  "W.  Perkins  to  be  appointed  by  J.  P.  Morgan  & 
Co. ;  the  successor  to  Charles  Deering  by  James  Deering 
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!        or  Eichard  Howe,  and  the  successor  to  Cyrus  H.  McC'or- 

33  mick  'by  Harold  F.  McCormick  or  Stanley  McCormick; 
that  majority  vote  govern;  that  trustees  shall  vote  all 
stock  held  by  them  and  exercise  all  rights  of  ownership, 
stock  trust  certificates  having  no  voting  rights.  The  vot- 
ing trustees  are  prohibited  from  authorizing  any  mort- 
gage or  increase  or  diminution  in  capital  stock,  except 
with  consent  of  the  holders  of  two-thirds  of  each  class  of 
stock;  provided,  that  trustees  may,  prior  to  July  1st,  1903, 
authorize  an  increase  of  capital  stock  to  an  amount  not 
exceeding  $180,000,000. 

I 

95  Stipulation:  That  minutes  of  stockholders'  meetings 
of  I.  H.  Co.  from  Aug.,  1902,  to  April,  1913,  show  that 
Geo.  W.  Perkins,  Cyrus  H.  McCormick  and  Charles  Deer- 
ing  were  joint  owners  of  all  the  shares  of  its  capital  stock 
(except  the  few  shares  necessarily  held  by  the  other  15 
directors) ;  that  at  each  meeting  of  the  stockholders  the 
block  of  stock  owned  jointly  by  the  three  persons  named 
was  represented  by  proxy  and  cast  in  one  vote. 

Deposit  of  Stock. 

255  Pet.  Exh.40-H— Letter  of  Cyrus  H.  McCormick  to  Lane 
Aug.  11,  1902,  states  that  he  is  depositing  with  Morgan 
&  Co.,  subject  to  Lane's  order,  stock  of  McCormick  Co. ; 
that  depositors  shall  be  entitled  to  receive  from  the  Com- 
pany all  payments  upon  the  stock  "on  account  of  their 
distributive  shares  of  the  purchase  price,  payable  by  you 
as  the  purchaser  of  the  property  of  said  Company,  and 
of  all  other  proceeds  of  such  stock.  Subject  to  this  right, 
stock  may  be  disposed  of  bv  Lane  as  he  sees  fit." 

255  Pet.  Ex.  40-1— Letter  of  J.  J.  Glessner  to  Lane,  Aug. 
11,  1902  (identical  with  above),  depositing  Warder,  Bush- 
nell  &  Grlessner  stock. 

256  Pet.  Exh.  40-J— Letter  of  W.  H.  Jones  to  Lane  Aug. 
11,  1902  (identified  with  above),  depositing  Piano  Mfg. 
'Co,  's  stock 

267  Pet.  Exli.  47-B— Letter  of  Harold  F.  McCormick  to 
Lane  Aug.  11,  1902  (identical  with  above)  depositing 
stock  of  McCormick  Co. 

295  Pet.  Exh.  57— Unsigned  agreement  Aug.  13,  1902,  be- 
tween such  owners  of  I.  H.  Co.  stock  trust  certificates  as 
deposited  their  istock  with  Morgan  &  Co.,  first  parties,  and 
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McCormick  &  Co.,  second  parties,  such  certificates  to  be 
delivered  only  as  follows:  25  per  cent.  Sept.  1,  1903;  25 
per  cent.  Sept.  1,  1904;  10  per  cent.  Sept.  1,  1905;  40  per 
cent,  on  termination  of  voting  trust  agreement. 

297-300  Pet.  Exh.  58 — ^Similar  unsigned  agreement  entitled 
Cyrus  H.  McCormick  and  others  and  J.  P.  Morgan  &  Co. 

301-304  Pet.  Exh.  59 — Similar  unsigned  agreement  entitled 
Charles  Deering  and  others  and  J.  P.  Morgan  &  Co. 

398  WILLIA^il  P.  HA^IILTON  (member  of  Morgan  e^-  Co. ) : 
Exhibit  57  was  t;nsigned,  being  only  a  preliminary  draft. 

399  I  understand  that  Exhibits  58  and  59  apply  to  all  the  stock 
deposited ;  but  I  do  not  find  any  actual  signers  to  the 
agreement.  The  depositors  under  these  agreements  were 
(Pet.  Ex.  68)  Nettie  F.  ^JcCorniick,  Cyrus  li.  McCormick, 
Anita  ^McCormick  Blaine,  Harold  F.  McCormick,  Stanley 
]\rcCormic]v,  Deering  Harvester  Company. 

400  Pet.  Exh.  60— Statement  of  I.  H.  Co.' stock  trust  cer- 
tificates held  on  deposit  by  Morgan  &  Co. 


Jan.  1903 

1904 

1905 

1906 

1907 
Delivered  to  Standard 
Trust  Co.  in  1907 


59,760  shares 
547,925  shares 
568,820  shares 
475,573  shares 
475,573  shares 

475,573  shares 


Eeceived  in  exchange  voting 

trust  certificates  for 
Jan.  1908  Held  on  deposit 

1909  Held  on  deposit 

1910  Held  on  deposit 

1911  Held  on  deposit 

1912  Held  on  deposit 
Sept.  12, 1912,  None  on  hand 


Common 

237,7861  shs. 
276,7941  shs. 
132,097  shs. 
258,810  shs. 
258,810  shs. 
244,691     shs. 


Preferred 

237,786.>  shs. 
113,122|  shs. 
shs. 

36,959     shs. 

36,959     shs. 

51,159     shs. 


APPRAISALS. 

Afircement  for  Board  of  ApprcnKers. 

280-282  Pet.  Exh.  50— AGEEEMENT  March  24,  1903,  be- 
tween Piano  Oo.  and  Lane  recites  contract  of  July  28th 
and  Aug.  11th,  1902,  and  agrees  that  only  one  Board  of 
Appraisers  be  appointed,  but  shall  not  appraise  malle- 
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able,  railway  or  other  property,  which  is  to  be  appraised 
by  J.  P.  Morgan  or  Geo.  W.  Perkins  under  main  agree- 
ment; that  value  of  patents  and  good  will  shall  be  profits 
for  full  years  of  1901  and  1902 ;  that  capital  be  increased 
beyond  $120,000,000  by  the  excess,  if  any,  over  $53,000,000 
of  aggregate  value  of  assets  of  McCormick,  Deering,  Piano 
and  Champion  Companies,  including  patents,  good  will, 
trade  names,  but  excluding  receivables. 

283-291  Pet.  Exhs.  52,  53  and  54 — Similar  agreements  with 
McCormick  Co.,  Warder,  Bushnell  &  Grlessner  Co.,  and 
Charles  Deering,  James  Deering  and  Richard  F.  Howe. 

Contract  of  Aug.  17,  1903. 

273  Pet.  Ex.  49— Agreement  of  Aug.  17,  1903,  between  Mc- 
Cormick, Deering,  Warder,  Bushnell  and  Piano  com- 
panies. Vendors,  first  parties,  William  C.  Lane,  purchaser, 
second  party,  and  I.  H.  Co.,  third  party,  recites  agree- 
ments of  July  28,  1902,  Aug.  11,  1902,  and  Mar.  24,  1903. 

Lane  has  transferred  to  I.  H.  Co.  all  the  properties  re- 
ceived under  such  contracts  and  has  deposited  with  Mor- 
gan &  Co.  stock  trust  certificates  for  $53,250,000  to  pro- 
vide the  purchase  price  to  the  respective  Vendors  for  the 
property  other  than  cash  and  accounts  receivable  trans- 
ferred. Lane  also  deposited  with  Morgan  &  Co.  $40,000,- 
000   stock  trust    certificates    for    delivery    to    McCor- 

274  mick  Co.,  $20,000,000;  Deering  Co.,  $16,000,000;  and  Piano 
Co.,  $4,000,000  as  payment  for  the  receivables  as  collected. 
The  appraisers  provided  for  in  the  contracts  have  been 
appointed  but  have  made  no  appraisals.  Vendors  have 
agreed  that  the  amounts  to  be  received  hy  them  for  their 
respective  properties  should  be  determined  by  George  W. 
Perkins.  Therefore,  appraisal  provided  for  in  the  con- 
tracts is  waived  and  Vendors  agree  to  accept  in  full  pay- 
ment for  the  properties  other  than  cash  and  accounts  re- 
ceivable stock  as  follows :  McCormick  Company,  $26,321,- 
656.86 ;  Deering  Company,  $21,362,554.64 ;  Champion  Com- 
pany, $3,372,185.91;  Piano  Company,  $2,193,603.09. 

!77-279  The  I.  H.  Co.  agrees  to  pay  certain  specified  indebt- 
edness of  McCormick  and  Deering  companies,  these  com- 
panies guaranteeing  against  any  other  encumbrances  and 
the  Champion  and  Piano  also  guaranteeing  against  encum- 
brances. I.  H.  Co.  agrees  to  pay  cash  for  vendors'  prop- 
erty in  Australia  and  to  pay  Piano  Co.  $100,000  in  cash. 
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Morgan  &  Co.  shall  deliver  to  Vendors  90  per  cent,  of 
trust  certificates  to  which,  they  are  entitled,  balance  to 
remain  on  deposit  pending  delivery  of  deeds. 

478  W.  M.  REAY:  Comptroller  of  I.  H.  Co.  since  1907; 
assistant  since  Jan^  1904.  Before  that  I  was  one  of  the 
Chicago  managers  of  Jones,  Caesar  iK:  Co.,  accountants. 
Price,  Waterhouse  &  Co.  are  their  successors. 

Appraisal  Under  His  Direction. 

The  appraisal  of  the  Harvester  properties  began  in 

479  Aug.,  1902,  and  was  completed  about  May,  1903,  under 
my  direction  but  subject  to  Mr.  Arthur  L.  Dickinson ''S 
approval. 

There  were  three  features  of  the  appraisal:  (1)  Eeal 
Estate  and  Plants;  (2)  Inventories,  Eaw  Materials,  Sup- 
plies, Work  in  Progress  and  Finished  Products;  and  (3) 
Good  Will  and  Patents. 

Values — Ho w  Ascertained. 

In  valuing  good  will  and  patents,  we  ascertained  the 
profits  for  the  seasons  1901  and  1902.  For  the  real  es- 
tate and  plants,  appraisal  companies  were  appointed  to 

480  make  complete  and  exhaustive  investigations  into  the  val- 
ues and  they  were  made.  The  accountants  supervised  the 
work  of  the  appraisal  companies  so  that  we  could  vouch 
for  it.  The  inventories  at  the  Works  were  taken  under  the 
actual  supervision  of  the  accountants.  Ti/^n,  in  making 
up  the  report,  good  will  and  patents,  plants  and  inven- 
tories, were  summarized.  There  was  one  report  for  each 
company. 

512  The  documents  (Pet.  Es^h.  69,  70,  71  and  72)  summarize 
the  appraisals  made  in  1902  and  1903,  of  the  properties  of 
the  Deering,  j\fcCormick,  Piano,  and  Warder,  Bushnell  & 
Glessner  companies,  except  such  as  did  not  come  under 

513  our  supervision ;  for  instance,  the  steel  group  and  timber 
lands  were  reserved  for  special  appraisal.  Receivables 
formed  no  part  of  the  investigation.  These  appraisals  re- 
lated solely  to  physical  properties,  plus  good  will. 

Profits  of  l^endor  Companies. 

The  profits  of  the  Deering  Co.  for  1898,  1899,  eight 
months  of  1900,  1901  and  1902,  before  cliarging  collection 
expenses,  interest  on  loans  or  crediting  interest  on  har- 
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vester  notes  and  accounts,  and  before  making  provision 
for  depreciation  or  Ibad  debts,  as  shown  on  Es:li.  69,  are  as 
follows:  1898,  $4,167,791.0'3 ;  1899,  $4,513,919.38;  1900  (8 
months),  $3,970,951.34;  1901,  $3,130,269.22;  1902,  $4,401,- 
578.03.  _  The  shorter  period  for  1900  arose  through  a 
change  in  bookkeeping. 

514  Exh.  70  shows  profits  of  McCormick  Co. :  1898,  $4,799,- 
811.42;  1899,  $4,751,828.47;  1900,  $4,829,229.72;  1901, 
$5,185,191.71 ;  1902,  $5,401,270.61. 

Pet.  Exh.  71  shows  profits  of  Warder,  Bnshnell  and 
Glessner  Company :  1898,  $778.852.35 :  1899,  $764,623.63  ; 
1900,  $296,217.73 ;  1901,  $299,183.80 ;  1902,  $370,517.40. 

515  Its  management 'Is  salaries  were:  1898,  $45,000;  1899, 
$58,800;  1900,  $71,000;  1901,  $71,000;  1902,  $71,000,  paid 
to  A.  S.  Bushnell,  Pres. ;  J.  J.  Glessner,  V.-P. ;  Gc.  B.  Gless- 
ner.  Sec.  and  Treas. ;  R.  C.  Haskins,  Chicago  Mgr. 

Pet.  Exh.  72  shows  profits  of  Piano  Co. :  1898,  $628,- 
211.79;  1899,  $605,136.97;  1900,  $141,872.87;  1901,  $59,- 
430.86;  1902,  $110,329.39. 

Its  management's  salaries  were:     1898,  $20,800;  1899, 

516  $25,800;  1900,  $32,200;  1901,  $32,200;  1902,  $38,699.90, 
paid  to  W.  H.  Jones,  Pres.;  S.  J.  Llewellyn,  1st  V.-P.; 
W.  C.  Jones,  2nd  V.-P. ;  0.  W.  Jones,  Sec.  and  Treas. 

Cross-Examination. 

Methods  Employed  to  Asceiiain  Value  of  Properties. 

Mr.  Reay.  The  in&tructioiis  to  the  accountants  were  to 
ascertain  the  values  of  all  the  physical  properties  of  these 
four  companies,  Certain  appraisal  companies  had  been 
appointed  for  the  real  estate,  plant  property,  machinery 
and  equipment,  agency  warehouse  property  and  other 
property  of  that  character;  the  American  Appraisal  Co. 
to  value  the  plant  property  and  other  real  estate  of  the 

517  Warder,  Bushnell  &  Glessner  Co.  To  appraise  the  Deer- 
ing  and  McCormick  properties  of  a  similar  nature,  the 
American  Appraisal  Oo.  and  the  Manufacturers'  Ap- 
praisal Company  were  employed.  The  Manufacturers' 
Appraisal  Co.  also  appraised  the  Piano  properties. 

I  understand  Morgan  &  Company  employed  Jones,  Cae- 
sar &  Company ;  the  instructions  came  through  Mr.  Per- 
kins. The  appraisal  companies  had  no  relation  whatever 
with  any  of  the  four  harvesting  companies.  It  was  the 
duty  of  the  accountants  to  insure  fair  and  reasonable 
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appraisals,  to  prevent  any  tampering  with  the  appraisal 
companies.  The  appraisals  were  entirely  independent  of 
the  four  vendor  companies,  by  disinterested  concerns. 
Jones,  Caesar  &  Co.  was  one  of  the  recognized  leading 
firms  of  accountants  in  the  U.  S.  The  two  appraisal  com- 
panies were  of  the  highest  standing.  Their  business  was 
to  appraise  large  properties. 

518  Acting  for  Jones,  Caesar  &  Co.  I  gave  directions  to  the 
appraisal  companies.  They  were  instructed  to  make  such 
depreciation  from  values  to  arrive  at  a  fair  present  value. 
The  most  reliable,  reputable  and  scientific  appraisers  for 
each  class  of  property  were  obtained. 

The  valuation  of  the  railroad,  ore  and  timber  proper- 
ties was  to  be  done  by  Morgan  &  Co. 

In  the  summaries  were  inserted  merely  the  book  values 
for  the  properties  reserved,  with  the  exception  of  the  rail- 
road we  mentioned.  So  with  respect  to  the  ore  property 
and  timber  property,  these  reports  carry  only  the  actual 
amount  invested  in  them,  as  shown  by  the  books  of  the 

519  companies.  The  Illinois  Northern  Rv.  was  appraised  by 
the  American  Appraisal  Co.  and  by  J.  E.  Gorman,  Gen. 
Freight  Agent  of  the  Atchison,  Topeka  &  Santa  Fe  Eail- 
road,  a  very  competent  valuer. 

It  was  our  duty  as  accountants  not  only  to  see  that  fair 
value  was  placed  upon  everything  but  to  make  doubly  sure 
that  no  vendor  received  credit  for  a  dollar  more  than  he 
was  entitled  to  on  a  reasonable  basis. 

To  insure  correct  inventories  of  raw  materials,  the  ac- 
countants issued  instructions  that  the  plants  be  closed 
down  as  of  September  30,  1902,  and  an  inventory  was 
taken  under  their  direct  supervision.  We  did  not  rely 
upon  any  one's  word  for  anything.  The  property  of  the 
Warder,  Bushnell  &  Glessner  Co.  is  situated  in  Spring- 
field, Ohio;  they  also  had  agency  warehouses  located  in 
some  cities  throughout  the  U.  S.  In  general,  the  proper- 
ties belon,ging  to  these  companies  were  scattered  all  over 
the  United  States. 

Volwninous  and  Bftailed  Reports  viadc- 

520  At  that  time  the  companies  had  not  begun  expanding 
the  foreign  trade  and  did  business  principally  through 
n'obbers  abroad,  so  they  tad  a  relatively  small  amount  of 
inventories  scattered  throughout  Europe  and  other  for- 
eign countries.    The  property  outside  of  the  U.  S.  prac- 
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tically  was  all  inventorieis  of  macMnes.  Their  real  estate 
of  these  companies  was  scattered  throughout  the  U.  S. 
The  agency  warehouse  properties  of  the  Deering  and  Mc- 
Oormick  companies  were  each  valued  by  the  Manufac- 
turers' Appraisal  Co.  and  the  American  Appraisal  Co. 
These  compajiies  sent  representatives  to  the  agency  and 
made  their  inventories  on  the  ground.  Very  voluminous 
and  detailed  records  were  made  of  the  work  as  it  pro- 
gressed. The  detailed  records  of  the  American  Ap- 
praisal Co.  were  produced  in  court  for  the  Deering  Com- 
pany only  and  there  were  19  books  of  it.  The  Manufac- 
turers' Appraisal  Co.,  in  covering  the  Deering  propertieSj 

521  used  11  books.  The  American  Appraisal  Co.  used  18 
books  for  the  McOormick  Co.  Four  books  were  used  on 
the  Piano  Co.  and  seven  on  the  Warder,  Bushnell  &  Gless- 
ner  C'o.  The  two  appraisal  companies  acted  entirely  in- 
dependent of  each  other.  It  was  part  of  our  duty  to  see 
that  the  representatives  of  the  appraisal  companies  did 
not  confer  with  each  other.  I  do  not  know  that  any  other 
appraisal  ever  compared  with  this  one  in  the  care  and 

f,      scientific  character  of  the  work  that  was  done. 

I  have  made  a  tabulation  which  shows  the  appraisals 
of  these  properties,  carrying  the  actual  cash  paid  for  the 
ore  and  timber  properties.     The  value  of  the  Champion 

522  property  as  found  by  these  appraisers  was  $4,637,498.01. 
The  average  of  the  two  appraisals  on  the  Deering  prop- 
erty amounted  to  $27,237,195.36.  The  average  of  the  two 
appraisals  on  the  McOormick  property  was  $39,668,157.39. 
The  Piano  $3,068,667.80. 

I  have  included  the  value  of  pending  contracts  in  these 
figures.  Taking  the  physical  properties  of  these  four 
companies,  estimating  the  good  will  as  it  was  estimated, 
the  aggregate  value  found  by  these  appraisals  was  $74,- 
611.518.56.    That  takes  no  account  of  bills  receivable. 

The  value  of  the  McCormick  properties  was  $39,668,- 
157.39  and  if  we  should  add  the  bills  receivable  it  would 
amount  to  almost  double  that.    The  net  profit  of  the  Mc- 

523  Oormick  Co.  for  1901  would  be  very  much  less  than  $5,185,- 
191.71,  because  that  included  the  profits  before  making 
many  deductions  which  should  be  made  before  arriving  at 
the  net  trading  profits. 
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Re-direct  Examination. 

McCormich  and  Deei  lug  Profits. 

I  have  not  on  the  appraisals  put  the  items  such  as  col- 
lection expenses,  depreciation,  etc.,  which  should  be  de- 
ducted from  the  net  profits.  The  four  items  which  should 
be  deducted  in  determining  the  actual  trading  profits 
would  be  coUeetion  expenses,  interest  on  loans,  provision 

524  for  depreciation,  or  bad  debts.  On  the  next  page  the  fig- 
ure for  collection  expenses  on  notes  is  $656,700.82,  and  the 
collection  expenses  on  accounts  is  $163,070.63.  The  in- 
terest on  loans  by  the  McCormick  family  is  $122,247.70 
which  should  be  deducted.  The  actual  amount  of  deprecia- 
tion which  should  be  deducted  for  1902  would  be  consid- 
erably more  than  the  $46,823.72  given  in  the  report.    The 

525  amount  of  bad  debts  written  off  is  $202,536.50.  That  is 
the  amount  that  was  shown  in  the  books  as  having  been 
written  off;  it  was  not  necessarily  the  correct  amount  to 
write  off.  From  the  profits  should  be  deducted  the  proper 
amounts  representing  these  various  items.  Those  are  the 
items  which  were  eliminated  in  arriving  at  the  amount  of 
profits  shown  in  this  statement.  To  that  was  added  the 
interest  received  on  notes  and  accounts  receivable  which, 
according  to  this  report,  amounted  to  $843,704.19. 

526  We  never  gave  the  net  profits  of  the  McCormick  Co.  be- 
cause we  never  ascertained  them.  The  figure  358,000  ap- 
pearing on  the  page  you  indicate  presumably  comes  from 
the  books  of  the  McCormick  Co.  It  is  a  total  of  certain 
items  whieh  were  eliminated  from  the  statement  of  profits 
in  arriving  at  the  good  will.  It  is  not  necessarily  the  cor- 
rect amount  to  deduct  from  the  gross  profits  to  arrive  at 
the  net  profits  of  the  McCormick  Co.  Presumably,  that 
figure  was  taken  from  their  books.  The  $358,000  presum- 
ably was  the  collecting  expenses,  interest  on  loans  to  the 
McCormick  family,  depreciation  or  bad  debts.  This  $358,- 
000  as  shown  by  the  books  was  not  necessarily  the  only 
amount  to  be  subtracted  from  the  profit  of  $5,401,000. 
Their  books  might  have  shown  other  deductions  which  are 
not  recapitulated  in  this  report. 

527  We  have  named  the  principal  items  in  this  report  but 
the  amounts  stated  against  those  particular  items  are  not 
the  total  amounts  which  should  have  been  deducted  in 
arriving  at  the  net  profits  of  that  oompany.    According  to 
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the  1901  report  the  items  excluded  under  the  instructions 
for  the  season  1901  were  $340,455.33. 

The  Deering  profits  for  1902  are  $4,401,000.  In  this  re- 
port the  amount  of  items  excluded  under  the  instructions 
for  1902  was  $571,501.99.  Subtracting  that  from  $4,401,- 
000  would  leave  a  little  less  than  $3,900,000. 

Detailed  Appraisal  Books  Produced. 

528  Counsel  for  defendants,  at  the  request  of  petitioner's 
counsel,  produced  the  report  'of  Jones,  Caesar  &  Company, 
accountants,  as  to  the  properties  of  the  Piano  Manufac- 
turing Co.,  with  4  books  containing  detailed  statements 
and  appraisals  of  the  Manufacturers'  Appraisal  Co.;  also 
the  report  of  Jones,  Caesar  &  Co.  as  to  The  AVarder,  Bush- 
nell  &  Glessner  Co.,  with  7  bo'oks  containing  the  detailed 
statements  and  appraisals  of  the  American  Appraisal  Co. ; 
also  the  report  of  Jones,  Caesar  &  Co.  as  to  the  proper- 
ties of  the  MeCormick  Co.,  with  33  books  containing  de- 
tailed statements  and  appraisals  of  the  American  Ap- 
praisal Co.  and  the  Manufacturers'  Appraisal  Co.;  also 
the  report  of  Jones,  Caesar  &  Co.  as  to  the  Deering  Co. 
properties,  with  30  books  containing  detailed  statements 
and  appraisals  of  the  American  Appraisal  Co.  and  Manu- 
facturers' Appraisal  Companies. 

(For  the  material  portions  of  the  appraisements  see 
Vol.  IV,  p.  209  et  seq.) 

IV 

Appraisals  of  Jones,  Caesar  d  Co.,  Accountants. 
197-207    Pet.  Elx.  69 — Appraisal  of  Deekixcj  Haevestek  Co.  by 
Jones,  Caesar  &  Co. : 

Value  of  tangible  assets,  investments  (not  including  re- 
ceivables) and  good  will,  Sept.  30,  1902: 

Appraisal  No.  1.  Appraisal  No.  2. 
Tangible  assets  and 

investments  $17,985,831.10  $19,154,381.87 

Good  will  8,285,031.97      8,285,031.97 


$26,270,863.07  $27,439,413.84 


136 
IV 

208-218     Pet.  Ex.  70 — Appraisal  of  McC'ormick  Haryestixg 
Machine  Co.  : 

Value  of  Tangible  Assets,  Investments  (not  including 
receivables)  and  Good  Will,  Sept.  30,  1902: 

Appraisal  No.  1.  Appraisal  No.  2. 

Tangible  Assets  and 

Investments  $28,509,666.03  $26,218,556.11 

Good  will  11,645,108.55     11,645,108.55 


$40,154,774.58  $37,863,664.66 

219-226     Pet.  Ex.  71— Appraisal  of   Wabder,  Bushnell  and 
Glessxer  Co.  by  Jones,  (_'aesar  &  Co. : 

Value  of  Tangible  Assets,  Investments  (not  including 
receivables)  and  Good  Will,  Sept.  30,  1902: 

Tangible  Assets  &  Inv.  $3,826,072.88 

Good  Will  736,671.32 

$4,562,744.20 

227-235     Pet.  Ex.  72 — Ajipraisal  of  Pi-ano  Mfg.  Co.  by  Jones, 
Caesar  &  Co.: 

Value  of  Tangible  Assets,  Investments  (not  including 
receivables)  and  Good  Will,  Sept.  30,  1902: 

Tangible  Assets  &  Inv.  $2,712,417.57 

Good  Will  186,736.27 


$2,899,153.84 


INTERNATIONAL  HARVESTER  COMPANY  OF  AMERICA. 

Plans  for  l\larl:ethui  Products  of  I.  H.  Co. 

114  Directors  of  I.  H.  Co.,  at  meeting  of  August  14,  1902, 
resolved  that  organization  of  local  or  auxiliary  corpora- 
tions, or  other  means  of  doing  business  locally  in  different 
states,  to  be  referred  to  President  and  General  Counsel 

III  "witli  power. 

332-335  Pet.  Exh.  22&— Report  of  Cyrus  H.  McOormick,  Cy- 
rus Bentley,  Charles  Deering,  Committee,  regarding  best 
means  of  marketing  products  in  U.  S.  and  other  coun- 
tries, states  that  experience  of  American  manufacturers 
abroad  has  demonstrated  that  in  most  European  coun- 
tries a  local  selling  company  is  desirable  because : 
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In  Foreign  Countries. 

332  .1.  In  case  of  American  manufacturers,  selling  their 
products  abroad,  very  serious  questions  of  taxation  arise 
in  foreign  countries,  especially  in  Great  Britain. 

2.  In  several  foreign  countries  there  is  a  disposition 
to  discriminate  in  placing  orders  against  foreign  corpora- 
tions, so  that  a  local  corporation  with  a  local  name  and 
organization  is  in  a  much  more  favorable  position. 

333  3.  A  local  corporation  is  in  a  much  more  favorable  po- 
sition to  enforce  its  contracts  and  protect  its  property  in 
a  foreign  country  than  a  foreign  corporation.  This  is  im- 
portant, if,  as  we  assume,  it  will  be  the  policy  to  carry  a 
considerable  stock  in  the  important  foreign  countries. 

If  the  policy  of  'having  separate  selling  corporations  in 
important  European  countries  is  adopted,  we  also  rec- 
ommend the  organization  of  a  separate  corporation  for 
North  and  South  America.  This  is  desirable  because  it  is 
necessary  that  the  corporation  which  sells  in  the  United 
States  shall  obtain  licenses  in  many  states. 

In  the  United  States. 

"For  such  a  corporation  as  the  International  Har- 
vester Company,  with  so  large  a  proportion  of  its  capital 
invested  in  manufacturing  plants  in  other  states  and  in 
working  capital,  to  procure  such  permission  in  every  state 
in  the  Union,  in  most  of  which  states  its  only  business 
is  that  of  selling  a  small  part  of  its  products,  will  be  a 
cumbersome  and  expensive  process.  Furthermore,  we 
think  that  the  business  of  the  company  will  be  simplified 
if  its  product  is  marketed  by  a  series  of  selling  corpora- 
tions organized  on  the  basis  above  outlined." 


'■&'• 


Formation  of  Selling  Companies  Recommended. 

The  report  recommends  the  formation  of  the  follow- 
ing selling  companies :  International  Harvester  Company 
of  America  (North  and  South  America  and  the  West  In- 
334  dies) ;  and  companies  in  France,  Great  Britain, 
Germany  and  Eussia;  recommends  I.  H.  Co.  of 
America  have  a  capital  of  not  less  than  $1,000,000 
nor  more  than  $2,000,000;  states  that  I.  H.  Co. 
can  obtain  from  Wm.  C.  Lane  for  a  nominal  consider- 
ation all  the  capital  stock  of  the  Milwaukee  Havester  Com- 
pany ;  that  it  has  already  obtained  permission  to  do  busi- 
ness in  many  states  and  territories ;  that  such  permission 
will  continue  even  if  its  name  be  changed;  recommends 
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that  I.  H.  Co.  acquire,  either  in  its  own  name  or  in  the 
names  of  trustees  for  its  stockholders,  the  capital  stock  of 
the  Milwaukee  Company;  that  then  the  corporate  name  be 
changed  to  "International  Harvester  Company  of  Amer- 
ica"; that  the  I.  H.  Co.  pay  into  its  treasury,  in  cash  or 
in  property,  an  amount  equal  to  the  par  value  of  its  cap- 
ital stock ;  that  the  directors  of  the  I.  H.  Co.  of  America  be 
the  President,  Chairman  of  Executive  Committee,  Chair- 
man of  Finance  Committee,  Vice-Presidents,  Secretary 
and  Treasurer  of  the  I.  H.  Co.  and  Mr.  Stanley  McCor- 
335  mick;  that  it  have,  as  nearly  as  possible,  the  same  officers 
and  executive  organization  as  the  I.  H.  Co.  The  contract 
between  the  two  companies  defining  their  relations,  is  sub- 
mitted. 

The  foregoing  plan  involves  the  I.  H.  Co.  of  America 
taldng  over  the  selling  and  collection  organization  of  the 
present  company. 

Committee  recommends  a  contract  with  I.  H.  Co.  of 
^Vmerica  for  the  collection  of  receivables  already  owned 
by  the  I.  H.  Co. 

The  foregoing  report  is  not  dated  but  counsel  admits 
that  it  was  made  about  September,  1902. 
IV 

Internatiunal  Harvester  Co.  of  America — Organisation. 

71-79  Pet.  Exh.  11. — Articles  of  Association  of  the  Interna- 
tional Harvester  Company  of  America,  showing  its  organ- 
ization under  the  laws  of  Wisconsin,  Dee.  12,  1881,  as  Par- 
ker-Dennett Harvesting  Machine  Co.  (Limited)  with  cap- 
ital of  $100,000;  March  8,  1882,  name  changed  to  Dennett 
Harvesting  Machine  Co.;  Dec.  27,  1883,  the  capital  stock 
increased  to  $500,000 ;  Nov.  14,  188-1,  name  changed  to  Mil- 
waukee Harvesting  Co.;  Jan.  30,  1893,  capital  increased  to 
$1,000,000:  Sept.  5,  1902,  name  changed  to  International 
Harvester  Company  of  America;  Sept.  18,  1902,  all  ex- 
isting articles  stricken  out  and  amended  ar- 
ticles substituted,  under  which  the  corporation  is 
given  power  to  manufacture,  sell  and  deal  in  harvesting 
machinery  and  agricultural  machinery  of  all  kinds,  and 
in  the  materials  used  in  connection  therewith,  and  to  con- 
duct its  business  in  all  states  and  in  foreign  countries; 
capital  stock  $1,000,000;  directors,  nine. 

By-Laics  of  I.  H.  Co.  of  America. 

80        Pet.  Ex.  12-B— By-Laws  of  I.  H.  Co.  of  America,  1902. 
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91  Pet.  Exh._12-D.— May  10th,  1907,  by-laws  abolish  Execu- 
tive Committee,  and  increase  Finance  Committee  from 
three  to  four. 

92  Pet.  Exh.  _12-A.— July  21st,  1910,  by-laws  abolish  Fi- 
nance Committee. 

Officers  and  Directors  I.  H.  Co.  of  Anierica. 

95  1903-1909 :  President,  Cyrus  H.  McCormick ;  Vice-Pres- 
idents, James  Deering,  Harold  F.  McCormick,  John  J. 
Glessner,  William  H.  Jones ;  Secretary  and  Treasurer, 
Eichard  F.  Howe ;  Directors,  Cyrus  H.  McCormick,  Charles 
Deering,  Harold  P.  McCormick,  John  J.  Glessner,  James 
Deering,  Stanley  McCormick,  William  H.  Jones,  Eichard 
F.  Howe,  George  W.  Perkins. 

96  1910-1911:  President,  R.  C.  Haskins ;  Vice  Presidents, 
William  Browning,  Charles  H.  Haney;  Secretary,  E.  N. 
Wood ;  Treasurer,  W.  M.  Gale ;  Directors,  E.  A.  Bancroft, 
William  Browning,  C.  S.  Funk,  C.  H.  Haney,  E.  C.  Has- 
kins, C.  H.  Laufman,  Alex  Legge,  W.  R.  Morgan,  W.  M. 
Eeay. 

1912 :     Same  as  1910,  except  W.  M.  Gale  succeeded  W. 

E.  Morgan. 

Executive  Committee  I.  H.  Co.  of  America,  190.2. 

385  Charles  Deering,  Chairman  (elected  Sept.  1,  1902) ; 
Harold  P.  McCormick,  W.  H.  Jones,  J.  J.  Glessner,  Richard 

F.  Howe  (Resigned  11/20/02),  James  Deering  (Elected 
11/20/02) .  Cyrus  H.  McCormick,  George  W.  Perkins,  ex- 
officio. 

1903. 
Charles  Deering,  Chairman  (Resigned  2/5/04) ;  Harold 
F.  McCormick,  W.  H.  Jones,  J.  J.  Glessner,  James  Deer- 
ing.    Cyrus  PI.  McCormic];:,  George  W.  Perkins,  ex  officio. 

1904. 
J.  J.  Glessner,  Chairman  (Elected  2/5/04) ;  Harold  F. 
McCormick,  W^  H.  Jones,  James  Deering.    Cyrus  H.  Mc- 
Cormick, George  W.  Perkins.  Charles  Deering,  ex  officio. 

1905. 
J.  J.  Glessner,  Chairman ;  Harold  F.  McCormick,  W.  H. 
Jones,  James  Deering.    Cyrus  H.  McCormick,  George  W. 
Perkins,  Charles  Deering,  ex  officio. 

1906. 

386  J.  J.  Glessner,  Chairman;  Harold  F.  McCormick,  W.  H. 
Jones,  James  Deering.  Cyrus  H.  McCormick,  George  W. 
Perkins,  Charles  Deering,  ex  officio. 
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Note:  Powers  of  Chairman  rescinded  by  action  of 
Board  of  Directors,  11/23/06.  No  Executive  Committee 
after  11/23/06. 

Stoch  of  America  Co.  in  Trust  for  Stockholders  of  I.  B.  Co. 

94  Pet.  Exh.  13. — Declaration  of  trust  by  George  W.  Per- 
kins, Charles  Deering  and  Cyrus  H.  McCormick,  respect- 
ing capital  stock  of  I.  H.  Co.  of  America,  dated  March  19th, 
1903:  Trustees  declare  that  they  hold  9,991  shares  in 
trust  solely  for  the  stockholders  of  International  Har- 
vester Company  as  a  class  as  from  time  to  time  consti- 
tuted, and  a2;Tee  at  any  time,  at  request  of  majority  of 
said  stockholders,  to  transfer  said  shares  to  said  stock- 
holders or  to  their  order  in  the  same  proportions  as  their 
respective  holdings  of  stock  of  I.  H.  Co. 
I 

Minutes  of  Directors  of  I.  H.  Co.  of  America. 

217      Oct.  1,  1902:    Glessner,  Jones,  Perkins,  Stanley  McCor- 

219  mick  and  Howe  elected  directors,  Howe  secretary  and 
treasurer;  Harold  F.  McCormick,  James  Deering,  Wil- 
liam H.  Jones  and  John  J.  Glessner  as  vice-presidents; 
Charles  Deering  as  Chairman  of  Executive  Committee; 

220  Perkins  as  Chairman  of  Finance  Committee;  and  Harold 
F.  McCormick,  Howe,  Jones  and  Glessner  as  members  of 
Executive  Committee.  Resolved,  that  Harold  F.  McCor- 
mick take  charge  of  McCormick,  .lames  Deering  of  Deer- 
ing, Jones  of  Piano  and  Glessner  of  Champion  divisions. 

221  Nov.  20,  1902;  resolved  that  entire  manufactured  prod- 
uct of  I.  H.  Co.  wherever  intended  to  be  finally  marketed, 
be  purchased  by  America  Co.  upon  terms  expressed  in 
contract  of  Sept.  2,  1902. 

114  Directors  of  I.  H.  Co.  on  Nov.  20,  1902,  resolved  that 
entire  manufactured  product  of  I.  H.  Co.  be  sold  to 
America  Co.  upon  terms  of  contract  of  Sept.  2,  1902,  this 
plan  to  supersede  all  other  plans,  so  far  as  such  are  in- 

IV     consistent  with  this. 

Contract  Between  I.  H.  Co.  and  America  Co.  Sept.  2, 1902. 

97-99  Agreement  made  Sept.  2,  1902,  between  I.  H.  Co.  and 
Milwaukee  Harvester  Co.  Milwaukee  Co.  undertakes  the 
sale  of  the  I.  H.  Co.'s  products,  to  maintain  agencies  for 
that  end,  and  to  advertise  and  exploit  their  sale.  Milwau- 
kee Co.  to  purchase  such  of  the  I.  H.  Co.'s  products  requi- 
site to  fill  its  orders  and  carry  stock  at  its  various  ware- 
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houses.    Said  purchases  to  be  the  property  of  the  Milwau- 
kee H.  Co. 

The  I.  H.  Co.  to  manufacture  such  machinery  and  twine 
and  carry  sufficient  stock  to  meet  the  Milwaukee  Co.  's  re- 
quirements. (Then  follows  a  schedule  of  prices  omitted 
in  the  testimony.) 

That  the  prices  of  articles  not  expressly  mentioned  in 
the  schedule  shall  be  agreed  upon  by  the  general  manager 
of  manufacturing  of  the  I.  H.  Co.  and  the  general  man- 
ager of  sales  of  the  Milwaukee  Co.  Settlements  to  be  made 
Feb.  1,  either  in  cash  or  in  accounts  receivable.  Milwaukee 
Co.  to  guarantee  the  payment  of  receivables  used  in  pay- 
ment ;  if  accounts  be  not  paid  at  maturity,  they  may,  at  op- 
tion of  said  I.  H.  Co.  be  reassigned  to  Milwaukee  Co., 
which  shall  pay  in  cash  principal  and  interest  accrued  to 
the  time  of  reassignment.  Milwaukee  Co.  agrees  to  change 
its  name  to  International  Harvester  Company  of  America. 
Contract  to  continue  in  force  until  Oct.  1st,  1903,  and 
thereafter,  from  year  to  year,  unless  terminated  by  either 
party  on  any  Oct.  1st,  thirty  days'  previous  notice  to  be 
given. 
I 

Contract  of  March  30,  1907. 

118  March  .30,  1907;  authorized  execution  of  contract  with 
I.  H.  Co.  of  America  intended  to  supersede  existing  con- 
tract. The  President  submitted  schedule  prepared  by 
Comptroller  and  approved  by  officers  of  respective  coni- 
panies,  containing  prices  of  various  products  sold  by  this 
Company  to  America  Co.  at  which  it  was  proposed  to 
adjust  accounts,  which  schedule  was  approved. 
IV 

100  Pet.  Exh.  16.— Contract,  January  1,  1907,  between  I.  H. 
Co.  of  New  Jersey,  and  I.  il.  Co.  of  America : 

(1)  I.  H.  Co.'  shall  manufacture  such  goods  as  have 
heretofore  been  manufactured  at  its  plants,  and  such  other 
kinds  as  the  America  company  shal]  require  for  its  busi- 

101  ness;  provided,  that  the  I.  H.  Co.  shall  not  be  required  to 
manufacture  new  kinds  at  less  than  six  months'  notice 
from  the  America  company. 

(2)  I.  H.  Co.  shall  carry  such  a  stock  of  the  various 
kinds  of  articles  reasonably  necessary  to  meet  the  demands 
of  the  America  company's  business;  the  latter  giving  at 
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least  three  months'  written  notice  of  its  probable  de- 
mands. 

(3)  T.  H.  Co.  guarantees  the  present  standard  of  du- 
rability and  efficiency  of  the  articles  manufactured,  and 
that  any  additional  lines  shall  be  made  of  tirst  class  ma- 
terials and  properly  perform  their  work. 

(4)  The  America  company  undertakes  the  sale  of 
above  products  wherever  a  profitable  market  can  be  found, 
and  shall  juirchase  from  I.  H.  Co.  such  products  as  it  may 
require  to  fill  its  orders,  and  to  carry  sufficient  stock  at  its 
various  warehouses  and  branch  houses ;  the  products  to  be 
purchased  f.  o.  b.  the  city  at  which  manufactured,  and 
become  the  property  of  the  America  company. 

(5)  Exhibit  "A"'  (omitted  in  the  testimony)  is  sched- 
102  ule  of  prices;  such  schedule  to    remain    in    force    until 

changed  by  mutual  agreement. 

(6)  The  America  company  may  pay  either  in  cash  or 
accounts  receivable  from  its  customers.  The  America 
company  to  pay  for  all  purchases  as  rapidly  as  collections 
are  made;  and  on  or  before  December  31st  of  each  year, 
settlementis  in  full  sliall  be  made  for  tlic  goods  purchased 
during  the  previous  year. 

(7)  The  officers,  directors  and  stockholders  of  the 
America  company  are  to  be  held  harmless  from  any  lia- 
bility of  the  America  company,  eitlier  to  the  Harvester 
companv  or  arising  out  of  any  statute. 

104  Pet.  Rxh.  17.— Ai^reement  between  I.  H.  Co.  and  I.  H. 
Co.  of  America,^  July  1,  1907,  provides  for  the  conduct  of 
joint  general  offices,  law,  accounting,  treasury,  purchasing 
and  traffic  departments  by  the  two  companies  and  for  the 
di^•ision  of  the  salaries  and  general  office  expenses  in  cer- 
tain fixed  proportions. 
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Results  Following  Formation  of  International  Company. 


EXPANSIOlf  OP  FOE.EIGM"  TRADE. 
XIII 

Foreign  Growth  Compared  with  Domestic. 

158  Defts*  Exh.  85  is  oomparative  statement  of  total  U.  S. 
and  foreign  sales  showing  percentage  of  U.  S.  and  for- 
eign sales  to  total  sales  seasons  1902  to  1912. 

United  States  Foreign 

Percentage  Percentage 

Amount         to  total       Amount         to  total         Total 

Vendor  Companies : 

1902  $47,952,612.23     82.2%  $10,416,192.40     17. S%  .K>8,3(>S,S04 . (3 
I.  H.  Company: 

1903  39,819,916.37  76.5  12,246,012.73  23.5  52,00.-),r)2n.l0 

1904  34,367,655.25  69.1  15,349,364.48  30.9  49,717,019.73 

1905  36,193,001.88  68.2  16,914,913.77  31.  S  53,107,915.65 

1906  42,017,706.73  67.5  20,199,313.71  32.5  62,217,020.44 

1907  46,402,585.05  65.5  24,478,-544.17  34.5  70,881,129.22 

1908  41,823,997.98  62.8  24,804,793.38  37.2  66,628,791.3(5 

1909  50,097,165.69  64.0  28,134,375.66  36.0  78,231,541.35 

1910  56,502,982.96  62.3  34,196,055.60  37.7  90, 699,088.. "i; 

1911  56,867,909.24  57.3  42,314,678.07  42.7  99,182,587.91 

1912  64,007,748.88  55.7  50,896,963.24  44.3  114,904,712.12 

Volume  of  Foreign  Sales  Compared. 

172  Defts'  Exh.  96^Statement  of  1912  Total  I.  H.  Co.  For- 
eign Sales  Compared  with  Total  of  Deering  and  MeCor- 
mick  Business  of  1902,  and  Total  International  Harvester 
Business  of  1903. 

1912    Total    International    Foreign    Sales 

only  .$o0,890.0(:3.24 

1902    Total  Sales  Foreign  and  Domestic : 

Deering  Harvester  Company  .$10,G71,(;G4.21 

1902    Total  Sales  Forei.gu  and  Domestic : 
McCormick       Harvesting      Machine 

Company  22,767,132.19     42,438,780.40 


1903    Total    Sales    International    Foreign 

and  Domestic  $52,065,929.10 
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World-Wide  Distribution  of  I.  H.  Go.  Products. 

159  Defendants'  Ex.  86  is  a  list  of  places  in  for- 
eign countries  carrying  stocks  of  International  machines 
and  repairs  for  "wholesale  distribution  (not  including  re- 
tail agents) : 

Africa 17 

America  (South  and  Central) 14 

160  Australasia 12 

Austria 6 

Belgium 3 

Bulgaria 5 

Denmark 1 

Finland 3 

France 9 

Germany 9 

Great  Britain 5 

161  Greece 2 

Holland 4 

Hungary 4 

India 1 

Italy 7 

Mexico 8 

Norway 3 

Portugal 1 

Roumania 5 

162  Russia 42 

iServia 1 

Siam 1 

Spain 6 

Sweden 5 

Switzerland 3 

Turkey 6 

Total 173 

163  Defendants'  Exhibit  87  is  a  map  of  Russia,  with 
red  circles  marking  the  distributing  points  in  European 
and  Asiatic  Russia  where  we  have  stocks  of  machines  or 
repairs  for  distribution  to  the  trade,  including  stocks  car- 
ried liv  jobbers. 

164  Defendants'  Exhibits  88,  89,  90,  91,  92  and  93 
are  similarly  marked  maps  showing  the  distributing  points 

165  for  the  I.  H.  Co's  goods,  in  the  following  countries,  re- 
spectively : 
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Africa.  New  Zealand. 

South  America.  Mexico. 

Australia.  Europe. 

Mr.  Haney:  For  the  season  of  1913  there  were  30,888 
local  dealers  handling  machines  of  the  I.  H.  Co.  in  coun- 
tries other  than  the  TJ.  S.  The  foreign  business  of  the  I. 
H.  Co.  has  been  one  of  our  primary  markets;  it  has  not 
been  used  as  a  field  for  dumping.  Our  organization  is  con- 
stantly developing,  and  the  volume  of  our  business  has  in- 
creased several  hundred  per  cent. 

/.  H.  Go.  Offices  and  Branch  Houses  Abroad. 

Defendants"  Exhibit    94    is    a    list    of    9    foreign    I. 

166  H.  Co.  offices  for  supervision  and  control,  and  53  foreign 
houses  each  having  its  own  manager,  as  follows : 

Foreign  Offices  for  Supervision  and  Control: 
Brussels,  Belgium ;  Paris,  France ;  Hamburg,  Germany ; 
Moscow,    Russia;    Buenos    Aires,    South   America;  Mel- 
bourne, Australia;  Christchurch,    New    Zealand;  Mexico 
City,  Mexico ;  and  Capetown,  South  Africa. 
Foreign  Houses  Each  Having  its  Own  Manager  and  Com- 
plete  Office,   Traveling,   Sales,   and  Expert   Organiza- 
tion : 

Russia:     Armavir,   Charkow,   Ekaterinburg,  Moscow, 
Odessa,  Riga,  Rostow  and  Samara. 
Siberia :    Novo-Nikolaievsk,  Omsk  and  Vladivostok. 
Denmark:     Copenhagen. 
Sweden :     Norrkoping. 

Grermany:     Berlin,    Breslau,    Hamburg,    Koenigsberg, 
Mannheim,  Muencshen,  and  Neuss. 
Norway :    Kristiania. 

167  Hungary :     Budapest. 
Austria:    Vienna. 
Roumania :    Bucharest. 

France :    Paris,  Lyon,  Bordeaux  and  Nantes. 

Switzerland :    Zurich. 

Australia:    Melbourne,  Brisbane,  Launceston. 

So.  Australia:    Adelaide. 

West  Australia:    Perth. 

New  South  Wales,  Aus. :    Sydney. 

England :     London. 

New  Zealand:     Christchurch. 

Man. :    Brandon,  Winnipeg. 

Alta. :    Calgary,  Edmonton,  Lethbridge. 
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Sask. :    Estevan,  Xorth  Battlef  orcl,  Eegina,  Saskatoon, 
Yorkton. 

Ont. :    Hamilton,  London,  Ottawa. 
P.  Q. :    Montreal,  Quebec. 
N.  B. :     St.  John. 

World's  Production  of  Small  Grain. 

Mr.  Haney.  Tlie  foreign  field  for  marketing  harvesting 
machinery  holds  promise  of  very  great  development  in 
the  future.  The  following  table  showing  the  production 
168  in  bushels  of  small  grains  in  foreign  countries  taken  from 
the  1910  Year  Book  of  the  U.  S.  Dept.  of  Agriculture, 
(Defts'  Exh.  95): 

Total 

Small  Grain 

Bushels 

Mexico 17,237,000 

Argentine 159,222,000 

Chili 19,743,000 

Uruguay 9.600,000 

Austria-Hungary 778,553,000 

Belgium ". 69,300,00 

Bulgaria 89,805,000 

Denmark 86,853,000 

Finland    33,344,000 

France 676,657,000 

Germany 1,233,303,000 

Greece 7,000,000 

Italy 197,065,000 

Montenegro 200,000 

Netherlands 43,197,000 

Norway 14,578,000 

Portugal 6,000,000 

Roumania 178,015,000 

Russia-European 2,979,490,000 

"      Asiatic 191,956,000 

Sen-ia 15,040,000 

Spain 270,370,000 

Sweden 121,626,000 

Switzerland.  .  , 3,417,000 

Turkey-European 19,462,000 

"      Asiatic 35,00a,000 

Great  Britain  and  Ireland 322,448,000 

British  India 375,045,000 


-'J'- 
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Cyprus 5,500,000 

Japan 108,129,000 

Formosa.  . 250,000 

Persia 16,000,000 

Africa 153,696,000 

Australasia 135,420,000 

Canada 544,149,000 

Total  Foreign 8,916.670,000 

"     United  States 2,030,192,000 

'■'  with  r.  S 10,946,862,000 

Foreign  U.  S.  Total. 

Wheat  2,955,509,000  695,443,000  3,650,952,000 

Oats  3,019,747,000  1,126,765,000  4,146,512,000 

Eye  1,642,859,000  33,039,000  1,675,898,000 

Barley  1,223,018,000  162,227,000  1,385,245,000 

Flax  75,537,000  12,718,000  88,255,000 

Percentage  of  World's  Small  Grain  Harvested  by  Machines. 

169  Mr.  Haney.  I  have  made  a  study,  over  the  world  prac- 
tically, of  agricultural  conditions  and  methods  from  the 
standpoint  of  the  man  dealing  in  agricultural  machinery. 
After  inquiring  of  our  several  foreign  managers,  we  con- 
cluded that  approximately  55.15%  of  the  world's  small 
grain  (wheat,  oats,  rye,  barley  and  flax)  is  harvested  by 
machinery;  and,  excluding  jSTorth  America,  41.36%.  We 
count  the  IJnited  States  and  Canada,  Australia,  New  Zea- 
land, and  South  America,  at  100  per  cent,  machinery.  The 
percentage  of  small  grains  harvested  by  machinery  in 
Europe,  Asia  and  Africa,  we  arrived  at  approximately 
39  per  cent. 

In  those  countries  the  reaper, — or  in  some  the  mower 
with  a  simple  attachment, — is  sold  first.  After  the  farmer 
has  used  his  reaper  and  has  learned  that  machinery  will 
replace  hand  labor,  he  will  purchase  a  binder  if  his  crop 

L70  area  justifies.  In  Russian  Siberia  used  in  great  quantities 
is  a  very  crude,  old-fashioned  type  of  machine  where  they 
rake  off  by  hand, — even  more  crude  than  our  self-rake 
reaper — known  as  a  lobogrieka.  The  binder  will  very 
largely  replace  those  crude  machines,  except  where  the 
fields  are  too  small. 
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Opportimities  for  Further  Expansion  in  Foreign  Field. 

Outside  of  the  development  of  business  that  must  come 
through  substituting  the  modern  improved  binder  for  hand 
labor  and  crude  machinery,  is  the  fact  that  there  are  mil- 
lions of  acres  of  tillable  land  not  yet  plowed.  In  Siberia, 
Argentine,  Australia — in  fact  more  or  less  in  all  coun- 
tries,— there  is  still  ground  not  cultivated,  which  must 
come  into  use  for  grain-growing.  There  is  also  the  im- 
provement in  the  quality  of  the  farming.  The  wheat  pro- 
duction of  the  U.  S.  in  1912  averaged  about  15.9  bushels 
per  acre.  In  Siberia  in  1910  it  was  10  bushels.  In  Ger- 
many, as  illustrating  the  higher  culture,  for  1911  (the 
latest  statistics  availalile),  the  average  production  of 
wheat  30.6  bushels  per  acre.  Improved  farming  methods 
will  necessarily  make  a  heavier  crop  and  greater  demand 
for  the  binder. 

According  to  the  Russian  Year  Book,  the  most  authen- 
tic information  available,  on  January  1,  1912,  there  were 

171  approximately  8,700,000  people  in  Siberia — 1.8  inhabi- 
tants per  square  mile.  The  Census  of  1910  gave  the  U. 
S.  91,972,266  people — 30.9  inhabitants  per  square  mile. 
Many  millions  of  acres  in  Siberia  not  under  cultivation  are 
available  for  grain-growing.  The  land  is  similar  to  that 
in  Nebraska  and  Kansas — prairie  country,  partly 
wooded. 

Economic     Changes     Abroad     Affecting     Trade,     Carefully 
Watched. 

The  improved  economic  conditions  and  increased  wages 
are  responsible  for  a  considerable  part  of  the  increase  in 
our  business.  As  labor  is  more  in  demand  for  manu- 
facturing, it  will  leave  the  fields,  and  as  it  becomes  more 
expensive,  it  is  more  economical  to  use  machinery  on  the 
farm. 

Based  upon  the  judgment  of  our  foreign  managers  and 
our  past  growth,  we  estimate  that  in  five  years,  that  is, 
1918,  we  should  have  a  foreign  business  of  approximately 
$81,000,000,  and  in  ten  years,  $100,000,000: 

I  try  to  keep  in  touch  with  economic  conditions  and 
changes   going    on   in  foreign    countries.     Whenever   a 

172  change  makes  labor  more  expensive  than  machinery  we 
are  prepared  to  supply  our  machinery.  From  time  to 
time  we  send  experienced  men  into  different  parts  of  the 
world  where  we  are  not  now  doing  business,  or  where  the 
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business  is  small,  to  make  investigations  and  ascertain  if 
the  development  is  such  that  there  is  a  probability  of  suffi- 
cient business  to  justify  us  putting  an  organization  into 
the  field. 

173  Cross-Examination. 

After  I  returned  to  America  in  the  spring  of  1902  I  had 
charge  of  the  Deering  Harvester  Company's  sales  busi- 
ness, both  foreign  and  domestic;  formerly  had  charge  of 
foreign  sales.  I  was  not  one  of  the  owners  of  the  Deer- 
ing Company.  I  began  with  it  about  1884.  I  understand 
the  statement  showing  foreign   sales  in  1902   to  mean 

174  goods  for  which  we  received  pay  in  1902, — the  calendar 
year.  If  we  should  slnp  machines  to  a  foreign  customer 
in  December,  1901,  for  the  season  of  1902  and  he  paid  us 
in  the  season  of  1902,  or  during  that  calendar  year  the 
figures  would  be  in  that  year.  As  to  whether  shipments 
made  in  1902  and  not  sold  abroad  nor  paid  for  until  sea- 
son of  1903,  would  appear  in  this  figure; — if  the  ship- 
ments were  made  in  1902  for  account  of  1902  season,  they 
would  appear.  If  made  late  in  the  season  for  account  of 
1903,  they  would  not  appear.  Because  we  are  so  far  from 
the  foreign  markets,  we  sometimes  begin  shipping  ma- 
chines the  last  part  of  the  preceding  calendar  year  to  get 
them  at  destination  in  tim.e  to  distribute  for  harvest  sea- 
son the  following  year. 

I  think  all  the  sales  included  in  1902  were  made  prior 
to  the  organization  of  the  I.  H.  Co.  I  do  not  know  whether 
the  season  of  1902  was  entirely  Deering  Harvester  Com- 
pany business  or  whether  part  of  it  went  to  the  I.  H.  Co. 
The  statement  as  I  understand  it,  represents  the  sale  of 
Deering  machines  sent  from  the  Deering  works  and  for 
which  pay  was  received  during  the  calendar  year  of  1902. 

175  The  figures  in  Defendants'  Exhibit  76  were  prepared 
at  my  request.  The  words  "Binders,  shipments  1902, 
16,228,"  moan  the  machines  that  were  shipped  out  for 
sale  during  the  season  of  1902,  by  all  of  the  companies 
now  owned  by  the  I.  H.  Co.,  according  to  records  made 
up  in  our  office  for  statistical  purposes. 

Deering  and  McCormick  Export  Trade  in  1902. 

I  could  not  say  how  much  the  exports  of  the  Deering 
and  McCormick  companies  had  grown  in  the  five  years 
preceding  1902.     T  can  say  from  general  knowledge  that 
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they  had  grown,  but  couldu  't  give  any  idea  as  to  pe]?cent- 
age,  having  never  seen  the  iigures.    During  those  years  I 

176  was  selling  Deering  machines  in  Europe.  Whatever  the 
Deerings  were  doing  abroad  in  1902  had  been  developed 
by  me  from  nothing  in  the  course  of  ten  years.  I  recall 
no  figures  or  memoranda  wJiich  would  enable  me  to  tell 
the  percentage  of  growth  in  those  ten  years;  could  not 
say  that  I  have  not ;  have  no  recollection. 

177  The  Deerings  were  selling  machines  in  1901  and  1902,  in 
Australia,  Xew  Zealand,  Argentine,  Uruguay,  Great  Brit- 
ain, France  Spain,  Belgium,  Italy,  Switzerland,  Holland, 
Germany,  Austria-Hungary,  Eouraania,  Turkey,  Norway, 
Sweden,  Denmark,  Finland,  Russia,  Siberia;  that  is  my 
recollection ;  Ihat  may  not  be  complete.  The  Deering  Com- 
pany was  doing  a  certain  amount  of  business  in  practically 
the  entire  world  before  the  organization  of  the  I.  H.  Co. 

178  I  now  have  the  figures  of  the  Deering  Company's  for- 
eign business  including  Canada  for  1898  to  1902 ;  also  the 
figures  of  tlie  foreign  shipments  not  including  Canada 
from  1900  to  1902,  inclusive : 

179  Deering  Harvester  Company — Foreign  Sales. 

Percent. 
Progressive 
Foreign  Increase 

Year       Except  Canada  Canada  Total  over  1S9S 

1S98  916,331.15  498,560.40  1,414,891.55 

1899  1,554,319.13  001,390.34  2,155,709.47  .-.2.4% 

1900  1,840,923.50  745,031.21  2,594,954.77  83.4% 

1901  1,551,000.33  1,199,633.90  2,750,634.29  04.4% 

1902  2.097,021.75  1,390,627.86  3,488,249.61  146.5% 

Export  Shipments  of  Deering  Binders,  Reapers,  Mowers, 
and  Hay  Rakes  for  the  Seasons  of  1900-01-02  (Not  In- 
cluding Canada). 


Binders  Pusli  Bdr.s. 

Reapers 

Mowers 

Rakei 

and  Hdrs. 

1900 

4091                10 

3655 

19975 

3880 

1901 

4153              115 

4375 

18097 

3785 

1902 

53S9              505 

5665 

17540 

0520 

180  Mr.  Ilaneti.  The  various  manufacturers  exhibiting  har- 
vesting machineiy  at  the  Paris  Exposition  were  Deering, 
McCoiniick,  .Vdriance-Platt,  Walter  A.  Wood,  Johnston, 
Buckeye.  Osborne  and  Piano.  The  Champion  was  not 
there.  That  list  is  complete  as  I  recall  it.  Naturally  the 
Deering  and  Mef 'ormick  Companies  wanted  to  get  all  they 
could  in  prizes  and  medals.     I  could  not  say  positively 
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from  recollection  whether  that  competition  resulted  in  the 

181  McCormick  and  Deering  each  being  finally  awarded  the 
same  number  of  prizes.  Deering  obtained  a  number  of 
prizes  and  the  McCormick  likewise. 

Re-direct  Examina tion. 

The  I.  H.  Co.,  after  its  organization,  began  to  change 
from  the  system  of  marketing  through  jobbers  in  Europe, 
to  marketing  through  its  own  separate  sales  organization, 
the  branch  house  system,  the  American  method  of  selling 
directly  to  local  dealers. 

Starting  Retail  Stores  in  Siberia. 

In  Siberia  there  were  very  few  local  merchants.  There 
are  few  towns ;  the  people  live  in  villages,  with  no  stores 
other  than  little  shops  to  supply  groceries  or  kerosene,  or 
something  of  that  sort.  I  started  our  local  retail  "skads," 
or  local  retail  warehouse.  To  conduct  these  retails  stores 
we  were,  of  necessity,  forced  to  buy  plows  and  various 
other  machines  not  manufactured  by  the  I.  H.  Co.,  in  or- 

182  der  to  have  a  complete  stock  of  implements,  such  as  the 
farmer  in  that  locality  demanded.  Ajs  we'  were  able  to 
find  someone  to  take  this  retail  business  off  our  hands 
and  establish  himself  there  as  a  local  merchant  and  buy, 
goods  from  us,  we  turned  the  business  over  to  him. 

Trained  Harvester  Men  Taken  from  America. 

In  changing  the  business  from  jobbing  to  the  branch 
house  basis,  it  was  impossible  to  find  men  in  Europe  with 
knowledge  and  experience  in  harvesting  machinery  busi- 
ness, qualif}T.ng  them  as  managers.  It  was  necessary  to 
get  men  trained  from  America — ^men  of  experience,  knowl- 
edge and  ability  and  put  them  in  charge.  We  got  these 
men  from  the  International  organization — men  from  the 
McCormick,  the  Champion,  Deering,  Piano  and  Osborne 
Companies.  Knowledge  of  the  business  is  more  important 
than  of  the  languge  of  the  country.  We  try,  naturally,  to 
find  men  who  speak  tlie  language ;  but  knowledge  and  ex- 
perience are  the  first  qualifications,  even  if  he  spoke  only 
English. 

In  1912,  the  Omsk  branch  of  the  I.  H.  Co.,  in  Central 
Siberia,  did  the  largest  business :— $3,184,325.63.  Vladi- 
vostok at  the  extrem,e  eastern  end  of  the  Trans-Siberian 
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183  Railway  on  the  Pacific  side,  did  a  business  of  $569,278.09 
last  year. 

The  avea  of  the  U.  S.  is  3,026,789  square  miles;  of  Si- 
beria, 4,781,730  square  miles. 

The  increase  in  the  Deering  foreign  business  for  the 
years  preceding  1903  challenged  attention  to  the  foreign 
market  as  a  great  future  opportunity. 

XIV 

Rapid  Increase  of  Export  Business. 

100  Defts.'  Exh.  199  is  a  chart  comparing  total  U.  S.  Ex- 
ports  (Official  Statistics)   and  shows  that  from  1902  to 

101  1912  the  total  U.  S.  exports  have  increased  60  per  cent, 
while  I.  PI.  Co.  exports  have  increased  240  per  cent. 

Cash  Remitted  to  U.  8.  from  Foreign  Trade. 

102  Defendants '  Exhibit  200  shows  amount  of  cash  received 
by  I.  H.  Co.  or  its  affiliated  companies  from  foreign  trade 
and  remitted  to  the  United  States  from  1903  to  1912 : 

Year.  Amount. 

1903  $    5,500,000 

1904  9,154,000 

1905  11,640,000 

1906  14,123,000 

1907  16,520,000 

1908  17,138,000 

1909  20,644,000 

1910  20,016,000 

1911  18,778,000 

1912  25,894,000 


Total  $159,407,000 

Expenditures  for  Labor  and  Materials  Entering  into  Exports. 

Defts'  Exh.  20]  shows  amount  of  I.  11.  Co.'s  exports, 
103  1903  to_1912,  and  the  amount  expended  by  the  I.  H.  Co.  or 
its  affiliated  corporations  for  raw  material  and  labor  en- 
tering into  those  exports: 
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I.  H.  Co.  Material  and  Labor. 

Year 

Exports 

Material 

Labor 

1903 

$    9,975,000 

$  3,878,000 

$  1,891,000 

1904 

9,897,000 

4,450,000 

1,880,000 

1905 

12,651,000 

5,252,000 

2,404,000 

1906 

14,533,000 

5,717,000 

2,761,000 

1907 

17,788,000 

6,738,000 

3,398,000 

1908 

17,194,000 

6,486,000 

3,284,000 

1909 

18,503,000 

6,885,000 

3,534,000 

1910 

21,107,000 

8,061,000 

4,086,000 

1911 

27,330,000- 

10,108,000 

5,291,000 

1912 

30,755,000 

11,610,000 

5,954,000 

Total      $179,733,000  $69,185,000  $34,483,000 

Mr.  Eeay:  The  note  to  the  exhibit  reading:  "Of  the 
above  $69,185,000  expended  for  material,  about  one-half 
represents  money  spent  for  labor  in  the  IJ.  S.  in  the  pro- 
duction of  such  material'"  was  arrived  at  from  the  best 
statistics  availaible. 


European  Borroivings  of  I.  H.  Co. 

119      Defts'  Exh.  210  shows  annual  maximum  borrowings 
the  I.  H.  Oo.  for  fhe  years  1903  to  1912,  inclusive,  with 
amount  borrowed  in  Europe 


of 


Percentage  of 

European 

Amount      '. 

Borrowings 

Total 

Borrowed 

to  Total 

Borrowed 

in 

Borrowed 

Year 

Money 

Europe 

Money 

120  1903 

$14,974,000.00 

$    

..  7o 

1904 

15,630,000.00 
21,470,000.00 

1905 

3,772,000.66 

17'.6 

1906 

23,774,000.00 

5,740,000.00 

24.1 

1907 

34,915,000.00 

7,558,000.00 

21.6 

1908 

25,988,000.00 

9,237,000.00 

35.5 

1909 

29,922,000.00 

10,252,000.00 

34.3 

1910 

37,048,000.00 

12,279,000.00 

33.1 

1911 

54,930,000.00 

17,950,000.00 

32.7 

1912 

65,920,000.00 

19,264,000.00 

29.2 

Total 

$324,571,000.00 

$86,052,000.00 
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VOLUME   OF   BUSINESS,   ASSETS  AND   BORROWINGS. 

96  ^y.  M.  EEAY : 

Am  comptroller  of  the  1.  H.  Co.  and  have  charge  of  its 
accomiting  and  statistical  records. 

Volume  of  Sales — Foreign,  Domestic  and  New  Lines. 

The  statement  (Deft's.  Exh.  198)  containing  "a  sum- 
mary of  gross  sales  proceeds  of  Champion,  Deering,  Mc- 
Cormick,  Milwaukee,  Oshorne  and  Piano  companies  for 
1902  and  the  International  Hai-vester  Company  for  1903 
to  1912,  separating  foreign  and  domestic  trade,  and  old 
lines  and  new  lines,  and  fibre  and  steel  sale"  was  pre- 
pared under  my  direction  and  supervision  and  is  correct. 
"Old  lines"  includes  grain  machines,  mowers,  rakes,  corn 
binders,  and  their  repairs  and  attachments,  and  twine. 
"New  lines"  includes  the  balance  of  the  goods  manufac- 
tured by  the  I.  H.  Co.  and  its  affiliated  companies,  together 
with  any  goods  purchased  and  re-sold  by  any  of  those 
companies.  ' '  Steel  Products,  Fibre  Sales,  etc., ' '  covers  the 
sales  of  steel  and  steel  products  of  Wisconsin  Steel  Co.  to 
customers  other  than  the  I.  H.  Co.  and  fibre  sales  made 
by  ]\I.acleod  &  Co.  in  Xew  York  and  London,  and  some 

97  minor  miscellaneous  sales. 


155 
XIV 
Binder  and  Mower  Sales  in  U.  8.  1898  to  1902. 

126  Defts'  Exli.  214  sliows  the  numbers  of  binders  and 
mowers  sold  in  the  U.  S.  from  1898  to  1902  by  Champion, 
Deering,  McCormick,  Milwaukee,  Osborne  and  Piano  com- 
panies, and  by  the  I.  H.  Co.  and  its  affiliated  companies 
from  1903  to  1912  inclusive : 

Year 

1898 

1899 

1900 

1901 

1902 

1903 

1904 

1905 

1906 

1907 

1908 

1909 

1910 

1911 

1912 

Ammal  Reports — Distributed  Publicly  Since  1907. 

W.  M.  EEAY: 

The  stocks  of  the  I.  H.  Co.  were  first  listed  on  the  New 
135  York  Stock  Exchange,  June  3, 1908.  I  never  heard  of  any 
agricultural  concern  having  previously  listed  its  stock. 
Our  annual  reports  were  printed  and  distributed  pubhcly 
for  1907,  and  have  since  'been  printed  in  voluminous  de- 
tail and  distributed  to  the  public  and  to  the  stockholders. 


Binders 

Mowers 

161,822 

186,826 

161,681 

221,395 

127,328 

199,333 

146,377 

239,193 

164,616 

243,663 

104,273 

208,318 

86,382 

187,985 

89,699 

166,577 

92,574 

161,917 

89,627 

181,721 

64,368 

155,584 

86,006 

162,549 

92,937 

165,386 

97,335 

141,330 

111,447 

164,287 
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222  JAMES  KING: 


I  am  in  the  I.  H.  Oo.  Accounting  Department  under  Mr. 
223  Eeay.    I  have  with  me  records  of  the  I.  H.  Co.  from  1907 
to  1911,  inclusive. 


■-; 


Published  Reports  of  I.  H.  Co. 

The  first  published  report  of  the  I.  H.  Co.  was  for  1907, 
which  includes  a  few  statistics  for  1905  and  1906.     We 

224  have  no  reports  of  earlier  years  in  the  form  in  which 
these  reports  are  made  up. 

225  The  report  for  1911  is  a  combined  report  for  all  of  the 
companies  and  shows  the  combined  sales  of  the  I.  H.  Co. 
and  its  affiliated  companies,  1903  to  1911.  (Figures  ap- 
pear in  Defts'  Exh.  198.) 

In  this  report  not  'only  sales,  but  all  other  items  are 
comJbined. 

226  At  one  time  the  harvester  business  was  divided,  broadly 
speaking,  into  two  seasons,  a  manufacturing  and  a  selling 
season.  It  has  been  changed  so  that  it  is  practically  an 
all-the-year-round  business,  though  for  convenience  we 
call  one  season  a  manufacturing  and  another  a  selling  sea- 
son. The  manufacturing  season  closes  at  the  convenient 
date  for  taldng  an  inventory. 

Our  loans  reach  the  maximum  in  August.  They  become 
reduced  as  the  farmers'  notes  are  collected  in  the  fall. 

227  The  gross  sales  include  all  our  foreign  sales  made  for 
the  most  ]iart  by  foreign  companies.  The  reports  show 
the  comliined  gross  sales  in  harvesting  machinery,  til- 
lage implements  and  twine  from  the  organization  of  the 
I.  H.  Co.  till  now  in  the  U.  S.  and  foreign  countries. 
(These  figures  shown  in  Defts'  Exh.  198.) 

Sales  of  Wof/ons,  Spreaders,    Engines,    Separators,    Auto- 
Wagons,  Tractors. 

228  The  combined  gross  sales  in  wagons,  manure  spreaders, 
gasoline  engines,  cream  separators,  auto  wagons  and 
tractors  since  the  I.  H.  Co.  commenced  doing  business  are 
as  follows: 
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United  States.  Foreign  Countries. 

Season  1903                         $    $       38,410 17 

Season  1904                              108,618.41  155,251 46 

'Season  1905                           2,885,282.58  1,177,447.55 

Season  1906                           7,500,859.03  2,060,567.35 

Season  1907         -                 10,985,492.17  2,895,987.16 

Season  1908                         10,903,661.29  3,384,927  22 

Season  1909                         15,480,606.95  5,239,578.11 

Season  1910                         18,772,535.36  8,993,141.22 

Season  1911                         19,331,514.41  13,349,405.95 

Total  Assets  1903  to  1911. 

The  combined  assets  for  each  year  have  been  as  follows : 

December  31,  1903  $130,710,469.99 

December  31,  1904  132,370,000.87 

December  31,  1905  139,168,296.16 

December  31,  1906  147,904,064.14 

230  December  31,  1907  156,282,454.16 
December  31,1908  157,608,632.51 
December  31,  1909  172,795,542.61 
December  31,  1910  195,306,083.53 
December  31,  1911  223,724,555.54 

Property  Account. 

Decemlber  31,  1903  $54,179,415.85 

December  31,  1904  56,420,517.97 

December  31,  1905  59,042,190.76 

December  31,  1906  60,784,064.65 

December  31,  1907  62,844,136.48 

December  31,  1908  63,680,776.06 

December  31,  1909  66,532,608.86 

December  31,  1910  71,887,402.38 

December  31,  1911  76,585,000.70 

Our  fiscal  year  is  the  calendar  year.     We  divide  our 

Current  Assets  into  three  principal  classes :    Inventories, 

Receivables  and  Cash. 

Amount  of  Inventories. 

The  amount  of  inventories,  which  include  raw  materials 

231  and  supplies,  and  work  in  process  of  manufacture  and 
finished  products  both  at  the  works  and  on  the  territory, 
were  as  follows : 
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December  31,  1903  $42,891,391.20 

December  31,  1904  43,032,131.97 

December  31,  1905  47,257,637.93 

December  31,  1906  49,317,885.88 

December  31,  1907  50,287,625.77 

December  31,  1908  47,687,056.26 

December  31,  1909  53,399,926.84 

December  31,  1910  61,646,434.80 

December  31,  1911  69,592,780.86 

Farmers'  and  Agents'  Notes. 

The  receivables  are  divided  into  two  classes — Farmers ' 

and  Agents'  notes  and  Accounts  Receivable.     Farmers' 
and  Agents '  notes  represent  all  the  notes  originating  from 

the  sale  of  harvesting  machinery.  Their  amount  has  been 
as  follows: 

December  31,  1903  $12,712,958.62 
December  31,  1904  18,446,262.84 

December  31,  1905  18,580,977.26 

December  31,  1906  21,735,360.10 

December  31,  1907  26,583,001.10 

December  31,  1908  25,471,132.81 

December  31,  1909  29,752,945.15 

December  31,  1910  39,859,973.30 

December  31,  1911  52,910,943.11 

Accounts  Receivable. 

232  Accounts  Eeceivable  represent  for  the  most  part  ac- 
counts resulting  from  the  sale  of  harvesting  machinery, 
tillage  implements  or  finished  products,  but  also  include 
Miscellaneous  Receivables  of  any  character.  The  amount 
of  the  Accounts  Eeceivable  has  been  as  follows : 
December  31,  190?  $12,689,143.72 

December  31,  1904  9,952,124.86 

December  31,  1905  12,470,743.26 

December  31,  1906  12,834,337.56 

December  31,  1907  14,611,387.27 

December  31,  1908  13,064,927.11 

December  31,  1909  19,103,716.45 

December  31,  1910  18,720,597.99 

December  31,  1911  19,977,644.65 

When  notes  are  renewed,  the  interest  is  included  and 
goes  into  the  classification  of  Farmers'  and  Agents"  notes. 
Where  not  renewed,  the  accrued  interest  is  estimated  and 
included  in  the  Accounts  Receivable. 
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Current  Bills  Payable. 

233  Under  Liabilities,  Bills  Payable,  represented  all  the 
obligations  of  these  various  companies  in  notes.  In  our 
books  we  distinguished  between  loans  made  for  any  length 
of  time  and  money  borrowed  at  the  bank  in  the  spring  to 
be  paid  off  in  the  fall : 

234  Statement  of  current  bills  payable : 

Bank  Loans         Fibre  Drafts 
-Maturing  in        Discounter]  in 
Dec.  31  Long  Term  T^oans  Following  Tear       Manila,  P.  I.  Total 

1903  $      800,340.13        $  —  •¥         —  .$      300.34613 

1904  —  —  

1905  —  —  778,.j60.00  7TS.-,i:0  00 

1906  7,000,000.00  —  778,.TO0.0O  7,77N.-i(:0  0O 

1907  7,000,000.00  2,687,215.36  778,r,e0.00  10,40.177.136 

1908  6,000,000.00  680,884.95  1,00.1,780.00  s  2Si;  004  !).l 

1909  4,000,000.00  —  1,824,750.00  l„S24;7.10'0O 

1910  4,000,000.00  7,418,035.46  2,3(;0,O10.0O  13,77s  045  46 

1911  12,000,000.00  17,400,509.18  1,517,832.,10  30,91si341.C8 

Purchase  Money  Obligations. 

In  addition  to  the  Bills  Payable,  there  were  Purchase 
Money  Obligations  (notes  issued  by  the  Company  for  the 
purchase  of  new  properties)  as  follows: 

December  31,  1903  $5,084,678.89 

December  31,  1904  5,067,648.88 

December  31,  1905  5,151,337.68 

Deceniber  31,  1906  4,244,740.55 

December  31,  1907  3,450,194.63 

December  31,  1908  

December  31,  1909  2,250,000.00 

December  31,  1910  1,125,000.00 

December  31,  1911  879,500.00 

Large  Working  Capital  Reqtdred. 

There  was  a  large  increase  in  Bills  Payable  for  1910 
and  1911.  In  1910  collections  were  not  good.  In  such 
cases  we  have  to  rely  on  outside  capital  to  finance  the  busi- 
ness. Then  there  was  a  great  increase  in  current  assets 
and  inventories,  receivables  and  expenditures  on  proper- 
ties. This  in  general  explains  the  increase  in  the  current 
Bills  payable. 

Extract  from  1911 1.  H.  Co.'s  Eeport,  read  into  the  rec- 
ord by  Mr.  Grosvenor : 
235  "The  increase  in  farmers'  and  agents*  notes  is  oc- 

casioned partly  'by  the  larger  volume     of    business 
transacted,  and  partly  by  the  decline  in  cash  collec- 
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tions  affecting  most  lines  of  industry  during  the  year 
1911.  The  poor  harvest  in  the  important  agricultural 
states,  and  the  unfavorable  threshing  conditions  in 
"Western  Canada  retarded  fall  collections. 

"The  additional  investment  in  inventories  and  re- 
ceivables naturally  resulted  in  a  larger  volume  of 
bills  payable  carried  by  the  Company  at  the  close  of 
the  fiscal  year.  Anticipating  this  condition,  a  loan  of 
$10,000,000  maturing  in  1921  was  negotiated  during 
the  year  1911,  and  early  in  the  fiscal  year  1912,  $20,- 
000,000  three  year  5%  notes  were  issued. 

"The  Working  Capital  requirements  of  the  Com- 
pany are  very  large;  first,  because  'of  the  heavy  in- 
vestments in  Works  inventories  required  in  the  many 
months  of  manufacturing  in  advance  of  the  short 
selling  season ;  second,  because  of  the  large  stocks  of 
harvesting  machinery,  repairs  and  twine  carried  at 
all  convenient  locations  throughout  the  world  to  be 
immediately  available  to  meet  the  varying  demands 
of  a  trade  which  cannot  be  known  until  the  harvest  is 
at  hand ;  third,  because  of  the  liberal  credits  extended 
to  the  farmers  in  the  sale  of  these  machines.  For 
these  reasons,  the  Company  is  required  to  have  in 
working  capital  at  all  times  an  amount  nearly  equal 
to  its  entire  annual  sales ;  and  in  the  harvester  lines, 
the  investment  in  inventories  and  receivables  largely 
exceeds  the  amount  of  the  annual  'sales." 

AfftUated  Cowpanies. 

I  ^\y.  Kiiii;-:     Tlie  different  companies   whose   earnings 

go  to  make  up  this  combined  report  are  as  follows : 
236       International  Har^'estor  Company, 

Internationa]  Harvester  Com.pany  of  Canada,  Limited, 

International  Flax  Twine  Company, 

Wisconsin  Steel  Company, 

Wisconsin  Lumber  Company, 

Illinois  Iron  Mining  Company, 

.Macleod  &  Company  (Philipjiine  Islands), 

Eastern  Building  Company,  Limited,   (Canada), 

Columbian  Shipping  Company, 

Chicago,  West  Pullman  &  Southern  Railroad  Companv, 

Peering  Soutliwestern  Railway, 

Illinois  Xorthern  Railway, 

The  Owasco  River  Railwav, 
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International  flarvester  Company  of  America, 

International  Harvester  Company  G.  m.  h.  H.  (Austria). 

Aktieselskabet  International  Harvester  Company  (Den- 
mark). 

Compagnie  Internationale  ties  Machines  Agricoles  S.  A. 
(France). 

Compagnie  Internationale  cles  Machines  Agricoles  de 
France  S.  A. 

Deutsche  International  Harvester  Company  m.  b.  H. 
(Germany). 

International  Harvester  Company  m.  b.  H.  (Germany). 

International  Harvester  Company  of  Great  Britain, 
Limited. 

Aktieselskabet  International  Harvester  Company  (Nor- 
way). 

International  Harvester  Company  in  Russia. 

x\kticbolaget  International  Harvester  Company 
(Sweden). 

International  Harvester  Companv  A/G  (Switzerland). 
IV 

349  Pet.  Exh.  267  gives  names  of  all  companies  in  which 
I.  H.  Co.,  or  any  subsidiary  company,  held  any  stock  in- 
terest. 

PBOPITS  AND   DIVIDENDS. 
XIV 

Average  Earnings  7.S3'%  ;  Dirideurls  5.9'/( . 

W.  M.  EEAY: 

123  Defts'  Exh.  212  is  a  statement  of  the  net  earnings  and 
dividends  of  the  I.  H.  Co.  for  1903  to  1912,  inclusive.  The 
average  percentage  of  net  earnings  to  capital  stock  and 
surplus  of  the  I.  H.  Co.  for  the  years  1903  to  1912,  in- 
clusive, is  7.83%.  The  average  rate  of  dividends  paid  m 
those  years  has  been  5.9%. 
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Percentage  of 

Kate  of 

Met  Earnings  to 

Dividends 

Net 

Capital  Stock 

on  Capi- 

Year 

Earnings 

and  Surplus     Dividends 

tal  Stock 

1903 

$  5,641,181 

4.70%     $  3,600,000 

3.00%, 

1904 

5,658,535 

4.64            4,800,000 

4.00 

1905 

7,479,187. 

6.08            4,800,000 

4.00 

1906 

7,346,947 

5.85            4,800,000 

4.00 

1907 

8,080,458 

6.31            4,200,000 

3.50 

1908 

8,885,682 

6.73            4,200,000 

3.50 

1909 

14,892,740 

10.89            4,200,000 

3.50 

20,000,000* 

16.66 

1910 

16,084,819 

10.91            7,400,000 

5.29 

1911 

15,521,397 

9.95            8,200,000 

5.86 

1912 

16,395,597 

10.03            8,200,000 

5.86 

Average 

:   10,598,654 

7.83            7,440,000 

5.90 

*  Stock  dividend  of  33-1/3%     on    $60,000,000 

common 

stock  declared  January  29,1910. 
Earnings  Compared  ivlth  Capital  Investment. 

120  W.  M.  Eeay.  Defts' Exh.  211  shows  percentage  of  earn- 
ings by  years  to  total  investments,  that  is,  amount 
of  capital  and  surplus  and  average  amount  of 
borrowed  money  employed  during  each  year;  also 
percentage  of  such  earnings  to  the  net  assets, 
tl]at  is,  the  amount  of  capital  and  surplus.  The 
years  to  the  total  investments,  amount  of  capital  and  sur- 
plus and  average  amount  of  borrowed  money  employed 
during  each  year ;  also  percentage  of  such  earnings  to  the 
net  assets,  that  is,  the  amount  of  capital  and  surplus.  The 
first  column  states  the  total  investment  capital  and  sur- 
plus and  borrowed  capital  of  the  I.  H.  Co.  and  subsidiary 
companies;  the  second  shows  that  capital  and  surplus  at 
the  beginning  of  each  year,  not  including  borrowed  capi- 
tal.    By  borrowed  capital,  I  mean  the  average  amount 

121  borrowed  during  the  entire  year.  The  third  shows  the 
gross  earnings  of  the  I.  H.  Co.  for  1903  to  1912  before 
deducting  interest  paid  on  borrowed  capital.  The  fourth 
shows  the  net  earnings.  The  fifth  shows  the  percentage 
of  the  gross  earnings  to  total  investment.  The  sixth 
shows  the  percentage  of  net  earnings  to  the  capital  and 
surplus. 
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Number  of  Stuclholders. 

161  Defts"  Exh.  226  is  a  statement  of  number  of  stockhold- 
ers of  I.  H.  Co.  February  8,  1913,  showing  division  be- 
tween employes  and  others. 

Xumber  of  Preferred  Common 
Stockholders  Shares    Shares      Total 
Total  February  8,  1913  6,543     600,000    800,000    1,400,000 


Employes  3,054      29,584      40,144         69,728 

Others  3,489     570,416     759,856     1,330,272 


Total  6,543     600,000    800,000     1,400,000 

ABVANCING  WAGES  AND  RAW  MATERIAL  COSTS.  GENERAL 
UPWARD  TREND  OP  PRICES  OF  MANUFACTURED  AND 
FARM  PRODUCTS. 

Increasing  Raw  Material  Costs. 

124  Mr.  Eeay.  An  increase  in  i)riees  was  made  for  1908,  in 
certain  lines.  The  amount  of  profit  in  1908  derived  from 
the  increase  on  the  old  lines  was  approximately  $1,250,000, 
as  compared  with  1907.  The  increase  in  the  cost  of  raw 
materials  used  in  manufacturing  the  old  lines  sold  in  1908 
was  $1,200,000  more  than  it  would  have  been  if  the  price 
of  materials  at  that  time  had  been  what  the  price  was 
in  1902.  By  "old  lines"  I  refer  to  grain  machines, 
mo^vers,  rakes,  corn  binders,  and  their  repairs  and  at- 
tachments sold  in  the  United  States. 

There  was  an  increase  in  price  made  effective  during 
season  of  1908,  and  it  continued  until  the  close  of  1911 
season.  The  total  amount  of  profit  so  derived  from  the 
increase  in  prices  during  1908  to  1911  on  the  old  lines 
sold  in  the  U.  S.,  was  approximately  $5,250,000.  The  in- 
creased cost  of  materials  entering  into  the  manufacture 
of  old  lines  sold  in  the  U.  S.  between  1903  and  1912,  above 
what  it  would  have  been  upon  the  basis  of  1902  prices, 
was  a  little  over  $9,000,000. 

Raw  Material  Costs  1902  to  1912. 

105  Islw  Eeay.  Defts'  Exh.  203  correctly  states  average 
prices  paid  by  I.  H.  Co.  for  gray  iron,  malleable  Besse- 
mer, steel,  cotton  duck,  leather  straps,  pole  stock,  hard- 
wood lumber,  and  crating  lumber,  during  the  years  1902 
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to  1912.    These  are  the  principal  materials  entering  into 
the  manufacture  of  the  I.  H.  Co.  products.     It  includes 

106  the  prices  for  lumber  and  iron  paid  to  our  subsidiary 
companies,  and  is  the  average  market  price  of  all  ma- 
terials from  whatever  source  purchased,  whether  from 
our  subsidiary  companies  or  in  the  open  market,  as  shown 
by  our  records.  (Objected  to  as  immaterial.)  The  amount 
purchased  from  our  subsidiary  companies  would  not  be 
sufficient  to  influence  the  statement  especially.  The  fig- 
ures for  1902  represent  the  average  contract  prices  of 
those  materials  purchased  by  the  Champion,  Deering,  Mc- 
Cormiek,  Milwaukee,  Osborne  and  Piano  companies  for 
the  year  1902. 

defendants'  exhibit  203. 

International  Harvester  Company 
AvEKAGE  Contract  Price  of  Materials  Purchased 
Seasons  1002  to  I 01 2 
1902    1903    1901    1905    1906    liJOT    I'.JUS    1909    1910    1911    1'.I12 
Grev  Iron 

(G.  T.)         ¥13.50  1T..^2  17.19  14.91  16.35  20.70  10.r,7  16.47  1H..15  15.9(!  14..S0 
Malleable  Bes- 

emer  (G.T.)  14.50  19.56  17.08  15.90  16.92  21.S4  17.02  16.90  16.49  Kum  14.S1 
Steel   (Base 
Price  per 

cwt.)  1.35    1.65    1.76    1.40    1.51     1.06    IMO    l.M    1.40    1..W    1.30 

Cotton  Duck 

(Yard)  .29       .32       .37       .34       .37       .36       .41       ..35       .38       .40       ..31 

Leather  Straps 

(Lb.)  .30       .36       .35       .36       .41       .50       .54       .46       .43       .44       .50 

Pole  Stock 

(1000  ft.)       26.00  26.00  28.00  .35.00  .37.50  .37.-50  .32.00  .30.00  .32.00  32.00  30.00 
Hardwood  Lum- 
ber (1000 ft.)  25.30  32.00  32.50  35.00  36.50  .38.00  36.00  3.-;..'-,0  3.-..00  .34.00  .3-8.00 

Crating  Lum- 
ber (1000  ft.)    9.00    8.00    9.00  10.00  10.50  13.00  10.50  10..-.O  10.25  10.00  13.00 

Note:— The  average  contract  prices  for  1902  represent  those  of  the  Cham- 
pion, Deering,  JleCorniiclv,  ilihvaiikee,  Piano,  and  Osborne  companies. 
June  25,  1913. 
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1912  ]Vages  32  Per  Cent.  Hie/her  than  1902. 

107  Mr.  Keay:  Defts' Ex^h.  204  correctly  states  the  average 
liourly  earnings  of  employes  at  the  U.  S.  Works  (exclud- 
ing Twine  Mills)  for  1902  to  1912,  and  shows  that  these 
have  increased  32.52  per  cent,  over  1902. 


Average 

Per  Cent 

Earnings 

of  Increase 

Year                            per  Hour 

Over  1902 

1902                               19.28c 

— 

1903                               20.58 

6.74 

1904                               22.11 

14.68 

1905                               22.27 

15.51 

1906                               22.38 

16.08 

1907                               22.97 

19.14 

1908                               23.24 

20.54 

1909                              23.47 

21.73 

1910                               23.79 

23.39 

1911                               24.62 

27.70 

1912                               25.55 

32.52 

ote :    The  average  hourlv  earnings 

are  based  on  total 

number  of  hours  worked  divided  into  total  wages  earned. 

Increase  in  Warjes  and  Raiv  Material  Casts. 

108  Defts'  Exh.  205  is  a  chart  indicating  relative  prices  of 
materials  consumed  in  I.  H.  Co.  's  manufacture,  and  aver- 
age hourljr  earnings  of  works  employes  in  the  U.  S.  from 
1902  to  1912.  The  line  marked  "All  Material,"  indicates 
that  using  1902  as  a  basis  the  relative  prices  of  materials 
increased  to  a  point  of  23  per  cent,  in  1907.     The  line 

109  marked  "All  Labor  (Average  Hourly  Earnings)"  indi- 
cates that  wages  steadily  increased,  until  in  1912  the  aver- 
age hourly  earnings  paid  I.  H.  Co.  employes  at  the  U.  S. 
works  had  increased  approximately  33  per  cent,  over  1902. 
These  wages  relate  wholly  to  employes  at  the  works,  ex- 
cluding twine  mills,  and  not  to  employes  in  the  general 
offices.  :*;-"r 
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Upward  Trend  of  Prices  1899  to  1912. 

132  Defts'  Exh.  223.— Table  showing  relative  wholesale 
prices  of  raw  and  manufactured  commodities  and  farm 
products,  1899  to  1912,  from  Bulletin  No.  114,  issued 
April  4,  1913,  by  U.  S.  Bureau  of  Labor.  (Average  for 
1890-1900  =  100.) 


Farm 

Raw  Com- 

Manufactured 

All  Com- 

Year 

Products 

modities 

Commodities 

modities 

1899 

100.0 

105.9 

100.7 

101.7 

1900 

109.5 

111.9 

110.2 

110.5 

1901 

116.9 

111.4 

107.8 

108.5 

1902 

130.5 

122.4 

110.6 

112.9 

1903 

118.8 

122.7 

111.5 

113.6 

1904 

126.2 

119.7 

111.3 

113.0 

1905 

124.2 

121.2 

114.6 

115.9 

1906 

123.6 

126.5 

121.6 

122.5 

1907 

137.1 

133.4 

128.6 

129.5 

1908 

133.1 

125.5 

122.2 

122.8 

1909 

153.1 

136.8 

123.9 

126.5 

1910 

164.6 

139.7 

129.6 

131.6 

1911 

162.0 

139.9 

126.6 

129.2 

127  1912 

171.3 

149.5 

129.7 

133.6 

Purchasing  Power  of  Farm  Products  1899,  1909,  1910. 

A  part  of  report  of  Chief  of  Bureau  of  Statistics  of 
U.  S.  Department  of  Agriculture,  for  1911.  (Defts'  Exh. 
215.)    (Objected  to  as  immaterial  and  hearsay) : 

"Farm  Values  and  Pureliasing  Power  of  Farm  Products." 

Page  14.-^In  my  report  of  1910  I  showed  that  the  value  of  1  acre  of  the 
farmer's  crops  in  1000  was  72.7  per  cent,  more  than  iu  1809;  that  the  cost  of 
articles  purchased  by  farmers  had  increased  aliout  12.1  per  cent. ;  and,  conse- 
quently, the  purchasing  power  of  the  produce  of  1  acre  in  1909  was  about  .14 
per  cent,  greater  than  the  purchasing  power  of  the  produce  of  1  acre  in  Isno. 

Page  15. — An  extensive  inquiry  has  been  made  toy  the  Bureau  of  Statistics 
imong  retail  dealers  doing  husiness  with  farmers  relating  to  prices  paid  'by 
farmers  for  articles  usually  purchased  by  them.  From  this  inquiry  it  appears 
ffiiat  most  articles  purchased  toy  farmers  cost  more  iu  1910  than  in  1909,  the 
iverage  increase  being  about  1.5  per  cent.  Therefore  the  purchasing  power  of 
sroduce  of  1  acre  in  1910  was  about  7.3  per  cent,  less  than  in  1909,  but  still 
ibout  44.1  per  cent,  more  than  in  1899.  The  purchasing  power  of  an  acre 
)f  corn  in  1910  was  about  13.3  per  cent,  less  than  in  1909  and  30.2  per  cent, 
acre  than  in  1899;  the  purchasing  power  of  an  acre  of  wheat  in  1910  was 
ibout  20.2  per  cent,  less  than  in  1S09  and  53.2  more  than  in  1899 ;  and  the 
lurchasing  power  of  an  acre  of  cotton  in  1910  about  9.5  per  cent,  more  than 
n  1909  and  44.1  per  cent,  more  than  in  1899. 
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I'a^e  16. — The  number  of  acres  of  corn,  wheat,  etc..  \Yhich  \yas  required  to 
buy  articles  specifiecl,  In  1010,  1000,  and  ISOO,  wa.s  as  follows  : 

(Cost  in  acres  of  produce.) 

Corn  Wheat  Cotton        Average  of  all 

crops. 
1910  1900 1800  1910 1909  1W)0  1910  lOO;)  ISIIO  1910  1009  IsOO 

Stove 1.7  1.4  2.3  l.S  1.4  2.7  0.9  1.0  1.5  1.4  1.3  2.1 

Shotgun s  .7  1.4  .9  .7  1.7  .4  ..">  .0  .7  .7  1.3 

V.w^'^y      5.9  5.1  S.3  6.2  4.0  0.6  3.1  3.5  5.3  5.1  4.7  7.4 

Cream  separator   4.3  3.0  7.6  4.6  3.S  S.O  2.3  2.7  4.0  3.7  3.6  6.8 

(;rind.stone       3  .2  .4  .3  .2  .5  .2  .2  .3  .3  .2  .4 

Harness  (sinsle)    1.4  1.2  1.8  1,5  1.2  2.1  .7  .s  1.1  1.2  1.1  1.6 

Harrow 8  .7  1.1  .8  .7  1.3  .4  .5  '.7  .7  .6  1.0 

Manure  spreader   7.7  i;.8  11.8  8.2  6.6  13.s  4.1  4.7  7.5  6.7  6.3  10.6 

Mower 3.6  3.1  .5.4  3.8  3.0  6.3  l.O  2.1  3.5  3.1  2.0  4.8 

Plow 0  .8  1.3  .9  .7  1.5  .5  .5  .S  .7  .7  1.1 

Saddle         1.3  1.1  1.7  1.3  1.1  2.0  .7  .s  1.1  1.1  1.0  1.5 

Tedder 2.3  1.9  3.2  2.4  1.0  3.8  1.2  1.3  2.1  2.0  l.S  2.0 

Wagon   (single)    3.6  3.1  5.2  3.0  3.0  6.1  1.0  2.2  3.3  3.2  2.0  4.7 

Wagon    (double)    5.4  4.5  7.1  5.8  4.4  S.3  2.0  3.1  4.6  4.7  4.2  6.4 

Wraith  Production  on  FciDns  IDIO,  $9,299,000,000. 

Il29  Defts'  Exh.  217. — Table  showing  wealth  production  on 
farms,  1899-1912,  from  census  statistical  abstract  of  the 
U.  S.,  1912,  page  181: 

AVealth  Production. 

1899  $4,717,000,000 

1900  5,017,000,000 

1901  5,317,000,000 

1902  3,617,000,000 

1903  5,887,000,000 

1904  6,122,000,000 

1905  6,274,000,000 

1906  6,764,000,000 

1907  7,488,000,000 

1908  7,891,000,000 

1909  8,498,000,000 

1910  9,037,000,000 

1911  8,819,000,000 

1912  9,299,000,000 

Acreage,  production  and  value  of  principal  farm  crops 
1899  and  1909,  from  Abstract  Thirteenth  Census  of  U.  S., 
p.  360.     Said  table  Defts'  Exh.  218.   (See  Vol.  XIV,  p 
324.) 
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Value  of  Faun  Property  in  U.  8. 

128  Defts'  Exh.  216  is  table  showing  value  of  farm  prop- 
erty, 1850-1910,  from  reports  of  the  Census,  states  value 
in  1910  of: 

All  farm  property  $40,991,449,090 

Land  28,475,674,169 

Buildings  6,325,451,528 

Implements  and  machinery  1,265,149,783 

Live  stock  4,925,173,610 

Per  cent,  of  value  of  all  farm  property  in — 

Land  69.5 

Buildings  15.4 

Implements  and  machinery  3.1 

Live  stock  12.0 

BINDER  SALES  IN  THE  UNITED   STATES. 

ALEXLEGGE: 

52  I  have  prepared  a  statement  comparing  the  small 
grain  crop  oroduction  and  the  binder  sales  in  the  U.  S. 
from  1903  to  1912,  with  the  period  from  1898  to  1902.  The 
number  of  binders  sold  in  1898, 1899  and  1900  were  compil- 
ed from  statistical  records  of  the  old  companies.  We  have 

53  never  had  access  to  their  books,  and  there  may  be  some 
slight  inaccuracies.  The  record  was  prepared  in  1904  for 
comparative  purposes  and  to  be  used  in  the  business,  and 
is  practically  correct.  For  the  two  later  years  the  figures 
are  from  the  appraisal  records,  for  the  years  1901  and 
1902.  ^  .    - 

\s  to  why  binders  were  computed  at  $130  m  the  period 
from  19"03  to  1912,  and  at  $125  from  1898  to  1902.  From 
1903  to  1912,  we  sold  a  larger  percentage  of  8  ft.  or 
larger  sized  machines,  which  has  been  provided  for  by  fig- 
uring the  average  at  $5  higher  in  order  to  make  a  fair 
comparison. 
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Defts'.  Ex.  188,  Showing  Annual  Amount  Paid  by  Farmers  of 
U.  S.  for  Binders  {I.  H.  Co.'s  and  All  Other  Makes)— Aver- 
age for  Five  Years  1898  to  1902,  $19,045,500;  Average  for  10 
Years,  1903  to  1912,  $mi§=^S=^m,  S>lh  ffc^^C: 

"  STATEaVIEXT  OF  SMALL  GRAIN  CEOP  PRODUCTION  AND  BINDER 
SALES  IN  THE  UNITED  STATES,  PERIOD  190'3  TO  1912  COM- 
PARED   WITH    PERIOD    1898    TO    1902." 

The  small  grain  acreage  for  1899  and  1909  taken  from 
testimony  of  J.  L.  Coulter,  November  1,  1912,  in  this  suit, 
The  small  grain  acreage  and  value  of  small  grain  crop 
for  other  years  from  the  reports  of  the  U.  S.  Depart- 
54  ments  of  Agricultural  and  Commerce  and  Labor.  "Small 
grains"  includes  wheat,  oats,  rye,  barley,  flax  and  buck- 
wheat. 

Binder  sales  1898  to  1902,  includes  sales  of  Cliampion, 
Deering,  McCormick,  Milwaukee,  Osborne  and  Piano  Com- 
panies ;  1903  to  1912  sales  of  I.  H.  Co.  of  America 


Binder  Sales 

Small  Grain  Crop 

Percentage 

Cost  to  Farmer! 

3                Production 

of  Binder 

at 

Acres 

A'^alue 

Cost  to 

Year 

No.  Sold 

$125.00  each 

Planted 

of  Crop 

Crop  Value 

1S9S 

161,820 

$20,227,600 

76,559,000 

$    634,147,000 

3.2% 

ison 

161,681 

20,210,125 

91,570,000 

0(;5,694,000 

3.0 

190O 

127,328 

l.j,916,000 

76,939,000 

591,489,000 

2.7 

1901 

146,377 

18,297,125 

88,510,000 

862,732,000 

2.1 

1902 

164,616 

20,577,000 

86,040,000 

844,258,000 

2.4 

5  Tr. 

Average 

;  152,364 

19,M5,500 

83,924,000 

$   719,664,000 

2.6% 

(1S9S-1902) 

U  $130.00  each 

1903 

104,273 

.$i3,55r),4no 

88,041,000  ~ 

$    817,789,000 

1.7% 

1904 

86,382 

11,229,6C0 

81,914,000 

900,360,000 

1.2 

1905 

89,699 

11,060,870 

86,022,000 

900,496,000 

1.3 

1906 

92,574 

12,034,620 

89,885,000 

925,159,000 

1.3 

1907 

80.(127 

11,051,510 

89,086,000 

1,049,051,000 

1.1 

190S 

64,368 

8,.367,840 

91,977,000 

1,156,475,000 

.7 

1909 

86,006 

11,180,780 

92,277,000 

1,224,360,000 

.9 

1910 

92,937 

12,081,810 

90,484,000 

1,135,926,000 

1.1 

1911 

97,33.1 

12.653,550 

100,650,000 

1,172,472,000 

1.1 

1912 

111,447 

14,488,110 

97,070,000 

1,189,264,000 

1.2 

10  Tr. 

Average    91.465 

$11,890,450 

91,341,000 

$1,047,134,000 

1.1% 

(1903-1912) 

Decrease  in  Binder  Sales : 

The  average  number  of  binders  sold  by  I.    H.    Co.     of 

America  in  the  TT.  S.  1903  to  1912,  is  only  60  per  cent. 

of  the  average  number  sold  by  the  Champion,  Deering 
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55  McCormick,  Milwaukee,  Osborne,  and  Piano  companies 
1898  to  1902,  although  the  average  acreage  of  small 
grain  has  slightly  increased,  and  although  in  1910  there 
were  624,130  more  farms  than  in  1900,  and  1,796,861 
more  than  in  1890. 

Decrease  in  Decrease  in 

Number  Sold     Cost  to  Farmers 
by  I.  H.  Co.     on  I.  H.  Co.  Binders 
Average  decrease  per 

annum  is  60,899  $7,155,050 

Total    decrease    for    10 
Years  (1903  to  1912)       608,990  71,550,500 


Increase  in  Small  Grain  Crop  Production 
Period  1903  to  1912  compared  with  period  1898  to  1902 : 

Increase  Gain  in 

Small  Grain        Small  Grain 
Acreage  Crop  Value 

Average  increase  per  annum   7,417,000  $  327,470,000 

Total  increase  for  10  years 

(1903  to  1912)  74,170,000  3,274,700,000 


55        Percentage  of  Binders  Sold  to  Small  Grain  Acreage : 

The  percentage  of  binders  sold  to  acreage  planted 
has  been  cut  in  half.  In  other  words,  in  the  period 
1903  to  1912,  one  binder  was  sold  by  the  I.  H.  Co.  of 
America  for  every  999  acres  of  small  grain  planted, 
whereas  in  the  period  1898  to  1902  one  binder  was 
sold  for  every  551  acres  of  small  grain  planted. 
Percentage  of  Bind-er  Cost  to  Small  Grain  Crop  Value : 
The  percentage  of  'binder  cost  to  small  grain  crop 
value  has  been  reduced  from  an  average  'of  2.6%  in 
the  period  1898  to  1902,  to  1.1%  in  the  period  1903  to 
1912,  a  reduction  of  58%:  In  other  words,  for  every 
$1,000  small  grain  crop  value  in  the  first  period,  the 
binder  cost  to  the  farmers  on  I.  H.  Co.  lines  was  $26 
compared  to  a  binder  cost  of  only  $11  in  the  latter 
period. 
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56        Number  and  acreage  of  farms — (U.  S.  Census  1910). 

Census  Year  Census  Year  Census  Year 
1890  1900  1910 

Number  of  Farms        4,564,641        5,737,372         6,361,502 
Number  of  Acres  in 

Farms : 
Impi'oved  357,616,755     414,408,487     478,451,750 

Unimproved  265,601,864    424,093,287     400,346,575 


Total                    623,218,619 

838,591,774 

878 

,798,325 

Average  Number  of 

Acres  to  a  Farm           136.5 

146.2 

138.1 

Percentage  of  Farm 

Land: 

Improved                            57.47(' 

49.4'/r 

54.4% 

Unimproved                        42.6  9f 

50.6  ^{ 

45.6% 

Value  of  farm  property — (U.  S.  Census  1910)  : 

Land  (ifl.3,27'.i.2."2,i:40)  .$l.^,{r,s,(KlT,!iri.-l  .$2s.-17.',,(;T4,li:!» 

Buildings  {                —         )  H..1.-(;,(';!!l,40li  (;,32.">,-l.-|1,.-2.S 

Implements  and  >[iichluei-.v   404.247,4(17  74!l,77'ri,!l7(>  ],2(i.'i,14'.),7x:! 

I.ivo  Stock  2..">0s,7li7,."7:!  3,07.1,477,703  4.'.)2."j,173,(il() 


All  Farm  I'ropeity    .«!T(;,(tN2,2(;7.(;s'.)     .>f2().4.S9,!)(n,l(i4     .f40,!l<)l,441),0IJ0 

Percentage  of  value  of  all  farm  property  in : 

Land  (82.6%)         63.9%.  69.5% 

Buildings  ( .  . . .    )         17.4  15.4 

Implements  and  Macliinerv        3.1  3.7  3.1 

Livestock  ■       14.3  15.0  12.0 

Binder  Sales  in  U.  -V.  1903  to  1912. 

57        Note:    The  sales  of  binders  in  U.  S.  from  1903  to  1912 
were: 

Sales  by  L  H.  Co.  of  America  914,648 

Sales  by  competitors  (partly  estimated)  91,315 


Total  binder  sales  for  10  years  1,005,963 

•Estimated  inventory  value  at  $65  per  binder, 
representing  50%  of  original  cost  to  the 
farmer  $65,387,595 

Percentage  of  inventory  value  of  binders  to  in- 
ventory value  of  all  farm  implements  and 
machinery  (as  per  Grovernment  statistics)  5.2% 

All  above  figures  as  to  acreage  and  value  of  crops  are 
official,  except  of  acreage  of  flax  for  1898,  1900,  1901,  and 
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its  crop  value  for  year  1898,  1899,  1900  and  1901.  The 
flax  crop  being  a  very  small  percentage  of  the  total  small 
grains,  the  acreage  and  crop  value  is  estimated  for  the 
years  above  stated  by  using  the  official  figTires  as  to  pro- 
duction. 

Cross-Examination. 

77  Mr.  Legge.  Eeferring  to  above  Exh.  188,  Binder  Sales, 
Cost  to  Farmers,  years  1898  to  1902:  I  got  the  figure, 
$125,  from  my  own  personal  experience  and  that  of  a 
number  of  my  associates  who  have  been  in  business  prac- 
tically all  their  lives. 

The  Deering  and  McCormick  appraisals  showed  aver- 
age price  at  which  binders  were  sold  to  retail  dealer ;  my 
statement  shows  what  we  believe  to  be  average  cost  to 
consumer. 

As  to  whether  in  10  years  from  1890  to  1900  there  was 

78  a  large  new  territory  opened  up  in  the  U.  S.  to  grain 
farms :  that  is  true  of  some  localities,  not  in  others.  In 
territory  in  which  I  was  operating  personally  we  had  less 
farms  at  end  of  that  period  than  at  beginning.  As  to 
whether  the  wheat  acreage  was  largely  increased  from 
1890  to  1900 :  There  was  some  increase  during  that  pe- 
riod; do  not  think  it  was  great. 


176 


IMPROVED    QUALITY,   EFFICIENCY    AND    DURABILITY    OF    MA- 
CHINES, AND  REPAIR  AND  EXPERT  SERVICE. 
Ill 

ALBEET  J.  GLASS  (witness  for  petitioner)  : 

Three  Witnesses  for  PeiUloner  Wlw  Siah'  Binders  and  J\Ioiv- 
ers  ^ot  Improved  in  Last  Ten  Years. 

General  ^fanager  of  Adriance-Platt  Co.     I  should  say 

359  the  binder  has  not  improved  in  quality  in  the  last  ten 
years;  I  believe  they  have  been  cheapened  somewhat  and 
perhaps  some  desirable  features  have  been  eliminated  in 
the  endeavor  to  standardize.  They  are,  perhaps,  as  ef- 
ficient as  ever,  but  not  quite  so  substantially  made. 

The  development  of  the  binder  continued  about  20  years, 
and  then  stopped  about  10  or  12  years  ago,  and  there  has 
been  no  change  in  the  binder  in  the  method  of  doing  work 

360  since  that  time.  The  first  automatic  binder  used  wire 
and  then  Appleby  invented  the  twine  binder  in  the  early 
SO's.  I  think  Deering  brought  out  the  first  commercially 
successful  twine  binders  about  1880. 

Gross-Exam  ination. 

361  T  meant  that  the  binders  of  our  princi])al  competitors 
since  1902  have  been  cheajiened  in  the  effort  to  standardize 
them.  I  think  our  binders  are  as  good  as  they  were.  It 
would  not  be  modest  for  me  to  say  that  we  are  selling  a 
better  machine  than  our  competitors. 

385  JOHN  D.  CURTIS  (witness  for  petitioner) : 

Vice  President  of  Richardson  Mfg.  Co.  In  my  opinion 
the  mower  has  not  improved  since  1902  though  there  have 
been  additions  in  selling  points.     So  far  as  cutting  the 

386  grass,  there  has  been  no  improvement  in  20  years.  I 
think  tlie  hay  rake  reached  its  highest  point  of  perfection 
15  years  ago. 

Cross-Exam  ination. 

390  We  do  not  make  any  secret  of  the  fact  that  there  has 
been  no  improvement  in  the  mower  for  20  years. 
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MIKE  LAMB  (witness  for  petitioner) : 

331  The  binder  is  no  better  today  than  it  was  in  1904  when 
334  I  quit.  From  1881  down  to  1903  there  were  changes  made 
from  year  to  year;  some  were  improvements,  some  not. 
The  binders  of  other  manufacturers  were  also  changed. 
The  same  is  true  of  mowers  and  corn  binders.  The  manu- 
facture has  never  remained  stationary. 

XIII 

defendants'  witnesses  testifying  to  improvements. 

313  JOHN  F.  STEWARD  (witness  for  defendants) : 

Harvesting  Machine  Experience  of  48  Years. 

I  am  an  inventor,  mechanical  engineer  in  agricultural 
lines,  and  patent  expert.  Have  studied  harvester  inven- 
tions and  patents  practically  48  years.  In  1865  was  with 
Steward  &  Marsh,  who  invented  the  Marsh  harvester,  pat- 
ented in  1858.  Before  that  reapers  had  been  exclusively 
used.  Eeapers  required  two  men  to  operate,  one  to  drive, 
the  other  to  rake  the  gavels  that  were  to  be  formed  into 
bundles  from  the  receiving  platform.     I  saw  a  perfect 

314  Marsh  machine,  operate  in  1861.  Upon  my  return  from 
the  Army  by  brother  and  one  of  the  Marshes  undertook 
to  manufacture  a  few  machines;  26  were  sold  in  '64;  24 
in  '65. 

The  reaper  had  been  so  modified  that  two  men  could 
ride  and  bind  the  grain  as  fast  as  cutting  and  conveying 
apparatus  could  bring  the  straw  to  them;  thus  doing  the 
work  formerly  done  by  from  four  to  six. 

315  The  Marsh  harvester  demonstrated  the  possibility  of 
an  attachment  in  the  position  occupied  by  the  two  men; 
inventors  at  once  set  to  work  to  devise  machines  that 
could  operate  from  a  flowing  swath  of  grain  precisely  as 
the  men  had  done  before. 

Between  1865  and  1902  I  was  with  the  successor  of 
Steward  &  Marsh ;  this  firm  was  changed  to  Marsh,  Stew- 
ard &  Company;  in  1865  became  Grammon,  Deering  & 
Steward,  then  Gammon  &  Deering  until  1879,  when  Gram- 
mon sold  out  to  William  Deering,  who  carried  on  the  busi- 
ness until  1882,  when  the  corporation  of  William  Deering 
&  Co.,  afterwards  Deering  Harvester  Co.,  was  formed. 
The  Deering  factory  was  established  in  Chicago  in  the 
fall  of  1880. 
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Improrcments  Xoic  More  IntelligentUi  Made. 

317  I  was  in  charge  of  the  experimental,  invention  and 
patent  work  of  the  various  Deering  companies  for  nearly 
all  these  years.  "We  strove  to  keep  up  with  the  best  ma- 
chines and  to  excel  them  if  possible.  Since  the  organiza- 
tion of  the  I.  H.  Co.  have  had  like  relations  to  its  experi- 
mental, inventing  and  developing  work,  but  not  to  quite 
as  great  an  extent;  from  1903  until  1908  was  in  charge  of 

318  patent  matters,  devoting  less  attention  to  inventing.  I 
was  familiar  with  what  I.  H.  Co.  experimental  department 
was  doing  during  that  time.  It  was  my  business  to  know 
whether  they  were  doing  what  might  infringe  patents, 
and  to  determine  what  improvements  were  patentable. 
There  has  been  no  less  activity  in  the  I.  H.  Co.  experi- 
mental, development  and  designing  work,  with  relation 
to  harvesting  machinery,  compared  with  the  preceding 
ten  years  of  my  employment  with  the  Deerings.  Com- 
paring improvements  in  harvesting  machinery  made  by 
the  I.  H.  Co.  with  improvements  made  by  the  Deering  Co. 
in  the  preceding  ten  years,  they  have  not  only  been  more 
intelligently  made,  but  greater  efforts  have  been  made 
to  perfect  the  various  devices  and  combinations  of  de- 
vices, finishing  touches,  correcting  defects  because  farm- 
ers are  getting  more  technical.  To  illustrate,  ten  or 
twelve  years  ago  if  a  binder  missed  tying  a  half-dozen 
bundles  in  a  day,  little  was  thought  of  it;  but  now,  if  a 
farmer  has  to  get  off  his  machine  and  thread  up  his  needle 
six  times  a  day,  we  hear  from  him. 

Efpcieiicfi  and  Diiiahdilij  Increased  in  Last  Ten  Years. 

319  All  binders  of  the  I.  H.  Co.  have  been  rebuilt  in  the 
last  ten  years;  the  Deering  entirely,  to  adapt  it  to  the 
lieavy  grain  conditions  abroad.  The  cost  must  have  in- 
creased. The  efficiency  and  durability  of  the  Deering 
l3inder  for  use  in  the  U.  S.  has  been  increased  very  ma- 
terially; to  what  extent  cannot  be  stated  in  percentages. 
To  the  farmer  who  houses  his  machine  out  of  doors,  the 
increaspd  efficiency  is  not  felt  very  much,  but  to  the 
fnrmer  who  cares  for  his  machine  properly,  durability 
has  been  increased  10  to  25  per  cent.,  and  efficiency  ma- 
terially, because  farmers  are  getting  to  be  better  farmers 
in  the  ^Middle  West  and  East,  they  raise  larger  crops  than 
fifteen  or  twenty  years  ago. 

The  ]\rcCormiek  binder  has  been  almost  entirely  re- 
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built,  in  the  last  ten  years ;  the  improvements  about  even 
with  those  made  in  the  Deering. 

320  As  to  the  organization  for  designing  improvements  in 
the  last  ten  years,  there  are  certain  men  working  on  ihe 
different  types ;  to  a  large  extent  they  cooperate.  An 
effort  was  made  to  make  all  machines  as  good  as  the  best. 
Some  types  had  superior  points;  these  were  adopted, 
sometimes  not  in  the  exact  specific  forms,  by  designers 
at  the  other  factories. 

Binders  Rebuilt  in  Last  Ten  Years. 

The  rebuilding  was  to  make  the  machines 
efficient,  .durable,  with  the  best  finishing  touches 
possible.  This  applies  to  the  rebuilding  of  the 
Piano,  Osborne  and  Champion,  almost  entirely; 
fewer  changes  were  made  in  the  Milwaukee  than 
any  other.  The  characteristic  features  of  the  various 
machines  that  had  proven  to  be  of  value  were  retained  in 
each;  that  is,  the  Champion  type  of  elevating  devices  was 
maintained  and  that  principle  carried  through  all  har- 
vesters and  binders. 

The  Piano  mower  was  rebuilt  twice ;  the  Osborne  mower 
practically  twice;  the  Champion  mower  made  entirely 
new.  The  MeCormick  mower  has  been  rebuilt,  although 
the  older  manchines,  which  were  good  ones,  are  still  put 
out.  All  mowing  machines  for  European  countries  were 
modilied,  and  to  a  large  extent  those  modifications  were 
applied  to  domestic  machines. 

321  The  Piano  and  Osborne  mowers  were  rebuilt  twice  in 
the  hope  of  correcting  errors.  It  was  found  no  small 
remedy  could  be  applied,  and  the  mower,  from  the  cutting 
apparatus  to  the  means  of  handling  it,  was  changed  largely 
to  embody  the  essential  and  valuable  features  of  the  Me- 
Cormick and  Deering.  The  Piano  mower  was  a  decidedly 
inferior  mower  at  that  time.  The  Piano  harvester  was 
entirely  rebuilt;  it  was  far  inferior  to  McCoiTuick  and 
Deering  machines,  and  after  several  efforts  to  correct  its 
defects  was  wholly  abandoned.  The  Piano  harvester,  as 
received  by  the  I.  H.  Co.  had  not  to  the  fullest  extent 
passed  through  the  experimental  stages;  hence  the  de- 
fects. 

Expenses  of  Rebuilding. 

It  is  impossible  to  tell  the  cost  of  rebuilding.    I  guess— 
and  I  fear  I  may  guess  too  low — that  the  cost  of  rebuild- 
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ing  the  Piano  harvester  and  binder,  carrying  it  through 
its  experimental  stages,  must  have  been  $50,000.  My 
guess  may  not  be  very  wrong. 

322  My  estimate  of  the  rebuilding  of  the  Deering  and  Mc- 
Cormick  harvesters  and  binders  was  not  less  than  $100,000 
each. 

Other  Manufacturers  Improving. 

Other  manufacturers  have  been  as  wide  awake,  I  think, 
as  we.  The  Acme  has  made  some  improvements  in  its 
reels  which  forced  other  manufacturers  to  apply  similar 
supports.  The  Deere  people  have  added  many  little 
touches  to  their  reel  support ;  they  improved  the  Deering 
reel  a  little.  The  I.  H.  Co.  lias  as  many,  possibly  a  few 
more,  inventors  and  experimenters  devoting  their  atten- 
tion to  harvesting  machinery  as  the  old  companies  had. 
These  men  are  constantly  devising  improvements,  curing 
defects,  and  adding  finishing  touches. 

In  the  history  of  the  self  binder  and  mower,  different 
machines  had  leadership  and  came  and  went.  The  Buck- 
eye mower  was  once  the  leader;  Champion  reapers  and 
mowers  were  once  kings  and  queens  of  the  harvest  field; 
then  came,  for  instance,  the  reel-rake  reaper  in  which 

323  the  Johnston  Co.  was  at  the  head.  In  mowers  at  first 
Deering  led,  then  came  McCormiek  and  various  others, 
neck  to  neck.  Leadership  depends  upon  superiority  and 
mechanical  perfection,  but  largely  in  the  addition  of  new 
inventions  which  add  to  the  efficiency  of  the  machines. 

The  Hardest  Recent  Problem — The  Tongue  Truck. 

The  hardest  problem  was  to  adapt  a  tongue  truck  to  a 
harvester  and  binder.  Adaptation  has  been  made  in  the 
last  ten  years.  Experiments  were  begun,  but  quite  un- 
su'^cessful  until  the  I.  H.  Co.  was  formed,  at  which  time 
the  company  began  efforts  to  devise  tongue  trucks  that 

324  would  operate  perfectly,  and  various  forms  have  been 
made.  I  have  seen  no  tongue  truck  as  perfect,  as,  for 
instance,  the  fore  carriage  of  a  Avagon;  that  is  what  we 
endeavored  to  produce  and  have  approximated  in  the 
last  ten  years.  Possibly  200,  maybe  more,  inventors,  de- 
singers  and  experimenters  have  been  employed  by  the 
I.  H.  Co.  on  an  average. 
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Patents  Purchased  Only  for  ZJse. 

While  I  was  the  head  of  the  Patent  Department  we  pur- 
chased very  few  patents.  I  recall  the  purchase  of  none 
we  did  not  buy  for  the  purpose  of  use.  The  I.  H.  Co.  has 
to  no_  extent  whatever  used,  or  attempted  to  use,  its  pat- 
ents in  the  last  ten  years  for  purposes  of  litigation.  Its 
policy  had  been  otherwise. 

Cost  of  International' s  Development  Work. 

325      Defts'  Exh.  97 — Comparative  statement  of  experimental 
and  development  expenditures  of  I.  H  Co.   U  S   Works 
1903  to  1912 :  ^     •     ■  , 

Experimental  Development 

Expense.        Expense.  Total. 

1903  (Estimated)     $175,000.00     $175,000  00 

1904  (Estimated)       210,000.00     210,000,00 

1905  208,667.43  234,558.07  443,225.50 

1906  381,094.65  133,487.03  514,581.68 

1907  314,451.26  143,565.96  458,017.22 

1908  260,216.91  233,205.24  493,422.15 

1909  298,619.21  43,884.22  342,503.43 

1910  343,828.85  52,909.52  396,738.37 

1911  412,387.10  60,000.00  472,387.10 

1912  516,926.61  91,356.28  608,282.89 

Total  $3,121,192.02     $992,966.32   $4,114,158.34 

Note: — The  above  is  exclusive  of  foreign  works  experi- 
mental and  development  expense  and  flax  twine  develop- 
ment expense. 

Cross-Examination. 
Early  Inventions. 

During  my  life  there  have  been  wonderful  and  radical 
changes  in  the  method  of  harvesting  grain  and  grass 
crops, — greater  progress  than  in  the  entire  previous  his- 
tory of  the  race.  I  have  devoted  practically  my  entire 
life  towards  assisting  to  bring  about  these  develop- 
ments. 

Three  men,  with  the  Marsh  harvester,  were  enabled 
to  do  the  work  which  theretofore  had  been  done  by  8  to 
10  men.  The  old  reaper  required  from  8  to  10  men  to 
follow  all  the  time,  and  remove  the  grain  cut  on  each 
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round  from  the  line  of  travel  on  the  next  round.    As  early 

327  as  1849  inventors  attempted  to  bind  semi-automatically. 
In  1851,  ^Vatson  i.V-  Eenwick  invented  a  binder,  introducing 
many  elements  now  embodied  in  the  automatic  binders. 
In  1853,  they  and  Peter  Watson  took  out  another  patent 
providing  other  means  for  binding  the  bundles  centrally. 
They  attempted  to  use  twine,  but  those  early  attempts 
cannot  be  considered  the  forerunner  of  the  present  knot- 

328  ting  devices.  In  1S73  D.  E.  Locke  succeeded  in  selling 
three  automatic  binders  mounted  upon  Marsh  harvesters. 
His  last  machines  used  wire,  but  the  farmers  objected  to 
wire.  In  185S,  John  F.  Appleby  invented  the  present  knot- 
ting bill  of  modern  binders.  In  the  meantime  Jacob  Behel, 
of  Kockford,  111.,  conceived  practically  the  same  form  of 
tying  bill.  In  1870,  George  li.  Spaulding  began  maldng  an 
automatic  binder,  and  succeeded  in  binding  bundles  of  uni- 

329  form  size.  The  next  year  he  built  a  machine  in  which 
packing  devices  substantially  as  now  used,  would  engage 
the  grain  straws  by  their  long  teeth,  forced  them  against 
the  tripping  arm,  and  put  the  binding  device  into  action. 

The  next  important  step  was:  John  F.  Appleby  and 
Holmes  embodied  in  1875,  '6  and  '7,  the  essential  prin- 
ciples of  the  binding  appliance  of  today  attached  to  the 
^larsh  harvester.  They  emljodied  the  central  binding  of 
Watson  and  Eenwicl^,  the  additional  compression  in  order 
to  give  twine  to  the  knotter  for  the  formation  of  the  knot, 
the  packing  dovieos  of  Spaulding  and  of  John  Gordon  of 
LS72,  the  bundle  ejecting  mechanism  of,  I  think,  Higley 
and  Columbia,  avray  back  in  the  sixties.  Since  that  time 
hundreds  of  patents  have  been  granted  on  the  finishing 
touches. 

Binder  Approached  Perfection  1880. 

The  substantial  principal  inventions  of  the  binder  had 
been  made  as  early  as  1851,  and  they  began  to  expire  in 
ISO.'j;  the  term  being  14  years.  Twine  binders  were  oper- 
ated as  early  as  ISfio,  but  the  culmination  when  the  binder 
might  be  successfully  used  with  one  man  was  1880.  On 
direct  I  stated  the  binder  approached  perfection  in  1880, 
when  we  put  out  3,000  successful  machines.     Durhig  my 

330  employment  the  Deering  Company  was  always  striving 
for  perfection  in  the  binder.  William  Deering  was  uoted 
for  expending  largp  sums  for  experimentation,  and  un- 
(loubtedlv  the  same  thing  was  being  done  more  oi'  less 
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by  other  companies;  my  company  and  !he  McCormick 
Company  were  leaders  in  tliat  regard. 

Milwaukee  binders  required  fewer  changes  than  others 
because  to  make  its  capacity  greater  it  was  cily  neces- 
sary to  increase  its  weight.  The  Milwaukee  people  Lad 
striven  to  make  a  very  light  machine,  but  they  were  not 
adapted  to  the  heavy  grains  of  other  parts  of  the  w^rld. 

We  experimented  with  tongue  trucks,  I  thinl?,  in  1900 
and  1901.  When  they  were  actually  put  on  the  market 
I  cannot  say.  The  one  we  tested  in  1900  was  a  very  crude 
affair.  I  do  not  know  whether  the  Deering  Company  had 
done  considerable  experimenting  on  the  tongue  truck. 
331  During  the  harvests  of  1898,  1899  and  1900  I  was  in  Eu- 
rope; when  I  returned  Ave  experimented  with  the  crude 
affair  I  speak  of. 

Deering  and  McCormick  binders  and  mowers  have  been 
leaders  in  the  trade. 

Re-direct  Examination. 

Tongue  Truck  Not  Yet  Perfected. 

As  to  when  the  tongue  truck  was  perfected  to  substan- 
tially its  present  efficiency,  it  is  not  perfect  yet.  It  is 
the  most  difficult  task  I  ever  encountered;  they  work 
well;  farmers  would  rather  have  them  than  not,  but  I  do 
not  consider  them  perfect.  As  to  when  they  reached 
their  present  approximate  perfection,  the  McCormick  type 
was  as  successful  as  any  in  1903.  The  Deering  has  not 
been  changed  since  that  time  until  within  two  years.  Each 
factory  has  been  endeavoring  to  adapt  the  automobile  type 
of  steering  device  to  tongue  trucks;  some  have  succeeded 
quite  satisfactorily.  That  began  in  1903  and  has  been 
carried  on  to  now. 

380  Judging  by  observations,  between  50  and  70  per  cent, 
of  total  experimental  and  development  expense  of  I.  H. 
Co.  during  past  10  years  has  been  in  improving  harvest- 
ing lines. 

381  As  applied  to  old  reapers,  the  tongue  truck  pulled  the 
reaper.  As  applied  to  binders,  the  binder  pushes  the 
tongue  truck.  Hence,  exceeding  great  difficulties  I  spoke 
of.  On  my  return  from  Europe  in  1900  saw  for  first  time 
the  experiments,  but  tongue  truck  did  not  work  well.  In 
1902  and  1903  a  change  made  it  a  little  more  serviceable. 
So  changed  it  has  been  used  by  the  Deering  branch  until 
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3  years  ago  when  the  automobile  type  was  made.  It  is 
being  put  out  this  year,  I  understand,  but  was  invented 
about  three  years  ago.  The  automobile  type  has  a  jointed 
axle  and  is  "fixed  so  as  to  be  turned  by  the  tongue  of  the 
tongue  truck  proper. 

382  I  have  prepared  a  tabulation  of  improvements  made  in 
harvesting  machines  by  I.  H.  Co., — document  marked 
Deft's  Exh.  179, — which  contains  correct  and  accurate 
statements  of  those  improvements. 

Detailed  Stateineni  of  Ini})r()ie})ienfs  in  I.  H.  Co.  Harvesiing 
Machines. 

383  Statement  enumeratiug  in  detail  the  improvements  in 
McCormick,  Deering,  Champion,  ]\rilwaukee,  Piano  and 
Osborne  lines  of  'binders,  mowers  and  rakes  made  by  I.  H. 
Co.  (Deft's  Exh.  179;  Eec.  XIII,  pp.  383  to  404,  inch) 
Outline  of  this  exhibit  is  as  follows: 

387  Deering  Grain  Binder.  The  "Ideal"  binder  replaced 
by  the  "New  Ideal";  machine  weight  fifty  pounds  more. 
Capacity  and  durability  increased,  resulting  in  not  simply 
an  enlargement  of  tlie  parts  but,  redesigning  to  secure 

389  gi-eater  capacity.  Deering  Header  Binder,  been  changed 
in  many  details  to  give  added  strength  and  durability  to 

390  withstand  the  roughest  usage.  Simple  Header,  a  new  ma- 
chine of  cheaper  and  lighter  draft  than  the  header  binder. 
Deering  JMower  rebuilt,  except  as  to  the  cutting  appa- 
ratus. The  "Ideal"  has  been  replaced  by  the  "New 
Ideal."  Weight  increased  25  to  30  for  various  sizes  of 
the  machines.  Intermediate  size  for  Germany,  known  as 
the  "cow  mower,"  has  been  provided.    Weak  points  have 

397  been  remedied  and  other  basic  improvements  made.  Mr-- 
Cormick  Mower,  improved  in  important  respects,  strength- 
ened for  greater  wear  and  new  sizes  designed  and  manu- 
factured. Six  different  reaping  attachments  have  been 
designed. 

I.  H.  Co.  Improvejiieiit.v  in  Deerinrj  Harvesters. 

392  _  The  "Ideal"  rake  replaced  by  the  "New  Ideal,"  weight 
increased  by  a  few  pounds.  The  principal  change  is'  in 
the  manner  of  securing  the  rake  teeth,  and  improvements 
in  strength  and  durability  of  wheels.  Weak  parts  have 
heen   strengthened,  repairs  rendered   simpler,  materials 

393  standardized.  Deering  Rice  Binder.  Rebuilt  in  1903,  and 
so  constructed  that  farmers  in  Missouri  can  use  same 
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macMne  for  harvesting  either  rice  or  ordinary  grain  crops. 
Further  experiments  under  way. 

7.  H.  Co.  Improvements  in  McCormick  Harvesters. 

McCormick  Grain  Binder.    Complete  redesigning  of  cer- 
tain binding  mechanisms.    Further  improved  to  increase 

394  capacity  in  extra  heavy  grain.  New  design  known  as  the 
"Improved  Harvester";  one  thousand  were  built  for  1911 
harvest,  five  thousand  for  1912,  and  it  is  proposed  to  have 

395  all  for  1913  of  this  pattern.  McCormick  Header  Binder 
strengthened  and  redesigned  from  year  to  year  to  afford 
greater  durability,  to  prevent  breakage,  and  to  secure 
greater  convenience.     The  character  of  some  materials 

396  has  been  changed.  Eadical  changes  made  to  avoid  severe 
strain  and  rapid  wear.  These  later  improvements  affect- 
ing large  number  of  parts  were  put  on  machines  in  1910 
and  1911,  and  are  now  being  carried  into  the  entire  prod- 

397  uct.  Weight  of  the  machine  increased  about  two  hundred 
pounds.  Improved  hinding  attachment,  making  for  greater 
durahlity  being  tested.  A  few  have  been  run  during  two 
harvests.  McCormick  Header  has  been  improved  to  meet 
rough  field  conditions,  the  latest  improvement  dating  1912, 

I.  H.  Co.  Improvements  in  Cltawpion  Harvesters. 

383  Champion  Grain  Binder  proved  inadequate  for  the  Eu- 
ropean as  well  as  the  domestic  trade.  Redesigned  in  1908, 
and  called  Improved  Champion  Binder.  Champion  Header 
Binder,  an  innovation  of  the  I.  H.  Co.,  designed  originally 
for  South  American  trade,  but  advantages  gained  in  build- 
ing for  that  trade  have  gone  into  the  domestic  trade. 

386  Champion  Mower,  twice  rebuilt  and  facilities  for  manu- 
facture increased,  and  breakages  obviated. 

I.  H.  Co.  Improvements  in  Mihuaukee  Harvesters. 

399  Milwaukee  Grain  Binders.  Few  changes  have  been 
made.  The  extent  of  their  use  has  been  increased,  a  new 
size  has  been  added  and  improvements  made  for  simplic- 
ity and  better  appearance.     Machine  is  particularly  in- 

400  tended  for  hilly  country  and  light  crops.  Milwaukee  Mow- 
ers. Original  Milwaukee  mower  had  chain  drive.  Gear 
drive  machine  has  been  added  to  thfe  line,  which  is  prac- 
tically the  Keystone  renamed  and  improved  in  several 
respects. 
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I.  H.  Co.  Improvements  in  Oshorne  Harvesters. 

401  Osborne  Binder  and  IIar\-ester.  Original  binder  re- 
placed by  "New  Osborne."  It  was  too  large  and  ca- 
pacious a  machine  with  too  little  material.  The  harvester 
portion  was  first  rebuilt  entirely,  machine  strengthened 

402  and  made  more  useful.  Binding  attachment  nest  re- 
built. Osborne  ]\lower.  The  old  mower  unsatisfac- 
tory, lacked  sufficient  cutting  power  and  strength 
and  was  redesigned,  made  more  rigid  and  durable,  pro- 
ducing in  the  main  a  new  machine,  known  as  the  "New  Os- 
borne. ' '  Gears  rearranged  to  avoid  wearing,  and  the  reap- 
ing attachment  redesigned  to  operate  more  conveniently. 

I.  H.  Co.  Improvements  in  Piano  Harvesters. 

403  Piano  Grain  Binder,  the  least  efficient  and  durable  of  the 
grain  binders  secured  by  the  International,  has  been  re- 
built so  that,  except  as  to  the  knotter,  probably  not  a  dozen 
of  the  old  parts  are  retained  in  the  present  Piano  machine. 

404  Piano  Mowers.  Many  changes  and  details  have  befen  made, 
the  originals  proving  inefficient.  Have  been  simplified, 
strengthened  and  made  more  efficient,  is  not  yet  satisfac- 
tory or  up  to  the  standard  of  efficiency  of  other  lines. 
A  new  design  has  been  built,  and  was- tested  in  the  summer 
of  1912. 

370  JOHN  F.  APPLEBY  (witness  for  defendants)  : 

Inventor  of  the  Knotter. 

Beside  at  Davenport,  la.  I  am  a  manufacturer  of  har- 
vesting machinery.  I  invented  the  knotter  and  many  of 
the  essential  parts  of  the  self-binding  harvesting  ma- 
chine.   I  have  been  acquainted  with  harvesting  machinery 

371  from  the  beginning,  I  suppose,  54  years.  When  17  years 
old  I  was  working  on  the  knotter  and  the  self-sizing  of  the 
bundle.  The  reaper  was  a  tolerable  success  and  I  thought 
a  binder  could  be  made  to  work.  I  had  completed  the  con- 
struction of  the  knotter  in  1858 ;  had  not  obtained  a  pat- 
ent, was  too  poor ;  then  entered  the  army. 

Harvesting  MacJiine  Development. 

After  war  I  worked  on  a  binder ;  there  was  such  a  senti- 

372  ment  against  binding  with  twine  on  account  of  fear  of  in- 
sects eating  it,  that  I  built  a  wire  binder  first  but  had  my 
knotter  already  complete.     The  twine  knotter  was  well 
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known  before  the  wire  binder.  The  first  successful  wire 
binder  was  built  by  Sylvanus  D.  Locke  for  Walter  A. 
Wood.  I  built  a  wire  binder  first  as  an  experiment,  as- 
sisted by  Dr.  Bishop;  then  made  arrangements  with  the 
BeloitEeaper  Works  Company;  we  built  a  successful  ma- 
chine in  1874,  but  the  Beloit  Company  did  not  put  out  any 

373  wire  binders.  A  farmer  said :  ' '  That  iron  band  is  going 
to  Idll  my  stock";  that  threw  sufficient  cold  water  on  the 
wire  binder.  The  Parker  &  Stone  people  quit  right  then 
and  there.  The  Wood  wire  binder  came  into  use,  in  a 
small  way,  about  1874 ;  T  had  never  seen  it ;  my  wire  binder 
was  the  first. 

A  year  or  two  after,  when  I  prevailed  on  Parker  & 
Stone — the  Beloit  Compan)^ — to  build  a  twine  binder,  I 

374  built  the  binder  inside  of  two  months  by  5  days ;  they  then 
permitted  me  to  go  ahead  and  improve  the  machine.  That 
machine  was  put  into  operation  in  winter  of  1875,  I  think. 
None  of  those  machines  were  put  out:  it  was  not  a  prac- 
tical machine.  Then  I  built  one  that  I  thought  was  right — 
practically  the  same  machine  they  build  today.  Then  I 
built  the  whole  binding  attachment.  My  work  was  com- 
pleted in  the  summer  of  1876 ;  we  cut  out  a  block  of  grain 
and  bound  it  all  without  missing  a  bundle.     I  built  four 

375  more  that  season  for  them.  In  1878  built  115  for  the  Par- 
ker &  Stone  Eeaper  Works  at  Beloit.  They  were  sold 
from  Texas  to  Illinois  and  up  into  Minnesota;  they  were 
the  first  twine  binders.  In  1880  Deering  people  built 
3,000 ;  they  worked :  some  20  years. 

Some  of  the  patents  were  not  issued  yet  in  1880  but  they 
were  soon  after,  and  of  course  ran  the  life  of  the  patent. 
After  1880  there  were  only  improvements;  the  essential 
fundamental  principles  were  all  contained  in  those  pat- 

376  ents.  The  next  binder  I  built  was  in  1893  under  the  name 
of  Graver  &  Steele,  in  1894  changed  to  Harvest  King.  At 
that  time  it  was  possible  to  build  a  complete,  successful 
self-binder,  or  binder  harvester,  without  infringing  any 
patents.  I  was  in  the  same  condition  anybody  else  would 
be.  I  had  sold  all  my  earlier  patents  after  I  built  it;  did 
not  infringe  anybody. 

378  Cross-Examination- 

The  fundamental  basic  principles  of  the  twine  binder 
wer'^  established  in  1880;  patents  were  not  out  on  some 
of  them,  but  the  basic  principle  had  been  discovered. 


188 

xin 

Many  Substantial,  Ingenious  Improvements  Added  hy  I.  H.  Co. 

The  I.  H.  L'o.  have  done  a  great  deal  to  improve  the 

harvester  mechanically,  and  have  brought  it  to  a  very  nice 

stage  of  perfection.     Many  improvements  and  finishing 

touches  were  added  from  1880  to  1902. 


6I\ 


Re-dircct  Examination. 


Have  recently  looked  over  International's  binders  and 
mowers  to  examine  them  critically;  was  going  to  build  a 
machine  myself  and  looked  them  over  with  the  idea  of 
getting  all  good  points  I  could  in  the  way  of  advanced 
art,  workmanship  and  skill.    The  Deering  binder  I  found 

380  lighter  and  stronger  than  10  years  ago ;  the  material  was 
best  adaptable  to  its  construction;  many  cunning  me- 
chanical parts ;  roller  bearingrs ;  ball  bearings,  taking  off 
the  wear  at  every  impo!-tant  point  and  strengthening 
them  in  many  ways ;  could  not  enumerate  all ;  they  are 
very  substantialh'  improved;  more  durable  and  convenient 
and  very  ingeniously  improved. 

Some  of  these  machines  made  in  1880  lasted  20  years; 
that  proves  they  were  fairl\'  durable.  Improvements  were 
made  in  binders  from  1880  down  to  1902.  That  improve- 
ment has  kept  steadilv  on. 

XIV 

J.  V.  WAEXE:S  (witness  for  defendants)  : 

Inspection  Worlc  of  I.  H.  Co. 

Have  been  chief  inspector  of  the  I.  H.  Co.  five  years; 
acquainted  with  the  harvester  business  13  years;  Avas  with 
Deering  Co.  I  have  general  supervision  over  inspection 
doj)artinents  of  different  works;  its  function  is  to  insure 

82  good  quality  of  material  and  the  proper  manufacture. 

The  importance  of  the  inspretion  work  in  harvester  line 
is  that  it  is  necessary  to  see  that  proper  quality  of  ma- 
terial eiiters  into  machines  to  avoid  breakage  in  field  in 
))usy  seasons  and  creat  losses.  It  is  necessary  to  have 
propt  1'  inspection  of  manufacture  to  see  there  is  no  diffi- 
culty in  assembling  machines  or  in  their  proper  operation, 
and  no  shortages  in  packages  of  parts  shipped.  Labora- 
tories are  maintained  at  each  T\"orks  where  material  is  in- 

83  spected  and  tested  before  use.  All  the  way  through  effort 
is  made  to  see  that  standard  fjuality  of  material  is  ob- 


189 
XIV 

tained.  My  department  sees  that  each  piece  and  part  i 
made  acording  to  blueprint  and  samples  used,  in  a  manne: 
that  will  work  properly ;  that  it  is  of  proper  strength  anc 
size.    . 

Inspection  Better  Than  Formerly. 

Before  the  harvesters  are  sent  to  the  field,  a  percentagi 
of  them  are  set  up  and  run  by  pulley  from  belt,  to  sei 
that  all  parts  properly  functionate  and  adjustments  ar( 
correct;  that  tensions  are  as  they  should  be;  the  cord 
holder,  knotter  and  all  parts  are  put  through  regular  mo 
tions  machine  gets  when  it  is  in  field.     Special  tests  an 

84  made  from  time  to  time. 

Inspection  at  present  is  better  than  that  in  effect  a 
Deering  Works  before  1902.  They  did  not  set  them  u] 
on  racks  and  run  them  when  assembled,  and  did  not  ex 
amine  gears  for  trueness  as  close  as  now.  Gears  used  t( 
be  1/16  of  an  inch,  now  it  is  down  to  1/32  of  an  inch  oi 
wabiale  of  gear.  Inspection  of  raw  material  is  better  thai 
it  was.  Fit  of  different  parts  is  better.  The  present  in 
spection  of  the  McCormick  Works  compared  with  befon 

85  •  1902  has  more  gauges,  and  is  closer. 

The  same  careful  inspection  is  given  to  the  Champion 
Piano,  Osborne,  Milwaukee,  McCormick  and  Deering  ma 
chines ;  no  distinction  is  made.  As  to  testing  of  machines 
some  are  taken  in  the  yard  and  tried;  run  over  railroac 
tracks  and  rough  places  at  high  speed;  mowers,  for  in 
stance,  are  run  at  four  miles  an  hour,  considerably  faste: 
than  ever  in  the  field,  with  belt  power.  Rakes  are  put  ove: 
rough  places  where  teeth  will  catch,  and  reapers  and  liar 
vesters  tried  out  in  the  worst  kind  of  places. 

The  laboratories  of  the  I.  H.  Co.  are  more  numerou 

86  and  better  than  those  of  the  old  companies.  They  havi 
a  new  one  at  the  Deering  Works.  McCormick  Work 
have  reputation  of  having  best  commercial  laboratory  ii 
city,  outside  of  professional  laboratories.  At  these  vari 
ous  works  more  inspectors  are  employed  than  before  1902 
The  number  is  as  foUoAvs : 

Akron  Works,  74;  Milwaukee  (Insp.  &  Testing),  189 
Piano,  21;  Tractor  (Insp.  &  Testing),  127;  Weber,  14 
Champion,  27;  Deering,  70;  Keystone,  4;  McCormick,  83 
Osborne,  36;  Deering  Twine  Mill,  44;  McCormick  Twin( 
Mill,  50;  Osborne  Twine  Mill,  35;  General  Office— Chie 
Inspectors,  2;  Total,  756. 
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J.  B.  DAVIDSON  (^^-itness  for  defendants)  : 

Improvement  in  I.  H.  Co.  Binders. 

73  I  was  acquainted  Avith  the  Piano  binder  prior  to  1902 
and  know  the  present  Piano.  The  binder  made  since  1902 
has  changed  materially  especially  in  tying  mechanism. 
In  my  judgnnent,  those  changes  have  been  improvements. 

74  There  have  been  changes  in  the  Champion,  Milwaukee, 
Deering  and  McCqrmick  binders  since  1902,  and  those 
changes  are  improvements.  In  my  judgment  the  Piano, 
Champion  and  Milwaukee  binders  have  been  the  most  im- 
proved since  1902,  and  without  any  question  more  than 
either  the  Deering  or  McCormick.  The  hinder  was  a  prac- 
tical, successful  machine  in  1902.  These  improvements 
have  resulted  in  a  simplification  of  the  binder,  made  the 
draft  of  the  binder  lighter,  easier  to  handle  in  the  field 
and  more  durable  and   efficient  in  cutting  and  binding 
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Cross-Exam  ination. 

I  have  studied  improvements  in  agricultural  machinery 
in  the  past,  as  well  as  in  the  past  ten  years.  There  has 
been  a  marvelous  development  and  great  inventions  in 
the  last  50  or  60  years.  Practically  all  the  advance  that 
has  been  made  in  the  last  several  thousand  years  in  agri- 
cultural machinery  has  been  in  the  last  60  years.  In  the 
50  years  preceding  the  last  10,  improvements  were  made 
in  harvesting  machinery.  The  binder  with  twine  knotter 
which  was  invented  in  the  early  eighties  was  vastly  im- 
proved from  its  original  form  down  to  1902. 


287  FOREST  HENRY  (witness  for  defendants) : 

I.  H.  Co.  Binders  and  Mowers  Improved  Decidedly  Since  1902. 

I  have  li-^-ed  at  Dover,  Minnesota,  56  years,  and  farmed 
on  ]nv  own  hook  since  I  was  21.  There  is  something  over 
500  acres  in  my  farm.  I  raise  grass,  corn  and  small 
grains  principally;  and  have  necessary  farm  machinery. 
We  have  largely  used  Deering  and  McCormick  binders 
and  mowers  for  a  great  many  years. 

Since  1902  the  binder  and  mower  have  been  improved 
decidedly.     Tlie  tongue  truck  attachment  that  guides  the 

288  binder  has  improved  it  wonderfully.    Previously  we  used 
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from  4  to  6  horses  on  the  6-ft.  machine;  since  that  time 
we  never  put  on  but  four  on  an  8-ft.  machine;  four  can 
handle  the  8-ft.  machine  as  easily  as  5  could  previously 
handle  a  6-ft.  machine,  on  account  of  this  device.  We 
also  feel  that  the  binder  in  itself  is  more  perfect  than  it 
was  previous  to  this  time. 

Cross-Examination. 

292  I  am  not  as  familiar  with  the  binders  made  by  the 
smaller  companies,  because^  I  have  not  used  them ;  I  have 
not  seen  the  Acme  with  tlie  tongue  truck;  possibly  they 
have  one.  I  do  not  know  that  all  binders  nowadays  have 
tongue  trucks.  In  my  town  they  did  not  handle  the  tongue 
truck  in  connection  with  the  Acme.  I  am  more  familiar 
with  the  International  because  it  is  the  line  of  goods  I 
have  handled  and  my  neighbors  are  using  them  largely. 
We  have  used  the  Peering  binder  for  many  years  before 
the  I.  H.  Co.  was  organized;  there  were  improvements 
before  the  I.  H.  Co. 

293  It  is  not  altogether  because  I  became  attached  to  the 
Deering  binder  that  I  am  still  using  it;  that  is  partly  the 
reason.  They  have  always  treated  me  fairly ;  that  is  one 
reason  I  have  stuck  by  them.  The  old  Deering  people 
treated  me  so.  I  had  more  trouble  getting  repairs  for  the 
old  Deering  than  I  have  had  of  late.  Our  dealers  handle 
a  better  line  of  extras  now.  I  buy  through  the  Interna- 
tional's regular  agents,  not  directly  from  the  Interna- 
tional. I  have  bought  two  binders  from  the  same  dealer ; 
he  has  been  in  business  there  a  great  while;  I  have  bought 
three  machines  from  Johnson  Bros,  of  St.  Charles.    My 

294  farm  is  over  500  acres.  Don't  know  how  many  there  are 
of  that  size  in  Minnesota:  the  average  size  is  about  164 
acres. 

XIV. 

ALEX  LBGGE  (witness  for  defendants)  : 

I.  H.  Co.  Repairs,  Expert  Service  and  Facilities  of  Distribu- 
tion. 

49  As  to  the  repair  and  expert  service  by  I.  H.  Co.  and 
what  has  been  done  by  it  to  make  that  service  more  effec- 
tive: perhaps  the  principal  gain  was  in  the  larger  num- 
ber of  distributing  points  from  which  repairs  could  be  ob- 
tained.    The  largest  number  of  branch  houses  in  the  U. 
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S.  of  any  of  tlie  companies  was  the  McCormick's,  approxi- 
mately 60  against  which  we  have  some  ninety  odd  today, 
all  carrying  repairs  for  any  of  the  goods  manufactured 
by  the  company,  bringing  the  repair  stocks  closer  to  the 
consumer.  More  adequate  facilities  have  been  provided 
to  take  care  of  them. 

The  expert  service  has  been  and  is  supplied  where 
needed.  On  the  binder  line  there  is  much  less  call  for  it 
than  there  was  ten  years  ago,  but  we  take  care  of  such 
calls  as  there  are  more  promptly  than  formerly  because 
our  branch  houses  are  located  closer  to  the  consumers. 
AVe  have  experts  on  anytliing  we  make  whenever  needed. 
AYe  feel  we  have  a  very  much  better  force  of  men,  for  the 
reason  that  today  we  keep  them  busy  practically  all  the 
year  round. 

As  to  whether  the  experimental  work  carried  on  by  the 

50  I.  TI.  Co.  has  been  more  expensive  and  elaborate  than 
that  theretofore  maintained  by  the  old  companies ;  it  has 
beou  more  elaborate  and  more  efficient  than  that  carried 
on  by  the  ^^IcCormick  Co.  We  carry  an  equally  efficient 
organization  at  all  of  the  plants,  but  I  cannot  speak  of 
the  other  plants  prior  to  the  International's  day. 

Farwers  Who  Testified  that  I.  H.  C.  Machines  Hare  Been 
Improved  Since  1902. 

Vol.  Page. 

Anderson,  J.  W.,  Braliam,  Minn X  143 

Ayer,  Lyman  W.,  Little  Falls,  Minn IX  75 

Bailey,  H.  H.,  New  Hampton,  Iowa XT  52 

Baker,  J.  E.,  Devil's  Lake,  N.  D IX  4fi6 

Baker,  Wm.  G.,  New  Paris,  Ohio X  382 

Bang,  Christian,  McCanna,  N.  D IX  404 

Barrett,  Eichard  C,  Glenburn,  N.  D IX  537 

Benson,  0.  L.,  Cannon  Falls,  Minn IX  .351 

Black,  G.  W.,  Eockford,  111 XI  28H 

Bordine,  Adalbert  T.,  Dundee,  Mich X  595 

Bourn,  T.  T.,  Modale,  Iowa V  710 

Briggs,  I.  F.,  Forestburg,  S.  D VIII  392 

Brophy,  Geo.  B.,  Oneida,  N.  Y XII  ,^7 

Brown,  H.  E.,  Salis,  Iowa V  392 

Buchmann,  H.,  Madison,  Minn VITI  236 

Burkhart,  Charles,  Davkin,  Nebr VT  125 

Cherry,  C.  E.,  Tonawanda,  N.  Y XT!  20 

Clark,  A.  J.,  Cedar  Falls,  Iowa XTI  354 
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Cook,  Amenzo  M.,  Leslie,  Mich X  515 

Corey,  Clark,  Witoka,  Minn IX  313 

CorkHU,  F.  S.,  Fairbury,  111 X  397 

Costello,  Jolin,  TJogers,  Nebr V  426 

Crane,  Fredericl:  E.,  Crookston,  Minn. ...  X  20 

Crapser,  W.  V.,  Thornton,  Iowa IX  SnS 

Crook,  D.  C,  Minooka,  111 X  578 

Crossley,  Geo.  W.,  Council  Bluffs,  Iowa ....  V  439 

Currey,   Clinton,  Belvidere,   Nebr VI  ]04 

Danford,  L.  P.,  Hutchinson,  Kas VI  5:24 

DeLaney,  W.  J.,  Delavan,  Wis XII  429 

Dolan,  Barney,  'Chatfield,  Minn IX  330 

Duncan,  E.  H.,  Cannon  Falls,  Minn IX  35fi 

Dunn,  Geo.  W.,  Alexis,  111 X  402 

Dycus,  John  A.,  Waltonville,  111 XI  290 

Eastgate,  J.  E.,  Larimore,  N.  D IX  480 

Emmart,  Robt.  L.,  Wichita,  Kas VI  823 

Everson,  A.  E.,  Bryant,  S.  D VIII  267 

Fairbanks,  H.  E.,  Plainfield,  Wis XI  369 

Fellows,  A.  D.,  Fairfax,  Mo VII  40 

Ferguson,  Duncan  B.,  Mallory,  Minn IX  434 

Ferris,  Wm.  H.,  Sabin,  Minn '      X  89 

Fornell,  0.  B.,  Strandberg,  S.  D VIII  243 

Forsythe,  Thos.,  Milroy,  N.  D IX  533 

Gilliford,  Levi,  Big  Lake,  Minn IX  91 

Griffith,  H.  M.,  Uniontown,  Kas VI  650 

Habecker,  C.  H.,  Rohrerstown,  Penn XII  161 

Harris,  J.  H.,  Elkhorn,  Wis XII  392 

Haugland,  G.  0.,  Watson,  Minn X  153 

Hearst,  Charles  E.,  Cedar  Falls,  Iowa XII  358 

Helland,  M.  E.,  Glenwood,  Minn IX  84 

Henry,  Forest,  Dover,  Minn IX  287 

Hieber,  Edward,  Cedar  Falls,  Iowa XII  361 

Hill,  C.  E.,  Manito,  111 X  432 

Hollingsworth,  U.  S.,  New  Augusta,  Ind. .  X  429 

Horn,  G.  V.,  Grinnell,  Iowa XI  58 

Hott,  J.  R.,  Ashville,  Ohio XII  104 

Houchin,  James,  Mason  City,  111 X  450 

Howard,  W.  J.,  Schaller,  Iowa V  1 

Howell,  W.  A.,  Thedford,  Nebr V  172 

Jasper,  W.  C,  St.  Joseph,  Mich XII  536 
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Johnson,  John  D.,  Cambridge,  Minn X  147 

Johnson,  T.  T.,  Whalan,  Minn IX  346 

Keil,  Adam,  Marengo,  Iowa X  586 

Kennedy,  Chas.  D.,  Hampden,  N.  D IX  469 

Kerl,  Fred  H.,  Brnning,  Nebr VI  133 

Kerr,  Alex,  Laporte,  Ind XII  539 

Kilmore,  Joseph,  Bowmansdale,  Penn ....  XII  167 

Kimm,  Frank,  Moorhead,  Minn X  77 

King,  J.  v.,  New  Paris,  Ohio X  315 

Kuhnau,  Rudolph,  Heron  Lake,  Minn IX  175 

Lahners,  Thos.,  Belvidere,  Nebr VI  129 

Lavender,  C.  B.,  Valley  Center,  Kas VI  811 

Lightfoot,  N.,  Pecatonica,  111 XI  281 

Lillie,  Colon,  Coopersville,  Mich XI  462 

Lobban,  Alex.,  Flint,  Mich X  602 

Lyons,  J.  Earl,  Higginsville,  Mo VII  27 

Manahan,  C.  J.,  Cbatfield,  Minn IX  295 

Mann.,  Frank  E.,  West  Newton,  Ind X  425 

Mathis,  A.  R.,  New  Augusta,  Ind X  438 

Matthews,  Wm.,  Niles,  Mich XII  542, 

McCanna,  J.  J., 'Cando,  N.  D IX  575 

McClaven,  ^Xm.,  IMcCanna.  N.  T) IX  441 

McCune,  James,  Irwin,  Penn XII  304 

McDowaJ],  Hugh,  Langdon,  N.  D IX  477 

McLane,  Henry,  Hannah,  N.  D IX  472 

McMahon,  James  E.,  Burlington  Jet.,  Mo.  .  VII  36 

McPheeters,  Chas.  M.,  Terre  Haute,  Ind. .  X  327 

Meath,  Thos.  F.,  Cylon,  Wis IX  378 

Meyers,  John,  Aberdeen,  S.  D VIII  326 

Mitchell,  S.  A.,  Br ooten,  Minn IX  104 

Naylor,  Ed.  H.,  Owatonna,  Minn IX  226 

Ness,  Elias,  Lanesboro,  Minn IX  343 

Ohotto,  Lawrence,  Bowles,  Minn IX  141 

Payne,  Wm.,  Monmouth,  111 X  372 

Peck,  L.  A.,  Fort  Hill,  Penn XII  297 

Peterson,  P.  E.,  Waverly,  Nebr V  472 

Peterson,  Louis  E.,  Baldwin,  Wis IX  381 

Piper,  J.  IJ.,  Flint,  Mich X  562 

Plain,  Chas.  W.,  Milton,  N.  D IX  482 

Potexter,  G.  W.,  Siblev,  Iowa VIII  520 

Quick,  R.  E.,  Redfield,  Kas VI  658 
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Quilling,  John,  Elk  Mountain,  Wis IX  361 

Bayl,  Levi,  Hutchinson,  Kas VI  518 

Eeed,  G.  E.,  Pontiac,  111 X  393 

Riddlemoser,  H.  E.,  McKnightstown,  Penn.  XII  155 

Rutledge,  John,  Fort  Dodge,  Iowa V  222 

Eyan,  Chas.  L.,  E.  Grand  Forks,  Minn. ...  IX  425 

Eyan,  Timothy,  Olivia,  Minn X  159 

Sehwager,  Wm.,  Utiea,  Minn IX  300 

Soott,  J.  W.,  Gilby,  N.  D IX  529 

Shank,  Jesse,  Paris,  111 X  323 

Shelly,  S.  P.,  Toledo,  Ohio XI  506 

Skimming,  Ohas.,  Wilmington,  Ohio ...:..  XI  198 

Slyter,  D.  0.,  Omemee,  N.  D IX  570 

Spaf ord,  J.  F.,  Manchester,  Mich X  513 

Sperling,  Henry,  Pottawattamie  Co.,  Iowa.  V  445 

Stageman,  Mark  P.,  Council  Bluffs,  Iowa..  V  307 

Staser,  Frank,  Newburg,  Ind X  507 

Stephens,  Anthony  P.,  Baldwin,  Wis IX  369 

Stevens,  D.  J.,  Murray  Co.,  Minn VIII  488 

Stevens,  J.  L.,  Heyworth,  111 X  435 

Sullivan,  James  T.,  E.  Grand  Forks,  Minn .  IX  429 

Swanson,  Geo.,  Crawford,  Nebr V  152 

iSwigle,  Stephen,  Hastings,  Nebr V  559 

Thomas,  Soott,  Rice,  Minn IX  101 

Tuohy,  Wm.,  Chatfield,  Minn IX  320 

VanVleet,  J.  J.,  Trempealeau,  Wis IX  334 

Warner,  Chas.  J.,  Waverly,  Nebr V  487 

Welter,  John,  El  Reno,  Okla VI  361 

Wheatley,  L.  W.,  Atlantic,  Iowa V  734 

Whiting,  W.  C,  Whiting,  Iowa V  451 

Windland,  Louis  S.,  Middletown,  Iowa XI  458 

Yoder,  F.  C,  Lewisville,  Ohio XII  258 

Zahner,  Frank,  Modale,  Iowa V  714 

Farmers  Who  Testified  that  Repair  Service  Is  as  Good  or 
Better  ThoM  in  1902. 

Ayer,  Lyman  W.,  Little  Falls,  Minn IX  75 

Baker,  Wm.  O.,  New  Paris,  Ohio X  332 

Benson,  0.  L.,  Cannon  Falls,  Minn IX  351 

Briggs,  I.  F.,  Forestburg,  S.  D VIII  392 

Brophy,  Geo.  B.,  Oneida,  N.  Y XII  87 
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Clark,  A.  J.,  Cedar  Falls,  la XII  354 

Corev,  Clark,  Witoka,  Minn IX  313 

Crapser,  W.  ¥.,  Thornton,  la IX  393 

DeLaney,  W.  J.,  Delavan,  Wis XII  429 

Dnncan,  E.  H.,  Cannon  Falls,  Minn IX  356 

Fairbanks,  H.  E.,  Plainfield,  Wis XI  369 

Ferguson,  Dnncan  B.,  Mallory,  Minn IX  434 

Flanagan,  John  H.,  Coates,  Minn X  169 

Fornell,  0.  B.,  Strandberg,  S.  D VIII  243 

Gilliford,  Levi,  Big  Lake,  Minn IX  91 

Habeeker,  C.  H.,  Rohrerstown,  Penn XII  161 

Halstead,  E.  D.,  Savannah,  N.  T XII  10-2 

Harris,  J.  H.,  Elkhorn,  Wis XII  392 

Hearst,  Chas.  E.,  Cedar  Falls,  la XII  358 

Helland,  M.  E.,  Glenwood,  Minn IX  84 

Henry,  Forest,  Dover,  Minn IX  287 

Horn,  G.  V,  Grinnell,  la XT  58 

Houeliin,  James,  Mason  City,  111 X  450 

Howard,  W.  J.,  Schaller,  la V  1 

Johnson,  L.  T.,  Richland  Center,  Wis XI  362 

Keil,  Adam,  Marengo,  la X  586 

Kerr,  Alex.,  LaPorte,  Ind XII  539 

Kilmore,  Joseph,  Bowmansdale,  Penn ....  XII  167 

Kreitler,  Chas.  F.,  Warren,  Ohio XII  262 

Kuhnau,  Eudolph,  Heron  Lake,  Minn IX  175 

Lobban,  Alex.,  Flint,  Mich X  602 

Manahan,  C.  J.,  Chatfield,  Minn IX  295 

Matthews,  Wm.,  Niles,  Mich.  .  •. XII  542 

McCune,  James,  Irwin,  Penn XII  304 

Meath,  Thos.  F.,  Cylon,  Wise IX  378 

Mendel,  D.  J.,  Freeman,  S.  D VIII  456 

Mitchell,  S.  A.,  Brooten,  Minn IX  104 

Morse,  Geo.  E.,  Marengo,  la X  590 

Nay]  or,  Ed.  H.,  Owatonna,  Minn IX  226 

Ohotto,  Lawrence,  Bowles,  Minn IX  141 

Otto,  Martin,  Jamestown,  Mich XI  464 

Pavne,  Wm.,  Monmouth,  111 X  372 

Peek,  L.  A.,  Fort  Hill,  Penn XII  297 

Piper,  J.  U.,  Flint,  Mich X  562 

Potextor,  G.  W.,  Siblov,  la VITI  520 

Quilling,  John,  Elk  Mountain,  Wis IX  361 
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Eiddlemoser,  H.  E.,  McKnightstown,  Penn .  XII  155 

Sch wager,  Wm.,  Utica,  Minn IX  300 

■Shelly,  S.  P.,  Toledo,  Ohio XI  506 

Swanson,  Geo.,  Crawford,  Nebr V  152 

Tuohy,  Wm.,  Chatfield,  Minn IX  .Ji'O 

VanVleet,  J.  J.,  Trempealeau,  Wis IX  334 

Warner,  Chas.  J.,  Waverly,  Nebr V  487 

Wlieatley,  L.  W.,  Atlantic,  Iowa Y  734 

Whiting,  W.  C,  Whiting,  Iowa V  451 

Windland,  Louis  S.,  Middletown,  Iowa ....  XI  458 

Yoder,  F.  C,  Lewisville,  Ohio XII  258 

Farmers  Who  Testified  that  Expert  Service  Is  as  Good  or 
Better  than  in  1902. 

Benson,  0.  L.,  Cannon  Falls,  Minn IX  351 

Corey,  Clark,  Witoka,  Minn IX  313 

Danf ord,  L.  P.,  Hutchinson,  Kas VI  524 

DeLaney,  W.  J.,  Delavan,  Wis XII  429 

Duncan,  E.  H.,  Cannon  Falls,  Minn IX  356 

Elward,  E.  A.,  Castleton,  Kas VI  568 

Ferguson,  Duncan  B.,  Mallory,  Minn IX  434 

Hearst,  Chas.  E.,  Cedar  Falls,  Iowa XII  358 

Hiatt,  L.  W.,  Dows,  Iowa VIII  433 

Keizer,  Alvin  E.,  Arlington,  S.  D VIII  260 

Lobban,  Alex.,  Flint,  Mich X  602 

Manahan,  C.  J.,  Chatfield,  Minn : . . . .  IX  295 

Morse,  Geo.  E.,  Marengo,  Iowa X  590 

O'Leary,  John,  Algonac,  Mich X  599 

Peck,  L.  A.,  Fort  Hill,  Penn XII  297 

Piper,  J.  U.,  Flint,  Mich X  562 

Eayl,  Levi,  Hutchinson,  Kas VI  518 

Schwager,  Wm.,  Utica,  Minn IX  300 

Tuohy,  Wm.,  Chatfield,  Minn IX  320 

Dealers  Testifying  that  I.  H.  Co.  Machines  Hare  Been  Im- 
proved Since  1902. 

Adams,  Edmund  H.,  Lamar,  Mo VI  590 

Anderson,  H.  0.,  Sturgis,  S.  D V  210 

Anderson,  Eoy  E.,  Garnett,  Kans VII  327 

Armfield,  George  W.,  Eedfield,  Iowa V  356 

Austin,  W.  A.,  Sylvia,  Kans ,  VI  548 
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Beavers,  W.  L.,  Znmbrota,  Minn IX  250 

Belcher,  William,  York,  Ne'br V  524 

Bender,  Jacob,  Sutton,  Nebr V  467 

Bertsch,  Christian,  Bismarck,  N.  D IX  513 

Bonniwell,  Philip  M.,  Whitewood,  S.  D. . . .  V  162 

Brobst,  Harvey,  Findlay,  Ohio XI  500 

Buckley,  Geo.  C,  Menlo,  Iowa V  345 

Bupp,  Edward,  York,  Pa XII  122 

Casteen,  W.  F.,  Meade,  Kas VI  452 

Coates,  W.  N.,  Stuart,  Neb V  189 

Coffey,  Theodore,  Greenfield,  Iowa V  201 

Cosgrove,  C  S.,  LeSueur,  Minn IX  171 

Dahl,  J.  P.,  Staplehurst,  Neb V  553 

Dally,  M.  C,  Dunlap,  Iowa V  55 

Davey,  C.  W.,  Hamburg,  Iowa V  241 

DeCou,  A.  E.,  Woodbine,  Iowa V  254 

Dempsey,  C.  J.,  Long  Prairie,  Minn IX  52 

Dyer,  A.  W.,  Exeter,  Neb V  139 

Echtenkamp,  Fred,  Arlington,  Neb V  335 

Edgington,  C.  W.,  Gilmore  City,  la XII  568 

Epperson,  George  F.,  Sumter,  S.  C XII  372 

Evans,  J.  A.,  Cimarron,  Kas VI  416 

Everts,  E.  D.,  Warren,  Pa XT  531 

Fitzsimmons,  G.  W.,  Scotia,  Neb V  133 

Ford,  W.  N.,  Eushville,  Neb V  66 

Frizell,  E.  E.,  Larned,  Kas VI  397 

Gillan,  C.  D.,  Chambersburg,  Pa XTI  134 

Glazier,  C.  F.,  Pauline,  Neb V  36 

Gossard,  0.,  Oswego,  Kas VI  571 

Graham,  W.  P.,  St.  Joseph,  Mo VII  78 

Groth,  John,  Eemsen,  Iowa Y  385 

Gunn,  H.  J.,  Lexington,  Neb V  340 

Haley,  C.  F.,  Marley,  111 X  528 

Hamilton,  Chas.  P.,  Mangum,  Okla VI  341 

Haskard,  H.  J.,  Partridge,  Kas VI  411 

Havens,  C.  E.,  Atkinson,  Neb V  145 

Hermes,  Peter,  Browerville,  Minn IX  55 

Hertel,  William  P.,  Clay  Center,  Neb V  542 

Hockaday,  Ed.,  Kingfisher,  Okla VI  333 

Howard,  W.  J.,  Schaller,  la V  1 

Hunter,  W.  H.,  Mechanicsburg,  Ohio XII  91 
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Jackman,  W.  W.,  Union  City,  Okla VI  444 

Jameson,  J.  M.,  Dana,  la. V  28 

Jolinson,  C.  J.,  Oenterville,  S.  D VIII  363 

Johnson,  C.  0.,  Havelock,  Ne'b VI  91 

Johnson,  Thomas,  Park  Eiver,  N.  D IX  521 

Jones,  Ed.  S.,  Falls  City,  Neb VII  189 

Jones,  H.  E.,  Revillo,  S.  D VIII  301 

Jones,  J.  C,  Farragut,  la V  694 

Kennedy,  T.  K.,  Haven,  Kans VI  407 

Kenney,  C.  B.,  Britton,  S.  D VIII  356 

Koenings,  Theodore,  Schleisingerville,  Wis .  XII  450 

Kronquest,  N.  H.,  Holdredge,  Ne'b V  79 

Laird,  P.  B.,  Tabor,  la V  319 

Leiser,  George  A.,  Grand  Island,  Neb V  296 

Lindner,  H.  L.,  Milton,  Pa XII  130 

Longley,  0.  G.,  Dows,  la XII  598 

Loughran,  'S.  L.,  Ames,  la V  234 

Lowe,  H.  J.,  MuUen,  Neb V  184 

Lowe,  W.  D.,  Atlantic,  la V  718 

Lund,  A.  J.,  Lanesboro,  Minn IX  241 

Lyle,  W.  C.,  Adair,  la V  351 

Manville,  George,  Wathena,  Kans VII  91 

Marckel,  A.,  Perham,  Minn IX  61 

Marshall,  Albert  E.,  Lyons,  N.  Y XII  24 

Martens,  C.  D.,  Lancaster,  Ohio XII  74 

Mattes,  Joseph,  Odebolt,  la V  281 

MeCarger,  Hugh,  Crete,  Neb V  115 

McOormick,  T.  C,  Kings  Ferry,  N.  Y XII  94 

McMichael,  J.  W.,  Riverton,  la V  700 

McPherrin,  J.  A.,  Teeumseh,  Neb V  18 

Miller,  Joseph,  Payne,  Ohio X  453 

Miller,  Oscar,  Porter,  Minn VIII  313 

Murphy,  J.  W.,  Sloan,  la V  378 

Nelson,  Martin,  Hartington,  Neb V  403 

Neuhauser,  Jonas  M.,  Bird-in-Hand,  Pa. . .  XII  107 

Newberry,  C.  A.,  Alliance,  Neb V  86 

Nispel,  J.  J.,  Beatrice,  Neb VI  74 

Norris,  E.  M.,  Burdett,  Kans VI  462 

O  'Dell,  Geo.  T.,  Salt  Lake  City,  Utah V  636 

0  'Rorke,  John,  Mansfield,  Ohio XII  63 

Osterholm,  August  E.,  Essex,  la V  705 
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Owen,  Easmus,  Thief  Eiver  Falls,  Minn. .  .  IX  437 

Packer,  W.  D.,  Guthrie,  Okla VI  368 

Parsons,  J.  E.,  Euskin,  Neb V  519 

Patterson,  J.  W.,  Kearney,  Neb V  96 

Phalen,  B.  A.,  Newark,  Ohio XII  5-i 

Pritchard,  Albert  H..  Frederick,  Okla VI  373 

Pullyblank,  R,  Caledonia,  N.  Y XII  12 

Eidge,  B.  F.,  Duncan,  Neb VI  346 

Eobinson,  C.  D.,  Waterport,  N.  Y XI  523 

Sackerson,  N.  N.,  Wakefield,  Neb V  546 

Sapp,  C.  S.,  Mt.  Vernon,  Ohio XII  81 

•Schleet,  Wm.,  Perrysburg,  Ohio XI  481) 

Sellers,  Geo.  T.,  Gap,  Pa XII  113 

Sellers,  S.  M.,  So.  Charleston,  Ohio XII  67 

■Shannon,  T.  B.,  lola,  Kans VI  633 

Sheehan,  J.  H.,  Claremont,  la XI  37 

Sldlliter,  Thomas,  Genoa,  Ohio XI  495 

Smith,  Wm.  F.,  Winterset,  la V  311 

Sorenson,  Peter,  Toronto,  S.  D VIII  297 

Spragins,  J.  B.,  Ardmore,  Okla VI  351 

Stearns,  F.  D.,  Logan,  la V  178 

Sterns,  John,  Hiawatha,  Kans VII  45 

Stewart,  Wm.,  Dorchester,  Neb V  508 

Stockwell,  J.  W.,  Fillmore,  N.  Y XI  527 

Talbot,  E.  E.,  Watonga,  Okla VI  448 

Tamisiea,  V.  S.,  Missouri  Valley,  la V  247 

Tomlinson,  James,  Corning,  Kans VII  253 

Ulmer,  George  H.,  Miles  City,  Mont IX  517 

Van  Berg,  A.  E.,  Hickman,  Neb V  529 

Van  Deventer,  J.  C,  Tuscarora,  N.  Y XI  520 

Wagner,  C.  A.,  Omaha,  Neb V  261 

Waite,  H.  P.,  McCook,  Neb V  538 

Walker,  A.  F.,  Prairie  View,  Kans VII  3.39 

Webb,  Frank,  Guthrie  Center,  la V  361 

Whiting,  W.  C,  Whiting,  la V  451 

Whitman,  A.  C,  Independence,  Kans VI  595 

Wiles,  T.  G.,  Cherokee,  Kans VI  504 

Winzer,  Oscar,  Troy,  Kans VII  257 

Zimmerman,  W.  H.,  Le  Mars,  la V  368 
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Dealers  Testifying  that  Business  Conditions,  Repair  and  Ex- 
peft  Service  Have  Been  Better  Since  1902. 
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Adams,  Ednrand  H.,  Lamar,  Mo VI  590 

Anderson,  T>. .  0.,  Cambridge,  Minn IX  204 

Ayres,  Edward  A.,  Fairbnry,  Neb V  533 

Ballew,  Wm.,  Malta  Bend,  Mo VII  286 

Belcber,  William,  York,  Neb V  524 

Bender,  Jacob,  Sutton,  Neb V  467 

Bertsch,  Christian,  Bismarck,  N.  I> IX  513 

Bonniwell,  Philip  M.,  Whitewood,  S.  D V  162 

Butts,  Henry  P.,  Sodus,  N.  Y XII  30 

Ooates,  W.  N.,  Stuart,  Neb V  189 

Cozatt,  J.  A.,  Jasper,  Mo VI  626 

Davey,  O.  W.,  Hamburg,  la V  241 

DeCou,  Arthur  E.,  Woodbine,  la V  254 

Dodds,  A.  C,  Skidmore,  Mo , VII  84 

Dooley,  W.  A.,  Dearborn,  Mo VII  184 

Dyer,  A.  W.,  Exeter,  Neb V  139 

Evans,  J.  A.,  Cimarron,  Kans VI  416 

Everts,  E.  D.,  Warren,  Pa XI  531 

Fitzsimmons,  G.  W.,  Scotia,  Neb V  133 

Ford,  W.  N.,  Eushville,  Neb V  66 

Frizell,  E.  E.,  Larned,  Kans VI  397 

Glazier,  C.  F.,  Pauline,  Neb V  36 

Glidden,  F.  B.,  Britt,  la VIII  381 

Gozzard^  0.,  Oswego,  Kans VI  571 

Graham,  W.  P.,  St.  Joseph,  Mo VII  78 

Groth,  John,  Remsen,  la V  385 

Gunn,  H.  J.,  Lexington,  Neb V  340 

Havens,  C.  E.,  Atkinson,  Neb V  145 

Hertel,  William  P.,  Clay  Center,  Neb V  542 

Hockaday,  Ed.,  Kingfisher,  Okla VI  333 

Howard,  W.  J.,  Schaller,  la V  1 

Jameson,  J.  M.,  Dana,  la V  28 

Johnson,  C.  C,  Butler,  Pa XII  287 

Johnson,  C.  J.,  Centerville,  S.  D VIII  363 

Johnson,  C.  0.,  Havelock,  Neb VI  91 

Jones,  Ed.  S.,  Falls  City,  Neb VII  189 

Kronquest,  N.  H.,  Holdredge,  Neb V  79 

Leiser,  Geo.  A.,  Grand  Island,  Neb V  296 

Longley,  0.  G.,  Dows,  la XII  598 

Loughran,  S.  L.,  Ames,  la V  234 
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Dealers  Testifying  to  Better  Service  Since  1902  {Cont'd). 

Vol.  Page. 

Lowe,  H.  J.,  Mullen,  Neb V  184 

Lowe,  W.  D.,  Atlantic,  la V  718 

Lund,  A.  J.,  Lanesboro,  Minn IX  241 

Marshall,  Albert  E.,  Lyons,  N.  Y XII  24 

Mattes,  Joseph,  Odebolt,  la V  281 

McCarger,  Hugh,  Crete,  Neb V  115 

McMahon,  E.  R.,  Fairfax,  Mo VII  156 

McMichael,  J.  W.,  Riverton,  la V  700 

McPherrin,  J.  A.,  Tecumseh,  Neb V  IS 

Miller,  Peter,  Rushford,  Minn IX  246 

Mishler,  John  H.,  Sabetha,  Kans VII  74 

Murphy,  J.  W.,  Sloan,  la V  378 

Nelson,  Martin,  Hartington,  Ne'b V  403 

Newberry,  C.  A.,  Alliance,  Neb V  86 

Norris,  R.  M.,  Burdett,  Kans VI  462 

0 'Dell,  George  T.,  Salt  Lake  City,  Utah...  V  636 

Osterholm,  August  E.,  Essex,  la V  705 

Patterson,  J.  W.,  Kearney,  Neb V  96 

Price,  T.  L.,  Oregon,  Mo VII  179 

Rankin,  W.  M.,  Tarkio,  Mo VII  170 

Sackerson,  N.  N.,  Wakefield,  Neb V  546 

Smith,  Wm.  F.,  Winterset,  la V  311 

Sorenson,  Peter,  Toronto,  S.  D VIII  297 

Stearns,  F.  D.,  Logan,  la V  178 

Stewart,  WiUiam,  Dorchester,  Neb V  508 

■Stockwell,  J.  W.,  Fillmore,  N.  Y XI  527 

Stoner,  C.  W.,  Iroquois,  S.  D VIII  305 

Sundgren,  Ebbie,  Falun,  Kans VII  473 

Sutherland,  A.  E.,  Waverly,  Neb VI  22 

Talbot,  E.  R.,  Watonga,  Okla VI  448 

Tamisiea,  V.  S.,  Missouri  Valley,  la V  247 

ITlmer,  George  H.,  Miles  Citv,  Mont IX  517 

Van  Berg,  A.  E.,  Hickman,  Neb V  529 

Whiting,  W.  C,  Whiting,  la V  451 

Wiles,  T.  G.,  Cherokee,  Kans VI  504 

Wilson,  James,  Sac  City,  la V  215 

Wolter,  Fred,  Appleton,  Wis XII  476 
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II. 


PURCHASES  OF  ADDITIONAL  PLANTS  AND  THE 
MANUFACTURE  OF  "NEW  LINES." 


Reasons  for  entering  in  manufacture  of  "new  lines." 
II 

161  E.  A.  EUMELY  (a  witness  for  petitioner) : 

The  Tendency  Toward  the  Long  Line. 

The  tendency  to-day  among  manufacturers  of  agricul- 
tural implements  is  strongly  toward  the  manufacture  and 
distribution  of  a  full  line.  There  are  conditions  that  urge 
every  manufacturer  in  that  direction.  Every  agricul- 
tural implement  is  salable  at  some  particular  season.  In 
early  spring  the  farmer  needs  the  plow ;  a  little  later  on  he 
needs  the  harrow,  then  the  seeder,  then  the  harvester 
and  then  the  thresher.  Each  implement  is  salable  at  or 
around  the  season  when  used.  A  full  line  is  known  tech- 
nically as  the  dealing  in  enough  implements  to  have  some- 
thing to  sell  at  every  season  of  the  year, — a  variety  of 
products  that  will  keep  men  busy,  say  the  entire  year. 

Adopted  by  Riimely  Co.  as  a  Business  Policy. 

166  In  order  to  manufacture  cheaply  we  must  manufacture 
in  large  quantities,  and  in  order  to  sell  in  large  quantities 
one  must  cover  the  entire  market  and  have  branch  houses 
and  a  corps  of  traveling  salesmen  over  a  very  wide  area, 
probably  the,  entire  United  States  and  Canada.  To  hold 
good  salesmen  you  must  keep  them  the  entire  year  and 
you  must  also  put  up  buildings  or  rent  them  for  the  en- 
tire year  for  branch  houses.  Then  having  secured  an 
adequate  market  for  one  particular  implement  in  order  to 
use  the  idle  time  that  results,  you  must  add  additional  im- 
plements to  fill  in  the  other  ten  or  eleven  months  that 
are  slack  for  the  particular  implement  on  which  you 
started.  We  found  after  recognizing  this  tendency  as  an 
underlying  fact  and  shaping  our  business  policy  in  ac- 
cordance with  it,  that  our  business  immediately  expanded 
in  volume  and  in  profit. 
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ALEX  LEGGE  (witness  for  defendants) : 

42  The  I.  H.  Co.  has  since  its  organization  entered  upon 
the  construction  of  new  lines. 

Advantages  of  the  "Long  Line." 

The  advantages  of  the  long  line  are  the  ahility  to  secure 
and  maintain  a  bettor  selling  org'anization  and  economize 
in  distribution  of  the  stock,  often  securing  full  carload 
orders  in  shipments  to  an  agent  who  would  not  want  a 
full  carload  of  any  one  individual  tool.  The  reason  for 
going  into  the  long  line  was  to  secure  those  advantages 
and  to  do  away  with  the  very  great  handicap  which  we 
always  had  in  the  binder  business,  of  being  compelled  to 
employ  a  very  large  force  of  men  for  a  short  period  of 
time.  The  harvesting  machine  business  then,  and  to  a 
less  extent  now,  required  a  xevy  large  force  of  men  during 
the  delivery  season  and  harvesting  period.  As  soon  as 
harvest  was  over  thoy  had  to  be  dispensed  with,  and  the 
following  spring  we  would  have  to  start  in  with  raw  re- 
cruits, and  naturally  the  better  class  of  men  would  not 
continue  to  come  back  to  us  for  three  or  four  months' 
employment,  but  would  seek  employment  elsewhere.  That 
made  it  impossible  to  maintain  an  efficient  well  trained 
organization. 

An  All -Year -Round  Selling  Organization. 

The  long  line  enabled  the  company  to  ha^'e  what  they 
call  an  all-year-round  organization.  Todaj-  they  are  em- 
ployed practically  continuously  throughout  the  season; 
some  slight  fluctuation  at  different  periods. 

Ill 

245-247  Pet.'sEx.  198.  Letter  of  April  19,  1904,  from  James 
Deering  to  A.  E.  IMayer  asking  Sales  Department  to  re- 
port on  the  manufacture  of  gasoline  engines,  and  Mayer's 
reply  of  April  20,  1904,  stating  Sales  Department  favors 
the  development  of  gasoline  engines,  particularly  small 
sizes : 

"We  feel  that  with  the  organization  we  have,  a  large 
business  can  be  done;  not  only  that,  but  it  Avill  readily 
appeal  to  you  that  placing  a  line  of  gasoline  engines  in 
the  hands  of  our  organization  would  be  of  great  assist- 
ance in  keeping  together — or  rather  keeping  employed  by 
the  vear,  our  best  salesmen." 
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Kinds  of  Machines  Manufactured  by  I.  H.  Co.  in  1902. 

115  Kinds  of  agricultural  macMnes  and  implements  manu- 
factured by  tlie  International  Harvester  Company  of  New 
Jersey,  December  1,  1902.     (Pet's  Exh.  21.) 

Grain  Machines : 

Grain  Binders,  Reapers,  Headers    (Plain  Type)    and 
Header  Binders  (Now  called  Push  Harvesters,  Combined 
Type). 
Grass  Machines: 

Mowers,  Kakes — Hand  and  Self  Dump. 
Corn  Machines : 

Corn  Binders,  Huskers  and  Shredders  and  Shockers. 
Miscellaneous : 

Knife  Grinders. 
Attachments  and  Repair  Parts: 

Such  as  apply  to  Machines  listed  above. 
Binder  Twine : 

Machines  Added  Since  1902. 

116  Statement  of  kinds  of  agricultural  implements  now 
manufactured  by  the  I.  H.  Co.  and  not  manufactured  in 
1902,  showing  year  first  manufactured.    (Pet.'te  Ex.  22.) 

Grain  Machines:  Combined  reaper  and  mower  (or 
2-Wheel  reaper)  1907;  strippers,  1904. 

Grass  Machines :  Hay  loaders  1906 ;  hay  presses  and 
hay  stackers  1904.  Rakes:  Side-delivery  1906,  sweep 
1904;  rake  and  stacker  (combined)  1911;  rake  and  tedder 
(combined)  1911;  tedder  1904. 

Corn  Machines:  Pickers  1904;  planters  1905;  shellers 
1906. 

Tillage  Implements:  Cultivators  1905;  harrows,  disc, 
peg-tooth  and  spring-tooth  1905. 

Seeding  Machines:  Broadcast  seeders  1904;  drills 
1910. 

Miscellaneous :  Automobiles  and  auto-delivery  wagons 
1908;  cream  separators  1905;  engines — gas,  gasoline  and 
kerosene  1905;  feed  grinders  1907;  manure  spreaders 
1905 ;  pumping  jacks  1908 ;  sawing  outfits  1909. 

Tractors:    1908;  wagons  and  trucks  (farm)  1906. 

Attachments  and  repair  parts :  Such  as  apply  to  ma- 
chines listed  above. 
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Goods  Pill  chased  from  Outsiders  for  Resale. 

119  Goods  sold  bv  I.  H.  Co.  of  America,  not  purchased  from 
I.  H.  Co.  New  jersey  (Pet's  Exh.  25)  : 

Alternators — 3  phase.  Automobiles,  Auto  Tops,  Auto 
Bodies,  Auto  Foredoors,  Auto  Sparkers,  Batteries,  Belt- 
ing, Blowers,  Chain  Silencers,  Concrete  Mixers,  Drills, 
Electric  Lighting  Plants,  Dynamos,  Ensilage  Cutters, 
Feeders  for  Threshers,  Feed  Mills,  Gasoline,  Gas  Pro- 
ducers, Grain  Dumps,  Grain  Elevators,  Hay  Presses,  Har- 
rows, Headlights  for  Tractors,  Hoists,  Hitches  for  Drills, 
Lubricators,  Magnetos,  IMarine  Engines,  Oil,  Pea  Har- 
vesters, Planters,  Plows,  Pulleys,  Pumps  &  Cylinders, 
Pump  Jacks,  Eake  Parts,  Saws,  Sawmills,  Sawing  Outfits, 
Saw  Trucks,  Seeders,  Shafting,  Shellers,  Shingle  Mills, 
Silos,  Spraying  outfits.  Stackers  for  Threshers,  Stalk 
Cutters,  Steel  Towers,  Switchboards,  Tanks,  Threshers, 
Thresher  Trucks,  Tires  (Rubber),  Tractor  Trucks,  Twine, 
Wagons  and  Sleighs,  Well  Diggers,  Well  Drills,  Weighers 
and  Loaders,  Woodworking  ]\lacliinery. 

Ill 

Machines  Manufactured  at  Various  Plants. 

348  Manufacturing  plants  of  I.  H.  Co.  in  the  U.  S.  and  Prin- 
cipal Machines  manufactured  at  each  plant,  season  1912 
(Pet.'s  Exh.  230): 

Akron  AVorks,  Akron,  Ohio : 

Auto  Wagons. 
Cliampion  AVorks,  Springfi(>ld,  Oliio  : 

Grain  Binders,  Reapers,  Headers  and  Push  Binders, 
Alowers,  Rakes,  Rakes — Side  Delivery,  Tedders,  Hay 
Presses,  Seeders,  Manure  Spreaders,  Knife  Grinders. 

349  Deering  AVorks,  Chicago,  111. : 

Grain  Binders,  Reapers,  Headers  and  Push  Binders, 
Grain  Strippers,  Alowers,  Rakes,  Corn  Binders,  Shred- 
ders, Corn  Pickers,  Grain  Drills.  Knife  Grinders,  Feed 
Grinders,  Twine. 
Keystone  AA'orks,  Rock  Falls,  111. : 

Rakes — Side   Delivery,   Hay   Loaders,    Corn    Shellers, 
Harrows — Disc,    Harrows — Peg    Tooth,    Alfalfa    Reno- 
vators. 
AlcCormick  AVorks,  Chicago,  111.: 

Grain  Binders,  Reapers,  Headers  and  Push  Binders, 
Alowers,  Rakes,  Sweep  Rakes,  Hay  Stackers,  Combined 
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Sweep  Bakes  &  Stackers,  Corn  Binders,  Shredders,  Corn 
Pickers,  Ensilage  Cutters,  Knife  Grinders,  Twine. 
Milwaukee  Works,  Milwaukee,  Wisconsin: 

Engines — Gasoline    and    Kerosene,    Tractors,    Cream 
Separators,  Pump  Jacks,  Saw  Trucks. 
Newark  Valley  Works,  Newark  Valley,  New  York: 

Manure  Spreaders. 
550  Osborne  Works,  Auburn,  New  York: 

Grain  Binders,  Eeapers,  Mowers,  Eakes,  Tedders,  Corn 
Binders,  Stalk  Cutters,  Cultivators,  Harrows— Disc  Har- 
rows— Spring  Tooth  Harrows — Peg  Tooth,  Twine. 
Piano  Works,  West  Pullman,  111. : 

Manure  Spreaders,  Farm  Wagons,  Farm  Trucks,  Corn 
Planters,  Cultivators. 
Tractor  Works,  Chicago,  111. : 

Engines — Gasoline  and  Kerosene  Tractors. 
Weber  Works,  Auburn  Park,  111. : 

Farm  Wagons,  Farm  Trucks. 
St.  Paul  Works,  St.  Paul,  Minn. : 

Twine. 
KIY 

L12  Mr.  Eeay :  Def ts '.  Ex.  206  shows  the  various  kinds  of 
maehines  manufactured  at  each  of  the  I.  H.  Co.'s  U.  S. 
Works  and  new  lines  added  at  each  plant  from  1903  to 
1912,  and  shows  also  all  transfer  of  harvester  lines  be- 
tween Works. 

Readjustments  to  Attain  Efftciency  and  Econoiny. 

As  to  whether  it  shows  when  certain  Works  quit  manu- 
facturing certain  things  and  that  the  Milwaukee  Worksi  is 
no  longer  making  the  Milwaukee  binders :  On  page  3,  it 
shows  that  during  1905  the  Milwaukee  Harvester  lines 
were  transferred  to  the  McCormick  Worksi,  and  lines  of 
engines,  tractors,  and  cream  separators  substituted  in 
place  thereof  at  the  Milwaukee  Works.  We  do  not  pur- 
port to  show  by  this  exhibit  the  lines  w'e  have  discontinued 
making  since  the  acquisition  of  the  Minnie,  the  Keystone 
and  the  Buckeye  at  these  different  Works.  As  to  the 
principal  transfers  and  readjustments  of  manufacturing: 
In  order  to  attain  greater  efficiency  and  economy  in  pro- 
duction, the  old  harvester  lines  manufactured  at  the  Mil- 
waukee Works  were  transferred  to  the  McCormick  Works, 
and  the  old  harvester  lines  manufactured  at  the  Piano 
Works  were  transferred  to  the  Deering  Works. 
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XIV 


Xo  Plant  Shut  Down 
113 


Increased  Employes  at  Each. 

Defts. '  Exli.  207  correctly  states  the  average  number  of 
employes  at  the  U.  S.  "Works  of  the  Champion,  Deering, 
McCormick,  ]\tihvaukee,  Osborne  and  Piano  companies  in 
1902  as  compared  with  those  employed  at  U.  S.  Works  of 

114  I.  H.  Co.  in  1912.  In  1902  ;Qi.e  total  number  of  employes 
employed  at  the  "Works  stated  were  16,596;  in  1912  was 
25,163.  Xo  plant  acquired  b}'  the  I.  li.  Co.  has  shut  down 
to  my  knowledge.  The  number  of  employes  has  increased 
at  every  plant,  and  the  total  percentage  of  increase  of 
employes  in  1912  over  1902  is  51.6.  "The  number  of  em- 
ployes at  Piano  Works  in  1912  was  low  owing  to  the  de- 
pression in  the  manure  spreader  industry.  The  average 
number  emploved  in  1911  was  1,145,  and  in  1933  to  date 
1,169." 

115  Defts'.    Ex.    207 — Average    numl)er    of    emploves    at 
United  States  Works.    Seasons  1902  and  1912 : 

1912 
Numlber  Number 


Working 

Worki: 

Qg 

Increase 

on  Old 

■on  New 

over 

Works                               Lines 

Lines 

Total 

1902 

1902 

Akron                                 — 

921 

921 

20 

901 

'Champion                             592 

785 

1,377 

1,296 

81 

Deering                             5,745 

313 

6,058 

5,488 

570 

Keystone                            — 

305 

305 

200 

105 

McCormick  (Including 

Tractor  Works)           7,423 

1,248 

8,671 

6,236 

2,435 

Milwaukee                        — 

3,884 

3,884 

596 

3,28.S 

Newark  Valley                 — 

71 

71 

— 

71 

Osborne                             1,477 

854 

2,331 

1,400 

931 

Piano                                 — 

795 

795 

995 

*20O 

St.  Paul                              160 

— 

160 

15 

145 

Weber                                — 

590 

590 

350 

240 

15,397    9,766  25,163  16,596    8,567 

Percentage  of  Increase  51. 6 y. 

(*)  Decrease  at  Piano  due  to  depression    in    manure 

spreader  industry,  employes  in  1911,  1,145;  in  1913,  1,169. 
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Increased  Steadiness  of  Employment  Throughout  the  Year. 

Defts'.  Ex.  208  shows  the  number  of  employes  at  the 
■Champion,  Deering,  McCormick,  Milwaukee  and  Piano 
Works  during  each  month  of  the  seasons  1902  and  1912. 

117  Chart  marked  Defts '  Exh.  209  represents  the  continuity 
of  employment  at  the  principal  U.  S.  Works  for  1902  and 
1912,  based  upon  Defts'  Exh.  208,  and  shows  that  in  1902 
the  difference  between  the  maximum  and  minimum  num- 
ber of  employes  at  these  Works  was  24  per  cent. ;  in  1912 
it  was  only  7  per  cent. 

Ill 

Numher  and  Kinds  of  Implements  Manufactured. 

447  Table  showing  the  kind  and  number  of  implements 
made  by  the  I.  H.  Co.  from  1903  to  1911,  inclusive,  at  the 
U.  S.  Works  (Pet.'s  Exh.  262)  : 
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449  AV.  2^1.  BEAY: 

Pet.'s  Exh.  262  does  not  include  the  articles  we  have 
purchased  from  other  companies.  The  sales  figures  in- 
clude everything  that  is  sold,  of  those  machines. 

I  do  not  think  therp  is  any  company  besides  the  Keller 
from  which  we  purchase  wagons  for  sale  in  the  U.  S. 
The  figures  of  the  sales  of  Keller  wagons  should  be  added 
to  these  wagon  figures. 

450  Number  of  wagons  purchased  by  I.  H.  Co.  of  America 
from  Keller  Manufacturing  Company  during  calendar 
years  1909, 1910  and  1911  (Pet.'s  Exh."  264)  :  1909,  4,520; 
1910,  7,543;  1911,  8,345.  This  includes  wagons  sold  out- 
side of  the  U.  S. 

Statement  showing  number  of  threshers  purchased  by 
I.  H.  Co.  of  America  from  Belle  Citv  Manufacturing  Co. 
1907  to  19J1,  inclusive  (Pet.'s  Exh.  265)  :  1907,  458 ;  1908, 
597;  1909,  621;  1910,  249:  1911,  266.  This  covers  from 
September  1  to  August  31  in  each  year,  and  includes 
threshers  sold  outside  of  the  U.  S. 


23  CLARENCE  S.  FUNK: 

The  America  Co.  sells  goods  not  manufactured  by  the 
I.  H.  Co.,  but  this  r'-presents  a  small  percentage  of  its 

24  husiness.  It  sells  Belle  City  threshers  manufactured  at 
Eacine,  Wis.,  twine  not  manufactured  by  the  I.  H.  Co.,  and 
its  different  agents  throughout  the  country  have  contracts 
with  local  manufacturers  who  make  goods  particularly 
suitable  to  local  conditions.  There  is  a  good  deal  of  it — 
how  much,  I  do  not  know. 

The  America  Co.  sells  nothing  Irat  agricultural  imple- 
ments. The  implement  dealers  in  the  U.  S.  who  sold  In- 
ternational goods  in  1930  numbered  40,000;  the  number  is 
less  now.  In  1902  I  would  say  that  the  numlier  of  imple- 
ment dealers  of  the  old  companies  was  45,000  to  50,000. 
31  The  America  Co.  buvs  the  entire  output  of  the  Belle 
City  Co.  and  ]iractical]y  the  entire  output  of  seeders  of 
the  Richmond  plant  of  the  American  Seeding  Machine  Co. 
It  also  buys  two  lines  of  plows — from  the  Oliver  Co.  and 
Parlin  &  Orendorff  Co.,  Canton,  111.  Practically  all  these 
plows  are  sold  in  Canada. 
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Purchase  of  D.  M.  Osborne  &  Company. 

GEOEGE  W.  PEEKINS : 

221  I  liad  to  do  with  the  negotiations  for  the  purchase  of 
the  Osborne  'Company. 

Motive  for  Purchase — Neiv  Lines  and  Export  Trade. 

The  motive  governing  the  purchase  was  that  it  fitted 
into  the  program  of  supplying  the  International  Company 
with  other  lines  of  business  and  was  a  desirable  addition 
from  the  standpoint  of  some  foreign  export  business  that 
it  had.  The  factory  was  advantageously  located  for  ex- 
port purposes. 
XIV 

ALEX  LBGGE : 

41  As  to  the  value  of  the  Osborne  plant  to  the  I.  H.  Co. : 
that  part  of  it  with  which  I  am  m.ost  familiar  was  the 
acquiring  of  a  line  of  tillage  tools,  which  we  did  not  have, 
comprising  harrows  of  all  kinds,  cultivators. 

Cross-Ea'amination. 

71  I  had  nothing  to  do  with  the  Osborne  purchase;  was 
not  a  party  to  the  negotiations.  As  to  whether  it  was  the 
largest  harvester  company  outside  of  the  I.  H.  Co.,  at 
that  time :  I  think  not,  in  the  United  State  trade ;  I  be- 
lieve it  was.  the  largest  American  company  in  the  foreign 
field  in  volume.  The  Acme  had  been  doing  more  busi- 
ness in  the  U.  S.  than  the  Osborne,  but  I  think  in  1903  they 
were  suffering  from  financial  embarrassment  and  did  not 
do  as  much  that  year.  I  am  not  sure  but  what  it  was 
after  that  that  the  Creditors'  Committee  took  charge  of 
the  Acme. 

I  cannot  say  positively  the  Acme  had  more  business 
than  the  Osborne  in  the  U.  S.  in  1903.  From  the  stand- 
point of  harvesting  machinery  they  -would  have  been  more 
valuable  to  us  than  the  Osborne.  The  plant  was  better 
located  for  the  distribution  of  harvesting  m.achinery  m 

72  the  domestic  trade.  I  can  name  no  other  company  than 
the  Acme  that  had  a  larger  output  than  the  Osborne. 
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Agreement  for  Purchase.  Osborne  Property  Purchased  With- 
out Receivables.    Osborne  Stock  Deposited  as  Collateral  for 
I.  H.  Co.'s  Notes. 
142-150    AGEEEMEXT   (Pet.'s  Exh.    28A)    made    January 
15tli,  1903,  between  Thomas  M.  Osborne  and  Edwin  D. 
Metcalf,  '-vendors,"  and  I.  H.  Co.,  "vendee." 

Vendors  to  sell  all  capital  stock  and  scrip  of  D.  M.  Os- 
borne &  Co.,  and  of  Columbian  Cordage  Co.,  engaged  in 
manufacturing  twine  and  rope,  and  to  deliver  certificates 
to  Standard  Trust  Company  as  trustee;  such  Osborne 
stock  and  scrip  to  be  held  as  collateral  security  for  the  5 
vear  notes  of  International  Co.  to  be  delivered  to  vendors. 
Vendee  to  deposit  with  First  National  Bank  $1,000,000  to 
be  paid  as  soon  as  vendors  have  deposited  95  per  cent. 
-  of  said  stock.  The  total  purchase  price  is  fixed  at  $3,- 
200,000  and  actual  cost  of  the  supplies,  materials  on  hand, 
manufactured  products  and  goods  in  process,  to  be  paid: 
$1,000,000  in  cash,  $3,500,000  in  notes  bearing  5%  inter- 
est due  on  or  before  Jan.  15,  1908,  and  the  balance  in 
notes  due  on  or  before  Nov.  1,  1903. 

Vendors  shall  be  entitled  to  cause  companies  to  trans- 
fer to  them  and  exclude  from  sale :  All  cash  accounts, 
claims  and  bills  receivable  of  the  two  companies  as  of 
Jan.  15,  1903,  except  as  hereinafter  provided ;  and  other 
specified  property. 

Vendors  agree  that  when  $1,000,000  is  paid,  they  will 
procure  resignations  of  directors  and  officers  and  secure 
the  election  of  persons  flesignated  by  the  I.  H.  Co. 

Vendors  to  assume  all  liabilities  of  the  Auburn  Com- 
panies as  of  Jan.  15,  1903,  and  to  deposit  $1,000,000  of 
notes  of  the  vendee  with  the  First  National  Bank  of  New 
York  to  secure  said  guarantee. 

I.  H.  Co.  shall  cause  the  Auburn  Companies  to  attend 
to  the  collection  of  said  receivables  under  the  direction  of 
persons  designated  by  the  vendors,  and  Auburn  Companies 
shall  be  reimbursed  for  the  actual  cost  of  making  such 
collection.  Collections  on  accounts  receivable  to  be  ap- 
plied in  i^ayment  of  tJie  Company's  liabilities  assumed  by 
the  vendors. 

Vendors  agree  that  from  and  after  date,  hereof,  the 
business  of  the  Osborne  Companies  shall  be  managed  by 
the  present  directors  and  officers  of  the  Auburn  Com- 
panies (so  long  as  they  shall  remain  in  control  of  said 
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business)  without  any  departure  from  the  ordinary  course 
of  business,  and  in  consultation  with  the  officers  of  the 
International  Company.  The  I.  H.  Co.  agrees  to  keep 
said  plants  in  operation  to  their  reasonable  capacity  and 
without  diversion  of  business  from  said  factories,  so  long 
as  its  unpaid  notes  given  for  the  purchase  price  shall  ex- 
ceed $3,000,000. 

Vendors,  for  ten  years  not  to  engage  in  manufacturing 
or  selling  harvesting  machinery  and  other  agricultural 
implements  and  binder  twine  in  U.'  S.  ( excepting  Arizona 
and  New  Mexico)  or  in  Australia  or  South  America,  or 
any  European  countries  (excepting  Holland  and  Bel- 
■  gium). 

L50-174  Ten  documents  relating  to  the  purchase  of  the  Os- 
borne plant  and  the  performance  of  the  above  contract. 
(Pet.'sExh.  28B  to  28K.) 

[ 

560  THOMAS  M.  OSBOENE  (witness  for  petitioner)  : 

I  reside  in  Auburn,  N.  Y.,  and  was  in  the  harvester 
business  there  with  D.  M.  Osborne  &  Co.  Its  business  was 
the  manufacture  of  harvesters,  binders,  reapers,  hay  rakes 
and  com  harvesters.  We  sold  those  implements  gener- 
ally throughout  the  U.  S.  We  did  a  large  foreign  busi- 
ness in  Europe,  South  America  and  Australia. 
Prior  to  1902,  the  two  largest  companies  were  the  Mc- 

161  Cormick  and  Deering;  our  company  ranked  third;  then 
the  Champion,  Piano,  Walter  A.  Wood,  Johnston,  Mil- 
waukee, Adriance-Platt  and  Aultman  &  Miller.  I  became 
connected  with  D.  M.  Osborne  &  Co.  in  1884  and  was  in 

62  the  business  until  1902.  According  to  my  best  judgment 
the  Deering,  McCormick,  Champion,  Piano,  Milwaukee 
and  Osborne  Companies  did  90%  or  over  of  the  business 
in  harvesting  implements. 

The  business  of  the  Osborne  Company  from  1892  to 
1902  has  been  increasingly  profitable.  There  were  300,- 
000  of  stock  and  some  scrip,  which  brought  the'  total  stock 
and  scrip  to  950,000. 

tajority  of  Osborne  Stockholder  Desired  to  Sell. 

1  have  never  owned  any  stock  or  had  any  interest  in 
the  I.  H.  Co.  We  learned  through  the  newspapers  in  the 
summer  of  1902,  that  the  I.  H.  Co.  had  been  formed;  that 
was  the  first  we  heard  of  it.    We  had  no  part  in  forma- 
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tion.     The  business  of  Osborne  &  Co.  at  that  time  was 

363  owned  hx  my  mother,  two  sisters  and  myself,  and  some 
stock  was  held  by  my  uncle,  John  H.  Osborne,  and  by  E. 
D.  Metcalf,  Vice  President  and  General  Manager,  and 
there  were  some  smaller  stockholders.  The  majority  was 
owned  by  my  mother  and  two  sisters,  and  they  naturally 
would  have  been  glad  of  an  opportunity  to  sell  out  and 
retire  their  money  from  the  uncertainties  of  a  manufac- 
turing business.  Therefore,  Metcalf  negotiated  with 
some  persons  interested  in  the  I.  H.  Co.  for  a  sale.  I  took 
no  part  because  I  was  not  desirous  of  selling,  although  I 
did  not  consider  that  I  should  prevent  a  sale. 

In  January,  1903,  the  sale  was  arranged.  At  one  time  I 
saw  Charles  Deering  and  Cyrus  McCormick  at  the  Wal- 
dorf Hotel  and  I  saw  Perkins  at  the  office  of  Morgan  & 
Co.  When  I  saw  Deering  and  McCormick,  the  sale  had 
not  been  arranged.  When  I  saw  Perkins  the  arrange- 
ments had  been  practically  made. 

Osborne  &  Co.  had  not  manufactured  twine ;  there  was 
another  coiTDoration,  the  Columbian  Cordage  Co.,  with 
many  of  the  same  stockholders.  The  sale  of  the  twine 
business  of  the  Columbian  Cordage  Co.  was  negotiated 
at  the  same  time  as  the  sale  of  Osborne  &  Co.'s  business. 

364  Manufacturers  sell  twine  and  harvesting  implements 
largely.  In  1902  both  the  Deering  and  McCormick  Com- 
panies besides  the  Osborne  manufactured  and  sold  twine. 
We  had  an  organization  all  over  the  U.  S.  and  sold  ma- 
chines wherever  cereal  and  hay  crops  were  raised.  We 
had  branch  houses  throughout  the  tJ.  S.  and  sometimes 
shipped  from  our  factories  to  the  warehouses  and  in  other 
cases  shipped  directly  to  the  agents.  We  sold  on  the  com- 
mission agency  basis. 

Osborne  Owners  Acquired  No  Stock  in  I.  H.  Co. 

The  owners  of  Osborne  &  Co.  did  not  take  any  stock  in 
the  I.  H.  Co.  for  their  property.  They  received  some 
notes  with  the  stock  of  Osborne  &:  Co.  as  collateral  in  the 
first  instance;  that  continued  until  the  management  of 
Metcalf  and  myself  terminated.  Then  the  collateral  was 
changed  to  farmers '  notes  belonging  to  the  International. 
$3,200,000  was  paid  for  the  plant  and  we  received  pay- 
ment also  for  all  the  machines  on  hand  and  all  the  goods 
in  process  of  manufacture ;  it  amounted  to  about  $6,000,- 
000.    Our  business  Avas  inereasins"  in  1902. 
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365  Cross^Examination. 

Majority  Osborne  Stockholders  Women,  Anxious  to  Sell. 

My  mother,  my  two  sisters  and  myself  owned  about 
four-fifths  of  the  Osborne  stock ;  my  mother  and  two  sis- 
ters owned_  about  three-fourths  of  the  four-fifths.  They 
took  no  active  part  in  the  management.  My  mother  lived 
in  Auburn;  my  sisters,  Mrs.  Harris,  in  Springfield,  Mass., 
and  Mrs.  Storrow,  in  Boston. 

These  ladies  desired  to  withdraw  their  capital  from  a 
manufacturing  enterprise;  they  had  desired  to  do  this 
prior  to  August,  1902.  They  were  endorsers  on  paper 
amoimting  sometimes  to  from  $2,000,000  to  $4,000,000. 
After  the  organization  of  the  International,  we  thought 
we  saw  a  chance  to  do  what  the  ladies  owning  the  com- 
pany would  have  been  glad  to  do    for    some    time    pre- 

366  viously.  Individually  I  did  not  desire  to  sell,  but  I 
thought  they  had  the  prior  right  to  be  considered.  I  did 
not  have  any  fear  of  successfully  carrying  on  our  business 
after  the  I.  H.  Co.  was  organized. 

In  the  I.  H.  Co.  we  saw  a  corporation  large  enough  to 
be  a  prospective  purchaser,  and  in  pursuance  of  the  desire 
that  had  long  existed,  negotiations  were  opened  in  Au- 
gust, 1902.  The  negotiations  were  broken  ofi:  twice  be- 
tween then  and  January,  1903.  The  offer  which  we  made 
was  not  accepted.  My  recollection  is  Metcalf  made  two 
proposals,  neither  of  which  was  accepted,  and  when  those 
offers  were  declined,  we  terminated  the  negotiations  for 
the  time  being.  The  arrangements  were  consummated  in 
1903  but  the  management  continued  with  Mr.  Metcalf  and 
myself  during  1903  and  1904. 

Terms  of  Sale. 

The  International  paid  $1,000,000  in  cash  and  the  rest 
in  notes  secured  by  our  stock  as  collateral.    Our  company 

367  had  bills  receivable,  aggregating  a  great  deal  of  money. 
We  offered  them  to  the  International  but  they  refused  to 
buy  them;  so  the  accounts  remained  our  property.  For 
two  years  the  security  for  the  deferred  payments  was 
represented  by  their  notes  and  by  our  stock.  The  man- 
agement of  Osborne  &  Company  continued  as  it  was  from 
January,  1903,  to  December,  1904,  and  until  farmers '  notes 
of  the  I.  H.  Co.  were  substituted  for  our  stock  as  collateral. 
It  was  then  taken  over  by  the  International. 
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About  One-third  of  Osborne  Business  Foreign. 

When  I  testified  as  to  the  percentage  of  business  done 
by  the  companies  acquired  by  the  I.  H.  Co.,  it  was  mere 
guesswork.  ^ly  recollection  is  that  about  one-third  of  our 
business  was  done  outside  the  U.  S. 

368  Re-direct  Examination. 

Osborne  Foreign  Business  Larger  Than  McCormick. 

My  judgment  is  that  our  foreign  business  was  relatively 
larger  than  the  ^IcCormick's,  though  I  should  im.agine 
that  that  company's  total  foreign  business  was  some- 
what larger  than  ours.  I  do  not  think  that  Deering's  for- 
eign business  was  as  large  as  ours. 

Capital  Requirements  of  Harvester  Trade. 

In  the  harvester  business.,  credit  is  very  important. 
There  is  a  manufacturing  season  during  which  we  borrow 
large  amounts  and  a  selling  season  at  the  end  of  which 
we  get  back  only  a  part  of  our  money,  because  the  ma- 
chines are  sold  on  installments  running  two,  three  and 
four  years.  The  larger  the  business  was  the  more  money 
was  necessary  to  conduct  it.  As  our  business  grew,  it 
became  necessary,  therefore,  for  the  other  owners  I  spoke 
of  to  endorse  notes  in  larger  amounts,  and  that  was  one 

369  of  the  reasons  they  wished  to  sell  out. 

i\ly  recollection  is  that  the  surplus  we  had  made  since 
1890  was  between  $2,000,000  and  $3,000,000. 

JAMES  J.  STOEROW  (witness  for  petitioner)  : 

Negotiations  for  Osborne  Sale. 

I  am  a  partner  in  Lee,  Hij^ginson  &  Co.,  Bankers.  My 
wife,  a  daughter  of  D.  ]\[.  Osborne,  was  a  substantial  own- 
er in  Osborne  &  Co.  I  had  a  share  in  the  negotiations 
resulting  in  its  sale  to  the  I.  H.  Co.    The  more  intimate 

370  part  I  took  began  late  in  December,  1902,  or  early  in 
January,  1903.  Col.  ^letcalf  came  to  see  me  in  Boston. 
I  knew  he  had  been  trying  to  negotiate  a  sale.  He  in- 
formed me  that  all  negotiations  had  been  broken  otf.  I 
knew  G.  AV.  Perkins  slightly  and  called  him  on  the  tele- 
phone, my  purpose  being  to  resume  negotiations.  I  do 
not  remember  exactly  what  was  said,  but  the  result  was 
that  Col.  ]*Ietcalf  and  T  went  to  New  York  and  the  nego- 
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tiations  were  renewed  and  lasted  perhaps  a  fortnight.  I 
was  dealing  with  Perkins,  though  I  believe  in  the  course 
of  these  interviews  one  of  the  McCormicks  was  present 
for  a  short  time.  I  spent  a  good  many  hours  in  Perkins ' 
office  and  the  result  was  an  agreement  for  the  purchase 
of  the  company,  dated  Jan.  15,  1903.  I  do  not  remember 
whether  we  got  the  amount  Metcalf  suggested — presum- 
ably not. 

371  EDWIN  D.  METCALF  (witness  for  petitioner) : 

I  was  Treasurer  and  General  Manager  and  afterwards 
Vice  President  and  General  Manager  of  D.  M.  Osborne  & 
Co.,  Auburn,  N.  Y.,  from  1890  to  December,  1904.  From 
then  until  January,  1906,  I  acted  as  General  Manager  of 
the  plant  after  the  I.  H.  Co.  took  possession. 

I  had  supervision  over  every  department  of  the  busi- 
ness. It  was  doing  business  all  over  the  U.  S.,  Europe, 
South  America  and  in  Asia  and  Africa.  The  business 
had  become  increasingly  profitable  during  those  years.  I 
think  1901  and  1902  were  more  profitable  than  others. 
We  all  suffered  those  days  with  competition.    The  profits 

372  were  satisfactory  to  a  certain  extent.  Prior  to  August, 
1902,  the  McCormiek  and  Deering  were  the  two  largest, 
ours  third,  then  the  Champion,  Wood,  Piano,  Aultman  & 
Miller,  Johnston  and  Adriance-Platt.  The  Massey-Harris 
Co.  was  doing  business  in  Canada  and  Hornsby  &  Co.  in 
England. 

In  1902  the  surplus  of    the    Osborne    Co.    was    about 

373  $3,000,000;  the  bulk  of  it  accumulated  while  I  was  man- 
ager. 

Osborne  Owners  Opened  Negotiations. 

1  had  no  part  in  the  formation  of  the  I.  H.  Co.  and  was 
neither  consulted  directly  nor  indirectly.  I  learned  of  its 
formation  from  the  public  press.  Upon  reading  of  it, 
knowing  how  the  majority  of  our  stockholders  felt,  I  came 
to  New  York  to  see  if  I  could  find  a  purchaser  for  our 
company  through  the  medium  of  this  new  company.  I 
saw  Norman  B.  Ream,  formerly  an  agent  of  Osborne  & 
Co.,  and  asked  him  to  put  me  in  touch  with  the  powers 
that  be ;  and  he  introduced  me  to  Perkins.    Perkins  said 

374  they  did  not  wish  to  take  in  more  companies  but  would 
consider  the  matter.    I  went  home  and  did  not  hear  from 
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him  for  some  time.  Then  I  came  back  to  New  York  to 
see  what  answer  he  had  and  he  said  they  had  decided 
they  did  not  care  for  the  Osborne  Co. 

As  soon  as  1  could  arrange  I  went  to  Chicago  and  saw 
Charles  Deering,  and  while  we  were  discussing  the  pro- 
posal I  had  previously  made  to  Mr.  Perkins,  Harold  F. 
McCormick  came  in.  I  told  them  the  advantage  of  their 
having  our  foreign  business  and  our  tillage  tools.  They 
said  they  did  not  believe  they  cared  to  talk  any  further 
about  it.  I  had  asked  for  the  plants  of  the  Columbian 
Cordage  Co.  and  Osborne  &  Co.  $5,000,000  and  in  addi- 
tion whatever  our  inventory  showed  in  the  shape  of  ma- 
chines, extras,  etc.,  and  Avhatever  our  bills  receivable 
would  show.  I  remained  in  Chicago  for  three  or  four  days 
but  they  politely  bowed  me  out  of  the  door  and  said  they 
did  not  care  to  negotiate  for  the  Osborae  business. 

Proposition  at  First  Declined. 

Then  I  came  back  to  see  Perkins  and  arranged  an  in- 
terview between  all  the  parties;  and  Cyrus  McCormick, 
Charles  Deering,  possibly  Howe,  Perkins,  Osborne,  Stor- 
row  (perhaps)  and  Harris  and  myself  met  at  the  Waldorf. 

375  Mr.  McCormick,  Mr.  Deering  and  Mr.  Perkins  talked  to 
us.  for  some  time  and  finally  went  out  of  the  room  and 
later  came  back  and  told  us  tliey  did  not  care  to  negotiate 
for  the  Osborne  property.  I  tried  at  this  interview  to 
get  a  counter-proposition  from  them,  but  they  declined. 

At  that  time  the  manufacturing  season  had  already 
commenced  and  our  indebtedness  increased  as  we  pro- 
ceeded to  manufacture.  Our  largest  receipts  are  in  the 
fail  and  sometimes  one  balances  the  other,  but  as  soon 
as  those  receipts,  are  in  the  indebtedness  begins  to  jump 
very  fast.  In  January  it  became  necessary  for  us  to  have 
money.  1  went  to  Boston  to  see  Storrow,  who  was  anxious 
to  sell  on  his  wife's  account,  and  told  him  we  had  to  have 
more  money  and  asked  him  if  he  would  arrange  to  sell 
some  bills  of  exchange  in  London  or  make  som-e  arrange- 
ment so  we  could  increase  our  capital  stock.  He  said  he 
would  like  to  talk  to  Perkins  again  and  would  call  him 
up  over  tlie  'phone,  which  he  did.  As  a  result,  he  and  I 
took  a  train  that  night  for  Xew  York. 

AVe  always  have  to  expand  our  credit  in  January,  Feb- 
ruarv,  ]\Iarch  and  April.    At  that  time  we  had  borrowed 

376  at  tlie  First  National  Bank  of  New  York,  The  Park  Na- 
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tional  Bank  aud  Tlie  Importers'  and  Traders',  The  First 
National  Bank  of  Chicago,  The  Boatsmen  Bank  of  St. 
Louis  and  The  Bank  of  California  up  to  our  limit.  Our 
largest  loans  were  from  the  First  National  of  Chicago, 
the  First  National  of  New  York  and  the  Boatsmen  of 
St.  Louis. 

Negotiations  Reopened. 

We  came  to  New  York  and  Mr.  Storrow  went  first  to 
Mr.  Perkins  and  opened  up  the  subject  of  selling  to  the 
I.  H.  Co.  I  was  later  called  into  the  negotiations.  We 
had  had  an  inventory  made  by  the  American  Appraisal 
Co.  just  about  that  time  and  were  satisfied  that  the  price 
I  had  said  was  a  little  larger  than  the  inventory  justified ; 
so  owing  to  the  desire  of  the  majority  of  our  stockholders 
to  sell,  we  were  willing  to  mtike  some  concessions.  I  can- 
not go  through  the  details  because  the  negotiations  occu- 
pied several  days. 

International  Would  Not  Purchase  Osborne  Receivables. 

We  finally  made  the  proposition  of  $3,200,000  for 
our  property,  the  purchaser  to  take  all  our  quick 
assets  in  the  form  of  machines  in  the  process  of 
377  manufacture,  machines  on  sale  throughout  the  world  and 
everything,  except  our  bills  receivable  and  bills  payable. 
We  tried  to  sell  them  these  but  they  would  not  consider 
it.  Mr.  Osborne  and  I  borrowed  a  large  amount  of  money 
on  our  own  names  to  carry  along  our  bills  payable  during 
that  period  and  after  we  had  contracted  with  the  I.  H.  Co. 
At  that  time  our  bills  receivable  were  approximatelv 
$3,000,000.  Our  bills  payable  were  nearer  $4,000,000,  be- 
cause the  stock  coming  into  the  factories  and  the  bills 
receivable  had  not  matured. 

Z".  H.  Co.'s  Notes  Secured  Only  By  Osborne  Stock. 

When  we  got  into  details  Perkins  said  they  did  not 
want  the  jolant  even  at  a  bargain  and  that  we  should  help 
finance  it  if  they  took  it  over.  He  wanted  to  give  us  notes 
entirely.  We  insisted  on  having  a  substantial  payment  to 
start  with.  The  result  was  they  paid  us  $1,000,000  in  cash 
and  gave  us  notes  for  $3,500,000  secured  by  our  own  stock 
as  collateral.  We  objected  to  the  collateral  but  finally 
accepted  it.  We  insisted  we  should  have  absolute  control 
of  the  Osborne  and  Columbian  companies  until  we  col- 
lected our  bills  receivable  and  until  they  gave  us  different 
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378  collateral  for  their  notes.  Our  foreign  accounts  were 
probably  one-third  of  our  bills  receivable.  Storrow,  Perk- 
ins and  I  alone  discussed  these  negotiations  in  January, 
1903. 

Tlie  Tiviiie  PJcni  of  the  Columbian  Co. 

I  started  the  twine  business  for  Osborne  &  Co.  through 
the  Columbian  Co.  I  have  always  considered  it  desirable 
for  a  manufacturer  of  harvesters  also  to  sell  twine  be- 
cause his  twine  will  generally  work  better  than  that  made 
by  an  independent  manufacturer.  A^'e  had  lots  of  diffi- 
culty in  getting  into  the  twine  business..  We  could  not 
buy  machinery,  because  John  Good,  the  patentee  of  twine 

379  machiner>-,  had  made  arrangements  to  supply  others  up 
to  his  capacity.  In  1891  the  Columbian  Co.  was  started 
from  drawings  made  by  a  draughtsman  in  the  Watson 
Machine  Co.  The  twine  business  was  profitable  after  we 
got  manufacturing. 

After  the  negotiations  with  the  I.  H.  Co.,  all  the  stock 
of  both  the  Columbian  and  ()sborne  companies  was  trans- 
ferred to  Mr.  Osborne  and  myself.  We  were  the  two  ac- 
tive officers  and  covenanted  not  to  engage  further  in  the 
harvesting  business. 

380  Cross-Exaniinatiou. 

Desire  to  Sell  Not  Due  to  Fear  of  International. 

The  majority  of  the  Osborne  stock  was  owned  by  Mrs. 
Osborne  and  her  daughters;  they  were. endorsers  on  all 
the  Osborne  Co.  paper.  This  condition  existed  in  1890 
and  I  believe  since  their  father's  death.  The  desire  to 
sell  the  business  was  made  known  to  me  when  I  first  went 
there  in  1890.  I  used  to  live  in  Springfield,  Mass.  Mr. 
Harris  was  one  of  my  neighbors.  He  married  Mrs.  Os- 
borne's daughter,  and  he  wanted  me,  when  I  went  to 
Auburn,  to  see  if  something  could  not  be  done  to  sell  that 
plant. 

When  I  saw  in  the  newspapers  in  Aug.,  1902,  that  the 
I.  H.  Co.  had  been  organized,  my  impulse  to  try  to  sell 
was  not  the  result  of  any  fear  that  that  company  would 
crush  the  business  prospects  of  Osborne  &  'Co.    We  opened 

381  up  the  negotiations  naming  $5,000,000  as  a  price  for  things 
we  afterward  sold  for  $3,200,000.  The  first  negotiations 
in  August  ended  with  a  refusal  to  buy.     The  second  was 
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in  Chicago  in  Sept. ;  the  third,  I  think  in  Oct.  at  the  Wal- 
dorf. Then  we  gave  up  all  hope  of  being  able  to  sell.  The 
negotiations  began  again  with  my  talk  with  Storrow. 

Osborne  Co.'s  Credit  Not  Affected  by  Formation  of  I.  H.  Co. ' 

After  the  first  negotiation  was  turned  down,  I  contin- 
ued the  business  of  Osborne  &  Co.  just  as  if  I  had  never 
heard  of  the  International.  I  went  to  see  the  officers  of 
all  the  leading  banks  where  we  had  large  lines  of  credit 
and  asked  them  if  we  would  be  affected  in  any  way  by  the 
I.  H.  Co.,  and  I  was  assured  that  they  would  extend  to  us 
the  same  credit  we  had  been  having  in  the  past.  They 
never  declined  in  a  single  instance  to  give  us  all  the  credit 
we  asked.  These  arrangements  went  on  in  1902  exactly  as 
before,  except  we  made  special  arrangements  that  year 
because  we  wanted  to  be  sure  where  we  stood.    We  got 

382  the  assurances  and  the  assurances  were  made  good.  Noth- 
ing occurred  in  the  transaction  of  the  harvester  business 
from  Aug.,  1902,  to  the  end  of  the  year  that  showed  any 
intention  or  purpose  on  the  part  of  the  International  to 
oppress  Osborne  &  Co.  There  was  nothing  in  the  con- 
duct of  the  business  that  year  which  acted  as  an  incen- 
tive to  the  opening  up  of  the  negotiations  in  Jan.,  1903. 
The  incentive  was  the  pressure  on  the  part  of  the  ladies 
in  our  company  to  be  relieved  of  their  responsibility  grow- 
ing out  of  their  endorsements  and  to  get  out  of  the  man- 
ufacturing business.  They  were  endorsers  all  the  way 
from  $2,000,000  to  $4,000,000  or  $5,000,000. 

No  Payment  for  Patents  or  Good  Will. 

The  Harvester  Company  did  not  pay  us  anything  for 
fifty  years  of  good-will  or  for  our  patents  or  for  lots  of 
things  I  think  they  should  have.  I  was  compelled  to  drive 
the  best  bargain  I  could  because  of  the  pressure  back  of 
me  on  the  part  of  the  ladies.  Mr.  Osborne  did  not  want  to 
sell,  and  if  it  had  come  to  an  issue,  I  would  have  stood  by 
him. 

Osborne  Owners  Insisted  on  Confrnllinc)  Bvsiness   'Till  Re- 
ceivables Collected  and  Different  Collateral  Furnished. 

383  I  tried  very  hard  to  have  Perkins  buy  our  receivables 
which  amounted  to  $3,000,000.  These  receivables  ran 
from  the  price  of  a  harrow,  which  was  $10,  upwards.  The 
I.  H.  Co.  refused  to  buy  them  or  to  assume  the  obliga- 
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tions  of  Osborne  &  Co.,  and.  finally  we  took  the  notes  of 
the  I.  H.  Co.  secured  onlj-  by  the  stock  of  our  own  com- 
panies as  collateral.  But  we  insisted  we  should  have  the 
control  of  our  business  until  they  made  those  notes  good 
by  different  collateral  and  gave  us  an  opportunity  to  col- 
lect the  larger  part  of  our  bills  receivable.  We  insisted 
positively  that  not  only  should  we  have  the  management 
of  the  business  but  that  the  public  should  not  be  advised 
of  the  purchase.  When  I  say  the  public  I  mean  our  own 
men.  None  of  our  travelers,  none  of  our  office  men,  out- 
side of  the  Treasurer  and  Secretary  probably,  knew  any- 
thing about  this  contract  of  sale. 

Reasons  for  Osborne  Owners  Insisting  that  Sale  Be  Not  An- 
nounced. 

Our    reasons     for    insisting    that    we     should    have 

384  the  management  of  the  business  while  this  condi- 
tion lasted  and  tliat  the  sale  should  be  kept  se- 
cret, were  several.  One  was  that  if  it  had  been 
publicly  known  we  would  have  lost  tremendously  on  our 
bills  receivable.  The  results  are  the  best  indication  of 
this.  In  the  two  years  we  managed  the  business,  we  col- 
lected about  $2,400,000  out  of  $3,000,000,  and  during  the 
seven  years  since  we  have  not  been  able  to  collect  $200,- 
000._  Farmers  simply  will  not  pay  to  a  concern  that  is  in 
liquidation.  The  bills  receivable  were  in  small  amounts 
all  over  the  world.  Had  this  sale  been  known  it  would 
have  resulted  in  great  loss  to  Osborne  &  Company,  due  to 
the  fact  that  the  farmers  then  would  have  known  that 
we  were  out  of  the  business. 

Wholly  at  Insistence  of  Osborne  Owners. 

I  doubt  if  we  should  have  made  the  sale  unless  we  could 
have  absolutely  controlled  the  situation  until  wp  had  a, 
chance  to  collect  those  debts,  and  until  they  gave  us  better' 
collateral  than  our  own  stock.    The  secrecy  involved  was 
upon  our  insistence.     Had  they  bought  our  liills  receiv- 
able and  given  us  different  collateral,  we  would  not  have 

385  insisted.  This  sale  was  kept  from  the  public  solely  at  our 
request.  The  Harvester  Co.  questioned  it.  Perkins  did 
not  want  to  concede  it  but  I  insisted  upon  it,  and  we  were 
several  days  going  over  that  and  other  questions.  Per- 
kins finally  consented.  He  was  the  only  one  we  dealt 
with. 
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The  Fact  of  Sale  Kept  from  Employes. 

After  we  made  this  contract  in  January,  1903, 1  went  on 
with  the  management  of  Osborne  &  Co.  and  the  sale  was 
kept  from  our  own  employes.  I  recall  the  fact  that  ad- 
vertisements were  inserted  in  trade  journals  hetween  Jan- 
uary, 1903,  and  December,  1904,  where  the  Osborne  Co. 
was'  represented  as  under  independent  management  and 
not  owned  by  the  International.  We  had  an  advertising 
agent  who  knew  nothing  about  the  sale.  He  was  acting 
under  my  instructions  to  conduct  his  department  just  as 
he  had  before  and  this  was  true  of  every  department  of 

386  Osborne  &  Company.  We  had  two  objects  in  those  ad- 
vertisements. One  was  to  collect  our  bills  receivable  and 
the  other  was  so  that  under  no  circumstances  should  the 
business  of  Osborne  &  Co.  be  lessened  by  the  contract  of 
sale.  If  we  had  to  take  the  stock  back  for  any  reason,  we 
wanted  our  business  in  good  shape. 

No  Directions  from  International  Co. 

We  never  got  from  the  1.  H.  Co.  any  directions 
with  reference  to  those  advertisements.  We  never 
consulted  them  as  to  what  we  should  do.  We  weiit 
on  just  the  same  in  the  conduct  of  the  busi- 
ness as  though  we  had  never  heard  of  the  I.  H. 
Co.  and  as  though  they  were  our  biggest  competitors. 

New  Collateral  Substituted  Followed  by  Public  Announcement. 

In  Dec,  1904,  there  was  substituted  for  the  stock  of 
Osborne  &  Co.  and  the  Columbian  Cordage  Co.,  farmers' 
notes,  and  by  that  time  we  had  collected  over  $2,000,000  of 
the  receivables.  Then  it  was  announced  that  we  had 
transferred  our  interest  to  the  International.  I  was  then 
appointed  General  Manager  for  the  Osborne  Works  of  the 
International  and  conducted  the  business  there  for  over 
387  a  year  as  a  department  of  that  company.  This  was  done 
openly  and  the  name  'of  the  company  was  put  on  our  ma- 
chines and  on  our  offices. 

-  The  bills  receivable  acquired  from  Jan.,  1903,  to  Dec, 
1904,  we  kept  in  our  possession  until  after  the  exchange 
of  collateral.  They  were  then  transferred  to  the  I.  H. 
Co.  after  the  sale  was  made  public  The  Columbia  Co. 
had  few  receivables. 
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Foreign  Business  of  Osborne. 

The  foreign  business  of  Osborne  &  Co.  was  represented 
by  our  employes  in  all  the  great  countries.  We  had  at  that 
time  the  best  line  of  tillage  implements  in  the  world.    We 

388  were  the  tirst  har-\-ester  concern  in  the  U.  S.  to  build  til- 
lage implements.  We  were  introducing  these  implements 
into  our  foreign  business.  Our  foreign  business  had 
grown  from  $20,000  the  first  year  I  went  with  Osborne  & 
Co.  up  to  $2,000,000  in  1902'. 

Osborne  Products  Gave  International  Many  New  Lines. 

Osborne  &  Co.  made  many  tools  that  the  I.  H.  Co.  did 
not.  We  had  a  large  line  of  peg-tooth  harrows,  spring- 
tooth  harrows,  disk  harrows  and  tedders.  These  tillage 
tools  were  growing  in  popularity    in    this    country    and 

389  abroad.  In  1902  we  made  19,545  peg-tooth  harrows ;  in 
1905,  38,670.  In  1902  we  made  24,770  spring  tooth  har- 
rows; in  1905  32,557.  In  1902  we  made  9,830  disk  har- 
rows, in  1905  32,736.  In  1902  we  made  9,462  cultivators ; 
in  1905,  23,804. 

B.e-direct  Examination. 

I  tried  to  get  Perkins  to  take  our  bills  receivable  and 
he  refused.     I  told  him  we  should  have  to  have  control 

390  of  our  business  until  we  collected.  We  discussed  the  point 
several  times,  he  objecting  to  our  having  absolute  control 
for  a  period  sufficient  for  us  to  collect  those  notes,  we 
insisting  it  was  either  that  or  they  buy  them.  That  would 
have  made  $3,000,000  more  which  they  would  have  had  to 
pay  in  cash.  Had  he  bought  those  bills  receivable,  and 
had  he  given  us  good  collateral  for  our  notes,  it  would  not 
have  been  necessary  for  us  to  advertise  as  independent. 
In  Dec,  1904,  we  received  a  20  per  cent,  margin  of  their 
farmers"  notes  for  the  $3,500,000  notes  of  the  I.  H.  Co. 
Until  this  we  had  no  security  for  such  notes  except  the 
stock  and  scrip  in  our  own  company. 

When  we  were  operating  Osborne  &  Co.  from  Jan.,  1903, 
to  Dec,  1904,  it  was  held  out  as  an  independent  'organiza- 
tion and  our  business  was  managed  in  respect  to  compet- 
itors and  the  trade  exactly  as  before.  It  was  not  used 
to  make  a  special  fight  on  Adri ance-Platt  &  Co.,  or  any 

391  other  company  not  connected  with  the  International.  We 
used  every  argument  possible  to  induce  the  I.  H.  Co.  to 
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purchase,  one  of  the  strongest  being  that  we  were  making 
lines  of  goods  they  were  not  making  and  that  such  hues 
were  profitable. 

Osborne  Financial  Arrangements  for  1903. 

We  arranged  for  the  usual  amount  of  credit  for  1903 
immediately  after  the  formation  of  the  I.  H.  Co.  and  after 
they  had  refused  to  buy  our  plant.  After  the  refusal  in 
October,  we  continued  our  plans  to  carry  on  our  business 
independently  giving  up  the  thought  of  the  sale.  When  I 
went  to  see  Storrow  practically  all  credit  immediately 

392  available  and  for  which  arrangements  had  been  made  was 
■exhausted;  we  discussed  the  situation.  Our  credit  was 
not  exhausted,  it  was  only  exhausted  in  certain  channels. 
We  had  used  up  our  full  line  with  the  First  National  of 
New  York,  with  the  Importers'  and  Traders'  and  I  think 
with  the  First  National  of  Chicago.  I  did  not  ask  the  last 
named  bank  for  further  credit;  it  was  not  necessary.  A 
large  part  of  our  paper  was  put  out  through  note-brokers. 
That  was  why  I  went  to  see  these  old  line  banks.  I  knew 
that  other  banks  who  were  buying  our  paper  would  feel 
the  same  as  they  might,  and  I  wanted  to  know  whether 
they  felt  that  competition  would  be  such  that  they  did  not 
want  to  extend  us  the  usual  line  of  credit.  They  gave  us 
our  usual  line  but  we  always  needed  more.  There  was 
never  a  time  we  were  out  of  the  market  for  money. 

I  was  in  the  'office  when  Storrow  telephoned  to  Perkins. 

393  Nothing  was  discussed  over  the  telephone  to  my  knowl- 
edge except  the  sale.  I  do  not  know  whether  the  sugges- 
tion to  go  to  New  York  came  from  Perkins  or  Storrow, 
but  we  went.  I  think  the  conversation  was  whether  it 
would  be  any  use  for  Storrow  to  see  Perkins  and  that  I 
was  in  Boston. 

I  was  in  Boston  to  discuss  with  Storrow  the  means  of 
expanding  our  business,  especially  our  foreign  business, 

394  and  getting  more  credit.  Storrow  had  always  been  anx- 
ious to  have  the  business  sold.  I  did  not  consider  Per- 
kins at  all  when  I  went  to  see  Storrow;  I  thought  that  was 
ended  absolutely,  and  I  made  my  arrangements  to  go  on 
with  the  'business  just  as  before.  The  idea  of  getting 
larger  capital  for  our  company  had  been  a  subject  of 
discussion  with  us  for  thirteen  years.  Prior  to  1896,  the 
company  had  not  paid  a  dividend  for  ten  years — and  after 
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that  only  6  per  cent,  because  the  expansion  of  the  busi- 

395  ness  absorbed  all  the  profit.  When  I  went  with  the  com- 
pany in  1S90  it  was  in  bad  shape ;  a  few  years  prior  they 
had  introduced  a  binder  which  was  a  failure,  and  it  was 
said  they  had  lost  over  $1,000,000  liy  it.  In  1902  I  believe 
our  credit  was  as  good  as  any  other  company  in  the  U.  S. 
which  borrowed  as  much  money  as  we  did. 

When  I  mentioned  to  Storrow  the  subject  of  getting 
more  money  he  said  he  would  telephone  Perkins ;  that  he 
knew  him  quite  well.  Then  we  went  to  see  Perkins.  We 
got  $1,800,000  less  for  the  plant  than  I  had  asked. 

I  am  connected  with  the  I.  H.  Co.  in  an  advisory  ca- 
pacity at  Auburn  factory. 

Minutes  of  I.  H.  Co.'s  Directors  Relating  to  Osborne  Co. 

115  April  21,  1904,  Directors  of  I.  H.  Co.  resolved  that 
Treasurer's  action  in  executing  to  Merchants'  National 
Bank  of  Boston,  Mass.,  a  guaranty  'of  the  payment  of  any 
advances  not  exceeding  $300,000  which  it  may  make  to 
D.  M.  Osborne  &  Co.,  be  approved. 
215  Resolution  of  Executive  Committee  of  I.  H.  Co.  adopted 
Oct.  2-1:,  190-1,  recites  purchase  by  I.  H.  Co.  of  Osborne 
and  ]Metcalf  of  entire  stock  and  scrip  'of  Osborne  and 
Columbian  companies ;  and  that  in  the  judgment  of  the 
Committee  it  is  inexpedient  that  I.  H.  Co.  should  longer 
own  this  capital  stock  and  stock  scrip_;  and  tliat  the  fol- 
lowing gentlemen  have  offered  to  purchase  from  said  com- 
pany said  capital  stock  and  scrip  in  the  following  amounts 
and  for  the  following  sums,  respectii'ely : 
John  J.  Glessner:  Osborne  stock,  $16,666.67; 
scrip,   $38,333.33;  Columbian  stock,   $16,666.67 

for $250,000 

Cyrus  H.  McCormick:  Osborne  stock,  $100,000; 
scrip,  $230,000;  and  Columbian  stock,  $100,000 

for    1,500,000 

Eiehard  F.  Howe:  Osborne  stock,  $120,000;  'scrip 

$276,000;  Columbian  scrip,  $120,000  for 1,800,000 

Harold  F.  MeCormick :  Osborne  stock,  $46,666.66 ; 
scrip  $107,333.33 ;    and    Columbian  stock  $46,- 

666.66  for  700,000 

William  H.  Jones:     Osborne     stock,  $16,666.67; 

scrip,  $38,333.34;   and   Columbian   stock,   $16,- 

666.67  for _ 250,000 

the  price  to  be  paid  by  the  promissory  notes  of  the  sev- 
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216  eral  purchasers  payable  on  or  before  10  years  with  in- 
terest at  4  per  cent. ;  and  resolved  that  I.  H.  Co.  assign 
to  each  purchaser  the  amount  of  stock  and  stock  scrip  set 
opposite  their  names  upon  delivery  of  the  promissory 
notes. 

IV 

Osborne  Output,  1903. 

406  Statement  showing  the  output  of  the  plant  of  the  Os- 
borne Co.  for  1903,  as  follows : 

Binders  10,495 

Mowers  19,955 

Eeapers  4,486 

Rakes  21,303 

Tedders  9,065 

Corn  binders  2,033 

Harrows*  52,371 

Cultivators  11,122 
*Ineluding  harrow  sections. 

Osborne  Advertisements. 

(The  Grovernment  introduced  46  advertisements  appear- 
ing at  various  dates  between  Sept.  2,  1902,  and  Novem- 
ber 19,  1904,  in  various  agricultural  implement  trade  pa- 
pers, advertising  the  Osborne  Company  as  "the  largest 
independent  manufacturers  of  harvesters  and  binders  in 
the  world.") 

AULTMAN  &   MILLER   CO.    (BUCKEYE). 
SIV 

ALEX  LEGGE  (witness  for  defendants) : 

jQcation  of  Buckeye  Plcmt  Advantageous. 

:1  The  Buckeye  plant  is  well  located  in  a  good  manufac- 
turing district,  close  to  the  source  of  the  supply  of  raw 
materials,  and  was  acquired  by  our  people  at  a  very  at- 
tractive price  and  at  a  time  when  we  were  contemplating 
engaging  upon  other  lines  of  manufacture.  The  particular 
line,  grain  drills,  discussed  in  connection  with  that  was 

2  never  used.  I  had  nothing  to  do  with  its  purchase  only 
my  judgment  was  asked  as  to  the  value  of  the  property 
and  its  location. 
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528  WILLIAM  A.  VIXCENT  (witness  for  petitioners) : 

529  I  have  practiced  law  in  Chicago  25  years.  I  was  in  the 
harvesting  machine  business  in  1903,  as  president  of  the 
Aialtman  &  Miller  Buckeye  Co.  of  Al^ron,  0.,  which  bought 
the  assets  of  the  Aultman  &  Miller  Co.  in  1903.  I  'bought 
the  assets  at  the  receiver  's  sale  and  subsequently  organ- 
ized the  Aultman  &  Miller  Buckeye  Co.  and  transferred 
the  property  to  it  and  carried  on  the  business  in  the  name 
of  the  new  company  until  the  fall  of  1905. 

The  Aultman  S  Miller  Co.  in  Financial  Difficiilfies  in  1901. 

The  manner  in  which  I  bought  the  business  was  as  fol- 
lows :  My  roommate  at  college,  Ira  M.  Miller,  was  a  son 
of  Louis  Miller,  the  head  of  the  Aultman  &  Miller  Co.  My 
close  association  with  him  has  continued  from  1875  or 
1876  until  now.    For  7  to  10  years  I  was  general  counsel 

530  of  the  International  Association  of  Agricultural  Imple- 
ment &  Vehicle  Manufacturers.  At  the  Kansas  City  Con- 
vention of  1900  or  1901  Ira  Miller  confided  to  me  that  his 
concern  was  in  a  desperate  financial  condition;  that  the 
competition  among  manufacturers  of  mowers,  reapers 
and  binders  was  such  that  with  their  capital,  in  view  of 
the  panic  of  1893,  they  did  not  see  how  they  could  sur- 
vive. He  wanted  me  to  take  up  the  question  of  forming  a 
combination  of  some  of  the  harvester  people,  if  it  was 
possible.    I  told  him  I  did  not  see  my  way  to  do  it. 

Afterwards  he  saw  me  a  number  of  times  in  1900  or 
1901  and  urged  me  to  do  something  to  raise  capital  or 
help  them  get  away  from  the  keen  competition  which  was 
ruining  them.  He.  complained  that  the  Deerings,  McCor- 
micks  and  others  sent  out  canvassers  and  would  ship  ma- 
chines to  a  town  and  employ  men  in  the  town  to  sell  them.^ 
"Within  a  week  or  so  after  I  saw  in  the  papers  that  the 
I.  H.  Co.  had  been  organized,  William  A.  Lynch,  Presi- 
dent of  the  Aultman  Company,  came  to  my  office  and  said 
he  had  had  a  conference  with  Cyrus  McCormick  and 
Charles  Deering ;  that  he  had  been  asked  by  Ira  Miller  to 
see  if  he  could  not  make  some  arrangements  by  which 
Aultman  &  Miller  Company  would  be  taken  into  the  I.  H. 
Co.  He  said  that  Mr.  McCormick  and  Mr.  Deering  had 
said  that  they  had  all  the  companies  they  wanted  and  that 

531  they  had  a  very  po'or  opinion  of  the  Aultman  &  Miller 
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concern.  Lynch  asked  me  if  my  relations  with,  the  I.  H. 
Co.  were  such  that  I.  could  try  to  induce  them  to  take  it 
into  the  combination.  I  told  him  I  was  satisfied  I  could 
get  them  to  consider  it.  I  did  see  Cyrus  and  Harold  Mc- 
Cormick,  Charles  Deering,  James  Deering  and  Eichard 
F.  Howe,  in  the  summer  pf  1902.  I  saw  them  many  times 
and  tried  to  persuade  them  to  buy  the  Aultman  &  Miller 
Company.  For  some  months  they  would  not  consider  il 
at  all.  They  said  it  had  quit  manufacturing  at  Akron 
and  had  closed  its  branch  houses  at  Kansas  City  and  other 
places ;  that  its  plant  was  an  old  one ;  that  its  wood-work- 
ing machinery  was  worthless  and  its  products  antiquated. 
A  receiver  had  been  appointed  for  the  Akron  Twine  & 
Cordage  Company,  which  was  a  separate  corporation,  but 
all  of  its  stock  belonged  to  the  Aultman  &  Miller  Com- 
pany. 

International  Not  Desirous  of  Acquiring  Buckeye. 

532  Finally  I  asked  Mr.  Deering  and  Mr.  McCormick  to 
meet  Mr.  Crouse  and  Mr.  Miller  at  my  office  and,  re- 
luctantly, they  agreed  to  it.  This  was  about  April  2, 
1903,  and  I  had  been  trying  from  July,  1902,  to  induce 
them  to  buy  the  plant.  I  think  they  got  tired  hearing  of 
the  subject  and  of  seeing  me.  They  never  approached 
me;  I  always  hunted  them  up  and  tried  to  force  it  on 
them.  My  impression  is  that  some  sort  of  a  percentage 
was  offered  by  Messrs.  AlcCormick  and  Deering  for  the 
purchase  of  the  assets.  If  my  recollection  is  correct, 
this  conference  was  held  on  April  2nd,  1903.  I  have  a 
telegram  from  Mr.  Crouse,  dated  x\pril  3_,  in  which  he 
says  that  they  would  accept  the  proposition  and  en- 
deavor to  carry  it  out.  I  don't  remember  what  the  prop- 
osition was.     I  received  a  letter  on  the  4th  stating  that 

533  they  would  "try  to  put  the  same  through  with  the  cred- 
itors." My  impression  is  that  that  letter  was  written 
before  Aultman  &  Miller  Company  was  put  in  bank- 
ruptcy. That  had  nothing  to  do  with  putting  it  in  the 
hands  of  the  receiver.  We  all  knew  it  was  going  into 
the  hands  of  a  receiver,  and  I  imagine  the  proposition 
was  to  pay  some  small  percentage  for  the  assets  of  Ault- 
man &  Miller  Company. 

Messrs.  Crouse  and  Miller  had  arranged  to  pay  me  a 
commission,  if  I  sold  their  plant  to  the  I.  H.  Co.,  of 
$25,000.     After  the   Akron   Twine   &   Cordage   Co.   had 


been  put  into  the  hands  of  a  receiver,  I  raised  the  ques- 
tion as  to  how  I  was  to  be  paid  if  1  continued  in  this,  mat- 
ter and  rendered  the  services;  so,  with  the  knowledge  of 
^Ir.  iMiller  and  Mr.  Crouse,  I  made  a  contract  ^^ith  tlie 
International  people,  dated  April  2,  1903,  in  the  form 
of  a  letter  addressed  to  Cyrus  H.  McCormick,  Presi- 
dent, stating  that  Vincent  would  undertake  to  purchase 
the  assets  of  the  Aultman  &  ]\[iller  Company,  upon  the 

534  following  terms:  First,  to  be  paid  a  retainer  of  $1,000; 
second,  if  successful  in  purchasing  for  a  satisfactory  sum, 
an  additional  sum  of  $25,000. 

I  went  to  Akron  many  times  and  to  Cleveland  many 
times,  and  subsequently  to  New  York.  I  made  many 
verbal  propositions  to  the  trustees  in  bankruptcy  in  re- 
gard to  the  purchase  of  tins  plant.  I  have  a  report  of 
The  Audit  Company  of  New  York  of  an  examination  they 

535  made  of  the  plant  December,  1901,  or  January,  1902.  I 
was  negotiating  for  the  Ilarvestm-  Company.  I  did  not 
at  that  time  keep  it  secret  that  I  was  acting  for  them. 
These  negotiations  all  fell  through ;  nothing  came  of  them. 

Negotiations  ivitli  Creditors'  Committee. 

Mr.  Crouse  and  Mr.  Miller  were  my  friends.  Ira  Miller 
wished  to  save  the  name  of  Aultman  &  Miller.  He  wanted 
the  concern  to  be  kept  going  as  much  as  possible.  My 
negotiations  wore  with  the  C-rcditors'  Committee  and 
with  the  trustees.  The  report  of  the  Audit  Company  of 
New  York,  dated  Feb.  20,  1903,  showed  that  tlie  excess 

536  of  liabilities  over  the  assets  of  Aultman  &  Miller  Com- 
pany as  a  going  concern  was  $134,725.01  and  if  liquidated 
$1,022,718.  I  had  this  report  the  last  of  February  or 
earl\'  in  March. 

All  that  1  have  narrated  occurred  long  before  I  bought 
the  property.  Before  I  got  through  there  were  changes  in 
the  negotiations.  On  :\lay  12,  1903,  I  m^ade  a  proposition 
to  the  trustees  and  creditors'  committee,  addressed  to 
Clay  li.  Hollister,  care  First  National  Bank,  Akron,  Ohio, 
for  the  purchase  of  the  property.     When  I  made  this 

537  proposal  I  was  acting  for  the  Harvester  Company.    The 

538  committee  declined  this  proposition. 

I  finally  bought  the  pro)ierty  in  July.  The  proposition 
then  was  not  made  b^'  the  I.  H.  Co.,  but  by  me  in  my  in- 
dividual capacity.  AVhen  the  proposition  of  Aiay  12  was 
rejected,  the  Harvester  Co.  abandoned  me  and  the  enter- 
prise, and  I  took  it  up  myself.     On  June  19th  I  made  a 
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proposition  to  purchase  it  for  $640,000.     This  was  ac- 

539  cepted  and  I  bought  it  on  July  1,  1903.  That  was  not  an 
I.  H.  Co.  proposition;  it  was  my  own.  I  borrowed  the 
money  in  New  York  from  the  First  National  Bank  and  the 
Leather  Manufacturers'  National  Bank.  I  did  not  have 
a  note  of  introduction  to  the  First  National  Bank ;  knew 
no  one  there,  and  did  not  know  it  was  a  bank  where  the 
I.  H.  Co.  deposited  money.  I  had  tried  to  borrow  money 
at  12  or  15  other  banks  before  1  went  to  that  bank.  I 
got  no  encouragement  at  all  until  I  went  to  the  Leather 
Manufacturers'  Bank  in  New  York,  where  I  got  $320,000. 
The  officer  (I  do  not  remember  his  name)  with  whom  I 
did  business,  asked  me  who  I  knew  in  New  York  and  I 

540  said  Col.  John  J.  McCook  and  William  C.  Gulliver  of 
Alexander  &  Green.  He  said  "Come  in  and  see  me  to- 
morrow and  meantime  I  will  see  +hem. ' '  I  then  went  im- 
mediately to  see  Col.  McCook  and  Mr.  Gulliver  and  asked 
them  to  see  this  gentleman.  [  borrowed  $320,000  from 
the  First  National  Bank.  I  did  business  Avith  four  dif- 
ferent gentlemen  in  that  bank  at  dilferent  times.  Shortly 
after  this  I  organized  the  Aultman  &  Miller  Buckeye  Com- 
pany. I  took  the  $640,000  and  paid  it  to  the  Creditors' 
Committee.  I  was  acting  for  myself  in  the  matter.  I  al- 
ways felt  that  morally  I  was  acting  for  the  stockholders 
of  the  I.  11.  Co.  but  I  started  out  to  do  this  thing  myself 
and  did  it  myself.  I  had  said  to  Mr.  McCormick  and 
Mr.  Deering  that  I  was  going  to  make  an  effort  to  do  this 
myself  and  if  they  wanted  to  take  the  property  and  pay 

541  me  my  fee  the  probabilities  were  I  would  let  them  do  so. 
I  did  not  tell  the  New  York  banks  that  the  T.  H.  Co.  would 
protect  ine  on  the  loans.  I  gave  notes  but  no  one  en- 
dorsed them;  I  entei-ed  into  a  contract  with  the  First 
National  Bank  or  some  of  its  officers,  by  which  I  agreed 
to  organize  the  Aultman  &■  Miller  Buckeye  Company,  be- 
cause it  was  believed  we  could  collect  much  more  of  the 
receivables  if  we  used  the  old  name  "Buckeye."  I  agreed 
to  deposit  all  of  the  stock  of  the  Aultman  &  Miller  Buck- 
eye Company,  organized  it,  if  they  would  loan  me  $640,- 
000.  It  was  "agreed  that  the  Leather  Manufacturers '  Na- 
tional Bank  would  furnish  $320,000  and  the  First  National 
$320,000  but  the  notes  should  be  given  to  the  First  Na- 
tional. They  were  to  send  somebody  to  Ohio  to  investi- 
gate the  assets  and  then  talk  the  matter  over  with  Mr. 
Green,  President  of  the  Auflit  Company  of  New  York, 
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and  they  talked  both  to  Mr.  Gulii\er  and  Col.  McCook  and 
found  that  my  references  were  satisfactory. 

While  I  was  in  New  York  I  was  acting  purely  for  my- 
self. I  do  not  remember  any  oral  or  written  agreement 
to  act  for  the  Harvester  Co.  or  its  directors,  but  I  always 

542  thought  I  was  morally  bound  to  some  of  the  stockholders, 
particularly  to  ]\lr.  L'yrus  IMcConnick  and  ^Ir.  Deering. 
But  it  should  be  understood  that  they  had  declined  to 
proceed  after  the  proposition  of  Mixj  V2th.  I  do  not  re- 
member when  I  again  fell  I  was  acting  for  them. 

Transfer  to  International. 

I  sold  to  the  Harvester  Company  in  1905  in  October  or 
November.  In  running  the  business  I  consulted  ^Ir.  Mc- 
Cormick  and  Mr.  Deering  about  most  of  the  things  I  did, 
hut  they  were  very  busy  and  I  could  not  get  much  advice 
and,  in  some  instances,  used  my  own  judgment  entirely. 
I  always  acted  in  co-operation  with  them  after  the  plant 
was  bought. 

543  I  remember  making  a  statement  to  the  press  in  July, 
1903,  that  1  A\'as  going  to  run  this  Company  as  an  inde- 
pendent company  and  that  the  I.  H.  Co.  had  no  interest 
in  the  purchase.  That  was  absolutely  true.  When  I  was 
buying  this  property  and  when  1  went  to  New  York  there 
was  no  expi-essed  or  implied  agreement  that  I  was  acting 
for  the  I.  H.  Co.  I  felt  as  a  matter  of  honor,  if  I  suc- 
ceeded in  buying  the  Company,  it  should  go  to  the  I.  H. 
Co.     Later  it  did,  and  1  got  a  fee  and  that  is  all  I  did 

544  get  out  of  it. 

I  I'an  tlie  Buckeye  Company  very  largely  as  if  it  were 
my  own  business,  though  not  knowing  anything  about  the 
harvester  business  I  had  to  depend  largely  on  others.  Dur- 
ing those  two  years  1  was  not  acting  for  the  stockholders 
of  the  I.  H.  Co.  If  the  International  people  ever  assisted 
me  in  raising  the  money  I  never  knew  it.  I  was  not  sur- 
prised that  I  could  get  $640,000  from  the  banks  in  New 
York.  If  assistance  was  rendered  me  by  the  Harvester 
Company  in  doing  it,  and  it  may  have  been  so,  it  was 
done  in  the  clumsiest  way  that  any  man  was  ever  helped. 

545  I  was  ten  or  twelve  days  in  New  York  raising  the  money 
and  before  I  went  there  I  started  out  to  raise  it  in  Chi- 
cago. Mr.  Forgan  and  Yw.  ]^Iitehell  both  turned  me  down. 
If  the  note  I  gave  was  guaranteed  by  the  Harvester  peo- 
ple in  any  way  it  was  done  in  a  very  stu])id  manner  for 
thev  made  me  waste  a  lot  of  time. 
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I  paid  back  part  of  the  $640,000  note  I  gave  in  New 
York.  Afterwards  I  took  up  the  $640,000  note  and  made 
a  note  for  $680,000,  which  was  carried  at  the  First  Na- 
tional of  New  York  and  paid  Feb.  1,  1904.  There  had 
been  payments  made  on  it  and  I,  myself,  paid  it.  I  bor- 
rowed the  money  from  John  J.  Mitchell  of  the  Illinois 
Trust  &  Savinks  Bank,  of  Chicago.  I  gave  him  a  note 
and  made  payments  on  it  from  time  to  time  and  I  have 
that  canceled  note  here.  The  various  payments  I  made 
reduced  the  Mitchell  note  from  $639,678.89,  to  the  neigh- 
borhood of  $70,000.     I  obtained  the  money  for  paying 

546  these  notes  from  the  earnings  and  collections  of  the  Ault- 
man  &  Miller  Buckeye  Company  and  from  part  of  the 
property  I  had  sold. 

On  October  26,  1905,  Cyrus  H.  McCormick  agreed  in 
consideration  of  the  transfer  by  me  to  Richard  F.  Howe 
of  the  capital  stock,  except  four  shares,  of  the  Aultman 
&  Miller  Buckeye  Company,  to  discharge  at  maturity  all 
unpaid  balances  of  my  note  dated  Jan.  26,  1904,  payable 
to  the  Illinois  Trust  &  Savings  Bank,  Chicago.  The  con- 
tract was  accompanied  by  directions  to  Mr.  Cooper,  as- 
sistant cashier,  as  to  the  delivery  of  the  stock. 

McCormicJc  Objected  to  Advertisements  Pvhlished  Under  Vin- 
cent's Management. 

547  I  only  remember  seeing  two  advertisements  of  the  Ault- 
man &  Miller  Buckeye  Company.  I  may  have  seen  fift^^ 
I  remember  the  one  you  show  me,  in  the  Farm  Implement 
News  for  July,  1903.  My  attention  was  called  by  Cyrus 
MoCormick  to  an  advertisement  in  some  paper  Avhere  a 
woman,  dressed  in  flowing  robes,  and  marked  "Buckeye 
Company"  had  thrown  on  the  ground  a  bull  marked  "In- 
ternational Harvester  Company."  I  remember  the  state- 
ment "We  have  taken  the  bull  by  the  horns"  because 
Cyrus  McCormick  came  to  see  me  and  was  very  much 
offended  that  I  had  permitted  that  sort  of  an  advertise- 
ment. Our  company  was  not  holding  out  to  the  world  that 
it  was  independent  during  all  the  two  years.  Mr.  McCor- 
mick complained  so  about  this  that  I  sent  for  Grordon 
W.  Allen,  the  manager,  and  told  him  it  must  not  be  re- 
peated and  he  said  he  was  not  responsible  for  it ;  that  it 
had  been  put  in  by  some  advertising  man  connected  with 
the  company.  I  said  to  him  that  I  would  like  to  see  his 
next  advertisement,  and  he  showed  it  to  me,  and  that 
statement  was  not  in  the  advei-tisement  that  I  approved. 
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I  do  not  recollect  that  Mr.  ]\Je('ormick  protested  when 
I  stated  to  the  press,  on  the  acquisition  of  the  Company, 
that  the  I.  H.  Co.  had  no  interest  in  our  purchase.  As 
a  matter  of  business  policy  we  had  to  continue  the  Ault- 

548  man  &  Miller  Buckej'e  Co.  to  make  our  collections.  Experi- 
ence had  shown,  I  was  so  informed,  that  where  a  con- 
cern was  changed  or  sold  out  it  was  almost  impossible  to 
collect  its  receivables.  That  was  one  of  the  reasons  the 
matter  was  kept  quiet.  I  cannot  say  that  we  were  not 
independent. 

I  might  have  executed  some  contract  agreeing  to  sell 
this  Company  to  the  I.  H.  Co.,  but  I  do  not  recall  any. 
During  this  transaction  I  felt  it  was  my  own  and  I  could 
do  what  I  pleased  with  it,  but  as  I  repeat,  I  felt  morally 
bound  to  sell  to  the  I.  H.  Co.  if  they  wanted  it. 

549  Since  I  was  subpoenaed  I  have  seen  Mr.  Cyrus  McCor- 
mick,  Mr.  Meliugh,  Mr.  Bancroft,  Judge  Post  and  Mr. 
Funk.  I  have  talked  over  with  these  gentlemen  my  con- 
nection in  these  matters. 

Cross-E.rainiiiaiioii. 

I  have  not  told  an  untruth  as  a  result  of  ray  conversa- 
tions with  the  defendants.  I  was  seeking  information  on 
things  I  had  forgotten  and  I  did  not  get  any  from  any- 
body. 

Assets  as  "a  Going  Concern"  and  "in  Liquid ai ion"  Com- 
pared. 

55(1  iJeport,  dated  P\'l)ruary  20,  1903,  made  Ijy  the  Audit 
Company  of  New  York  to  G.  W.  Grouse,  President  of  the 
Aultman-Miller  &  Company,  valuing  the  assets  of  said 
company  as  of  December  31,  1902. 

552  "()ur  conclusions  as  to  the  values  of  the  assets  on  the 
basis  of  a  'aoing  business'  aiid  under  liquidation  are  as 
follows : 
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If  operated        If  liquidated 
Plant  $464,867,00'    $    143,571.00 

Akron  Twine  &  Cordage  Com- 
pany's plant  91,061.00  37,294.00 
Notes  and  accounts  receivable  691,605.22  398,372.48 
Consigned  goods  and  inventor- 
ies 383,394.78  174,697.53 
Cash  49,428.80  49,428.80 
Other  assets                                    71,294.02           60,294.02 

Total  Assets. 
Estimated  values  $1,751,650.82     $   863,657.83 

Less  current  liabilities  1,886,375.83      1,886,375.83 

Excess  of  liabilities  over  es- 
mated  values  of  assets  $134,725.01      1,022,718.00" 

XIV 

Testimony  of  C.  H.  McCormick  in  Missouri  Case. 

173  Certified  copy  of  testimony  of  Cyrus  H.  McCormick  in 
suit  of  'State  of  Missouri  v.  I.  H.  Co.,  relating  to  Aultman 
&  Miller  Buckeye  Co.  offered  by  petitioner  "for  the  pur- 
pose solely  of  showing  admissions  under  the  rule  of  evi- 
dence that  admissions  as  to  facts  made  by  a  party  litigant 
in  one  suit  may  be  shown  in  another  suit  where  the  same 
facts  are  also  in  issue." 

Objected  to  as  incompetent,  irrelevant  and  immaterial, 
and  because  the  petitioner  could  have  subpoenaed  Mr. 
McCormick  and  because  the  testimony  was  given  by  Mr. 
McCormick  while  a  witness  called  by  the  State  of  Mis- 
souri. 

Mr.  McCormick 's  testimony  in  the  Missouri  case  offered 
'by  petitioner: 

"The  next  company  taken  over  was  the  Aultman  & 
&  Miller  Buckeye  Co.,  Nov.,  1905.    The  I.  H.  Co.  had 

174  no  interest  in  its  stock  previous  to  Nov.,  1905,  only 
some  of  its  stockholders  as  individuals  had  loaned 
credit  to  Judge  Vincent  from  whom  they  bought  the 
plant.  The  Aultman  Miller  Co.  failed  in  1903  and 
Judge  Vincent  bought  it  at  a  trustee  sale.  The  stock- 
holders of  the  I.  H.  Co.  loaned  him  credit,  endorsed 
for  him  at  the  bank,  and  furnished  him  the  means  to 
buy  the  property;  then  Judge  Vincent  organized  the 
Aultman  &  Miller  Buckeye  Co.  in  which,  I  think,  stock- 
holders of  the  I.  H.  Co.  were  the  controlling  interest ; 
they  were  not  stockholders  because  they  loaned  him 
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credit;  they  had  no  interest.  I  do  not  know  that  the 
stock  of  the  new  company  was  up  as  collateral  for 
these  notes.  The  money  that  went  into  the  reorgan- 
ization of  the  Buckeye  Co.  Avas  obtained  from  stock- 
holders of  the  I.  H.  Co.  sometime  in  1903.  The  Ault- 
man  &  jNIiller  Buckeye  Co.  was  continued  through  two 
seasons  as  their  own  business.  I  don't  recall  whether 
that  was  necessary  to  collect  the  bills  receivable.  I 
think  it  was  a  plan  made  by  Judge  Vincent.  When  it 
was  taken  over  by  the  I.  H.  Co.  in  Nov.,  1905,  these 
stockholders  were  reimbursed.  During  two  seasons 
the  Aultman  &  Miller  Buckeye  Co.  was  conducted  as 
independent  for  the  sake  of  furnishing  repairs  to  the 
Buckeye  machines  throughout  the  country;  very  few 

175  Buckeye  machines  were  made.    I  think  stockholders 

who  advanced  credit  to  Judge  Vincent  were  Mr.  Grle'ss- 
ner,  Mr.  Jones,  one  or  two  Deerings  and  one  or  two 
JMcCormicks.  They  were  practically  the  same  ones 
that  had  advanced  credit  in  all  this  stock  purchased 
with  some  variations  in  amounts.  They  were  within 
the  Board  of  Directors  of  the  I.  H.  Co. 

IV 

Documents  Rrlatiiig  to  AidtiiiaH  (£■  Miller  Purchase. 

180  Assignment  Se])t.  30,  1905,  from  Aultman  &  Miller 
Buckeye  Co.  to  I.  H.  Co.  of  all  its  property  excepting  cash 
and  certain  claims  in  suit,  subject  to  payment  by  vendee 
of  liabilities  existing  Sept.  30,  1905.  (Pet.  Exh.  30.) 

116  Directors  of  I.  H.  Co.  on  Nov.  17,  1905,  approved  min- 
utes of  Executive  Committee  of  Oct.  26,  1905,  Cyrus  H. 
^IcCormick  and  Richard  F.  Howe  refrained  from  voting 
on  resolution  authorizing  purchase  of  Aultman  &  Miller 
Buckeye  property ;  all  others  voted  in  affirmative. 

I^^ 

181  Two  deeds,  Nov.  2,  1905,  eonveving  real  estate  from 
Aultman  &  Miller  Buckeve  Co.  to.  I.  H.  Co.  (Pet.  Exh.  30B 
and  30C.) 
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KEYSTONE    COMPANY. 
XIV 

42    ALEX  LEGGE  (witness  for  defendants) : 

Well  Located  for  Manufacturing. 

Asked  as  to  the  value  of  the  Keystone  plant  to  the  I. 
H.  Co. :  It  included  a  few  tillage  tools,  but  mainly  a  good 
line  of  hay  loaders,  side-delivery  rakes  and  corn  shellers, 
none  of  which  we  had  at  that  time.  It  was  well  located 
for  manufacturing,  and  possessed  a  valuable  water 
power,  which  we  have  developed  and  are  now  using. 
I 

191  HENEY  B.  UTLEY  (witness  for  petitioner): 

Manager  of  the  Purchasing  Department  of  I.  H.  Co. 
In  1886  I  was  with  the  McCormick  Company  as  super- 
intendent of  the  works  until  Jan.  1,  1900.     Then  for  a 

192  time  I  did  nothing;  for  a  year  was  General  Manager  of 
Whitman  &  Barnes  Mfg.  Co. ;  then  became  interested  in 
the  Keystone  Co.  at  Sterling,  111. 

Keystone  Co.  Made  Well  Known  Line  of  Hay  Tools. 

193  The  Keystone  Manufacuring  Co.  was  in  the  hands  of 
a  receiver  when  I  purchased  the  business  and  organ- 
ized the  Keystone  Co.  about  March  1,  1903.  The  business 
of  that  company  was  the  manufacture  of  corn  shellers,  hay 
loaders,  hay  rakes,  disc  harrows  and  corn  shredders. 
Thev  had  a  well  known  line  of  hav  tools.  Mv  chief  as- 
sociates were:     E.  K.  Butler,  A.  "j.  Piatt,  R.  B.   Swift 

194  and  H.  S.  Butler.  E.  K.  Butler,  an  uncle  of  mine,  had 
been  General  Manager  of  the  McCormick  Co.  Mr.  Piatt 
had  been  an  active  man  in  the  Keystone  Mfg.  Co.  when  it 
failed.  I  owned  1,000  shares  of  stock  in  the  Keystone 
Co.  We  paid  one  hundred  and  forty  odd  thousand  dol- 
lars for  tlie  plant  of  the  Keystone  Mfg.  Co.  The  capi- 
tal stock  of  the  new  company  was  $400,000  issued  at  par. 

Sale  to  International  in  Fall  of  1904. 

I  became  interested  in  the  Kevstone  proposition  because 
it  was  located  at  my  home,  and  I  was  looking  for  an  op- 
portunity to  utilize  my  long  experience  and  training  in 
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similar  lines.    I  think  I  brought  this  matter  to  the  atten- 

195  tion  of  other  people.  Personally  I  put  in  $60,000— the 
*  balance  I  borrowed.  I  did  not  borrow  it  from  any  offi- 
cers or  stockholders  of  the  I.  H.  Co.  I  have  not  retained 
a  copy  of  the  contract  under  which  the  Keystone  Co.  sold 
out  on  Oct.  13,  1904,  to  certain  officers  and  stockholders 
of  the  I.  H.  Co.  Most  likely  a  copy  could  be  obtained  from 
Mr.  Piatt,  Secretary  of  the  Keystone  Co.  I  assume  that 
he  has  all  the  records  now. 

Business  Policy  to  Advertise  as  Independent. 

During  the  years  1903  and  1904,  we  advertised  the  com- 
pany widely  as  independent.  Perhaps  during  the  early 
part  of  1905  it  was  also  so  advertised.  We  sold  the  con- 
trolling interest  in  the  fall  of  1904  to  Cyrus  H.  McCor- 

196  miek,  Charles  Deering,  G.  W.  Perkins,  James  Deering, 
J.  J.  Glessner,  W.  H.  Jones,  Stanley  McCormick,  Rich- 
ard F.  Howe,  and  Harold  McConnick. 

The  letter  (Pet.  Ex.  38)  addressed  to  John  S.  Green 
is  on  the  letterhead  of  the  Keystone  Co.  and  signed  with 
a  rubber  stamp  which  I  think  belonged  to  its  secretary; 
at  the  bottom  are  the  initials  of  Mr.  Piatt.  I  do  not  re- 
call whose  initials  "GME"  are. 

197  Pet's  Exh.  38  is  a  letter  dated  Sterling,  111.,  6/5/1905 
to  Mr.  John  S.  Green,  Creighton,  Nebr,,  and  states : 

"Replying  to  yours  of  the  31st  ult.  in  reference  to  re- 
ports that  the  I.  H.  Co.  have  purchased  our  business,  beg 
to  say  that  the  officers  whose  names  are  at  the  head  of 
this  sheet  are  in  charge  of  the  Keystone  Co.  and  there  is 
nothing  whatever  in  the  report  you  have  heard  of  others 
having  secured  control  of  this  business.  We  are  of  the 
opinion  that  the  I.  H.  Co.  already  have  more  factories 
than  they  are  able  to  operate  profitably.  We  hope  you 
will  be  ai»le  to  use  a  liberal  quantity  of  our  goods  in  your 
trade  this  season.  Signature :  The  Keystone  Co.,  A.  J. 
Piatt,  Secy.    AJP:GMR" 

198  Mr.  Utley.  I  cannot  say  we  were  concealing  the  fact 
that  we  had  sold  out  to  the  I.  H.  Co. ;  we  were  doing  the 
things  we  thought  necessary  for  the  conduct  of  the  busi- 
ness, as  a  matter  of  business  policy.  I  think  in  1905  we 
advertised  that  we  were  still  independent. 

]\Ir.  Swift  was  formerly  connected  with  the  McCormick 
r'o.  While  he  was  our  associate,  he  was  an  employe  of 
tlie  I.  H.  Co., — I  think  with  the  patent  and  experimental 
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department.  I  do  not  remember  whether  Swift,  about 
the  middle  of  1905,  filed  a  suit  against  I.  H.  Co.  or 
whether  the  concealment  of  the  ownership  of  the  Key- 
stone became  known  by  reason  of  that  suit. 

I  think  we  stopped  advertising  the  company  as  inde- 
pendent in  the  spring  of  1905.     I  left  the  Keystone  Co. 

199  May  1,  1907;  about  a  year  before  I  accepted  employ- 
ment with  the  I.  H.  Co.  Piatt  became  employed  by  the 
I.  H.  Co.  as  soon  as  his  duties  with  the  Keystone  Co.  were 
seA^ered. 

The  advertisement  from  the  Farm  Implement  News  of 
April  13,  1905  (Pet's  Exh.  10),  was  an  advertisement  of 
the  Keystone  Co.     The  dead  school  master  in  the  adver- 

200  tisement  presumably  was  D.  M.  Osborne  &  Co.,  whose 
business  had  been  bought  by  the  I.  H.  Co.  Osborne  & 
Co.  had  been  advertising  for  two  years  as  independent. 
When  we  advertised  as  independent  we  meant  not  con- 
nected with  the  I.  H.  Co. 

We  had  branch  houses  at  Kansas  City,  Council  Bluffs, 
Columbus,  0.  We  shipped  to  those  cities  from  our  fac- 
tory in  Sterling  and  they  distributed  through  retail  im- 
plement dealers  to  the  farmers.  We  used  the  commis- 
sion agency  contract  very  little ;  most  of  our  business  was 

203  done  by  direct  sales  contracts.  Our  shipments  were  very 
largely  directed  to  the  implement  dealer  from  the  factory. 

I  am  not  able  to  state  when  the  circular  labeled  "an 
open  letter"  signed  "The  Keystone  Company,  Sterling, 
111.,"  was  issued. 

204  Cross-Examination. 

Reasons  for  Advertising  as  Independent. 

The  Keystone  Co.'s  season  began  July  1.  The  work  of 
selling  began  soon  after  that  date  and  terminated  usually 
in  the  early  spring.  At  the  time  of  the  purchase  by  the 
I.  H.  Co.,  it  was  imderstood  that  the  business  should  be 
conducted  by  the  former  owners  throughout  the  year  in 
a  manner  as  they  thought  best.  Before  the  sale  was  made, 
we  who  owned  the  Keystone  Co.  had  begun  work  in  sell- 
ing about  three  or  four  months  before.  We  had  hired  our 
salesmen,  fixed  our  selling  policy  for  the  year,  including 
prices  and  the  amount  of  goods  to  be  made,  and  naade 
what  changes  were  thought  advisable  in  the  organization ; 
and  sent  our  men  out  with  instructions  with  reference 
to  the  taking  of  orders  and  selling  goods. 


242 

I 

205  The  head  of  the  sales  organization  was  at  my  office. 
Immediately  under  the  sales  manager  were  the  various 
district  salesmen ;  under  them  the  dealers,  the  local  agents. 
Usually  we  sold  goods  outright  to  the  local  dealer,  for 
cash  at  the  end  of  the  season.  We  were  not  rich  enough 
to  do  business  the  other  way.  As  a  rule,  they  paid  for  all 
machines  shipped,  whether  sold  or  not.  In  some  cases, 
perhaps  as  result  of  crop  conditions,  we  were  obliged  to 
make  extensions,  but  our  policy  was  to  do  a  cash  busi- 

206  ness.  I  think  our  terms  provided  for  payment  in  July  or 
August.  The  machines  shipped  out  in  the  season  of  1904 
were  to  be  paid  for  in  1905  by  the  agents. 

Announcement  of  Sale  Would  Hare  Demoralised  the  Bushiess. 
The  purchase  was  made  in  October,  1904 ;  if  it  had  been 
given  out  that  the  I.  H.  Co.  had  acquired  the  business  of 
this  company,  the  effect  Avould  have  been  demoralizing  to 
its  business  and  that  of  the  local  agent,  for  the  reason, 
chiefly,  that  competitors  would  have  at  once  advertised 
that  the  business  had  been  sold  and  probably  that  it  would 
be  discontinued,  and  therefore  the  dealer  and  farmer 
would  ])e  unable  to  get  repairs ;  and  probably  many  other 
things  that  a  resourceful  salesman  would  resoi't  to.  It 
was  good  business  policy  not  to  make  the  sale  public.  We 
had  no  thought  of  deceiving  the  public;  our  only  thought 
was  to  protect  the  business  of  that  company  for  that  par- 
ticular season  that  was  under  way. 

Keystone  Rnn  as  Independent  to  Conserve  That  Season's  Busi- 
ness. 

207  After  the  purchase  in  October,  we  managed  the  busi- 
ness in  just  as  independent  a  manner  as  before ;  no  dicta- 
tion on  the  part  of  anybody,  with  reference  to  policy, 
prices,  or  anything  else  pertaining  to  the  business ;  we 
managed  it  with  a  free  hand.  This  purchase  having  been 
made  after  the  season's  business  was  well  under  way,  to 
conserve  that  season's  business,  the  management  was  left 
in  the  officers  of  the  old  company  and  no  publicity  was 
given  to  the  fact  of  the  sale.  Mr.  Swift  owned  some  stock 
of  the  Keystone  Co.  He  was  not  there  as  a  spy  for  the 
T.  H.  Co.  on  our  business. 

Re-direct  Examination. 

208  I  understand  the  contract  requested  is  the  one  I  have 
testified  about  providing  for  the  sale  of  the  stock  or  busi- 
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ness  of  the  Keystone  Co.  to  some  stockholders  of  the  I. 
H.  Co.  The  negotiation  with  these  stockholders  was  con- 
ducted by  E.  K.  Butler.  It  began  I  should  think,  a  month 
or  two — several  months  perhaps — before  Oct.  13. 

I  am  in  charge  of  the  I.  H.  Co.  Purchasing  Department. 
We  have  a  manufacturing  and  a  selling  season  for  har- 
vesting machinery.  This  has  always  been  the  case  nec- 
essarily. The  officers  in  the  fall,  or  the  end  of  summer, 
make  estimates  as  to  the  requirements  for  the  following 

209  season  and  proceed  to  manufacture  in  accordance  with 
these  estimates.  I  had  to  do  with  the  sales  of  the  Key- 
stone Co.,  in  a  general  way;  we  had  a  sales  manager. 
My  duties  were  largely  with  the  buying  of  material  and 
the  manufacturing.  I  think  the  selling  season  extends 
perhaps  throughout  the  year.  By  a  selling  and  a  manu- 
facturing season  I  mean  there  is  a  clear  dividing  line 
between  the  manufacturing  year  and  the  selling  year. 

The  Keystone  Co.  did  not  sell  any  harvesting  machines 
at  all,  except  a  few  the  second  year.  We  started  in  with 
hay  tools  as  the  principal  line,  disc  harrows  and  corn 
shredders.  In  the  second  year  we  began  to  manufacture 
a  new  binder  and  advertised  it. 

Only  Purpose  to  Protect  the  Business. 

210  Q.  State  again  the  reason  you  gave  for  concealing 
that  you  had  sold  out  to  the  I.  H.  Co.?  A.  The  com- 
mon sense  business  reason,  that  we  were  protecting  the 
business  to  the  extent  of  preventing  competitors  from 
circulating  statements  and  stories  that  we  had  been  ab- 
sorbed and  therefore  the  business  would  be  closed  up. 
It  would  have  been  disastrous  to  the  business,  in  other 
words.  I  do  not  think  we  had  any  thought  of  deceiving 
the  public.  We  were  trying  to  conserve  the  business.  It 
was  understood  we  should  manage  the  business  in  our 
own  way  and  that  was  done.  We  were  advertising  and 
holding  ourselves  out  to  be  independent  for  a  part  of  the 
year.  I  think  we  ceased  in  April  or  May,  1905.  We  did 
not  make  known  to  the  public  that  we  were  controlled 
by  the  I.  H.  Co.  until  the  fall  of  that  year,  when  an  offi- 
cial statement  was  published.  As  I  recall  it,  it  was  in  the 
summer  of  1905  that  the  Swift  petition  was  filed,  charg- 
ing that  we  were  owned  by  the  I.  H.  Co.  and  that  the  re- 
lationship was  being  concealed. 
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306  Recalled. 

No  contract  Executed;  Only  Transfer  of  Stock. 

I  find  that  no  written  contract  with  directors  of  the  I- 
H.  Co.  relating  to  tlie  sale  of  the  Keystone  Co.  was  ever 

307  executed.  I  have  talked  with  Mr.  Piatt,  the  secretary, 
and  with  Mr.  Butler,  who  personally  conducted  all  the 
negotiations,  and  Mr.  Butler  assures  me  that  there  was 
never  any  contract.  It  was  simply  a  purchase  of  the  con^ 
trol  by  stock  and  no  occasion  for  such  a  contract.  The 
stock  was  turned  over  to  them  on  Oct.  13,  1904.  There 
was  a  bill  of  sale  of  Sept.  6,  1905,  covering  the  turning 
over  to  the  I.  H.  Co.  of  the  business. 

As  to  arranging  about  the  receivables,  1  had 
nothing  whatever  to  do,  personally  with  the  negotiations. 
I  havenot  asked  any  of  the  stockholders  of  the  I.  H.  Co. 
whether  there  was  a  contract  in  Oct.,  1904. 

There  is  no  written  memorandum  of  any  kind  of  the 
sale.     Mr.  Butler  says  there  was  no    occasion    for    any 
memorandum.    There  was  nothing  done  beyond  the  usual 
purchase  of  the  stock  and  turning  it  over. 
II 

141  E.  K.  BUTLER  (witness  for  petitioner) : 

I  reside  at  Chicago.  I  began  in  the  harvesting  busi- 
ness with  the  MeCormick  Co.  in  1866  and  left  them  in 
Nov.,  1898.  I  was  acquainted  with  the  condition  of  the 
harvesting  business  generally  in  1898.  There  was  com- 
petition between  the  different  manufacturers.  I  made 
several  trips  abroad  on  behalf  of  the  MeCormick  Co.  prior 
to  1898  in  order  to  extend  their  foreign  business.  I  thought 
the  trips  were  successful.     The  last  was  in  1898  when  I 

142  visited  continental  Europe,  ^ly  recollection  is  that  I 
brought  back  orders  for  22,000  machines.  The  Deering, 
"Wood,  Osborne,  Piano  and  Johnston  Companies  were  do- 
ing a  foreign  business  at  the  same  time. 

Business  of  the  Keystone  Company. 

In  the  spring  of  1903  I  bought  the  Keystone  Co.  They 
had  not  been  building  harvesting  machines  or  mowers, 
but  having  been  at  it  all  my  life  I  could  not  do  otherwise 
than  make  a  stagger  at  it,  and  try  to  do  something.  We 
built  up  a  partial  business  and  wanted  to  make  it  larger. 
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The  company  had  been  manufacturing  hay  tools,  corn 
planters,  corn  shredders,  disc  harrows,  potato  planters 
and  various  lines  of  implements ;  we  started  huilding  mow- 
ers immediately.  Four  months  later  we  had  ten  mowers 
in  the  field,  just  to  .test  them  out.  The  next  season  we 
huilt  and  sold  5000.  We  thought  our  business  successful 
It  was  quite  satisfactory,  and  we  were  attempting  to  build 
it  up. 

Business  in  Binders  and  Mowers  Small. 

143  We  sold  ouit  about  the  middle  of  Oct.,  1904,  to  the  officers 
of  the  I.  H.  Co.,  the  Deerings,  Mr.  Howe,  Mr.  McCormick, 
Mr.  Jones  and  Mr.  Glessner.  At  that  time  we  thought 
we  had  made  a  good  start  in  selling  binders  and  mowers. 
The  numbers  were  small  comparatively,  but  we  thought 
we  had  passed  beyond  the  experimental  stage.  We  thought 
our  binders  and  mowers  were  efficient.    We  were  able  to 

'    sell  all  we  made.    We  thought  we  had  a  little  better  ma- 
chine than  anybody  else. 

We  tried  to  get  the  best  men  for  the  company  and  had  no 
trouble  in  getting  all  we  wanted.  We  thought  we  had 
some  of  the  best.  In  the  fall  of  1904  we  had  no  difficulty 
in  getting  all  the  money  we  needed. 

Cross-Examination. 

Our  company  did  not  have  any  binders  in  1903,  and. did 

144  not  make  any  elTort  to  sell  any  in  1904.  We  built  ten 
and  sent  them  out  over  the  country  and  got  them  operated 
to  find  out  the  weak  points,  if  any;  did  not  offer  them  for 
sale.  In  1905  we  started  to  build  and  had  in  process  of 
construction,  1500. 

XIII 

58    A.  J.  PLATT  (witness  for  defendants)  : 

Lines  Manufactured  by  Keystone. 

1  have  lived  at  Sterling,  111.,  for  30  years ;  am  a  manu- 
facturer of  potato  machinery.  The  Keystone  Company 
was  organized  in  March,  1903,  and  I  was  connected  with 
it  from  its  organization.  The  Keystone  Mfg.  Co.  was 
organized  in  1883.  I  was  its  secretary  from  its  organiza- 
tion. In  1903  they  were  making  hay  loaders,  side  delivery 
rakes,  disc  harrows,  a  few  corn  planters,  corn  shellers, 
and  later  they  added  a  mower,  and  later  a  binder.     The 
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old  lines  of  the  Keystone  Co.  had  -been  made  many  years 
at  Sterling.     It  had  an  established  name  and  reputation 

59  throughout  the  country. 

Business  Reasons  for  Xot  Publishing  Sale. 

After  the  transfer  of  its  stock  in  fall  of  1904, 
the  Keystone  Co.  ran  on  and  advertised  as  a  com- 
pany under  sejaarate  management  through  the  sea- 
son of  1905.  It  would  have  resulted  very  seriously  in 
the  sale  of  the  Keystone  output  if  it  had  been  announced 
in  tlie  late  fall  or  winter  of  1904-5  that  the  I.  H.  Co.  had 
acquired  the  company.  "We  had  begun  our  work  for  the 
season  of  1905 ;  had  a  great  many  contracts  made,  the  sale 
force  was  employed,  and  all  arrangements  made  for  the 
business  of  that  year.  A  good  many  of  our  traveling  men 
would  have  retired  from  the  company  had  announcement 
been  made  that  it  had  been  acquired  by  some  other  com- 
pany. They  would  have  been  looking  for  other  concerns 
that  they  thought  were  more  permanent,  and  a  great  many 
dealers  would  have  canceled  their  contracts.  It  would 
have  been  disastrous  on  the  season's  business,  and  it  was 
necessary  that  it  be  carried  on  as  an  independent  com- 
pany for  that  season  to  conserve  that  season's  business. 

Cross-E Jam  illation. 

I.  H.  Co.  Did  Xot  Direct  Policy  of  Keystone. 

It  is  al)solutely  untrue  that  we  made  any  statements 
that  were  not  correct.     The  I.  H.  Co.  never  directed  the 

60  policy  of  the  Ke^^stone  I'o.  in  any  way.  We  had  sold 
out  to  some  stockholders  of  tlie  I.  H.  Co.  I  do  not  think 
the  I.  H.  Co.  itself  purchased  the  stock.  I  think  certain 
ofli('(M-s  actively  managing  the  I.  H.  Co.  had  acquired  the 
control  of  the  Keystone  Co.  through  the  purchase  of  its 
stock.  They  did  not  control  the  management.  We  never 
heard  of  them  nor  saw  them. 

What  we  were  trying  to  conc'-al  from  the  outside  world 
to  protect  GUI'  business  was  that  it  had  been  disposed  of 
t(;  other  parties.  It  did  not  make  any  difference  whether 
it  was  the  I.  H.  Co.  or  any  other  concern;  the  results 
would  have  been  practically  the  same,  because  dealers 
could  not  know  they  would  have  the  line  for  the  next  year. 
It  would  have  resulted  in  other  changes  which  would  not 
have  been  of  benefit  to  the  dealers  who  were  advertising 
and  promoting  the  sale  of  goods.     As  to  whether  in  1905 
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we  explicitly  advertised  our  company  as  not  controlled 
by  the  trust  and  as  having  no  connection  with  it,  I  do  not 
think  we  did  after  the  first  of  April  or  March.  We  so  ad- 
vertised I  think  for  about  two  months  after  we  had  parted 
with  the  stock.  (Being  shown  Pet.  Ex.  38)  :  I  have  no 
recollection  of  writing  that  letter;  it  may  be  possible  I 
did.     I  think  it  was  not  until  Aug.,  1905,  that  the  fact 

61  was  made  known  that  the  Keystone  Co.  had  been  acquired 
by  the  I.  H.  Co. 

From  Sept.  1,  1905,  to  April,  1907,  I  was  employed  by 
the  I.  _H.  Co.  The  transfer  of  my  Keystone  stock  was 
made  in  Jan.,  1905.  I  signed  no  contract  in  connection 
therewith,  and  had  no  negotiations  with  any  officers  or 
employes  of  the  I.  H.  Co. ;  K.  K.  Butler  acted  for  me.  I 
do  not  know  with  whom  he  dealt;  nor  who  were  the  stock- 
liolders  of  the  I.  H.  Co.  who  acquired  my  stock.  I  was 
simply  told  by  Mr.  Butler  and  we  endorsed  it  in  blank. 
They  paid  me  $118.75  for  my  stock.  I  know  nothing  at 
all  of  any  contract  regarding  the  purchase  of  the  stock. 

62  When  I  testified  in  regard  to  conserving  the  property 
I  meant  conserving  the  property  of  the  stockholders,  who- 
ever they  might  be.  No  one  ever  told  me  it  would  be 
impossible  for  us  to  collect  on  bills  and  accounts  receiv- 
able, if  it  was  known  that  the  I.  H.  Co.  had  acquired  our 
company.  I  know  of  no  case  where  the  I.  H.  Co.  acquired 
receiA'^ables  and  found  it  impossible  to  collect  them. 

As  to  whether  during  190.3,  1904  and  1905  many  deal- 
ers doing  business  with  us  stated  they  desired  to  do  busi- 
ness with  a  company  not  affiliated  mth.  any  trust,  possibly 
that  was  true  when  we  went  int6  the  binder  and  mower 
business,  but  not  in  1903  and  1904  before  we  engaged  in 
that  line.  We  were  not  building  mowers  until  1904  and 
binders  until  1905.  There  were  a  few  dealers  in  1904  that 
wanted  to  buy  mowers  from  a  company  not  identified  with 
what  they  called  the  "Trust."  We  sold  no  binders  in 
63  1904;  don't  think  we  advertised  in  1904,  in  making  sales 
of  mowers  that  we  were  not  connected  with  any  trust. 
(Being  shown  advertisements.  III,  79.)  The  advertise- 
ments look  familiar;  I  cannot  state  whether  the  dates  are 
correct.  We  did  advertise  we  were  not  identified  with 
any  trust  early  in  1904  and  solicited  business  on  those 
conditions  on  mowers. 

I  had  nothing  to  do  with  the  negotiations  which  re- 
sulted in  the  sale  to  the  I.  H.  Co.  I  do  not  know  who  sug- 
gested that  the  purchase  be  kept  secret. 
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Documents  Relating  to  Keystone  Sale. 

lib  Agreement,  Sept.  6,  1905.  between  The  Keystone 
Co.,  first  party,  I.  H.  Co.,  second  party,  and  Cyrus 
H.  McCormick,  Charles  Deering,  Harold  F.  McCor- 
mick,  Jamfs  Deering,  John  J.  Glessner,  William 
H.  Jones,  Stanley  McCormick,  Eichard  F.  Howe  and 
George  AV.  Perkins,  third  party:  First  party  to  con- 
voy all  of  its  property  of  every  kind  to  second  party;  sec- 
ond party  to  paj^  all  first  party's  liabilities,  and  to  protect 
third  party  against  full  costs  of  third  party's  stock  in 
first  party.  Third  party  consents  to  the  conveyance. 
(Pet.  Exh.  29A.) 

176-179  Three  deeds  and  assignments  conveying  the  property 
of  the  Kevstone  Co.  to  I.  H.  Co.,  dated  Sept.  6, 1905.  (Pet. 
Exh.  29B,  29C  and  29D.) 

m 

465-466  Pet.  Ex.  279 :  General  letter  of  I.  H.  Co.  of  Amer- 
ica to  its  general  agents,  dated  Sept.  12,  1905.  States 
that  the  I.  H.  Co.  has  purchased  the  Keystone  Co.  at 
Sterling,  which  was  established  a  good  many  years  and 
has  made  a  variety  of  farm  implements  with  good  repu- 
tation in  the  trade;  that  the  general  agency  organization 
shonld  become  active  in  the  sale  of  Keystone  corn  shoUers, 
shredders,  side  delivery  rakes  and  hay  loaders,  and  that 
advertisements  will  be  sent  out;  old  customers  of  the 
■Keystone  should  be  given  preference,  but  the  general 
agents  are  at  liberty  to  place  the  goods  with  dealers  they 
select;  letters  shonld  go  to  local  agents  telling  them  we 
can  furnish  these  goods  and  requesting  them  not  to  place 
orders  until  we  have  had  a  chance  to  figure  with  them;  the 
goods  to  be  sold  under  a  sales  contract,  but  shredder 
may  be  included  in  the  regular  commission  agency  con- 
tract. 

X 

Keystone  Binder  Not  a  Success. 

2  JENS  ANDERSON,  implement  dealer,  Windom,  Minn. : 

T  handled  the  Keystone  binder  in  1905  and  sold  eight. 
I  judged  them  a  failure  as  compared  Avith  the  modern 
binder  and  as  compared  with  the  binders  then  on  sale. 

3  AYe  had  to  take  them  back  the  same  year  after  the  harvest. 
1  was  out  on  the  farms  where  they  were  trying  to  work 
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these  Keystones  and  know  that  they  did  not  do  the  work 
and  had  to  be  substituted.  Eight  Keystone  binders  had 
to  be  replaced ;  all  that  I  sold.  They  were  replaced  to  the 
farmers  in  the  winter  of  1906. 

66    OLAF  BJOKKE,  implement  dealer,  Abercrombie,  N.  D. : 

I  was  in  business  in  1905.  Keystone  binders  were  sold 
in  my  territory  in  that  year.  The  farmer  who  bought  it 
returned  it.  It  did  not  give  satisfaction.  It  was  not  a  suc- 
cessful binder.     I  did  not  sell  the  Keystone. 

A.  K.  Tweete  was  the  agent  for  the  Keystone.  He  sold 
it  in  1905  as  an  indepedent  binder. 

59  ANGUS  FERGUSON,  implement  dealer,  Bordulac,  N.  D. : 

60  I  sold  Keystone  binders  in  1905.  The  experience  of  the 
farmers  with  them  was  a  lot  of  grief.  The  Keystone 
binder  was  a  failure. 

I  sold  17  Keystone  binders  in  1905. 


"MINNIE"   HARVESTEE   COMPANY. 


357  E.  M.  OEAVATH  (witness  for  petitioner) : 

Being  handed  agreement  of  Oct.  2,  1905,  and  asked  to 
state  the  circumstances  of  purchase  of  Minnie  Harvester 
Co.  stock  about  Sept.  30,  1903 :  That  transaction  is  very 
haz}^  to  me.  I  think  I  paid  $945,000  for  it  at  the  request 
of  i\Ir.  Cravath.  I  had  no  expectation  of  operating  that 
company.  I  had  no  dealings  with  the  owners.  I  pre- 
served no  papers  relating  to  this  transaction  and  I  do 

358  not  think  any  were  turned  over  to  me.  I  performed  the 
transaction.  I  remember  borrowing  the  money  but  my 
memory  is  very  hazy.  The  money  was  furnished  by  the 
Bankers  Trust  Co.  I  do  not  know  what  became  of  the 
stock  after  I  acquired  it;  that  was  all  managed  by  the 
attorneys.  I  did  not  operate  the  Minnie  H.  Co.  myself 
or  take  any  part  in  its  business  or  talk  with  any  of  its 
officers  or  employes.  Nothing  whatever  was  said  about 
keeping  the  transaction  secret. 
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Agreement  for  Sale  of  Minnie  Co. 

284  Pet.  Ex.  211:  Agreement,  Sept.  30,  1903,  be- 
tween American  Grass  Twine  Co.,  Vendor,  and  E.  M. 
C^a^■ath,  Purchaser:    Vendor  to  sell  entire  capital  stock, 

2S5  60,000  shares,  of  ]\ririnie  Harvester  €o.  Vendor  represents 
that  attached  schedules  show  with  substantial  correctness 
assets  owned  by  company  on  Sept.  1,  1903,  and  gniarantees- 
its  ownership  thereof.    Vendor  to  assume  all  debts  of  the 

286  company  existing  Aug.  31,  1903,  and  Purchaser  to  pay  an 
amount  equal  to  all  funds  in  company's  treasury  Sept.  1, 
1903. 

Vendor  guarantees  that  before  Oct.  1,  1906,  $450,000 
shall  be  realized  from  the  company's  receivables  and  if 
not  vendor  will  pay  difference.  Upon  payment  of  dif- 
ference, uncollected  receivables  shall  be  assigned  to  Ven- 
dor and  shall  remain  its  property  until  ther(^  shall  have 
been  collected  therefrom  a  net  amount  equal  to  difference 
paid  with  5  per  cent,  interest;  and  after  assignee  shall 
have  i-eceived  from  such  collections  amount  of  difference 
and  interest,  remainder  of  receivables  shall  be  reassigiied 
to  purchaser. 

287  Purchaser  to  conduct  business  of  Minnie  Harvester  Co. 
as  going  concern  until  Jan.  1,  1905,  under  supervision  of 
some  party  acceptable  to  vendor,  and  that  all  litigation 
before  Oct.  1, 1906,  to  collect  receivables,  shall  be  managed 
by  Davis,  Kellogg  &  Severance;  "the  object  of  this  provi- 
sion being  to  create  favorable  conditions  for  the  collec- 
tion of  the  receivables  aforesaid." 

Vendor  covenants  that  neither  it  nor  its  successors  nor 
assigns  shall,  for  5  years,  lease  or  assign  any  harvesting 
machines  or  grass  binding  twine,  or  rights  to  manufac- 
ture, to  any  person  making  or  dealing  in  harvesting  ma- 
chinery, except  persons  doing  business  exclusively  in 
Florida,  Delaware  or  Arizona;  except  that  grass  twine 
may  be  sold  to  parties  agreeing  not  to  sell  it  for  binding 
grain.  Vendor  to  procure  cancellation  of  all  contracts  be- 
tween it  and  Minnie  Co.  and  provides  for  exchange  be- 
tween them  of  general  releases;  directors  and  officers  of 
company  to  resign  when  stock  is  deposited  to  Purchaser's 
order;  Vendor  to  obtain  from  resigning  directors  con- 
2FS  tracts  to  cooperate  with  Purchaser  in  reorganizing  the 
^linnie  business. 

Purchaser  to  deliver  10  promissory  notes  dated  Sept. 
1,  1903 :    One  for  $50,000  and  one  for  $95,000  due  Oct.  1, 
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190i;  four  for  $100,000  each  due  Oct.  1,  1905;  four  for 
$100,000  each  due  Oct.  1,  1906,  with  interest  at  5  per  cent, 
from  April,  1904;  60,000  shares  of  Minnie  stock  to  be  de- 
posited as  collateral  security. 

289  Purpose  of  contract  to  transfer  to  Purchaser  the  capital 
stock  and  business  of  Minnie  Co.  as  of  Sept.  1,  1903,  free 
of  all  debts  apd  encumbrances ;  sale  to  take  effect  Sept.  1, 
1903. 

290  Correctness  of  representations  and  performance  of 
agreements  of  Vendor  (except  as  to  quantities  of  certain 
properties)  guaranteed  by  J.  M.  Haggin  and  D.  0.  Mills. 
Performance  of  above  agreement  by  Purchaser  (except  as 
to  payment  of  notes  or  purchase  price)  guaranteed  by 
Elbert  H.  Gary. 


459  J.  J.  GLESSNER  (witness  for  petitioner) : 

I  do  not  recall  the  circumstances  under  which  the  I.  H. 
Co.  acquired  the  property  of  the  Minnie  Harvester  Co.  in 
the  fall  of  1903,  or  know  why  it  was  done  through  E.  M. 
Cravath.     I  knew  the  property  was  bought  but  did  not 

460  know  the  purchase  was  kept  secret.  (Being  shown  Min- 
utes of  Executive  Committee  of  Nov.  6,  1905,  authorizing 
witness  and  Howe  to  execute  contract  relating  to  Minnie 
Harvester  Co.)  :  I  do  not  recall  those  minutes  at  all,  but  I 
have  no  doubt  I  signed  it. 

Minutes  and  Documents  Relating  to  Sale  of  Minnie  Co. 

212  Minutes  of  Executive  Committee  of  I.  H.  Co.  Nov.  6, 
1905:  Vice  President  Glessner  and  Secretary  Howe  in- 
structed to  execute  following  agreement : 

Agreement  dated  Oct.  2,  1905,  between  Cyrus  H. 
McCormick  and  Charles  Deering,  first  party,  and  I. 
H.  Co.,  second  party:    Eecites  purchase  on  Sept.  30, 

213  1903,  by  E.  'M.  Cravath  of  stock  of  Minnie  Harvester 
Co.  from  American  Grass  Twine  Co.;  and  that  first 
parties  have  bought  from  Cravath  said  Minnie  stock 
and  have  agreed  to  indemnify  Cravath  against  all 
habilities  growing  out  of  said  purchase; 

214  First  party  g-uarantees  that  as  soon  as  second  party 
shall  have  paid  outstanding  notes  of  Cravath  aggre- 
gating $400,000  the  Minnie  Harvester  Co.  shall  exe- 
cute instruments  vesting  in  second  party  all  assets 
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of  said  Minnie  Co.    Second  party  to  indemnify  both, 
first  party  and  Cravatli  from  all  liabilities  in  connec- 
tion with  said  purchase. 
IV 

182      Pet.  Exh.  31A— Deed,  Sept.  30,  1905,  from  Minnie  Har- 
vester Co.  to  International  Flax  Twine  Co.,  conveying  all 
machinery  and  property  at  its  plant  at  H^zel  Park,  St. 
Paul,  Minn. 
184      Pet.  Exh.  31B— Assignment,  Sept.  30,  1905,  from  Minnie 
Harvester  Co.  to  I.  H.  Co.  of  America,  conveying  all  har- 
vesting machines  and  repairs  at  first  party's  factory  at 
St.  Paul,  and  all  bills  and  accounts  receivable  accruing 
from  its  sales  of  machines  and  twine. 
186      Pet.  Exh.  31C— Deed,   Sept.  30,  1905,  conveying  real 
estate  from  Minnie  Plarvester  Co.  to  International  Flax 
Twine  Co. 
XIII 

35  JAMES  J.  EAELY  (witness  for  defendants) : 

Financial  Diffi'cuUies  of  Predecessors  of  Minnie  Co. 

In  1892  was  employed  by  the  Walter  A.  "Wood  Mowing 
&  Reaping  ^Machine  Co.  at  Hoosick  Falls,  N.  Y.,  at  the 
home  office.  In  Feb.,  1893,  I  came  to  St.  Paul  as  a  clerk 
for  the  Walter  A.  Wood  Harvester  Co.   of  Minnesota, 

36  which  had  purchased  the  plant  of  the  Minneapolis  Har- 
vester Co.  a  year  or  two  before  and  was  constructing  a 
plant  at  St.  Paul.  During  the  summer  of  1893  they  were 
bringing  machinery  from  the  Minneapolis  Harvester 
Works  to  the  new  plant,  which  after  that  was  operated. 

1893  was  the  panic  year  and  financial  troubles  set  in. 
I  was  told  that  the  business  of  the  company  was  unprofit- 
able. I  know  that  it  was  tided  along  after  1893  by  money 
received  from  the  Walter  A.  Wood  Co.  at  Hoosick  Falls. 
I  believe  that  the  Minnesota  Co.  continued  on  a  losing 

37  basis  until  it  went  into  the  hands  of  a  receiver  in  March, 
1895. 

I  continued  in  the  employment  of  the  receivers  who 
operated  the  i:)lant  for  two  or  three  years,  with  a  grad- 
ually diminishing  output,  and  finally  stopped  making  ma- 
chines and  rented  the  mialleable  part  of  the  factory.  For 
the  next  two  or  three  years  the  plant  was  practically  idle 
except  as  rented  to  other  parties.  The  plant  was  pur- 
chased by  ]\Ir.  Bronson,  of  Stillwater,  at  a  receiver's  sale 
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in  May,  1901.  I  imclerstood  he  was  agent  for  the  American 
Grass  Twine  Co.  I  continued  in  the  employment  of  that 
company,  which  started  making  machines  there  in  the 

38  fall  of  1901  for  1902  business,  and  carried  it  through  1902. 

Minnie  Co.  Organised  in  1902. 

Then  the  Minnie  Harvester  Company  was  organized 
some  time  in  the  fall  of  1902,  and  made  some  machines  that 
fall  and  in  early  part  of  1903,  for  the  1903  trade. 

39  Cross-Examination. 

The  bulk  of  our  sales  in  binders  and  mowers  in  1903 
were  in  the  northwestern  states  tributary  to  St.  Paul, — 
Minnesota,  North  and  South  Dakota,  Iowa  some,  and  in 
Nebraska  some  good  agencies ;  not  many  in  Wisconsin.  In 
1903  the  bulk  of  the  business  in  harvesting  machinery  in 
these  states  was  done  by  the  I.  H.  Co.     The  Acme  Co. 

40  were  doing  some  business.  I  know  they  had  not  as  many 
agencies  as  the  International,  possibly  not  as  many  as 
we  had  in  some  districts;  may  be  more  in  others.  Possi- 
bly a  few  Walter  A.  Wood  were  being  sold  through  job- 
bers, they  did  not  operate  directly ;  their  sales  were  small 
compared  with  the  total  sales.  A  new  company  bobbed 
up,  making  the  Keystone  mower.  Possibly  the  Johnston 
did  some  business  out  there;  its  business  was  small,  I 
suppose  in  comparison  with  the  International. 

43  It  was  made  known  to  me  in  Sept.,  1903,  that  the  Amer- 
ican Grass  Twine  Co.  sold  the  stock  of  the  Minnie  Co. 
through  E.  M.  Cravath  to  the  I.  H.  Co.  The  Minnie  Co. 
continued  thereafter  doing  business  as  an  independent 
company  and  was  still  doing  so  when  I  left  in  June,  1905. 
I  had  charge  of  the  sales. 

In  1898  Farmers  Urged  That  Plant  Resume  Business. 

During  the  years  we  were  not  operating,  scores 
of  letters  from  dealers  and  farmers  urged  the 
company  to  get  to  making  machines  again  so  they 
could  deal  with  some  company  not  in  the  trust, 
promising  their  patronage,  but  they  did  not  make  good. 

44  Those  letters  did  not  come  in  1904  and  5,  but  in  1898  and  9 
when  we  were  preparing  to  do  business  again.  During 
those  years  the  I.  H.  Co.  had  not  been  organized.  They 
wanted  to  do  business  with  us,  but  we  had  hard  work 
getting  agents.     We  did  not  do  business  on  the  agency 
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plan.  We  sold  the  goods  on  a  sale  contract.  The  output 
of  binders  by  the  Minnie  in  1902  would  be  approximately 
possibly  2,000  binders;  maybe  more,  or  maj'be  less. 

U    FEANK  J.  OTTIS  (witness  for  defendants) : 

Attempts  to  Use  Wire  Grass  for  Making  Tivine. 

45  In  1901  I  was  ass't  general  manager  of  the  American 
Grass  Twine  Co.  of  St.  Paul.  They  made  binder  twine, 
rugs,  and  matting,  out  of  grass  straw,  or  wire  grass, 
which  was  found  in  Minnesota  and  Wisconsin.  It  was 
a  new  business — utilizing  this  wire  grass,  and  its  suc- 
cessful use  in  making  binding  twine  was  seriously  doubtoi] 
by  a  great  m'any.  We  never  tried  to  interest  the  manu. 
facturers  of  binding  twine,  because  we  had  patents  on 
the  spinning  machines  which  made  the  twine,  but  we  made 
efforts  to  induce  the  harvester  companies  to  use  our 
twine.  They  were  skeptical  as  to  the  availability  of  our 
product.  The  Walter  A.  Wood  Harvester  Company 
manufactured  a  knotter  and  used  it  for  a  time.  Our  twine 
was  larger  than  the  standard  twine,  and  required  a  spe- 
cial knotter.  We  were  in  hopes  to  induce  some  of  the 
companies  \^hich  are  now  in  the  I.  H.  Co.  to  adapt  a  knot- 
ter to  that  twine  and  use  it.  We  had  several  conferences, 
but  they  refused  to  do  anything.  They  did  not  believe 
our  twine  would  be  a  success. 

The  American  Grass  Twine  Co.  purchased,  at  receivers' 

46  sale,  early  in  1901,  the  plant  of  the  Walter  A.  Wood  Har- 
vesting Machine  Co.  We  thought  that  the  twine  was  so 
good  that  it  would  sell  the  harvesters,  and  our  object  was 
to  get  an  outlet  for  our  twine  rather  than  to  start  a  har- 
vester company,  so  we  bought  that  plant  from  the  re- 
ceivers and  entered  on  the  work  of  manufacturing  and 
selling  binders.  The  experience  was  not  a  tinancial  suc- 
cess. We  had  a  great  deal  of  trouble  with  the  knotters, 
while  the  twine,  when  carried  over  a  season,  or  when 
used  on  a  dry  day,  would  break  and  would  not  knot.  AVe 
had  to  admit  to  our  sorrow  that  the  grass  twine  so  far 
as  we  could  perfect  it  at  least,  had  not  become  practicable. 
We  were  pretty  thoroughly  convinced  of  that  the  tirst 
year,  but  we  thought  we  had  hit  upon  a  new  thing  in 
treating  it  with  glycerine,  but  we  found  when  the  twine 
got  into  the  field  that  it  gummed  up  the  knotter  and  would 
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not  work.  That  brongM  ns  into  a  second  harvest.  Before 
the  harvest  of  1903  was  over  we  had  realized  the  situa- 
tion; we  realized  it  in  1902.  We  felt  that  we  should 
abandon  the  grass  twine  knotter  and  manufacture  knot- 
ters  which  would  use  the  standard  twine.  To  do  that  we 
had  to  secure  more  capital;  failing  that,  we  would  have 
to  shut  down.  Am  talking  about  1902.  We  had  to  get 
more  capital  to  develop  the  plant  as  a  han'esting  busi- 
ness; sell  it  to  somebody  else  (if  we  could)  or  close  it 
down. 

Organization  of  "Minnie"  Co.  and  Sale  to  I.  H.  Co. 

47  We  organized  the  Minnie  Harvester  Co.  in  October  or 
November  of  1902,  having  in  mind  that  if  that  plant  and 
harvesting  business  was  segregated  and  put  into  a  sep- 
arate corporation,  it  would  be  more  easily  handled  or 
sold.  We  could  not  secure  the  capital  essential  to  a  suc- 
cessful business  in  harvesters.  We  then  took  up  the  mat- 
ter of  selling,  to  the  I.  H.  'Co.,  and.  the  stock  was  sold  to 
the  I.  H.  Co.  through  Mr.  Cravath  of  New  York  in  Sept., 
1903. 

Reasons  for  Running  Business  as  Independent. 

The  contract  provided  that  the  Minnie  Co.  should  oper- 
ate the  business,  and  a  guaranty  as  to  bills  receivable,— 
that  a  certain  amount  should  be  collected  by  a  certain 
date;  and  that  we  were  to  run  the  business.  The  fact 
of  the  sale  was  kept  from  the  public  for  several  years. 

48  The  business  was  run  as  an  independent,  separate  busi- 
ness for  about  two  years;  that  was  done  to  enable  us 
to  collect  the  accounts  and  bills  receivahle  and  to  dispose 
of  the  manufactured  and  unmanufactured  stuff  on  hand. 
We  had  guaranteed  the  accounts  receivable  of  $450,000 
to  be  paid,  at  least  in  that  amount,  I  think  by  Nov.  30, 
1906.  If  it  had  become  publicly  known  that  the  company 
had  sold  out  to  the  I.  H.  Co.,  I  think  the  effect  on  the 
collection  of  those  bills  receivable  would  have  been  very 
disastrous.  That  was  our  feeling  at  that  time,  when  there 
was  so  much  agitation  in  regard  to  affairs  of  that  kind — 
that  we  would  not  have  been  able  to  collect  our  receiv- 
ables and  dispose  of  the  goods  we  had.  Any  company 
that  is  known  to  have  gone  out  of  business  has  difficulty 
in  collecting  its  bills  receivable,  as  compared  with  a  going 
concern.     That  was  the  only  purpose  of  not  disclosing 
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the  sale  that  I  know  of.  About  a  year  and  a  half  prior 
to  the  date  fixed  in  1906,  we  realized  the  $450,000  guar- 
anteed; then  the  transfer  was  made  to  the  International. 
It  took  place  some  time  in  1905,  and  the  sale  became  pub- 
licly known  as  soon  as  it  could  be  worked  out  after  our 
guaranty  was  made  good. 
I  cannot  give  you  the  exact  output  of  binders  of  the 

49  Minnie  Co.  in  1902;  the  total  number  of  harvesters  made 
during  the  entire  four  years  was  about  7,500;  we  dis- 
tributed about  2,500  in  1902,  something  over  3,000  in 
1903,  about  1,500  in  1904,  and  probably  150  to  175  in 
1905;  there  were  some  left  over  that  we  sold  at  that 
time.  We  did  not  start  to  manufacture  until  late  in 
1901,  but  for  the  season  of  1902  we  had  available  2,500 
binders. 

Cross-Examination. 

Difjiciilty  of  Collecting  Receivables. 

I  had  something  to  do  with  the  sale  of  the  Minnie  Co. 
in  1903.  As  to  whether  in  saying  that  it  would  have 
been  impossible  to  collect  the  receivables  if  the  sale  had 
been  known — I  am  merely  expressing  my  opinion :  no,  not 
quite  that,  because  I  acted  in  the  first  place  on  behalf 
of  the  Minnie  Harvester  Co.,  and  did  not  know  until 
afterwards  that  I  was  to  work  for  or  have  anything  to 
do  with  the  I.  H.  Co.  It  was  my  opinion,  as  I  testified 
on  direct,  that  the  reason  the  sale  was  kept  secret  was 
because  it  was  the  only  way  to  collect  the  receivables.  As 
to  whether  the  I.  H.  Co.  acquired  some  40  millions  or 
more  of  receivables  belonging  to  five  different  companies 
and  proceeded  to  collect  and  did  collect  them:  I  do  not 
know  that  to  be  a  fact;  I  know  they  acquired  them  and 
collected  a  large  amount.     I  do  not  know  of  any  case 

50  where  the  I.  H.  Co.  acquired  a  company  and  the  receiv- 
ables, and  was  unable  to  collect  them.  It  was  the  idea 
at  the  time  that  it  would  be  impossible  to  collect  the  bills 
unless  the  fact  of  the  sale  were  kept  secret.  The  I.  H. 
Co.  refused  to  take  the  receivables  unless  guaranteed  to 
the  extent  of  $450,000.  This  the  Minnie  Co.  did,  and  the 
purchasers  gave  it  until  Nov.,  1906,  to  make  good  that 
guaranty.  I  suppose  the  International  would  have  tried 
to  collect  them  if  we  had  not.  As  to  what  makes  me  think 
the  I.  H.  Co.  could  not  have  collected  the  receivables  as 
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well  as  ourselves :  if  the  fact  had  been  made  known  that 
the  Minnie  Co.  had  sold  out,  the  difficulty  that  we  had 
had  with  grass  twine,  the  changes  in  the  knotter,  the  fear 
on  the  part  of  the  farmers  that  they  might  not  be  able 
to  secure  extras — all  those  conditions  seemed  to  make  it 

51  advisable  to  keep  the  matter  quiet  until  those  accounts 
were  collected.  We  had  had  a  great  deal  of  trouble  with 
the  knotter ;  that  trouble  was  not  over,  and  it  was  to  give 
us  a  chance  to  make  good  in  matters  of  that  kind. 

Responsible  for  Advertisements. 

Q.  You  mean  making  good  in  getting  your  money,  and 
not  necessarily  in  giving  repairs?  A.  No,  we  did  a 
great  deal  in  bolstering  up  the  knotter,  putting  on  new 
attachments  in  order  to  make  them  work  with  standard 
twine. 

In  the  beginning  of  1903  was  Assistant  General  Man- 
ager of  the  Minnie  Co.,  and  in  the  latter  part  of  that  year 
was  Manager.  I  presume  I  was  responsible  for  adver- 
tisements published  in  that  year,  if  they  were  published, 
holding  out  the  Minnie  'Co.  as  an  independent  company, 
not  connected  with  'any  trust.  I  know  that  some  adver- 
tisements were  put  in.  I  tried  to  avoid  any  direct  denial 
of  the  fact,  but  I  knew  that  advertisements  were  pub- 
lished which  would  lead  the  public  to  'believe  that  the 
Minnie  'Co.  was  not  a  part  of  the  I.  H.  Co.  and  had  not 
been  bought  up.  I  think  I  am  responsible  for  the  adver- 
tisement in  the  Farm  Implement  News  of  Dec.  30,  1903, 
which  read:  "You  can  get  the  Best  Machines  on  the  Best 
Terms  and  the  Best  Treatment  and  you  don't  have 
to  deal  with  the  trust.  You  do  not  have  to 
deal  with  the  trust.  We  are  Here  to  Stay."  Same 
advertisements  were  put  in  on  Dec.  17  and  24.  They  were 
to  assist  us  to  collect  bills  and  accounts  receivable  which 
we  had  guaranteed  and  to  carry  on  the  business. 

I.  H.  Co.  Still  Furnishing  Extras  for  Old  Machines. 

'Statement  "We  are  here  to  stay"  might  have  been  a 

52  mental  reservation— the  idea  that  the  I.  H.  Co.  had  agreed 
with  me  that  they  would  furnish  extras  for  every  ma- 
chine that  was  out;  and  I  know,  of  my  own  knowleda-e, 
that  they  have  lived  up  to  that,  and  they  are  still  furnish- 
ing extras  for  those  old  machines  at  great  expense.  We 
were  very  glad  to  sell  the  company  to  the  I.  H.  Co.  at 
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that  price,  because  vre  could  not  secure  capital  to  con- 
tinue it. 

E.  F.  BALL  (witness  for  defendants)  : 

Walter  A.  Wood  Sales,  1892  to  1894. 

I  was  Auditor  of  the  Walter  A.  Wood  Harvesting  Ma- 
chine Company  of  Minnesota  in  1892,  1893  and  1894.  In 
1892  tliev  built  about  8,000  binders ;  in  1893,  14,000,  and 
in  1894  they  dropped  to  2,600. 


CLARENCE  S.  FUNK  (witness  for  petitioner)  : 

Appraisal  of  Minnie  Plant. 

53  In  the  summer  of  1903  I  visited  St.  Paul  to  appraise 
the  Minnie  Harvester  purchase.  I  was  acting  for  the 
executive  committee  of  ihe  I.  H.  Co.     I    met    Thomas 

54  Ottis,  President,  Frank  J.  Ottis,  Secretary,  and  Mr.  Early, 
Sales  Manager,  of  the  Minnie  Co.  The  interest  of  the 
I.  H.  Co.  in  the  Minnie  Co.  was  not  made  known  gener- 
ally until  some  time  later,  and  during  that  period  the 

55  Miimie  was  in  business  under  its  own  name.  The  Minnie 
Co.  was  making  binders  to  a  very  small  extent. 

Cross-Examination. 

Attempt  to  Manufacture  Binder  Tivin'e  of  Flax  Straw. 

fi2  The  Harvester  Co.  conducted  very  extensive  experi- 
ments at  the  Minnie  plant  at  St.  Paul,  trying  to  make  a 
binder  twine  from  flax  straw.  This  work  began  within  a 
year  after  the  International  bought  the  plant,  and  has 
been  carried  on  very  extensively  and  a  very  large  amount 
of  money  has  been  sunk.  We  found  that  by  exceedingly 
careful  preparation  and  very  careful  handling  by  spe- 
cially designed  and  expensive  machinery,  fairly  good 
working  twine  could  be  made,  but  there  was  enough  sacch- 
arine matter  left  in  the  fibre  to  attract  crickets  and  grass- 
hoppers, which  ate  the  stuff  about  as  fast  as  we  could 
piTt  it  out;  so  the  enterprise  was  a  failure  for  that  rea- 
son. We  spent  over  $1,000,000  in  trying  to  develop  the 
industry  in  flax  binder  twine.  The  work  was  carried  on 
8  or  9  years.     I  think  the  Deering  Co.  before  had  done 
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some  experimenting  in  it,  but  because  of  the  expense  they 
did  not  have  the  courage  to  tackle  it  in  a  broad  way. 

63  In  order  to  make  the  twine  impervious  to  crickets  and 
grasshoppers,  we  hired  chemists  and  sent  samples  to 
laboratories  of  different  agricultural  colleges  and  to  the 
Department  of  Agriculture  at  Washington.  We  offered 
substantial  rewards  to  any  one  who  could  make  the  twine 
bug  proof.  This  twine  was  produced  from  American 
grown  flax  at  a  price  much  less  than  the  cost  of  making 
twine  from  imported  fibres.  Flax  has  been  largely  grown 
in  Minnesota,  and  under  the  Minnesota  methods  of  farm- 
ing, has  been  largely  a  waste  product;  the  farmers  burn 
it  to  get  rid  of  it.  That  was  the  tJiing  that  appealed  to 
us  particularly,  the  utilizing  of  practically  a  waste  pro- 
'  duct,  for  which  we  could  afford  to  pay  the  farmer  a  sub- 
stantial amount  if  we  could  work  it  into  twine,  and  sell 
them  the  twine  cheaper  than  that  made  from  the  im- 
ported fibres.  I  think  during  the  years  the  International 
operated  the  plant  at  St.  Paul  for  that  purpose,  10,000 
or  12,000  tons  of  that  twine  was  made  and  distributed 
to  the  farmers.  We  are  constantly  hunting  for  an  Ameri- 
can grown  fibre  from  which  twine  can  be  successfully 
made,  but  have  not  yet  been  able  to  find  it. 

Re-direct  Examination. 

66  Broadly  speaking  it  is  not  new  in  the  trade  for  manu- 
facturers of  agricultural  machinery  to  spend  money  in 
trying  to  develop  business  or  make  improvements ;  but 
it  was  very  new  in  the  trade  for  one  manufacturer  to  be 
willing  to  gamble  $1,000,000  on  an  experiment  of  making 
flax  twine. 

Before   the   binder  Avas   perfect,  many  improvements 
were  made  from  time  to  time  and  manufacturers  were 

67  spending  money  for  improvements,  just  as  the  I.  H.  Co. 
is  now.  The  Appleby  knotter  resulted  from  long  years 
of  experimentation.  I  don't  think  Appleby  spent  large 
sums.    He  was  a  poor  man. 

XIII 

52    H.  L.  DANIELS  (witness  for  defendants) : 

Purpose  to  Use  Cheaper  and  Home  Grown  Material. 

I  am  in  charge  of  the  Fibre  Department  of  the  I.  H.  Co. 
As  to  the  work  done  prior  to  1902  in  an  experimental 
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53  wav  to  find  a  way  of  making  a  practicable  binding  twine 
from  flax  straw :  *  The  McCormick  Co.  had  been  and  were 
then  making  experiments.  The  Deering  Co.  had  made 
y^yy  active  experiments  for  several  years  longer  than  the 
^McCormick  Co. 

One  object  was  to  secnre  a  cheaper  material;  the  other 
a  home  grown  material  rather  than  an  imported  one. 
The  large  proportion  of  the  flax  grown  in  this  country  is 
in  the  Xorthwest,  from  Iowa  north.  The  McCormick  ex- 
perimental station  was  at  the  McCormick  plant  in  Chi- 
cago; the  Deering  experimental  plant  across  from  the 
Deering  plant  in  Chicago.  William , Deering  used  an  as- 
sembling warehouse  at  Harmony,  Minn,  in  connection 
with  his  plant. 

Large  Warehouse  Space  Required. 

The  I.  H.  Co.  carried  on  this  experimental  work  of  try- 

54  ing  to  make  a  practical  twine  from  flax.  The  require- 
ments of  warehouse  room  with  flax  are  much  larger  than 
any  other  form  of  twine  making,  because  you  get  only  10 
per  cent,  or  less  of  the  crude  material  into  your  finished 
product,  A  consideration  in  determining  upon  a  plant 
for  the  manufacture  of  twine  from  fiax  would  involve  as 
one  of  the  elements  a  large  warehouse  capacity  and  stor- 
age room.  Because  of  lav^e  waste  product  the  plant 
must  be  located  near  the  center  of  the  flax  raising  coun- 
try to  sa\e  freight  on  90  per  cent,  of  the  straw.  The  plant 
of  the  Minnie  Harvester  Co.,  because  of  the  storage  re- 
quirements and  being  in  the  heart  of  the  flax  country, 
was  adapted  to  that  business.  I  do  not  know  exactly  the 
storage  capacity.  At  one  time  we  had  44,000  tons  of  flax 
straw  at  the  plant,  and  10,000  tons  of  that  on  the  outside ; 
we  did  not  have  room  for  it  in  the  building. 

Extensive  Experiments  in  Maldng  Flax  Twine. 

55  In  1905  the  International  Flax  Twine  Co.  was  organ- 
ized and  took  over  the  property  of  the  Minnie  Harvester 
Company.  I  do  not  know  when  the  I.  H.  Co.  became  in- 
terested in  the  Minnie.  The  I.  H.  Co.  organized  the  In- 
ternational Flax  Twine  Co.  to  go  into  the  flax  twine  busi- 
ness, and  that  company  tried  from  1905  to  1911  to  manu- 
facture binding  twine  from  flax  straw.  The  plant  is  still 
operated,  bat  not  with  flax.  The  company  entered  upon 
the  work  of  making  flax  twine  in  a  large  and  extensive 
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way.  We  organized  a  campaign  of  education;  furnished 
seed  to  tlie  farmers  who  would  sow  flax  for  that  purpose, 
and  worked  up  much  enthusiasm  in  regard  to  its  cultiva- 
tion by  those  methods.  The  extent  of  our  operations  is 
fairly  reflected  by  the  storage  of  44,000  tons  of  flax  straw 
there  at  one  time — well  up  towards  4,000  carloads.  For 
those  three  years  we  made  binding  twine  out  of  flax  straw, 
and  a  great  deal  was  used. 

$1,500,000  Expended,  but  Residt  a  Failure. 

56  The  result  was  unsatisfactory.  The  twine,  while 
it  worked  well  in  the  machines  at  the  time  the 
grain  was  bound,  was  not  reliable;  insects  ate  it, 
and  it  disintegrated  under  conditions  of  weather 
and  atmosphere,  and  the  grain  did  not  hold  together  well. 
For  that  reason  the  twine  was  not  successful.  We  con- 
stantly made  extensive  experiments  to  improve  the  pro- 
duet  and  get  rid  of  the  elements  that  were  reducing  it 
to  cricket  food.  The  result  can  all  be  summed  up  in  the 
words  that  it  was  a  failure.  It  was  thoroughly  demon- 
strated that  we  could  not  make  binder  twine  from  flax 
straw,  and  I  do  not  believe  it  can  be  done.  The  Interna- 
tional spent  in  its  endeavor  to  make  a  practicable  binder 
twine  from  American  flax  straw  more  than  $1,500,000,  and 
all  of  that  amount  represents  its  loss. 

Cross-Examination. 

We  spent  that  $1,500,000  in  the  expectation  that  we 
might  make  considerable  more  than  that  if  our  experi- 
ment proved  successful.  If  Mr.  Funk  testified  that  the  I. 
H.  Co.  spent  about  a  million  on  the  experiment,  I  do 
not  know  what  he  based  his  figures  on.    I  am  painfully 

57  aware  that  the  Comptroller  has  told  me  that  those  ex- 
periments ran  into  that  sum. 

I  had  something  to  do  with  the  purchase  of  the  Minnie 
Plant — nothing  with  the  negotiations  resulting  in  its  pur- 
chase in  the  fall  of  1903.  I  think  I  knew  of  the  purchase 
at  that  time.  It  was  two  years  after  1903  before  we  used 
the  plant  for  the  manufacture  of  flax  twine.  In  1907  we 
had  the  largest  amount  of  straw.  I  have  lieen  in  twine 
business  many  years,  and  am  familiar  with  the  agricul- 
tural implement  business  generally.  This  is  not  the  first 
time  manufacturers  lost  money  on  an  experiment.  There 
have  been  a  great  many  unsuccessful  experiments. 


IV 


WEBER  WAGON  PLANT. 


187  (Pet's  Exh.  32-A.)— Agreement  dated  Nov.  12,  1904, 
between  H.  Weber,  '\V.  H.  Weber  and  George  Weber,  ven- 
dors, and  I.  H.  Co.,  purchaser,  provides  for  the  sale  of 
80  per  cent,  of  the  capital  stock  of  Weber  Wagon  Co., 
capitalized  at  $500,000,  and  owning  a  plant  at  Chicago; 
the  price  to  be  fixed  after  taking  inventories ;  and  for  an 
option  to  purchase  the  remaining  20  per  cent,  on  or  be- 
fore Jan.  1,  1910,  at  the  same  price  plus  interest.  Ven- 
dors assume  all  liabilities  on  Nov.  12,  1904,  except  cer- 
tain liabilities  for  materials,  salaries,  etc.  Vendors  not 
to  engage  in  manufacture  or  sale  of  wagons  for  15  years 
except  in  Rhode  Island  and  Delaware. 

195  Pet's  Exh.  32-B,  32-('  and  32-D.— Two  deeds,  Sept.  2, 
1905,  and  Dec.  15,  1905,  from  Weber  Wagon  Co.  to  I.  H. 
Co.  and  assignment,  Sept.  2,  1905,  Weber  AVagon  Co.  to 
I.  H.  Co. 


CLARENCE  S.  FUNK: 

55  The  Weber  Wagon  Co.  was  purchased  in  August,  1905. 
The  Kemp  Spreader  purchase  was  made  in  November, 
1906.  The  Bettendorf  Axle  Co.  was  purchased  in  July, 
1910. 
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HI. 

NO  MONOPOLIZING  METHODS  OR  PRACTICES. 

1.      PATENTS. 

Charge  of  Petition. 

"Defendants  have  systematically  bought  up  patents 
upon  harvesting  machinery,  tools  and  implements,  and 
acquired  all  new  inventions  therein,  in  order  thereby  more 
effectually  to  perpetuate  the  combination  and  monopoly 
hereinbefore  described."     (Pet,  p.  2.3.) 

The  Evidence. 

XIII 

313  JOHN  F.  STEWARD : 

I  am  an  inventor,  a  mechanical  engineer  in  agricultural 
lines  and  patent  expert,  and  have  studied  harvesting  in- 

316  ventions  and  patents  for  48  years.  Between  1865  and 
1902  was  devoting  my  attention  to  the  development  of 
harvesting  machinery  and  incidentally  to  patent  matters. 
The  binding  attachment  using  twine  was  the  first  suc- 
cessful machine  approaching  perfection  in  1880,  when 
we  put  out  successfully  3,000  twine  binders. 

In  1902  All  Basic  Harvester  Patents  Had  Expired. 

In  1902  all  basic  patents  covering  any  important  fea- 
ture of  the  self-binding  harvester  had  expired.  In  1885 
there  had  been  9,000  patents  granted  on  grain  and  grass 
harvesting  machinery;  they  had  all  expired  in  1902. 
Since  that  time,  any  one  who  had  the  capital  and  the 
mechanical  skill  and  organization  could  make  an  efficient 
self-binder  as  good  as  the  best  without  infringing  any 
patents. 

317  I  have  several  times  seen  the  binder  made  and  sold 
during  the  last  few  years.  Deere  Company's  binder  is  an 
aggregation  of  parts  largely  of  the  Deering  and  McCor- 
mick  machines.  The  reel  at  both  ends  of  its  support  is 
practically  the  McC'ormick;  the  binding  attachment  that 
of  the  Deering;  it  follows  more  largely  the  Deering  type 
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than  the  McCormick.  The  grain  adjusting  device,  the 
butter  extension,  the  knotting  devices  and  the  headboard 
of  the  binding  attachment  are  of  the  Deering  type.  The 
tubular  cutting  apparatus  is  of  the  Deering  and  MeCov- 
mick  type ;  rseat  support  is  of  the  Deering  and  ]\IcCormick 
type;  the  wind  shield  is  of  Ihe  ]kicC'ormick  type.  The  main 
supporting  and  traction  reel  is  of  Deering  type.  There 
are  lesser  forms  of  devices  that  were  borrowed  from  one 
or  the  other  of  the  two  machines. 

I  have  examined  the  binder  of  the  Independent  Har- 
vester Company  to  determine  its  origin  and  construc- 
tion. The  reel  is  of  Deering  type;  the  wind  shield  is  of 
McCormick  type,  and  the  bundle  carrier  Deering  type; 
the  knotter  is  largely  of  the  Deering  type. 
381  Unquestionably  I  could,  without  infringing  any  patent 
under  which  I.  H.  ( 'o.  binders  are  made,  build  a  Innder 
as  good  and  efficient  as  any  of  the  I.  H.  Co.  brands. 

I.  H.  Co.  Boiir/ht  Patents  Oiihj  for  Use. 

324  The  I.  H.  Co.,  during  the  past  ten  years,  has  pur- 
chased few  patents — none  that  we  did  not  buy  to  use — 
and  it  has  not  used  its  patents  for  the  purpose  of  litiga- 
tion. 

JOHN  F.  APPLEBY: 

No  Patents  in  1902  Cover'nu/  Fssoitial  Paris  of  Binders. 

376  T  have  been  familiar  with  whole  course  of  harvesting 
machinery  in  the  V.  S.  during  the  past  40  or  50  years; 
was  working  for  the  Deering  Co.  in  1900  and  1902,  when 
the  1.  H.  Co.  was  organized.     At  that  time  there  were  no 

377  patents  of  any  sort  covering  any  essential  or  important 
part  of  the  complete  binder  harvester  machine.  Anyliody 
with  skill  could  have  built  any  kind  of  a  binder  without 
interruption  at  that  time.  T,  myself,  made  as  good  a 
binder  as  any  then  in  existence,  and  better. 

T  was  connected  with  the  I.  H.  Co.  for  about  one  year 
building  a  12-ft.  harvester  and  binder — ^l^inding  header 
and  !:inder.  For  the  last  10  years  have  been  experim.ent- 
ing  on  cotton  pickers,  chiefly.  At  present  am  engaged 
in  manufacturing  cotton  pickers  at  Davenport.  We  are 
just  beginning  on  harvesters,  binders,  shockers,  traction 
machines  and  farm  engines,  ^ly  company  is  the  West- 
ern Implement  &  [Motor  Co.    "We  have  recentlv  built  an- 
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other  binder  harvester ;  I  will  complete  it  within  a  month, 
I  guess,  shocker  and  all  complete.  When  finished  1  ex- 
pect it  will  be  better  than  any  binder  harvester  now  in 
.  existence.  It  will  infringe  upon  no  patent  or  any  feature 
it  embodies,  that  I  know  of. 

From  my  experience  and  knowledge  of  the  harvesting 
machine  business,  I  feel  that  the  field  for  making  and 

378  selling  harvesting  machinery  is  free  and  open.  I  pro- 
pose to  go  into  it  again.  I  know^  of  no  obstacles  or  ob- 
structions to  my  doing  so. 

Cross-Examination. 

The  essential  patents  on  the  Appleby  knotter  were 
sold,  after  I  had  licensed  a  great  many  companies,  to 

379  Whiteley,  Fasler  &  Kelly,  of  Spring-field,  0.  I  licensed 
the  McCormick  Co.  in  the  early  stages;  and  the  Appleby 
Binder  Co.,  as  we  were  called  at  that  time,  licensed  the 
Piano  Co.  and  Champion  and  Milwaukee  Companies. 

The  Western  Implement  Co.  was  organized  a  little 
over  a  year  and  a  half  ago.  J.  E.  Bermeister,  a  Daven- 
port man,  and  W.  M.  Smith  were  founders  of  it.  A  ma- 
chine has  been  made  for  a  long  time  that  cuts,  binds  and 
threshes  the  grain.  Mv  company  has  nothing  to  do  with 
it. 


GLASS?   CHARGE   OF   FALSE   STATEMENTS  BY  I.    H.    CO.     EM- 
PLOYES. 

Ill 

358  ALBERT  J.  GLASS  (witness  for  petitioner) : 

Statement  Made  bij  Tivo  International  Employes. 

Our  company  brought  two  suits    in    1903    and     1904 

359  against  certain  men  employed  by  the  International.  I 
do  not  recall  the  names  now.  It  was  reported  to  me  that 
these  men  Avere  saying  to  our  agents  and  customers, 
"It  is  foolish  for  you  to  continue  selling  the  Adriance  ma- 
chines as  the  International  has  bought  that  factory  and 
will  take  it  over  in  a  year  or  two."  We  heard  those 
reports  so  continuously  that  we  finally  picked  two  cases 
where  we  could  produce  the  evidence  that  they  had  made 
such  statements,  and  brought  suit  for  $10,000  damages. 
The  men  very  soon  made  abject  apologies  and  paid  the 
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costs,  and  we  dropped  the  matter.     That  sort  of  stories 
were  discontinued  from  that  time  on. 
XII 

■274:  M.  E.  MeCUI.LOUGH: 

Staieinent  Made  Witliuiif  AutliovUu  and  Never  Approved. 

I  was  the  International  General  Agent  at  El- 
mira,  New  York,  when  suit  was  brought  by 
the  Adriance-Platt  Co.  against  two  of  my  trav- 
eling representatives  in  1905,  for  damages  be- 
cause of  alleged  statements  that  the  plaintiff  had  been 
acquired  by  the  I,  H.  Co.  and  was  to  be  taken  over  soon. 
These  men,  if  they  made  such  statements,  did  not  make 
tliem  by  my  autJiovity  or  direction,  nor  did  I  have  any 
knowledge  of  it.  I  in  no  wise  directed,  instructed  or  au- 
thorized any  of  my  salesmen  to  make  any  such  statements 
and  had  no  knowledge  at  any  time  that  any  of  my  sales- 
men were  making  any  sucli  statements.  When  these  men 
were  sued  l)y  the  Adriance-Platt  Co.,  neither  I  nor  the 
I.  B.  (*o.  defended  the  suit  for  them,  or  paid  any  of  the 

275  costs  or  had  anything  to  do  Avith  it.  We  in  no  wise  rati- 
fied or  approved  anything  these  men  had  done,  if  they  did 
make  such  statements  as  that. 

Cross-Exa))iinatio)i. 

Eijiplniics  Diseharged. 

One  of  these  men  was  named  William  Harrison  and  the 
otlier,  I  believe,  was  John  Childs.  I  became  acquainted 
with  the  fact  that  they  were  being  sued  shortly  after  the 
papers  were  served  upon  them.  I  discharged  them  short- 
ly afterwards.  As  nearly  as  I  can  remember  ^Ir.  Harri- 
son was  discharged  in  July  and  the  other  man  shortly 
after  that  time  or  before.  I  am  sure  they  were  dis- 
charged because  they  made  those  statements.     This  was 

276  in  1905  and  they  were  discharged  in  the  same  year.  I 
cannot  say  as  to  whether  these  men  have  been  employed 
by  the  I.  H.  Co.  since  that  time;  I  was  transferred  from 
Elmira  in  1908.  The  canvassing  season  had  not  expired 
before  they  were  discharged ;  it  never  expires. 
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M.    H.    LAMB'S    CHABGE    OF    DISCRIMINATORY    PRICES    TO 
INJURE  COMPETITORS. 
II 

M.  H.  LAMB  (witness  for  petitioner)  : 

In  1903  T  was  general  agent  of  the  MeCormick  Division 
of  I.  H.  Co.  at  Sioux  Falls.  The  former  general  agencies 
of  the  Deering,  Milwaukee,  Champion,  Piano  and  MeCor- 
mick Companies  at  that  point  became     separate     divi- 

316  sions  of  the  one  company.  In  1903  there  was  very  little,  if 
any  competition  in  this  territory  between  these  five  divi- 
sions in  binders,  mowers,  reapers  and  rakes. 

Trade  conditions  differed  in  1903  from  1902  in  regard 
to  trading  in  old  machines.  In  1903  we  would  not  allow 
anything  to  a  local  agent  for  old  machines  traded  for,  and 
we  had  been  in  tlie  habit  of  allowing  something  for  them 
by  way  of  direct  discount,  or  giving  him  an  extra  can- 
vasser, or  paying  half  the  salary  of  a  man  working  for 
him,  or  in  not  being  so  careful  about  the  free  list  on  re- 
pairs. We  were  directed  to  be  very  careful  about  the 
free  list  in  1903. 

Before  1903  our  prices  to  dealers  on  MeCormick  ma- 
chines varied  according  to  competition  in  different  towns. 
After  1903  the  prices  were  the  same  to  all  dealers  with 
the  exception  of  one  or  two  places.  The  1903  price  was 
our  regular  1902  price,  either  $95  or  $100.  We  varied 
from  this  jjrior  to  1903. 

Prices  at  Madison,  S.  D.,  and  Rock  Rapids,  la. 

317  At  Madison,  S.  13.,  in  1903  prices  varied.  The  Minne- 
apolis harvester  was  doing  a  large  business  there;  also 
some  business  at  Woonsocket.  I  made  a  price  of  $75  to 
Goldstein  &  Waskey,  dealers  at  Madison.  They  had  been 
agents  for  the  "Minnie."  That  was  either  $20  or  $25 
below  our  regular  price  for  1903. 

My  settlement  with  the  Harvester  Co.  at  the  end  of 
the  year  showed  the  transactions. 

We  also  varied  from  our  regular  1903  prices  to  meet 
competition  of  the  Minnie  Company  ait  Eock  Rapids, 
Iowa.     It  was  not  doing  as  much  business  there  as  at 

318  Madison.  I  made  a  price  of  $80  or  $85.  I  sold  between 
75  and  100  machines  to  those  dealers  at  Madison  for 
$75 — a  very  large  sale  for  a  town.  I  do  not  recall  any 
other  instances  in  which  we  varied  from  regular  prices. 
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I  do  not  know  what  happened  to  the  Minnie  Company  in 
1903. 

Cross-Examhiation. 

329  I  could  not  answer  now  how  many  binders  the  Minne- 
apolis Rarvi'ster  Company  sold  in  1903  in  my  territory, 
nor  how  many  were  sold  by  the  iNcme  people.  It  was  th-' 
duty  of  our  district  agents  to  get  the  number  of  ma- 
chines sold  in  their  respective  blocks  liy  competitors  and 

330  report  to  us.  That  report  was  forwarded  to  Chicago 
with  my  settlement.  I  cannot  recall  the  number  of  mow- 
ers sold  that  year  by  different  manufacturers  in  that 
territory.  I  liad  within  that  territory  between  140  and 
150  agents.  Outside  of  the  McCormick  agents  I  would 
say  there  were  about  twice  as  many  agents  handling 
agricultural  machinery  in  my  territory  as  we  had  agents. 
In  some  towns  where  we  had  no  agent  other  people  did. 

There  was  more  lil>erality  in  paying  for  old  machines 

331  before  1902  than  afterwards.  'J.'he  average  life  of  a  binder 
on  the  farm  prior  to  1902  was  five,  six  or  seven  years; 
I  do  not  know  what  it  is  today.  It  is  no  better  todaj' 
than  it  was  then.  In  1S9S,  1S99  and  1900  there  was  tre- 
mendous pressure  of  sales  which  resulted  often  times  in 
farmers  buying  new  machines  and  turning  in  old  ones, 
when  the  old  ones  still  had  good  life  in  them.  That  con- 
dition existed  up  to  1905  when  I  quit.  There  was  no 
change  that  I  know  of. 

Before  the  I.  11.  Co.  was  formed  the  prices  of  the  ^Ic- 
Cormick  binders  varied  where  the  competitor  sold  at  a 
lovi'ei-  price.  It  was  as  if  a  wholesale  grocer  in  St.  Louis 
doing  business  throughout  the  statin/,  should  meet  the 
competition  of  a  local  .ioliber  at  Jefferson  City,  by  lower- 

332  ing  his  price  to  meet  that  of  the  competitor.  That  Avas  not 
done  by  the  McCormick  Division  except  in  the  two  in- 
stances. 

I  am  not  hostile  to  the  International  Harvester  Com- 
pany. 

Rc-dirpct  E.raniinaiioii. 

I  was  sub])nenaed.  The  140  agents  referred  to  were 
of  the  ^IcCormick  Division  only.  In  the  same  territory 
334  in  1903,  all  of  the  other  agents  that  I  have  named  were 
agents  of  the  otlier  different  divisions.  There  are  on  an 
average  two,  sometimes  three  agents  in  a  small  country 
town  of  a  thousand  inhabitants. 


II 
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Re-cross  Exmvination. 


340  My  attitude  as  a  witness  is  one  of  perfect  fairness  to 
the  I.  H.  Co.,  but  as  to  Legge  (General  Manager  of  I.  H. 
Co.)  no.  I  have  a  divided  mental  attitude  in  this  law- 
suit as  a  witness;  if  I  can  band  it  to  Legge  I  am  going 
to  do  it. 


DEFENDANTS     EVIDENCE   CONTRADICTING   M.    H.   LAMB. 

VIII 

GEOEGE  WASKEY : 

528  Have  been  in  the  retail  implement  business  at  Madison, 
S.  D.,  since  1891.     My  firm  of  Gulstine  &  Waskey  was  in 

530  business  since  1900.  In  1902,  1903  and  1904  they  handled 
the  Minnie  and  Acme  harvesting  goods.  I  did  not  handle 
a  dollar's  worth  of  I.  H.  Co.  in  1902  or  1903. 

I  know  Michael  Lamb.  He  was,  in  1902  and  1903,  the 
general  agent  at  Sioux  Palls  of  the  McCormick  division. 
The  I.  H.  Co.'s  harvesting  goods  were  not  handled  bv 
my  firm  in  1902,  1903  and  1904.  The  I.  H.  Co.  could  not 
have  through  Michael  Lamb  or  any  one  else  given  to  us  in 
1903,  a  reduced  price  on  any  harvesting  machinery  be- 
cause we  did  not  buy  a  cent's  worth  of  them.  There  is 
absolutely  no  truth  in  such  a  statement  if  made.  It  is 
a  positive  falsehood. 

No  Reduced  Price  Given  hy  International. 

531  My  firm  began  business  with  I.  H.  Co.  in  1906.  It  has 
never  given  us  a  reduced  price  on  any  implements,.  Be- 
fore 1902  Lamb  was  the  Sioux  Falls  representative  of  the 
McCormick  Co.  for  one  or  two  years;  and  I  bought 
McCormick  binders  from  him  at  a  different  price 
than  the  regular  price.  They  were  undoubtedly  sample 
machines,  picked  up  in  the  South,  showing  bolt  marks 
and  rust;  in  fact  almost  junk;  few  of  them  packed,  just 
thrown  loose  in  the  car.  It  required  a  considerable  extra 
labor  to  get  them  together  and  to  make  them  work.  They 
were  a  low  quality  of  machines,  and  that  was  the  consid- 

532  eration  of  the  low  price.  That  was  in  1901  before  the 
I.  H.  Co.  was  organized. 
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Cross-Exami)iatio>i. 

Handled  Mimiie  and  Acme  Binders  Untd  1905. 

We  handled  the  Minnie  binder  from  1892  as  long  as 
manufactured;  until  1905,  I  think;  and  the  Acme  in  the 
same  years.  As  to  whether  I  was  opposed  to  the  I.  H. 
Co.  on  the  ground  that  it  was  a  trust,  that  is  not  the 
reason  we  did  not  do  business  with  them. 

As  to  \\']iethGr  I  felt  that  it  was  harmful  to  the  dealer 
and  fanner  that  all  the  manufacturers  should  be  com- 
bined into  one  company,  I  can't  say  that  they  were  all 
combined.  There  were  other  macliines.  "We  did  not 
handle  the  International  machines.  We  handled  the  Min- 
nie and  Acme. 

533 '  As  to  whether  I  was  pushing  the  Acme  and  Minnie 
binders  in  those  years  on  the  ground  they  were  not  manu- 
factured by  the  International,  will  say  it  was  our  business 
to  push  them;  that  was  the  only  reason.  I  do  not  re- 
member that  we  uri^ed  the  farm^ers  to  buy  those  machines 
because  not  manufactured  by  a  Trust.  W^e  sold  them 
on  their  merits.    That  is  the  way  we  usually  sell  goods. 

I  do  not  know  that  the  ilinnie  was  acquired  l)y  the  In- 
ternational in  Septemlier,  1903.  I  did  business  with  it 
two  years  after  Sept.,  1903.  I  sold  no  Acme  binders  in 
1912 ;  we  could  not  get  any.    I  sold  no  Acme  mowers  and 

534  one  or  two  Acme  rakes.  I  consider  myself  an  Acme 
agent;  have  a  contract  with  them  today.  I  sold  18  to  20 
International  binders  last  year,  S  or  10  International 
mowers,  and  5  or  (!  sulky  rakes.  I  am  an  agent  in  good 
faith  for  the  Acme.  I  sold  4  or  5  Acme  binders  in  1911 
and  15  or  16  Deering 

I  met  Lamb  in  1900,  1901  and  1902.  I  have  my  deal- 
ings directly  with  the  general  agent  today;  orders 
are  taken  through  the  blockman.  I  liave  signed  con- 
tracts here  in  Sioux  Falls,  but  most  always  the  block 
man  lirings  them.  I  have  discussions  every  year  with  the 
general  agent  here  about  it.  ]\Iadison  is  forty  miles  from 
here.     The  Minnie  binder  was  all  riglit. 

Re-direct  Examination. 

Last  year  I  had  some  orders  for  the  Acme  binder  and 
I  took  it  up  with  the  transfer  man  here  in  Sioux  Falls. 
He  told  me  he  would  take  it  up  with  the  general  agent 
at  Aberdeen,  who  wrote  that  they  were  absolutely  sold 
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535  out  and  could  not  furnish  the  machines.     Consequently, 

I  had  to  substitute  something  else. 
XIII 

404  A.  E.  BOWRING  (witness  for  defts.) : 

McCormick  Prices  at  Rock  Rapids,  la.,  in  1903. 

I  am  general  agent  of  the  I.  H.  Co.  of  A.  at  Sioux  Falls, 

405  'S.  D.  Rock  Rapids,  la.,  was  in  the  Sioux  Falls  general 
agency  in  1903.  I  produced  from  the  files  of  the  I.  H.  Co. 
at  Sioux  Falls  a  contract  with  William  Wilka  at  Rock 
Rapids. 

I  know  the  signature  of  M.  H.  Lamb,  to  Defts '  Exh.  180. 
XIV 

Said  exhibit  is  a  regular  1903  commission  agency  con- 
tract between  I.  H.  Co.  of  America  and  Wm.  Wilka,  of 
Rock  Rapids,  Iowa,  dated  Apr.  28,  1903,  and  signed  for 
the  I.  H.  Co.  by  M.  H.  Lamb. 
The  prices  named  therein  are : 

Net     Net 

Cash    Time 

323  prices,  prices. 

McCormick  grain  binder,  5  ft.,  with  carrier,  .at  $95     $100 

Grain  binder,  6  ft.,  with  carrier at    95       100 

Grain  binder,  7  ft.,  with  carrier at    98       103 

Grain  binder,  8  ft.,  with  carrier at  110      115 

Transport  truck   at      5 

Corn  harvester,  with  carrier at    95       100 

XIII 

Defts'  Exh.  181  is  a  correct  copy  of  the  company's 

405  Sioux  Falls  property  ledger  for  1903,  so  far  as  it  relates 
to  the  sales  of  William  Wilka  at  Rock  Rapids,  Iowa,  in 
1903. 

406  "McCormick"  Sales. 
1—7'  L.  H.  binder. 

1 — Tongue  truck. 
1 — 5'  V  bar  mower. 
1 — 6'  new  Big  4  mower. 
4—10'  X  26  Th.  S.  Dp.  rakes. 
1,400  lbs.  American  twine. 

407  Defts'  Exh.  182  is  a  complete  statement  from  the  ledger 
and  journal  showing  the  entire  account  of  Wm.  Wilka  of 
Rock  Rapids  for  1903 : 
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Sales  per  Sett.  7/22/03 

Commission            40 .  00 

1 — 7'  L.  H.  Biuder, 

List  12.J.00 

Farmers'  Xotes   234.00 

1 — Tongue  Truck, 

■•       10.00 

1 — 6'  V  Bar  Mower, 

•■       47.00 

Balance  Due        328. CO 

1—6'  New  Big  4  Jlower,     List  52.00     234.00 
4—10'   X   20   Th.    S.   Dp.    Hay   Rakes, 

net,    72.00 
1400  lbs.   American  Twine,  net  147.00 

Repairs  net  140.  UO 


002.60  602. CO 

Mr.  Bowring:  The  binder  sold  by  William  Wilka,  it 
appears,  was  a  7-t't.  binder.  It  is  entered  at  $125, — tbe 
retail  price  at  which  the  dealer  sold  to  the  farmer,  ac- 

408  counting  to  us  for  the  difference  between  it  and  the  net 
price. 

I  was  general  agent  for  the  Company  in  1903  at  Sioux 
City,  Iowa.  During  that  year  in  my  territory  there  was 
no  special  drive  made  against  the  Minnie  Harvester.  Our 
Division  did  not  use  as  many  canvassers  in  1903  as  we 
did  under  the  old  system  in  1902.  We  did  not  during 
1903  at  any  time  increase  the  number  of  canvassers  we 
had  in  our  territory. 

Cross-Exa  mination. 

The  local  dealer  is  our  agent,  practically.  The  com- 
mission on  this  binder  to  the  local  dealer  was  $25 ;  the  com- 
missions are  shown  as  $40,  but  that  includes  commissions 
on  two  mowing  machines.    There  were  other  agents  sell- 

409  ing  the  MeCormick  lines  near  Rock  Eapids  in  1903 ;  three 
in  the  surrounding  towns.  I  was  not  general  agent  at 
Sioux  Falls  in  1903,  and  did  not  deal  in  1903  with  the 
dealers  at  Eock  Eapids.  M.  H.  Lamb  was  general  agent 
and  Mr.  Espy  assistant. 

98     CLAEK  F.  ESPY: 

In  1903,  was  general  agent  for  the  Deering  Division  of 
the  I.  H.  Co.  at  Sioux  Falls,  South  Dakota.  Eock  Eapids, 
Iowa,  is  within  that  agency  territory.  J.  F.  Nagle  was 
the  dealer  at  Rock  Eapids,  Iowa,  who,  in  1903,  handled 
the  Deering  line. 
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Deering  Prices  at  Rock  Rapids,  la.,  in  1903. 

99  Defts'  Exh.  75  is  the  original  contract  with  Mr.  Nagle 
for  1903.  The  prices  therein  named  were  adhered  to  in 
the  business  that  year.  They  were  the  regular  prices  that 
applied  to  the  entire  territory. 

XIV 

320  Defts'  Exh.  75.    Deering  Division.  (1903)  I.  H.  Co.  of 

321  A.  pommission  Agency  Contract  with  J.  F.  Nagle,  Rock 
Eapids,  la.,  states  the  following  net  prices : 


Net 

_  Net 

price  each 

price  each 

for  cash. 

for  notes. 

95.00 

100.00 

95.00 

100.00 

98.00 

103.00 

Deering  Ideal  Binder  5  ft. 
Deering  Ideal  Binder  6  ft. 
Deering  Ideal  Binder  7  ft. 
XIII    Mr.  Espy:    We  did  not  employ  as  many  canvassers  in 

99  the  Sioux  Falls  agency  in  1903  as  in  1902.  There  was  no 
special  effort  made  against  the  Minnie  Co.,  its  machines 
or  dealers  in  1903.  There  were  no  special  canvassers 
employed  in  our  territory  with  respect  to  dealers  han- 
dhng  the  Minnie. 

Cross-Examination. 

At  present  I  am  a  blockma;n  for  the  I.  H.  Co.     I  am 

100  located  at  Dubuque,  Iowa,  general  agency.  I  left  the 
employ  of  the  International  about  Dec.  1st,  1903,  and  was 
re-employed  about  Feb.  20,  1912 ;  during  interval  part  of 
the  time  was  unemployed,  due  to  ill-health;  part  of  the 
time  I  was  in  private  business.  The  year  of  this  Eock 
Rapids  contract  I  worked  only  for  the  Deering  Division 
and  had  no  connection  with  the  McCormick  Division.  I 
was  general  agent.  Mv  superior  was  Mr.  Haney  of  the 
Deering  Division  at  Chicago.  I  received  my  instructions 
from  him;  none  from  the  McCormick  Division.  I  think 
there  were  two  other  dealers  in  Rock  Rapids  in  1903,  one 

101  handling  the  McCormick  lines.  As  to  whether  the  third 
carried  the  Minnie  I  cannot  say  absolutely  whether  there 
was  a  contract  covering  that,  but  one  of  the  dealers  sold 
the  Minnie  binder.  If  I  rem.ember  correctly  Nagle  sold 
13  binders  under  this  contract  in  1903. 


SWIFT'S  CHARGES  REGARDING  KANSAS  LEGISLATION. 
I 

E.  B.  SWIFT  (witness  for  petitioner)  : 

427  I  was  with  the  Harvester  Company  for  three  years. 
The  first  two  years  the  Harvester   Company's   com- 
mission agency  contracts  with  dealers  had  a  clause  for- 
bidding those  handling  our  grain  binders,  headers,  corn 
binders,  buskers,  shredders,  reapers  or  mowers  from  han- 

428  dling  similar  competitive  articles.  That  provision,  in 
many  instances,  was  protested  against  for  years  before 
the  International  Harvester  Company  was  formed ;  it  was 
protested  against  afterwards. 

Late  in  1902,  or  early  in  1903,  a  bill  was  introduced  in 
Kansas  prohibiting  contracts  having  exclusive  clauses. 
I  went  to  Kansas  in  regard  to  it  early  in  1903. 

Mr.  Grosvenor  read  as  follows  from  the  Executive  Com- 
mittee's minutes  of  I.  H.  Co.  of  A.  of  Feb.  7,  1913: 

"Mr.  Cyrus  Bentley  and  Mr.  "W.  J.  Calhoun  were  pres- 
ent and  the  situation  in  Kansas  was  fully  discussed.  It 
was  decided  that  the  General  Counsel  and  Mr.  Calhoun 
should  arrange  to  have  Mr.  R.  B.  Swift  go  to  Topeka  im- 
mediately to  do  whatever  is  best  for  the  interests  of  the 
Company  and  to  report  thereon." 

I  was  instructed  by  Charles  Deering  and  Cyrus  Mc- 

429  Cormick  to  go  to  Kansas  in  regard  to  this  bill  and  see  that 
it  was  fixed.  I  went  to  Kansas  City  and  found  who  in- 
troduced the  bill,  ascertained  his  financial  condition  and 
then  went  to  a  Topeka  firm  of  attorneys,  Eos«ington, 
Husted  &  Smith. 

I  found  the  introducer  of  this  bill  was  hard  up  and  had 
not  paid  his  stenographer  for  three  to  five  months  and 
that  he  had  introduced  it  to  hold  somebody  up.    My  rec- 

430  ollection  is  tlmt  Smith  carae  from  Topeka  and  I  told  him 
what  I  had  learned.  He  told  me  he  thought  Rossington' 
was  the  better  man  at  that  work.  I  went  to  Topeka,  saw 
Rossington  and  explained  what  I  knew  about  the  mat- 
ter. He  said  it  could  be  attended  to ;  before  I  left  I  was 
told  it  had  'been  sidetracked  and  would  not  be  heard  from 
for  a  while. 

I  stayed  in  Topeka  about  two  days  then  re- 
ported at  Chicago  to  Cyrns  McCormick.  My  recollec- 
tion is  I  told  him  that  I  thought  the  matter  was  only  a 
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hold-up  game.    I  did  not  tell  him  we  were  going  to  pay 
for  it.    My  recollection  is  that  Charles  Deering  was  there 

431  or  that  I  told  him  later.  I  told  McCormick  I  retained 
attorneys  and  went  into  the  matter  reasonably  fully. 

The  Topeka  lawyers  reported  that  the  matter  had  been 
put  aside.     They  rendered  an  $8,000  bill  and  Rossingto) 
came  to  Chicago  because  it  was  not  paid  and  asked  why 
in  blazes  it  had  not  been.    He  said  he  had  used  the  money 

432  to  defeat  this  measure.  I  told  Charles  Deering  that  Ros- 
sington  was  here  and  wanted  his  bill  paid,  which  it  then 
was.  I  said  to  Deering  that  Eossington  had  stated  he 
had  used  some  of  the  money  for  another  purpose  and 
wanted  it.     The  bill  did  not  go  through  at  that  time. 

I  saw  Cyrus  Bentley  and  W.  J.  Calhoun  in  the  former's 
office  about  what  means  should  be  taken  to  get  it  out  of 
the  way.     I  rem-ember  that    Bentley    said    he    did    not 

433  want  anything  done  not  perfectly  straight  and  fair.  I 
recollect  telling  Mr.  Bentley  after  I  returned  that  the  mat- 
ter had  been  turned  over  to  this  law  firm.  It  is  rather 
hazy. 

While  I  was  witli  the  Harvester  Company  it  was  in- 

434  terested  in  other  legislative  matters  and  to  employ  at- 
torneys in  such  matters  was  not  unusual,  but  it  was  usual 

435  for  attorneys  to  arrange  it  as  they  did  in  Kansas. 
XIII 

1  CHARLES  BLOOD  SMITH  (witness  for  defendants) : 

I  have  been  a  practising  lawyer  at  Topeka  forty  years. 
In  the  winter  of  1903,  I  was  a  member  of  Eossington, 
Smith  &  Husted. 

I  received  a  telegram  from  W.  J.  Calhoun  in  Feb.,  1903, 
concerning  an  investigation  of  the  I.  H.  Co.  before  the 
Legislature  of  Kansas.  I  received  a  personal  telegram 
and  one  directed  to  the  firm.    I  have  them  here. 

2  Two  telegrams,  both  dated  Feb.  7  from  W.  J.  Calhoim, 
one  addressed  to  Mr.  Smith  and  the  other  to  his  firm,  are 
introduced.  Each  requests  that  Eossington  meet  E.  B. 
Swift  at  Kansas  Citv  on  Feb.  8th. 

3  After  receiving  them,  I  'phoned  Eossington  and  found 
he  had  received  a  similar  telegram. 

Eossington  and  T  went  to  Kansas  City  and  went  to  the 
McConnick  Building,  where  I  met  :\rr.  Eodney  B.  Swift. 
He,    or    somebodv,    said    a  resolution    had    been  passed 


276 

XIII  .      .  .    ,, 

Id}-  our  legislature  directing  an  investigation  ot  tne 
I.'  H.  Co.  of  A.,  a  committee  had  been  appointed  and  were 
to  meet  the  next  morning — Monday,  and  that  witnesses 
had  been  subpoenaed  to  appear.  They  wanted  some  ad- 
vice as  to  the  matter. 

He  did  not  then  say  anything  concerning  a  bill  prohibit- 
ing exclusive  commission  or  sales  contracts.  There  was 
no  such  bill  then  pending,  as  I  recollect.  He  did  not  ever 
say  to  me  he  wanted  such  a  bill  sidetracked  or  fixed,  or 
words  to  that  effect. 

"We  returned  Sunday  evening  to  Topeka  and  Monday 
morning  received  the  letter  from  Calhoun,  which  I  pro- 
duce. 

4  This  letter  dated  Chicago,  Feb.  7,  1903,  states  that 
Eossington  or  Smith  be  at  Kansas  City  tomorrow  to  meet 
E.  D.  Swift.  A  number  of  manufacturers  of  harvesting 
machinery  were  consolidated  into  one  company,  known  as 
the  International  Harvester  (*ompany:  that  the  Kansas 
legislature  has  appointed  a  special  committee  to  investi- 
gate several  questions  pertaining  to  this  company,  and 
has  subpoenaed  a  Kansas  local  agent  of  the  company  for 
next  Monday  to  testifv  in  regard  to  such  organization. 

The  International  Harvester  Company  proper  is  not 
doing  business  in  Kansas,  and  is  a  manufacturing  corpo- 
ration holding  title  and  operating  factories  formerly  be- 
longing to  the  McCormick,  Deering,  Piano,  Champion  and 
Milwaukee  Companies.  Its  plants  are  all  in  Illinois,  ex- 
cept one  at  ]\rilwaukee  and  one  at  Urbana,  Ohio. 

Subsequently  to  the  incorporation  of  the  I.  H.  Co.,  an 

5  arrangement  was  entered  into  between  it  and  the  I.  H. 
Co.  of  A.,  whereby  the  latter  Irnvs  all  or  most  of  the  har- 
■^-'^sting  niachinerv  made  by  the  T.  H.  Co.  The  T.  IT.  C".  of 
A.  hMs  entered  Kansas  ami  deals  in  harvesting  machin- 
ery. It  is  entirely  separate  and  distinct  from  llie  T.  H.  Co. 
Its  only  relation  to  tire  latler  is  that  of  a  purchas':r  and 
dealer  in  its  manufactured  product. 

This  legislfdlve  investigation  we  think  is  prompted  by 
a  certain  party,  a  former  representative  of  oi;e  of  the 
conslituent  companies  of  the  t  resent  organization.  He 
was  let  out  cf  the  new  company's  employ;  and  iJierefore 
lvi=  a  gri(}vance.  "We  understand  he  has  made  threats 
that  he  Avould  injure  the  eompanv. 

Owing  to  the  labor  incitleiir  to  the  org.inization  of  a 
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company  of  this  kind,  and  gi-tti'ig  its  affairs  into  running 
order,  the  company's  officers  have  been  so  bnsy  that  they 
have  paid  but  little  attention,  or  no  attention,  to  the  action 
of  the  Kansas  legislature. 

Our  attention  was  only  called  thereto  about  one  o'clock 
this  afternoon.  The  company  received  a  letter  from  a  Mr. 
Jenldns,  acting  as  secretary  of  this  legislative  committee, 
asking  if  some  of  the  company's  officers  would  appear  be- 
fore it  next  Wedilosday.  The  writer's  advice  was  to  em- 
ploy eminent  local  counsel,  familiar  with  the  local  condi- 
tions, and  take  his  achd-ce  before  deciding  upon  any  definite 
policy.  We  do  not  care  to  jump  into  a  bramble  bush  un- 
til we  determine  how  dangerous  it  is.  The  situation  re- 
quires diplomatic  handling  and  we  send  to-night  R.  B. 
Swift.     It  is  thought  best  that  he  stop  at  Kansas  City, 

6  for  he  might  be  subpoenaed  to  appear  before  the  commit- 
tee; and  we  did  not  care  to  have  him  do  that  until  we 
were  thoroughly  advised  as  to  the  situation. 

While  there  is  nothing  in  the  company's  organization 
which  causes  it  to  shrink  form  investigation,  yet  it  does 
not  care  to  have  its  affairs  exploited  before  a  legislative 
committee  without  knowing  about  the  purpose  and  spirit 
of  the  investigation.  If  it  is  to  gratify  some  one's  malice, 
or  hold  some  one  up,  we  might  be  prompted  to  act  differ- 
ently from  what  we  would  if  it  was  a  fair,  honest  and  well- 
meaning  investigation. 

We  think  likely  you  will  have  to  appear  before  the  com- 
mittee with  the  witness  on  Monday.  We  understand  he 
is  somewhat  talkative,  and  without  proper  guidance  might 
be  led  to  assume  to  tell  sometliing  he  really  knows  noth- 
ing about.  All  lie  can  truthfully  say  is  that  he  is  a  rep- 
resentative of  the  I.  H.  Co.  of  A.  Without  guidance  he 
might  testify  as  facts  what  are  simply  inferences  on  his 
part. 

Just  what  action  we  will  take  will  be  determined  on 

7  on  your  report  and  advice  as  to  conditions  prevailing  in 
your  state. 

The  Witness:  When  I  met  Swift  at  Kansas  City,  on 
Feb.  8,  1903,  Eossington  was  present. 

Swift  did  not  intimate  that  he  sought  our  employment 
as  lobbvists.  I  did  not  say  to  him  that  Eossington  was 
the  better  man  at  that  sort  of  work,  or  words  of  that 
sort.  I  did  not  have  much  to  do  with  the  hearings  before 
the  committee.    Eossington  took  charge  and  was  occupied 
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all  during  the  rest  of  the  session  with  the  proceedings  be- 
fore this  committee  in  connection  with  the  matter. 

I  have  copies  of  the  resolutions. 

The  first  resolution,  iSenate  Concurrent  Eesolution  No. 
7,  was  confined  entirely  to  wliether  the  company  had  a 
right  to  do  business  in  the  state. 
8  The  other  resolution,  known  as  Resolution  No.  21,  pro- 

vided for  an  in\'ostigation  as  to  whether  thej'  were  vio- 
lating the  anti-trust  law. 

I  have  certified  copies  from  the  office  of  the  Secretary 
of  the  State,  of  the  history  of  both  resolutions.  They  are 
in  substance  as  follows : 

History  of  the  Legislation. 

8-14  Journal  History  of  the  Kansas  Senate  and  House  duly 
certified  by  the  Secretary  of  State  of  Senate  Concurrent 
Resolution  No.  7  of  1903.  It  shows  that  this  resolution  was 
introduced  Jan.  20,  1903.  It  jjrovides  for  a  Special  Com- 
mittee to  investigate  whether  the  I.  H.  Co.  of  A.  has  com- 
plied with  the  state  statutes  so  as  to  have  a  right  to  do 
business  in  Kansas.  The  senate  docket  shows  the  reso- 
lution was  adopted  on  Jan.  21,  1903.  On  Jan.  22,  1903,  the 
House  was  notified  of  the  Senate  members  of  the  Commit- 
tee and  on  Jan.  26,  1903,  the  Senate  was  notified  of  the 
House  memlters. 

On  March  5th  the  committee  reported  to  the  House  that 
the  I.  H.  Co.  of  A.  had  complied  with  the  laws  of  Kan- 
sas and  was  entitled  to  do  business  in  that  state.  It 
also  reported  on  tlie  same  day  under  resolution  21  (an  ab- 
stract of  which  follows)  that  the  I.  H.  Co.  was  not  doing 
business  in  Kansas  and  the  I.  H.  Co.  of  A.  has  not  violated 
the  anti-trust  laws  of  Kansas;  that  the  prices  of  binders 
averaged  $2.60  higher  but  that  the  material  used  in  the 
monufacture  had  advanced  largely,  indicating  that  the 
prices  have  remained  about  the  same.  This  report  was 
adopted  the  same  day. 

The  same  report  by  the  same  committee  was  made  to 
the  Senate  on  March  4;  1903,  and  adopted. 

15-17  Journal  Historv  of  Senate  Concurrent  Resolution  No. 
21,  duly  certified  by  the  Secretary  of  the  State  of  Kan- 
sas. 

It  shows  that  this  resolution  was  introduced  Feb.  2, 
1903,  and  that  tbe  same  committee  appointed  under  Reso- 
lution No.  7  should  investigate  whether  the  I.  H.  Co.  of 
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A.  is  a  combination  void  and  against  public  policy.  The 
resolution  was  adopted  hj-  the  Senate  the  same  day  and 
adopted' by  the  House  on  Feb.  3rd.  The  committee  re- 
ported on  March  5,  1903,  see,  stipra,  p.  278. 

No  Lobbying;  Only  Legal  Services  Emdered. 

17  Mi-.  Smith:  That  investigation  continued  through  the 
session  and  the  report  was  submitted  a  day  or  two  before 
the  legislature  adjourned.  I  do  not  know  how  many  wit- 
nesses were  called  and  was  not  present  at  the  proceedings 
before  the  committee. 

A  bill  was  introduced  in  the  session,  known  as  House 
bill  No.'  800,  relating  to  exclusive  sales  or  agency-contracts 
ten  days  or  two  weeks  after  we  had  been  employed. 

Services  Rendered  by  Rossington  &  Smitli. 

We  were  requested  by  some  one  representing  the  com- 
pany to  examine  into  the  bill  and  present  an  argument  be- 
fore the  judiciary  committee.  We  prepared  a  brief  and 
argued  before  that  committee.  The  House  bill  was  re- 
ported adversely  by  that  committee.  The  author  had 
placed  it  upon  the  calendar  and  notwithstanding  the  ad- 
verse report  by  the  House  committee,  it  passed  the  House. 

A  similar  bill  was  pending  before  the  Senate.  We  pre- 
pared an  argument  and  submitted  a  brief  before  the  Sen- 
ate judiciary^  committee.  The  House  bill  was  substituted 
for  the  Senate  bill  in  the  Senate.  The  bill  was  stricken 
from  the  calendar  on  the  last  day  of  the  session. 

We  rendered  no  service  in  relation  to  either  of  these 
bills  other  than  appearing  as  attorneys,  on  legal  grounds 
both  before  the  committee  and  joint  committee  of  the 
House  and  Senate. 

Not  a  word  was  ever  suggested  about  lobby  work. 
18        We  did  nothing  of  the  kind.    Neither  my  firm  nor  Eoss- 
ington  would  have  accepted  employment  under  any  such 
basis  as  suggested  in  the    language  of  Mr.  Rodney  B. 
Swift,  that  they  wanted  the  bill  side-tracked  or  fixed. 

Bill  Prohibitimg  Exclusive  Clausp. 

18-23  Defts'  Exh.  74.— House  Bill  800,  1903  session  of  Kan- 
sas legislature ;  copy  of  the  reports  of  the  judiciary  com- 
mittee of  the  House  and  Senate;  journal  history  of  the 
bill ;  all  of  these  were  duly  certified  by  the  Secretary  of 
State. 
House  Bill  800  prohibits  the  making  of  exclusive  agency 
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or  sales  contracts  and  provides  no  recovery  may  be  had 
on  such  contracts.  The  bill  was  introduced  on  Feb.  18, 
1903,  and  referred  to  the  Judiciary  Committee,  which  on 
Feb.  20,  1903,  referred  it  back  with  the  recommendation 
that  it  be  not  passed.  It  was,  however,  passed  by  the 
House  on  ]ilarch  2,  1903. 

The  Senate  referred  the  bill  to  the  Judiciary  Commit- 
tee on  March  2nd,  which  on  ;\rarch  5th  reported  that  it 
was  unconstitutional,  whereupon  the  bill  was  stricken 
from  the  calendar. 

^Ir.  S^riTH  (continuing)  : 

24  I  thought  the  committee  made  no  report,  but  Defend- 
ants' Exhibit  74  contains  the  report  of  the  committee. 
It  follows  our  brief  but  makes  no  recommendation. 

Our  appearance  in  relation  to  the  bill  prohibiting  ex- 
clusive sales  or  agency  contracts  was  never  discussed  or 
mentioned  liy  Kodney  B.  Swift.  ]\Iy  interview  with  Swift 
at  Kansas  City  was  ten  days  or  two  weeks  prior  to  the 
introduction  of  this  House  Bill  No.  800.     I  do  not  recall 

25  seeing  Swift,  or  talking  with  him  since.  I  took  no  action 
with  respect  to  either  of  these  matters  other  than  as 
counsel  in  the  conduct  and  practice  of  my  profession. 
Eossington  died  on  July  19,  1909. 

Gross-E.r  (1)11  hid  fioih 

]\ly  firm  was  emj)loyed  by  the  I.  H.  Co.  i7i  respect  to 
two  separate  matters  pending  before  the  Legislature  in 
February,  1903.  One  of  these  matters  was  a  bill  de- 
si.^iKvl  to  prohibit  the  so-called  exclusive  clause  in  con- 
tracts tlie  I.  H.  Co.  made  with  the  local  agents.  That  was 
our  last  employment,  it  was  one  of  the  two  matters. 

I  think  that  on  the  last  day  of  the  session,  the  bill  re- 
lating to  the  exclusive  clause  was  stricken  from  the  cal- 
endar on  motion  of  Senator  Ward,  who  was  a  member 
of  the  committee  having  the  other  bills  in  respect  to 
■which  we  were  also  employed.  The  last  day  of  session 
was  four  or  five  weeks  after  our  employment. 

26  I  beheve  there  is  now  a  law  on  the  statutes  of  Kansas 
prohibiting  the  use  of  exclusive  clauses.  I  do  not  remem- 
ber when  it  was  passed. 

In  the  investigation  of  the  I.  H.  Co.  I  know  there  were 
several  hearings.  I  do  not  know  whether  any,  and  if  so 
how  many,  witnesses  were  examined.  I  do  not  know  how 
many  days  Eossington  attended  such  hearings. 
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We  made  a  gross  eliarge  against  the  company.  We 
have  no  record  or  detailed  statement  in  our  office  show- 
ing the  num'ber  of  days  or  the  matters  in  respect  to  wliich 
we  gave  service  for  the  I.  H.  Co.     I  prepared  a  brief 

27  which  endeavored  to  show  that  such  a  bill  prohibiting  the 
exclusive  clause  would  be  unconstitutional.  I  have  a  car- 
bon copy  of  that  brief  prepared.  I  am  not  able  to  say 
whether  the  report  embraced  part  of  the  brief  because 
I  have  not  examined  the  report  carefully.  That  is  a  copy 
of  the  brief  we  submitted  to  tlie  committee.  (Said  brief 
is  seven  pages  long  and  deals  with  the  constitutionality 
of  the  proposed  legislation  prohibiting  the  exclusive 
agency  contracts.) 

The  Witness.  Eossington  collected  the  fee  for  the 
services.  It  was  paid  sometime  the  following  April  by  a 
checks  for  $8,545,  I  think.    I  believe  Swift  testified  it  was 

28  $8,000.  My  recollection  is  they  wrote  us  to  send  in  our 
account.  We  sent  it  in  and  not  hearing  from  them  in 
two  or  three  weeks  Eossington  went  to  Chicago  to  find 
out  about  it,  and  when  he  was  here  I  suppose  the  ac- 
count was  paid  directly  to  him  in  Chicago. 

I  haA^e  no  record  showing  in  detail  the  services  we 
rendered,  for  which  we  received  this  $8,500,  other  than 
this  seven-page  typewritten  brief,  which  I  have  shown. 
The  entire  services  we  rendered  were  with  reference  to 
these  two  legislative  bills,  and  in  February  and  the  early 
part  of  March,  1903.  I  made  no  effort  to  ascertain,  be- 
fore I  came  here  to  testify,  the  number  of  days  that  the 
committee  held  hearings,  or  the  number  of  witnesses 
that  were  called.  I  made  no  effort  to  ascertain  the  num- 
ber of  hours  or  the  amount  of  services  rendered  by'  Eoss- 
ington or  myself  in  connection  with  this  matter,  or 
whether  the  records  of  the  commitee  or  of  the  hearings 
were  preserved. 

29  I  understood  by  the  phrase  "the  situation  requires 
diplomatic  handling,"  in  Calhoun's  letter,  that  they  had 
just  been  advised  of  the  situation  and  did  not  want  to 
rush  into  it  until  they  found  out  how  it  should  be  handled. 
The  witnesses  had  heen  su'bpoenaed  before  the  commit- 
tee without  their  knowledge. 

I  saw  nothing  of  any  land  whatever  to  indicate  that 
these  bills  were  introduced  to  hold  some  one  up.  I  don't 
recall  the  man's  name  from  Salina,  Kansas,  referred  to  as 
the  one  who  probably  had  a  grievance  and  was  causing  the 
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investigation.     I  made  no  effort  before  coming  here  to 
ascertain  his  name. 

I  examined  our  files  to  ascertain  "whether  they  contained 
correspondence  with  the  I.  H.  Co.  in  connection  with  the 
payment  of  this  hill.  I  saw  a  letter  from  Mr.  Bentley, 
then  general  counsel  of  the  compan}^  He  asked  us  to 
send  in  an  account.  That  is  the  only  correspondence  I 
recall.  I  have  not  it  with  me.  That  is  my  recollection 
of  all  I  found  of  the  transaction,  in  letter  form,  between 
myself  and  the  I.  H.  Co.  al)out  this  matter. 

30  I  have  not  the  slightest  idea  how  much  time  I  put  in 
myself — we  did  not  base  charges  on  per  hour  employ- 
ment at  all.  So  far  as  the  matter  before  the  committee 
was  concerned,  after  this  trip  from  Topeka  to  Kansas 
City,  the  entire  matter  was  handled  by  Rossington. 

I  think  I  prepared  this  brief  with  reference  to  House 
Bill  800.  The  letter  from  Mr.  Bentley  was  dated  about 
the  middle  of  March,  some  time  after  the  Legislature  ad- 
journed in  1903.  It  was  simply  a  short  letter  asking  us 
to  send  our  account  for  services  rendered.  The  records 
in  our  office  showed  no  expenses  in  connection  with  this 
matter.  There  is  no  account  made  in  the  office  excepting 
the  general  charge  of  $8,545. 

Re-direct  Examination. 

It  is  not  the  custom  of  our  office  to  keep  any  daily 
or  hourly  itemized  account  of  services.  At  that  time  wo 
charged  a  lump  sum  generally  for  services  rendered  in 
a  particular  case  after  the  work  was  done  without  regard 
to  the  time  employed  or  the  hours  of  service. 

Re-cross  Examination. 

I  tliink  Rossington  saw  Calhoun  in  Chicago  about  the 
payment  of  his  bill. 

31     WILLIAM  J.  CALHOUN  (witness  for  defts.)  : 

I  reside  at  Chicago  and  have  practiced  law  exclusively 
since  about  1898,  except  for  three  years  while  absent  as 
Minister  to  China.  I  remember  the  circumstances  con- 
nected with  the  sending  of  these  two  telegrams  and  the 
letter  that  was  just  produced  by  Smith. 
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The  Employment  of  Kansas  Counsel. 

My  best  recollection  is  that  I  was  sent  for  by  Cyrus 
Bentley,  then  general  counsel  of  the  I.  H.  Co.     Our  tirm, 

32  Pam,  Calhoun  &  Griennon,  were  designated  as  Chicago 
counsel  for  the  company,  but  not  in  active  charge  of  its 
litigation  or  business,  and  only  occasionally  called  in  by 
way  of  consultation.  Bentley  did  not  seem  to  know  much 
about  it_  and  no  one  there  understood  very  well  what  the 
proceeding  meant. 

1  advised  Mr.  Bentley  that  he  ought  to  employ  a  man 
with  standing  and  character  at  Topeka  to  represent  the 
company  to  appear  before  the  committee  and  advise  as 
to  what  policy  to  pursue.  He  asked  me  whom  to  employ. 
I  remember  making  inquiry  and  suggesting  Mr.  Vv.  H. 
JRossington.  He  did  not  know  him.  I  had  a  silgni  ac- 
quaintance with  Mr.  Eossington  at  that  time — not  inti- 
mate. Following  that,  I  do  not  remember  how  long, 
Eossington  came  to  Chicago  to  see  me  and  I  took  him 
over  and  introduced  him  to  Bentley.  I  understood  they 
had  never  met  before.  There  was  some  general  discus- 
sion as  to  the  Topeka  situation  and  motives  which 
prompted  the  inquiry,  the  exact  tenor  I  do  not  remember 
much  about.  In  the  course  of  the  conversation  Bentley 
said  to  Eossington,  in  somewhat  of  a  peremptory  man- 
ner that  no  matter  what  the  motive  of  this  investigation, 
he  wanted  it  clearly  understood  that  he  would  not  be  a 
party  to  a  transaction  involving  the  payment  of  money 

33  to  anybody  who  might  be  behind  that  legislation  or  con- 
nected with  it.  I  remember-  Eossington  replied,  with 
some  show  of  feeling  that  he  was  not  engaged  in  that 
business,  either,  and  there  the  matter  ended.  That  was  all 
that  was  said  about  it. 

I  have  no  recollection  of  what  the  subieet  of  the  legis- 
lative action  was,  except  as  it  is  sua;gested  to  my  mind  by 
reading  the  letter  I  wrote  at  the  time  or  a  few  days  be- 
fore. I  have  no  recollection  of  ever  havina:  any  other 
matter  before  the  Legislature  mentioned  in  eitlier  of  these 
conversations.  After  I  Avrote  this  letter  and  took  Eps- 
sin.gton  and  introduced  him  to  Bentlev,  I  had  nothing 
more  to  do  with  the  matter  and  never  heard  of  it  after- 
ward. I  understood  Eossington  saw  m.e  in  pursuance  of 
his.  receipt  of  the  telegram  and  letter.  When  I  met  Eos- 
sington the  work  liad  not  been  done — it  was  at  the  be- 
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34  ginning  of  the  matter.     I  was  discussing  it  between  liim 

and  Mr.  Bentley. 

Cross-ExdDiiiiatiou. 

Cannot  give  the  time  I  met  Mr.  Rossington  in  connec- 
tion with  this  matter.  liemember  his  coming  to  Chi- 
cago and  his  introduction  to  Bentley.  He  did  not  come 
to  Chicago  in  connection  with  the  payment  of  the  bill, 
that  I  know  of  on  that  occasion.  I  never  heard  of  tha 
bill,  never  saw  it,  or  knew  there  was  any  dispute  about 
it,  or  anything  connected  with  it.  I  did  not  see  Eossing- 
ton  when  he  came  to  Chicago  to  get  paid  for  his  services. 
I  did  jiot  know  he  came  on  such  mission;  never  had  any 
talk  with  him  about  it.  I  do  not  know  for  what  that 
$8,500  was  paid.  My  connection  was  simply  to  advise 
on  the  day  that  they  determined  to  send  some  one  to 
Kansas  City,  and  then  my  subsequent  meeting,  when  Ros- 
sington came  up  and  I  conferred  with  him. 

I  really  do  not  know  -whose  duty  it  was  to  settle  with 
Rossington.  I  had  nothing  to  do  with  the  payment  and 
I  never  heard  what  it  was  until  it  was  stated.      When 

35  I  talked  with  Rossington  his  services  had  not  been  com- 
pleted and  I  do  not  know  what  he  did  afterwards. 

]\Ir.  Swift  never  reported  to  me. 

Re-direct  Exauiinatinn. 

The  statements  contained  in  my  letter,  as  to  the  cir- 
cumstances, and  so  forth,  T  obtained  from  Mr.  Bentley, 
I  assume,  and  possibly  ]\Ir.  Swift, — those  two.  Don't 
know  which  one  of  them,  if  not  both,  I  talked  to.  I  had 
no  other  source  of  information. 

NO  UNKEASONABLE   PRICES. 

llu'  peiitiun  charges  (p.  41): 

"Through  the  power  acquired  by  defendants  by  their 
monopolization  of  the  manufacture  and  sale  of  harvest- 
ing machinery,  defendants  have  been  enabled  to  advance 
and  have  advanced  the  prices  of  harvesting  implements  in 
interstate  commerce,  to  the  grave  injury  of  the  farmer 
and  the  general  public." 

VI 

Petifioiicr's  Objection  to  Testimony  as  to  Prices. 

328,  329     Mr.  Geosveis^ob.      It  is  understood,  T  take  it,  that 
the  objections  heretofore  made  by  counsel  for  the  (Jov- 
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ernment,  at  the  Omaha  hearing,  to  certain  classes  or 
topics  of  testimony  introduced  by  defendants,  apply  also 
to  all  testimony  of  a  similar  character,  introduced  at  sub- 
sequent hearings.  These  objections  by  the  Government 
more  particularly  relate  to — 

(1)  All  evidence  in  relation  to  prices  of  agricultural 
implements,  either  prices  from  the  International  Har- 
vester Company  to  dealers  or  prices,  from  dealers  to 
farmers,  and  irrespective  of  whether  the  prices  in  rela- 
tion to  which  evidence  is  introduced  apply  to  the  pe- 
riod before  or  the  period  after  the  formation  of  the  In- 
ternational Harvester  Company; 

(2)  All  evidence  in  regard  to  improvements  claimed 
to  have  been  made  in  harvesting  and  agricultural  machin- 
ery since  August,  1902,  and  testimony  making  a  compari- 
son of  implements  as  they  are  made  to-day  and  as  they 
were  made  before  1902; 

(3)  All  evidence  relating  to  the  subject  of  repairs, 
that  is,  the  testimony  of  farmers  and  dealers  relating 
to  the  facilities  now  or  previously  afforded  for  getting 
repairs  or  relating  to  existing  trade  conditions  in  regard 
to  repairs. 

The  grounds  of  the  objection  are  that  the  topics  men- 
tioned above,  and  heretofore  objected  to  by  counsel  for 
the  Grovernment,  are  immaterial  under  any  of  the  issues 
in  this  case,  and  hence  are  inadmissible;  that  such  topics 
have  only  an  economic,  if  any,  interest;  that  the  statute 
under  which  this  suit  is  brought  is  a  declaration  by  Con- 
gress of  its  economic  policy  and  an  enactment  of  that 
policy  into  law.  Therefore,  the  Government  contends 
that  ivhile  all  such  evidence  might  be  material  on  the 
question  whether  or  not  the  policy  of  the  law  is  a  right 
one,  it  has  no  bearing  on  the  real  issue  in  this  case, 
namely,-  whether  or  not  the  statute  has  been  violated. 
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Binder  and  Mower  Prices  fro)n  1892  to  1912. 

A  tabulation  of  defendants'  Exhibits  98  to  118  show  the  prices  the 
dealer  paid  for  McCormick  Company's  binders  and  mowers  from  1892  to 
1912  and  for  I.  H.  Co.  of  A.  binders  and  mowers  from  1903  to  1912: 

Six  Foot  Binder  with  Bundle  Five  Foot  Mower 

Carrier  Net  Two 

Net          Two  'Three  Cash  Fall 

Year  Cash        Fall  Fall 

tl892    McCormick  Har.  Machine  Co.    $104.40    S118.90  Reg.  S36.00  $42.00    Defts.  Ex.     98 

11893  "               ,.             «        «          IQQ  80      114.80  "        32.40  36.90          "          "      99 

11894  "               «             «        «          IQQ  00      110.70  "        34.20  38.96          "          "     100 

1895  "  «  «  «  100  00  110,70  «  32.40  36.90  "  "  101 

1896  "  «  «  «  97  50  108.00  "  31.59  36.00  "  "  102 

1897  "  ..  «  -  95  00  102.00  "  32.00  34.00  "  °  103 

1898  "  .<  ..  «  95  00  102.00  "  32.00  34.00  "  "  104 

,oo„  »  ..  .<       «  o';  (in      im  nn  (    °       ^2.00      34.001       «         ..    in'i 

1899  95.00      102.00     ^y^^.^     33  qq      35  oof  !"» 

iQnn            »              .            «       «         inn  no      107  nn  I^eg.     34.00      36.00\        „         „     jog 

1999  190.00      107.00    \veri.    35.00      37.00/  ^"° 

loni             «              ....         inn  nn      in7  nn  i^^^-     ^^.OO      37.00         „         „     ,07 

1901  199.90      107.00    ''Van.    36.00      38.00f  '"' 

iQn9            «              «            ....           Qc  nn      inn  nn  /Reg.    .33.00      35.001       ..         «    ma 

1992  96.00      100.00     ^y^^.^      34  00      36.00f  '"' 

1903  Int.  Har.  Co.  of  America  95.00  100.00     [^1^%.  SS^OO  3?: 00/  "  "  ^°'' 

904  «          "      "  «  95.00  100.09  S105.00  (R|fj  |*:»°  ^0°  "  "  110 

1905  «          .      .  -  95.00  100.00  105.00  {^If,  %%  f,^  «  «  111 

1906  «          "      «  "  95.00  100.00  105.00  {^l^  1;°°  f,m  "  «  112 

1907  «          «      «  «  96.00  100.00  105.00  (^If^  ^^^g  f^'^S  "  "  113 

1908  .          «      »  «  100.09  107.50  112.50  {Rf^-  fa;^^  |8.50  ..  .,  114 

1909  "          «      ■■  "  100.09  107.50  112.50  (R|8-  |5j5  38.50  .  .,  ^j 

1910  "          "      "  "  100.09  107.50  112.50  i^^  f^f^  |^-^°|  "  "  116 

1911  «...  .  100.09  107.50  112.50  {^If,  ^^f^  |8.50|  ..  .  n; 

1912  "          "      .■  «  95.43  102.60  107.50  \f^  ||;|2  |«™;  «  "  118 

*NOTE.  These  contraots  show  that  for  1592,  1893  aad  189t  the  S-fall-pavmsnt  prica  w.is  the  sarng  as 
the  2-fall-paym.3nt  prico,  but  S-fall-piymant  sabs  were  objeeted  to  (Dsfendants'  Exhibits  9S,  93,  100). 
After  that  tim.^,  from,  1S95  to  1900,  Siles  on  3-fall-paynients  were  forbidd3n  by  the  McCormick  Compiov 
(Defendants'  Exhibits  101-105,  incl.)-  From  1900  to  1904  the  contracts  aro  silent  on  this  question.  In  1904 
the  I.  H.  Co.  of  A-  made  sales  on  3-faU-paym.3ats,  but  at  an  increas3  of  S5  per  binder  over  the  2-fall-paym.ent 
(Defendants'  Exhibit  110). 

Jin  1892, 1893  and  1894  these  prices  did  not  always  include  the  bundle  carrier,  which,  in  some  instan- 
ces, cost  S5  when  sold  with  a  binder.  As,  however,  the  dealer  was  authorized,  in  the  casT  of  a  good  cus- 
tomer, to  'throw  in  the  carrier  gratuitously,"  the  above  prices  fairly  represent  what  the  Comoany  gener- 
ally received  in  those  years  for  the  6  ft.  binder  with  bundle  carrier  (Defendants'  Exhibits  9?,  99,  100). 
After  1894  bundle  carriers  were  universally  sold  with  binders. 

(NOTE.  For  evidence  as  to  advancing:  raw  material  costs  and  general  up- 
ward   trend  of   prices   1902   to    1912,   see   supra,   pp.    168    to    171.) 

V 

Eridence  of  InipJeineni  Dealers  as  to  Prices. 

J.  ^\'.  PATTERSON  (implement  dealer,  Kearney,  Xeb.)  : 


98  During  the  last  10  years  the  price  of  farm  implements 
has  been  upward.  I  think  the  advance  is  less  on  binders 
than  any  other  line,  unless  it  be  the  plow  line.  Plows  cost 
the  dealer  between  6  and  7  cents  per  pound — some  as  high 
as  10. 

The  6-ft.  binder,  unequipped    with    tongue    truck    and 
transport  truck,  will  weigh  about  1600  pounds;  the  tongue 
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truck  would  weigh  200  lbs.,  the  transport  truck  about  100, 
104  making  an  aggregate  of  about  1900  lbs.    The  price  of  this 

binder  to  the  dealer  would  be  approximately  6  cents  per 

pound. 

There  are  an  infinitely  greater  number  of  parts  to  the 

binder  than  to  the  plow.     It  is   more   intricately   made. 

The  number  of  its  parts  runs  into  the  thousands.    It  sells 

cheaper  per  pound  to  the  dealer  than  most  plows  and  is 

as  cheap  as  any  plow. 

THE  FOLLOWING  DEALERS  AI^O  TESTIFIED  THEBE  HAS  BEEN 
PEACTICALLY  NO  ADVANCE  IN  PRICES  OF  HARVESTING  MA- 
CHINERY. 

Dealers  Testifying  m  to  Prices. 

Vol.  Page. 

Austin,  W.  A.,  Svlvia,  Kansas VI  548 

Banfield,  Ohas.  E.,  Olean,  N.  Y XI  516 

Belcher,  William,  York,  Nebraska V  524 

Book,  Samuel,  Quarrvville,  Pa XII  126 

Bott,'  Fred,  Springfield,  Minn IX  156 

Buckley,  Geo.  C,  Menlo,  Iowa V  345 

Casteen,  W.  F.,  Meade.  Kansas VI  452 

€osgrove,  C.  S.,  Le  Seuer,  Minn IX  171 

C'ozatt,  J.  A.,  Jasper,  Missouri VI  626 

Debilzan,  Geo.,  Andover,  S.  D VIII  337 

Dempsey,  C.  J.,  Long  Prairie,  Minn IX  52 

Bchtenkamp,  Fred.  Arlington,  Nebr V  335 

Bdginton,  C.  W.,  Gilmore  City,  Iowa XII  568 

Epperson,  Geo.  F.,  Sumter,  S.  C XII  372 

Frizell,  E.  E.,  Larned,  Kas VI  397 

Gossard,  0.,   Oswego,  Kansas VI  571 

Greenawalt,  John  6.,  Daykin,  Nebraska.  . .  V  482 

Hamilton,  Chas.  P.,  Mangrum, -Okla VI  341 

Hansen,  Anton,  Upland,  Nebraska V  495 

Haskard,  H.  J.,  Partridge,  Kansas VI  411 

Hertel,  Wm.  P.,  Clay  Center,  Nebraska. . .  V  542 

Hockaday,  Ed.,  Kingfisher,   Oklahoma ....  VI  333 

Houser,  John,  Wilbur,  Nebraska V  504 

Jackman,  W.  W.,  Union  City,  Oklahoma.  .  VI  444 

Kokjer,  M.  M.,  Clarks,  Nebraska V  300 

Manville,  George,  Wathena,  Kansas VII  91 

Marckel.  A.,  Perham,  Minn IX  61 

Miller,  Miles,   Crary,  N.  D IX  410 
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Dealers  Testifijing  as  to  Prices  (Cont'd). 

Vol.  Pa^e. 

Miller,  Oscar,  Porter,  :Minn VIII  313 

Morehouse,  W.  H.,  Waterloo,  N.  Y XII  36 

Muir,  J.  L\,  Arcadia,  Wisconsin IX  257 

McEae,  J.  J.,  Swanville,  Minn IX  144 

Xorris,  E.  M.,  Burdett,  Kansas VI  462 

Odell,  Geo.  T.,  Salt  Lake  City,  Utah V  636 

Owen,  Easmus,  Thief  Eiver  Falls,  Minn..  IX  437 

Packer,  W.  D.,  Guthrie,  Okla VI  368 

Parsons,  J.  E.,  Euskin,  Nebr -V  519 

Pound,  0.  L.,  Owatonna,  Minn IX  183 

Pritchard,  Albert  K,  Frederick,  Okla....  VI  373 

Pullyl)lank,  E.,  Caledonia,  N.  Y XII  12 

Eoss,  Walter  I).,  Worcester,  ^lass XII  8 

Sackerson,  N.  N.,  Wakefield,  Xehr V  546 

Scott,  Alexander,  Stromsburg,  Nebr V  463 

Sehlect,  William,   Perrysburg,   Ohio XI  489 

Sellers,  Geo.  T.,  Gap,  Pa Xn  113 

Shannon,  T.  B.,  lola,  Kas VI  633 

Stall,  L.  A.,  Thaver,  Kas VI  683 

Stoner,  C.  W.,  Iroquois,  S.  D A'lII  305 

Stultz,  H.  T..,  HoUidavsburg,  Pa XII  178 

Snvder,  H.  F.,  Church ville,  N.  Y XI  535 

Timer,  George  H.,  Miles  Citv.  Mont IX  517 

VanBerg,  A.  E.,  Hickman,  Nebr V  529 

VanDeventer,  J.  C.  Tuscarora,  N.  Y XI  520 

Walker,  F.  L.,  Ellendale,  S.  U VIII  322 

Whiting,  W.  ( '.,  Whiting,  Iowa V  451 

Whitman,  A.  C,  Independence,  Kas VI  595 
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IN  ADDITION  THE  FOLLOWING  DEALERS  TESTIFIED  THAT  THEKE 
HAS  BEEN  LESS  ADVANCE  IN  PRICES  OF  HARVESTING  MA- 
CHINERY THAN  IN  PRICES  OF  OTHER  AGRICULTURAL  IMPLE- 
MENTS. 

Vol.  Page. 

Armfield,  Geo.  W.,  Bedfielcl,  Iowa V  356 

Ayres,  Edward  A.,  Fairbury,  Nebr V  533 

Babb,  C.  L.,  Xenia,  Ohio XII  42 

Bender,   Jacob,   Sutton,   Nebr V  467 

Bonniwell,  Philip  M.,  Whitewood,  S.  D. . . .  V  162 

Brobst,  Harvey,  Findlay,  Ohio XI  500 

Butts,  Henry  P.,  Sodus,  N.  Y XII  30 

Cook,  "W.  L.,  Beaver  Crossing,  Nebr VI  56 

Everts,  E.  D.,  Warren,  Pa XI  531 

Fitzsimmons,  G.  W.,  Scotia,  Nebr V  133 

Gillen,  C.  D.,  Chamber sburg,  Pa XII  134 

Glazier,  C.  F.,  Pauline,  Nebr V  36 

Groth,  John,  Remsen,  Iowa V  385 

Gunn,  H.  J.,  Lexington,  Nebr V  340 

Howard,  W.  J.,  Sehaller,  Iowa V  1 

Plunter,  W.  H.,  Mechanicsburg,  Ohio XII  91 

Jones,  H.  E.,  Eevillo,  S.  D VIII  301 

Kenny,  C.  B.,  Britton,  S.  D VIII  356 

Kronquest,  N.  H.,  Holdredge,  Nebr V  79 

Leiser,  George,  Grand  Island,  Nebr V  296 

Marshall,  Albert  E.,  Lyons,  N.  Y XII  24 

Mattes,   Joseph,  Odebolt,   Iowa V  281 

McCarger,  Hugh,  Crete,  Nebr V  115 

McCormick,  T.  C,  Kings  Ferry,  N.  Y XII  94 

McMichael,  J.  W.,  Eiverton,  Iowa V  700 

Murphy,  J.  W.,  Sloan,  Iowa V  378 

Nelson,  Martin,  Hartington,  Nebr V  403 

Neuhauser,  Jonas  M.,  Bird-in-Hand,  Pa..  XII  107 

Newberrv,  C.  A.,  Alliance,  Nebr V  86 

Norton,  E.  M.,  WaterviUe,  N.  Y XII  27 

Patterson,  J.  W.,  Kearney,  Nebr V  96 

Ridge,  B.  F.,  Duncan,  Nebr VI  346 

Eobinson,  C.  D.,  Waterport,  N.  Y XI  523 

Skilliter,  Thomas,   Genoa,   Ohio XI  495 

Spragins,  J.  B.,  Ardmore,  Okla VI  351 

Stems,  John,  Hiawatha,  Kas VII  45 

Stewart,  William,  Dorchester,  Nebr V  508 

Tvrholm,  J.  A.,  New  Richmond,  Minn....  IX  327 

Wait,  H.  P..  McCook,  Nebr V  538 

Webb,  Frank,  Guthrie  Center,  Iowa V  361 

Zimmerman,'  W.  H.,  Le  Mars,  Iowa V  368 


290 
Business  Methods-  and  Practices. 

CLAUSES  IN   COMMISSIOM"  AGENCY  CONTRACTS. 
XIV 

Cancellation  Clause  Was  in  McConnick  Contracts  from  1893 
to  1902. 

265       This  clause  in  the  McCormiek  contract  in  1892  (Defts' 
Ex.  98),  was: 

"It  is  further  mutually  agreed  that  said  m'cor- 

MICK  HARVESTING  MACHINE  COMPANY      *       *       *      niaV   at 

any  time  annul  and  determine  this  and  all  prior  con- 
tracts, and  take  possession  of  all  orders,  notes,  ac- 
counts, moneys,  machines,  twine,  binder  trucks,  bundle 
carriers,  flax  dumps,  repairs  and  any  other  property 
in  the  hands  of  said  E.  J.  Webber  by  virtue  thereof." 

267-      The  clause  was  substantiallv  the  same  in  the  McCor- 
292  mick  contracts  from  1893  to  1902  (Defts'  Ex.  99  to  108). 

Similar  Clause  in  Old  Decring,  Plana  and  Champion  Contracts. 

264      The  Deering  contract  for  1892  (Uefts'  Ex.  193),  pro- 
vides : 

"This  agency  may  at  an>'  time  be  terminated  by 
said  "William  "Deering  &    f'o.    without    liabiUty    for 
damages,  and  they  may  at  once  take  possession  of  the 
goods  or  propert}'  unsold  and  of  everything  in  the 
hands  of  said  agent  in  any  way  relating  to  the  busi- 
ness." 
261,  262     The  Champion  and  Piano  contracts  for  1892  (Defts' 
Ex.  189  and  192)  contained  substantially  similar  cancel- 
lation clauses. 

The  Deering  1902  cf.)ntract  (Defts'  Ex.  194)  provided 
that  the  agency  might  be  terminated  at  any  time  without 
liability  for  damages. 
314  The  Piano  contract  for  1902  (Defts'  Ex.  191)  reserves 
the  right  to  annul  and  terminate  the  contract  at  any  time 
without  liability-  for  commissions  or  damages. 


291 
XIV 

Also  in  Johnston  and  Acme  Contracts  till  1913. 

252-     From  1902  to  1909    tlie    Johnston    Companj^   reserved 
257  (Defts'  Ex.  54-61)  the 

' '  right  to  declare  this  agreement  null  and  void  at  any- 
time it  shall  become    dissatisfied    with    said    second 
party's  manner  of  doing  business,  or  for  any  reason 
satisfactory  to  itself  without  liability  or  damage." 
From.  1910  to  1913  the  clause  in  the  Johnston  Harvester 
Company  contracts  (Defts'  Ex.  62-65)  provided  that: 
257  <i*     #     *    g^^(j  company  reserves  the  right  to  and 

may  at  any  time  without  notice  annul  and  terminate 
this  agreement,  and  take  possession    of    all    orders, 
notes,  accounts,  moneys  and  machines  in  the  posses- 
sion or  under  the  control  of  said  dealer  by  virtue 
thereof,  without  liability  for  damage,  and  said  dealer 
hereby  waives  and  releases  all  right  of  action  for  dam- 
ages because  of  such  cancellation  of  agreement." 
259      The  Acme  contract  for  1909  (Defts'  Ex.  69)  has  a  can- 
cellation clause,  and  the  Acme  contracts  for  1910  to  1913 
inclusive  (Defts'  Ex.  70    to    73    inclusive),    contain    the 
clause : 

"That  this  contract  may  at  any  time  be  cancelled 
by  said  Acme  Harvesting  Machine  Co.  without  lia- 
bility for  damages,  and  it  may  at  once  take  posses- 
sion of  the  goods  or  property  unsold  and  of  everj'- 
thing  in  the  hands  of  said  agent  in  any  way  relating 
to  the  business." 

Cancellation  Clause  Modified  in  I.  H.  Co.  Contracts  1903  to 
1912. 

291-     The  International  Harvester  Company  of  America  con- 
303  tracts  from  1903  to  1912  inclusive  (Defts'  Ex.  109  to  118 
inclusive)  have  a  cancellation  clause;  since  1904  it  has 
been  substantially  as  follows : 

"It  is  mutually  agreed  that  said  Company  shall  at 
all  times  have  exclusive  and  entire  control  over  all 
machines  and  attachments  and  all  orders,  contracts, 
accounts,  notes,  moneys  or  other  property  accruing 
and  growing  out  of  the  sale  of  said  machines,  attacli- 
ments,  hay  rakes,  twine,  repairs,  or  other  property, 
whether  for  this  or  previous  years,  and  may  at  any 
time  when  it  considers  its  interests  are  neglected  or 
jeopardized,  without  notice,  annul  and  terminate  this 
and  all  prior  contracts  and  take  possession  of  all  or- 
ders, notes,  accounts,  moneys,  machines,  attachments, 
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Iiay  rakes,  twine  and  any  other  property  in  the  pos- 
session or  under  the  control  of  said  agent  by  virtue 
thereof,  and  said  agent  hereby  waives  all  right  of 
action  for  damages  because  of  such  cancellation  of 
contract  and  termination  of  agency." 

CLAUSE   FIXING  EETAIL  PEICE. 

In  Old  Contracts  But  Not  in  International  Since  1905. 

265-     The  McCormick  contracts  for  1892  to  1902  (Defts'  Ex. 

291  98  to  108  inclusive)  provided  that  the  agent  should  sell 

for  such  prices  and  on  such  terms  as  shall  be  prescribed 

bv  the  said  company. 
263     "The  Deering  contracts  for  1892  and  1902  (Defts'  Ex. 

193  and  194)  provided  that  tJie  agent  should  "sell  only 

upon  the  terms  and  at  the  prices  prescribed  by    *     *     * 

the  Company." 
291-     The  I.  H.  Co.  of  A.  contracts  for  1903  to  1905  gave  the 
298  right  to  fix  the  retail  prices,  but  since  1905  have  contained 

no  such  clauses. 

EXCLUSIVE  AGENCY  CLAUSE. 

Exclusive  Agency  Clause  in  Piano,  Champion,  Deering,  Mc- 
Cormick, Milwaukee,  Johnston  and  Acme  Contracts. 

262  The  Piano  contract  for  1892  (Defts'  Ex.  192)  provides 
that  the  agent  shall  not  be  interested  directly  or  indirectly 
in  the  sale  of  any  other  harvester  binder  or  mower  and  a 
penal  forfeiture  of  $50  for  each  and  every  such  machine 
so  sold  in  violation  of  this  clause. 

261  The  Champion  contract  for  1892  (Defts'  Ex.  190)  sim- 
ilarly provided  for  an  exclusive  agency  and  $25  was  stip- 
ulated as  the  liquidated  damages  for  each  machine  sold 
in  violation  thereof. 

263  The  Deering  contract  for  1892  (Defts'  Ex.  193)  pro- 
vided that  the  agent  should  not  "sell  or  be  interested  in 
the  sale  of  any  similar  goods  of  or  for  any  other  house 
or  concern." 

264  The  McCormick  contract  for  1892  (Defts'  Ex.  98)  pro- 
vided in  capital  letters  that  the  agent  should  not  "accept 
an  agency  for  or  be  interested  in  the  sale  of  any  other 
harvester  or  binder,  reapina;  or  mowing  machine,  directly 
or  indirectly,"'  while  acting  for  the  McCormick  Company. 
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267-  This  clause  was  repeated  in  the  McCormick  contracts 
292  from  1892  to  1901  in  substantially  the  same  form,  but  in 
1902  a  penalty  of  $25  was  provided  for  each  machine  sold 
in  violation  of  the  clause. 

The  Deering,  1902,  contract  (Defts'  Ex.  194)  provided 
that  the  agent  should  not     . 

"be  interested  in  the  sale  of  any  similar  goods  *   *  * 
of  any  other    *    *    *    concern  and  pay  as  liquidated 
damages    *    *     *  $20  for  each  machine  sold    *    *    * 
in  violation  thereof." 
305      The  Milwaukee  contract  for  1900  provided  a  penalty 
of  $20  for  violation  of  the  exclusive  agency  clause;  the 
Champion  contract  for  1902  (Defts'  Ex.  189)  a  penalty  of 
$25;  the  Piano  contract  for  1902  (Defts'  Ex.  191)  an  ex- 
clusive agency  clause  without  penalty;  the  Osborne  con- 
tract for  1902  (Defts'  Ex.  195)  an  exclusive  agency  clause 
without  penalty. 
252-     The  Johnston  contracts  for  1902  to  1905   (Defts'  Ex. 
258  54  to  57,  had  exclusive  agency  clauses,  with  provisions 
for  a  penalty  of  $25  for  binders  and  $10  for  mowers  or 
reapers. 

258  The  Acme  sale  contractsof  1906  and  1907  had  exclusive 

259  clauses  covering  repairs  and  providing  for  a  forfeiture 
of  commissions  for  violation  of  them. 

Exclusive  Clause  Omitted  from  International  Contracts  Since 

1905. 

291-  ■  The  I.  H.  Co.  of  A.  contracts  from  1903  to  1905  had 

298  exclusive  agency  clauses  with  penalties  of  $25  for  grain 

binders,  grain  harvesters  or  headers,  $10  for  mowers  or 

reapers,   etc.     Since   1905  there  has  been   no   exclusive 

agency  clause. 
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PETITIONER'S   EVIDENCE   AS   TO    BUSINESS    METHODS    AND 

PRACTICES. 

As  to  defendants'  business  methods  and  practices,  peti- 
tioner offered: 

Minutes  of  the  Boards  of  Directors  and  of  the  Executive 
and  Finance  Committees  of  both  the  International  Har- 
vester Co.  and  International  Harvester  Co.  of  America ; 

Letters  between  various  officials  and  reports  of  the 
Sales  Committee  and  Sales  department  (Pet.'s  Exs.  134 
to  162,  193  to  204,  212  to  215,  218  to  227,  251,  268) ; 

' '  Circular ' '  letters  to  general  agents  from  the  Sales  de- 
partment (Pet's  Exs.  75  to  132,  163,  270  to  283)  ; 

Memoranda  of  deviations  from  regular  prices  (Pet.'s 
Exs.  233  to  245) ; 

Lists  of  general  agencies  of  the  I.  H.  Co.  of  America 
(Pet.'s  Exs.  18,  19,  20a,  20b); 

Statement  of  numlier  of  commission  agency  contracts 
(Pet.'s  Ex.  269); 

List  of  manufacturing  plants  and  number  and  kind  of 
machines  sold.     (Pet.'s  Exs.  228,  230,  262  to  263P) ; 

Contracts  between  the  I.  H.  Co.  of  America  and  other 
companies  (Pet.'s  Exs.  192,  206  to  209,  252  to  255,  297, 
298); 

Contracts  with  local  dealers  (Pet.'s  Exs.  74,  175  to  181, 
205,  206,  216)  ; 

Letters  Osborne  &  Co.  in  1904  stating  Osborne  Co.  was 
independent  (Exs.  165  to  172.  189,  190) ;  Buckeye  Adver- 
tisement (Vol.  Ill,  p.  88) ; 

Letters  and  Advertisements  liolding  out  the  Keystone 
Co.  as  independent  (Exs.  183  to  187) ; 

Letters  of  I.  H.  Co.  of  A.  to  local  dealers  regarding 
prices  (Exs.  176  to  178) ; 

Letter  of  I.  H.  Co.  of  A.,  1903,  suggesting  retail  prices 
(Ex.  179) ; 

Twenty-two  implement  dealers  and  two  former  em- 
ployees -were  called  by  petitioner  to  testify  relative  to  al- 
leged attempts  to  prevent  dealers  from  handling  compet- 
ing harvesters  and  the  alleged  use  by  the  I.  H.  Co.  of  its 
harvester  line  to  force  its  full  line!  The  testimony  of 
these  -witnesses  follows: 
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401  P.  W.  GEIGGS  (witness  for  petitioner): 

I  reside  at  Topeka,  Kan. ;  started  in  the  implement  busi- 

402  ness  in  1881  and  continued  to  1906.    I  handled  the  Cham- 

403  pion  line  principally  and  the  Walter  A.  Wood,  in  1902 
or  1901.  I  discontinued  the  Champion  in  the  spring  of 
1902.  In  the  fall  of  1901—1  don't  remember  the  dates— 
when    we    settled    the    year's    business,    the    traveling 

404  man  presented  a  new  contract  for  the  following 
year.  I  ob.jected  to  quite  a  number  of  the  features 
and  we  began  to  eliminate  them,  until  in  the  spring  I 
thought  we  were  going  to  continue  to  handle  the  goods; 
but  a  new  man  started  business  in  the  town,  and  some 
of  the  officials  that  came  with  this  traveling  man  told 
me  that  I  must  sign  that  contract  without  any  changes  or 
they  would  not  allow  me  to  handle  the  goods.  I  refused 
and  consequently  could  not  handle  their  goods  any  more. 

The  principal  discussion  was  regarding  the  exclusive 
clause.  We  were  handling  the  Buckeye  I  think  and  the 
Walter  A.  Wood  with  the  Champion.  I  think  there  was 
no  reference  to  the  handling  of  these  other  lines  only 
they  knew  what  we  were  handling,  and  everything  was 
excluded  except  their  own  goods. 

T  then  took  on  the  Osborne  line,  represented  as  not 
connected  with  the  International  and  I  handled  their 
goods  under  the  belief  that  it  was  an  independent  com- 
pany for  two  years.  After  handling  it  two  years,  we  made 
a  contract  with  an  International  representative  subject 
to  the  approval  of  the  company.     They  held  it  up  for 

405  about  six  weeks.  It  got  pretty  late  in  the  season  and  I 
telephoned  him  about  it.  He  told  me  I  would  have  to 
throw  out  the  Wood  machine  or  they  would  not  approve 
the  contract;  they  had  an  exclusive  contract  with  every 
other  agent  in  the  territory  and  must  have  the  same  kind 
with  me. 

With  the  assistance  of  the  Secretary  of  the  Implement 
Dealers  Association,  an  official  of  the  Company  came 
from  Chicago.  He  and  Mr.  Eees  came  together  into  the 
store  and  wanted  to  know  what  the  trouble  was  and  I  told 
them  in  as  few  words  as  I  could.  This  official  said — I  do  not 
know  his  name — to  ^tr.  Rees  that  he  had  better  allow  me 
to  sell  the  Wood  machine  this  year  and  so  it  was  approved 
and  we  continued  to  handle  the  Osborne  for  that  year. 
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The  Osborne  contract  was  never  renewed.  They  said 
positively  they  would  not  renew  it  unless  we  would  quit 
handling  the  Wood  machine.  None  of  the  other  six  im- 
plement dealers  in  Topeka  was  handling  "Wood  machines. 
The  repair  feature  on  harvesting  implements  is  an  im- 
portant part  of  the  business.  The  Deering  people  had 
an  agent  there  for  many  years  and  sold  lots  of  machines, 
and  our  customers  who  were  in  the  habit  of  coming  to 
our  place  of  business  had  to  go  elsewhere  to  get  their 
Deering  repairs,  and  the  man  discontinued  to  do  busi- 
ness I  think  entirely,  and  we  to  draw  trade  and  accom- 
modate our  customers,  took  the  Deering  agency  in  con- 
406  nection  with  the  other  machines  we  were  handling.  That 
was  our  principal  purpose;  we  did  not  care  anything 
about  selling  the  Deering  machines.  That  was  probably 
in  1885  or  '6  but  that  holds  good  in  almost  any  line  of 
harvesting  machinery  that  has  been  sold  a  long  time  in 
the  territory.  The  repair  business  is  quite  an  item.  It 
gets  the  farmer  in  the  habit  of  coming  to  your  store. 

Cr  OSS-Examination. 

416  In  1900  I  was  selling  the  Champion  machines  mostly  at 
Topeka,  Kas.  A  number  of  years  the  farmers  did  not 
raise  any  wheat  and  wo  scarcely  sold  any  binders.  Our 
trade  was  mostly  with  mowers,  we  usually  sold  from  20 
to  35  Champion  mowers  a  year;  I  did  not  handle  the 
Champion  line  for  a  very  long  period.     I  think  the  last 

417  year  was  1891.  We  handled  the  Acme  machine  in  1905 
and  '4  I  beheve ;  we  handled  the  Osborne  in  1901,  '2  and 
'3  I  guess.  We  did  not  sell  many  Osborne  the  first  year 
we  handled  it;  not  more  than  half  a  dozen  mowers  and 
perhaps  two  binders;  the  second  year  just  two  or  three 
binders  and  a  few  mowers.  I  had  the  Wood  in  1903  or 
'4;  I  did  not  sell  any  Wood  binders  I  guess  during  that 

418  year.  Next  year  we  had  the  Wood  binder  and  mower; 
sold  about  the  same  number  of  mowers  we  did  of  the  Os- 
borne; we  did  not  make  a  leader  of  either  the  Wood  or 
Osborne.  There  were  no  Wood  or  Osborne  canvassers 
there.  Some  Osborne  men  came  out  as  experts  to  repair 
machines;  we  did  a  very  little  canvassing  ourselves.  No 
canvassing  was  furnished  by  the  Wood  Company. 

_We  handled  the  Osborne  under  a  commission  contract 
giving  the  option  of  settling  in  cash.  We  bought  the 
Wood  outright.     The  Osborne  machines  belonged  to  the 
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419  company  until  sold;  if  not  sold  that  year  they  usually 
would  carry  them ;  I  do  not  recall  just  what  the  contract 
did  specify.  The  last  year  I  handled  the  Osborne  to  my 
best  recollection  was  1903  or  '4.  The  next  year  I  handled 
the  Acme  and  Wood.  The  first  year  I  sold  25  Acme  mow- 
ers and  2  or  3  binders.  We  did  not  have  any  Wood  bind- 
ers but  sold  Wood  mowers.  At  that  time  there  was  not 
much  call  for  binders  and  we  did  not  keep  any  in  stock. 

Our  trade  was  practically  all  mowers.    There  were  corn 

420  binders  but  no  wheat  binders.  The  Acme  was  handled 
about  the  same  as  the  others.  The  next  year,  1906,  I 
went  out  of  business. 

421  Somewhere  along  in  1885  or  '6  I  took  over  the  Deer- 
ing  machines,  for  the  reason  that  we  thought  the  repair 
business  would  help  oiir  trade  in  all  lines.  We  were 
handling  the  Walter  A.  Wood  binder  and  I  think  the  Mc- 
Cormick.  It  helped  our  business  in  a  general  way;  people 
would  come  in  to  get  Beering  repairs  and  that  would  give 
an  opportunity  to  sell  them  Wood  machines  or  other 
goods.  I  wanted  the  Deering  repair  business  to  get  this 
advantage.     It  was  not  for  the  same  reason  that  I  de- 

422  sired  the  Champion  business  or  the  Osborne  or  the  Acme. 
There  was  no  repair  business  in  those  lines  that  I  re- 
garded of  any  special  advantage. 

I  worked  for  a  man  who  handled  the  McCormick  and 
Buckeye  in  1881  or  '2.  After  that  I  bought  into  a  busi- 
ness and  we  got  the  McCormick,  later  on  the  Deering. 
We  handled  them  both  at  one  time.  I  handled  the  Mc- 
Cormick for  a  number  of  years.    It  would  be  along  about 

423  1889  and  '90.  I  remember  being  asked  in  the  jury  trial 
at  Topeka  how  many  binders  and  mowers  I  sold  in  1905, 
the  last  year  I  handled  the  Osborne.  I  do  not  remember 
whether  my  answer  was  that  I  sold  one  harvester  and 
binder  and  several  mowers.  I  would  not  now  swear  from 
recollection  that  during  the  last  year  I  sold  more  than 
one  Osborne  harvester  and  binder  and  three  mowers. 


Ill 


W.  H.  GEEEN  (witness  for  petitioner) : 

I  live  at  Creighton,  Neb.,  and  have  been  engaged  in 
the  implement  business  since  1893.  That  year  I  com- 
menced handling  the  Champion  and  Deering  lines.  I 
held  the  Deering  agency  until  1904.    During  this  period 
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I  had  the  Piano,  Milwaukee,  Champion  and  Buckeye,  at 
least  three  machines  all  the  time.  At  the  end  of  1904  I 
had  the  Deering,  Piano,  Milwaukee  and  repair  contracts 
for  the  Champion  and  Buckeye.  There  was  one  other 
regular  dealer  at  Creighton  that  year.  He  handled  the 
McCormick,  and  there  was  a  farmer  who  sold  some 
Acmes.  In  1902  the  Deering,  ■McCormick,  Piano  and  Mil- 
waukee were  the  only  binders  and  mowers  sold  in  Creigh- 
ton.   The  repair  business  was  important. 

3  At  the  end  of  1904  there  had  never  been  a  disagree- 
ment between  us  and  the  Harvester  Company.  Mr.  Ell- 
borne,  the  general  agent  at  Sioux  City,  complimented  me 
over  the  business  I  had  given  him.  In  the  early  part 
of  1905,  a  man  called  at  my  store  and  said  he  lived  in 
Chicago.  IVe  talked  on  the  general  topics  of  the  day.  I 
told  him  that  I  thought  the  large  corporations  and  trusts 

4  were  dangerous  to  society.  He  finally  said  to  me  that  he 
was  in  the  secret  service  of  the  International  Harvester 
Company  and  that  he  was  the  assistant  superintendent 
west  of  Chicago. 

]\Iy  recollection  is  that  his  name  was  Callaghan.  At 
the  end  of  the  conversation  he  said:  "You  will  have  to 
shut  your  damn  mouth  or  we  will  take  our  goods  out." 
About  three  Aveeks  after  that,  an  auditor  from  Sioux  City 

5  and  a  blockman  from  another  territory  came  up  and  said 
they  were  to  check  the  goods  out  I  had  on  consignment. 
I  tiiink  I  had  $5,000  or  $6,000  worth  of  goods  on  hand. 
I  carried  that  stock  through  the  winter.  The  account 
when  checked  up  was  $107  in  my  favor. 

6  I  had  not  before  then  advei  tiserl  the  goods  of  any  in- 
dependent company  or  attempted  to  sell  the  goods  of  any 
independent  company  or  tried  to  injure  the  Harvester 
Company's  business.  When  these  men  took  the  stuff  out 
there  were  no  harvesting  lines  left  in  my  store.  After 
that  I  tried  to  get  the  aeency  of  some  company  not  con- 
nected with  the  International. 

20  Before  1905  I  had  sold  over  200  Deering  binders  around 
Creighton  and  had  never  had  any  lawsuit  or  dispute.  I 
had  never  had  any  trouble  with  cither  the  I.  H.  Co.  or 
with  the  Champion,  Deering  or  Milwaukee  Companies.  I 
was  the  only  implement  dealer  at  Creighton  who  sur- 
vived the  hard  season  of  1893  and  1894.  The  Deerings 
allowed  us  a  large  line  of  credit. 

21  After  1906  I  remained  in  the  implement  business  but 
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handled  no  hars'esting  machines  and  none  of  the  I.  H. 
Co.  goods.  The  harvester  line  is  the  most  important 
class  of  agricultural  implements  in  the  vicinity  of  Creigh- 
ton.  At  the  beginning  of  harvest  the  farmer  comes  in  for 
his  repairs,  buys  his  oil  and  twine,  and  when  he  is  in 
there  he  is  apt  to  buv  his  vehicles  and  everything  else  for 
the  fall. 

22  The  I.  H.  Co.  keeps  more  canvassers  at  Creighton  than 
they  do  in  the  surrounding  towns.  They  have  from  one 
to  five  canvassers  there  all  the  time.  These  canvassers 
solicit  for  wagons  and  tillage  implements  as  well  as  har- 
vesting machines.  They  make  it  very  hard  to  do  busi- 
ness. This  year  Mr.  Eoemer,  a  former  blockman  of  the 
I.  H.  Co.,  started  in  the  implement  business  at  Creighton 
under  the  name  of  Eoemer  &  Masters.  They  have  the  Mc- 
Cormiek  line. 

23  On  March  28,  1912,  I  had  an  auction  sale.  I  advertised 
it  three  weeks  in  advance.  People  came  from  the  sur- 
rounding country  and  I  advertised  that  I  would  give  them 
a  dinner.  When  the  people  had  gathered,  Masters  came 
into  the  tent  and  circulated  a  lot  of  hand  bills,  reading  as 
follows  (Pet's  Ex.  188): 

''Mr.  Farmer:     Roemer  &  Masters  Will  Sell  At  In- 
voice Price  To-Day,  All  Farm  Machinery. 
See  the  Invoices  and  Know  the  Cost. 
March  28,  1912.  ' 

Eoemer  &  Masters." 

24  Eoemer  &  Masters  did  not  before  or  after  that  sell  at 
invoice  price.    They  did  not  advertise  that  sale. 

(Over  objection  of  defendants) :  There  has  been  upon 
the  part  of  the  Harvester  Company  a  persistent  effort, 
carried  on  through  many  years,  to  put  me  out  of  busi- 
ness. 

Gross-Examinat  ion. 

25  I  never  had  any  serious  trouble  with  the  Deering  or 
Champion  Companies.    I  never  had  any  dispute  about  ac- 

26  counts  or  credit.  I  have  no  recollection  that  the  Har- 
vester Co.  refused  to  extend  credit  to  me  in  1904  because 
of  the  delays  in  getting  settlements.  The  I.  H.  Co.  al- 
ways collected  from  me  very  closely — much  closer  than  be- 
fore the  organization  of  the  trust— much  closer  I  think 
than  from  the  average  dealer. 

I  had  trouble  with  the  Acme  over  an  account  and  there 
was  a  lawsuit  over  it. 
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In  1905  I  was  in  the  real    estate    business    and    had 
29     started  a  newspaper  called  The    Nebraska    Liberal    at 
Creighton,  Neb.     I  took  an  active  though  a  minor  part 
in  politics. 

I  guess  I  probably  did  say  in  my  newspaper  that  I  had 
two  objects  in  politics — one  to  advance  the  interest  oi 
Wilham  J.  Bryan  and  the  other  to  bait  the  International 
Harvester  Company. 

I  have  been  bombarding  the  Department  at  Washing- 
ton and  the  Bureau  of  Commerce  and  Labor  for  five  or 
six  years  to  bring  an  action  against  the  I.  H.  Co.    I  in- 

31  stituted  a  suit  in  my  own  county.  1  got  letters  of  intro- 
duction to  members  of  Congress.  My  motive  in  going  to 
Washington  was  to  get  this  lawsuit  started.  I  went  to 
Attorney  General  Wiekersliam  and  told  him  if  they  did 
not  bring  an  action  against  the  Harvester  Company  he 
would  be  impeached.    I  was  sent  to  do  that. 

I  did  not  say  he  would  be  impeached  if  he  did  not  start 
this  lawsuit  but  if  they  gave  the  Harvester  Trust  an  im- 

32  munity  bath  like  the  Tobacco  Trust  there  would  be  im- 
peachment proceedings.  I  told  them  this  after  I  had 
talked  with  members  of  Congress.  I  told  them  they  would 
be  impeached  if  the  Harvester  Company  was  not  dealt 
with  more  stringently  than  the  Tobacco  Company  was. 
That  was  after  this  suit  was  brought. 

I  have  been  active  trying  to  push  this  suit  along  day 
and  night;  giving  out  interviews  of  all  kinds  to  papers 
wherevtir  anybody  would  take  them. 

33  I  went  to  IVashington  in  the  winter  of  1912.  I  sold 
out  my  business  because  there  was  no  money  in  it.  I 
had  to  leave  it  and  T  could  not  afford  to  leave  anybody 
else  there  with  it.  In  my  advertisement  as  to  why  I  was 
selling  out,  I  said  I  had  to  go  to  Washington  as  a  witness. 
The  following  advertisement  was  published  by  me  in  my 
newspaper  (Defts'  Ex.  9) : 

"Having  been  summoned  to  Washington  as  a  profes- 
sional witness,  and  having  no  experienced  assistants  to 
manage  my  business,  I  will  sell  my  entire  stock." 

T  did  not  go  to  Washington  as  a  professional  witness. 

34  They  would  not  let  me  sell  the  stuff  so  I  could  not  get  the 
money.    I  wanted  to  be  a  professional  witness  awful  bad. 

When  in  Washington  I  made  arguments  before  com- 
mittees. I  realized  that  the  political  end  of  it  was  a  lever. 
I  thought  that  by  getting  the  proper  power  we  might  lift 
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the  Harvester  Company  out  of  politics.    In  all  this  activ- 

35  ity  of  mine  in  Washington,  I  recognized  that  political 
strategy  was  my  big  card.  1  did  not  have  any  money.  I 
had  no  personal  interest  in  the  way  of  getting  any  job 
or  position.  I  might  have  written  a  letter  in  which  I 
stated  that  I  had  been  promised  a  job  as  special  investi- 
gator at  $50  a  day.  I  was  promised  it.  There  was  the 
element  of  personal  compensation  in  the  matter.  That 
promise  was  not  by  the  Department  of  Justice. 

36  The  paper  you  hand  me,  marked  "Deft's  Kx.  10,"  is  a 
photographic  copy  of  a  letter  that  I  wrote. 

37  "Sixty-Second  Congress. 

House  of  Representatives  IT.  S. 
Special  Committee  to  Investigate  Violations  of  the  Anti- 
trust Act  of  1890,  and  other  Acts. 

Washington,  1).  C,  Jan.  13,  1912. 
Dear  Mr.  Wright : 

*  *  *  Of  course  I  can  see  why  you  hesitate  to  feel  that 
this  is  bona  fide  but  if  you  come  down  here  I  can  show  you 
that  no  power  on  earth  can  keep  us  from  going  to  the 
bottom  of  this.  Of  course  the  way  the  Committee  is  now 
organized  it  would  be  a  joke  but  the  leaders  here  under- 
stand that  fully  and  a  plan  is  now  on  foot  to  get  back  to 
an  honest  organization.  Mr.  Eryan  took  those  fellows 
on  the  carpet  and  talked  turkey  to  them  and  Gov.  Wilson 
even  went  farther.  Those  two  men  hold  the  life  of  every 
Congressman  in  their  hands.  If  you  come  here  I  will 
outline  everything  for  you  and  I  am  on  the  inside  of  the 
ring.  In  fact  I  carry  written  authority  from  Mr.  B.  to 
the  men  high  in  the  councils.  I  rather  look  for  Lowe  here 
Sunday.     He  is  to  appear  before  the  Rules  Committee 

38  Monday.  He  is  a  whirlwind.  You  can  rest  assured  that 
I  will  always  remember  you  and  Mr.  Wilkinson.  Of 
course  the  political  strategy  is  my  big  card.  That  is  all 
that  causes  me  to  come  down  here  and  spend  my  few  dol- 
lars in  expenses.  It  is  an  opportunity  of  a  lifetime  and 
I  have  made  good  here. 

As  ever, 

W.  H.  Green." 

39  I  do  not  recall  any  hopes  I  had  as  to  what  I  personally 
would  realize  as  a  result  of  my  activities  against  the  Har- 
vester Company  other  than  the  job  as  special  investigator 
at  $50  a  day. 

40  I  ran  for  Lieutenant  Governor  of  Nebraska.     What- 
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ever  hopes  1  liad  that  I  might  be  elected  were  based 
largely  upon  the  fight  I  made  against  the  Harvester  Com- 
pany.   I  was  not  elected. 

I  never  had  an  idea  that  the  work  I  was  doing  in  fight- 
ing the  Hai-vester  Company  would  be  good  material  for 
my  running  for  Congress.  I  might  have  written  letters 
stating  that  1  hoped  my  activity  in  the  PTarvester  Com- 
pany matter  would  strengthen  me  politically  at  home.  I 
might  also  have  said  that  I  had  ambitions  to  run  for  Con- 
gress, or  some  equally  good  jol),  and  that  my  efforts  in 
the  Plar^^ester  matter  might  give  me  some  good  adver- 
tising. 

41  The  visitor  I  spoke  of  in  direct  examination  came  to 
my  place  of  business  some  time  in  April,  1905.  I  think 
his  name  was  Callaghan.  He  told  me  that  he  was  assist- 
ant superintendent  in  Chicago. 

I  did  liaAe  some  trouble  with  the  Acme  over  an  account, 
also  with  the  Keystone.  I  never  had  any  trouble  in  my 
account  with  the  John  Deere  Co.,  or  with  the  DeLaval 
Separator  Co.,   or  mth  the  Racine   Sattley   Co.     I  did 

42  have  trouble  with  the  Iowa  &  Nebraska  Creamery  Co.  and 
I  had  some  trouble  in  regard  to  the  payment  of  a  press 
bought  from  the  Cliicago  Newspaper  Union.  In  1899  I 
handled  machines  under  a  contract  in  the  name  of  some- 
body else.  It  may  be  possible  that  I  handled  the  Deering 
one  or  two  years  on  an  understanding  with  another  party. 
That  was  J.  AV.  Rehberg.  In  1899  I  handled  machines 
sold  under  a  contract  made  with  J.  W.  Eehberg. 

My  activities  in  regard  to  the  Harvester  Company  have 

43  been  continuous;  I  tried  not  to  spread  any  untruthful 
statements  to  the  newspapers. 

I  do  not  recall  stating  that: 

"The  erving  shame  of  the  whole  outrageous  svstem 
is  that  the  same  Trust  is  selling  machines  of  this  class 
in  forei.gn  countries  at  almost  half  of  what  they  are 
charging  the  American  farmer." 

The  witness  is  handed  a. clipping  marked  Defendants' 

Exhibit  11  reporting  to  he  interviews    in    the    Omaha 

AVorld-IIerald  of  December.  1911,  the  Sioux  Citv  Tribune 

Jan.  3,  1912,  and  the  Lincoln  Star  Dec.  25,  1911. 

_  The  reading  of  that  paper  refreshes  my  recollection  a 

44  little.  In  those  interviews  I  gave  the  name  of  the  man 
who  stated  that  fact  was  true.  Mr.  F.  J.  Lowe  of  New 
York  filed  that  information  with  the  Committee  on  Rules. 
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45  I  gave  eaeli  of  those  newspapers  the  document  contain- 
ing that  paragraph.  I  gave  out  the  interviews.  It  was 
in  a  copy  of  the  New  York  Commercial.  I  called  the  at- 
tention of  the  papers  in  connection  with  my  interview 
to  the  statement  which  was  read.  In  my  interviews  given 
out  at  various  times,  the  following  statement  also  occurs : 

"It  is  a  matter  of  record  that  over  40  implement 
manufacturing  concerns  have  failed,  or  have  been  entirely 
wiped  out  of  existence,  through  the  conditions  brought 
about  by  the  formation  of  the  International  Harvester 
Company." 

I  will  send  you  a  copy  of  the  paper  which  contains  the 

46  list  of  the  40  implement  manufacturers  which  failed.  I 
prepared  an  address  called  "The  Experiences  of  an  Im- 
plement Dealer"  for  the  State  Press  Association  and  it 
was  published  in  The  Commoner. 

I  guess  the  following  must  have  occurred  in  that  ad- 
dress : 

"  'Swift  says  that  the  man  who  makes  two  blades  of 
grass  grow  where  one  grew  before  is  a  benefactor,  there- 
fore the  stockholders  of  the  harvester  companies  must 
look  upon  George  W.  Perkins  as  a  patron  saint  for  he 
made  one  dollar  into  five  when  he  took  property  and  old 
notes  not  worth  30  millions  of  dollars  and  coined  them 
into  120  millions  of  dollars  worth  of  negotiable  property, 
on  all  of  which  the  American  farmer  pays  a  large  divi- 
dend." 

47  ■  I  guess  there  is  a  mistake  in  that  but  I  have  read  it 
since  and  never  noticed  it. 

48  Re-direct  Examination. 

1  began  pounding  against  the  company  during  May, 
1905.    The  day  they  began  checking  out  was  when  I  be- 

49  gan.  I  was  trj4ng  to  "save  myself  from  being  driven 
into  bankruptcy.  I  have  reference  to  this  extra  canvass- 
ing. 

In  the  suit  I  had  with  the  Acme  Co.,  the  jury  gave  me 
a  verdict  of  $700.  I  had  no  real  trouble  with  the  Key- 
stone account.  The  International  man  said  they  would 
take  anything  I  would  .give  them.  That  was  after  it  be- 
came known  that  the  Keystone  was  a  part  of  the  Inter- 
national. T  am  handling  today  the  implements  of  Deere 
&  Co.  I  have  received  $150,000  worth  of  their  imple- 
ments. 


304 

III 

50  The  Deering  Co.  thought  they  could  do  better  if  they 
changed  their  account  over  to  Eehberg  who  worked  there 
in  conjunction  with  me.  They  afterwards  came  back  to 
me. 

I  have  never  failed  or  had  a  judgment  entered  against 
me. 

51  In  April,  1905,  and  at  the  time  the  young  man  called 
upon  me,  I  liad  not  written  any  letter  to  the  Department 
of  Justice  or  to  the  Bureau  of  Corporations  complaining 
about  the  Harvester  Company. 

1  did  not  write  until  I  heard  of  Attorney  General 
AVickersham's  address  to  the  Bar  Association  at  Detroit 
in  which  he  outlined  the  Standard  Oil  and  Tobacco  de- 
cisions. 

I  wrote  a  letter  to  the  District  Attorney  saying  that 
I  had  thought  of  some  concrete  examples  of  the  verv 
points  Mr.  Wickersham  brought  out  in  his  address.  In 
a  week  or  ten  days  I  got  a  letter  from  the  Department 
asking  for  some  of  the  documents  I  referred  to.  After 
some  correspondence,  I  was  finally  requested  to  come  to 
"Washington  and  bring  all  the  papers  with  me.  I  deliv- 
ered all  my  papers  to  the  Department  of  Justice. 

I  went  into  the  real  estate  business  and  started  the 

52  newspaper  in  1905  after  I  had  lost  those  lines  of  imple- 
ments. My  opinion  of  Mr.  AVright  is  that  he  is  a  mod- 
ern Judas.  He  is  editor  of  the  Eastern  Dealer  in  Phila- 
delphia. It  was  supposed  to  be  an  anti-Harvester  paper. 
It  is  exclusively  an  implement  trade  paper.  There  was 
no  authority  given  to  ^Ir.  Wright  to  turn  over  that  pri- 
vate letter.    I  was  subpoenaed  in  this  case. 

The  activities  of  the  Harvester  Co.  against  me  since 
1905  have  beeji  active  and  continuous.  The  whole  power 
of  that  company  has  become  chronic  against  me. 

53  I  was  doing  business  in  a  territory  about  40  miles 
square.  I  was  the  largest  implement  dealer  in  the  vicin- 
it-^'  of  Creighton. 

XIV  ■ 

ALEX  LEGGE  (witness  for  defendants) : 

51  The  I.  H.  Co.  has  never  maintained  a  Secret  Service, 
to  my  knowledge.  There  never  was  such  an  office  in  Chi- 
cago as  assistant  superintendent  of  the  I.  H.  Co.,  at  any 
time.    There  never  was  a  man  who  was  assistant  super- 
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intendent  of  the  I.  H.  Co.  west  of  Chicago.  I  have  had 
search  made  to  see  whether  any  man  by  the  name  of 
Callahan  was  in  the  employ  of  the  International  Har- 
vester Company  at  Chica.^o  in  the  spring  of  1905,  and 
cannot  find  anyone  by  that  name  who  has  been  on  the  pay- 
roll, then  or  since,  in  the  Chicago  office. 

Cr  OSS-Examination. 

74  Counsel  stated  that  I  gave  some  testimony  on  direct 
examination  respecting  a  search  I  made,  to  ascertain 
whether  a  man  by  the  name  of  Callahan,  had  ever  been  in 
our  employ.  I  never  talked  with  Mr.  Kilborne  on  that 
subject.  I  talked  with  him  on  some  other  matters  of  the 
Creighton  situation. 

278  FEANCIS  A.  BROGAN  (witness  for  defendants) : 

Am  attorney  for  the  John  Deere  Co.  at  Omaha.    They 

279  consult  me  regarding  legal  matters  and  I  handle  their 
cases  in  court.  If  a  legal  controversy  arises  in  the  mat- 
ter of  adjusting  or  collecting  an  account,  it  is  apt  to  come 
to  my  office.  I  know  William  H.  Green,  of  Crighton,  Neb. 
He  is  in  the  implemeiit  business  in  that  town.  As  attorney 
for  John  Deere,  I  have  gone  to  Creighton  to  see  him  at 
least  once  within  throe  or  four  years  and  I  think  twice, 
but  I,  can  recall  distinctly  only  one  time.  I  went  up  there 
with  Mr.  Farrington  who  was  at  that  time  Assistant  Man- 
ager of  the  John  Deere  Plow  Co.,  and  I  went  with  him 
at  his  request,  in  order  that  he  might  consult  with  me 
while  there  regarding  his  business  transaction  with  Mr. 
Green.  I  think  the  only  knowledge  I  had  concerning  the 
necessity  for  going  there  was  derived  from  consultation 
with  the  officers  of  the  John  Deere  Plow  Co.,  in  my 
capacity  as  their  attorney  and  think  I  ought  not  to  dis 
close  that  here. 

280  No  cross-examination. 


306 
VII 

LEWIS  T.  YOUNT : 

24  I  have  sold  goods  to  William  H.  Green,  of  Creighton, 
Xeb.     AVe  had  trouble  to  get  our  money  from  him. 

Cross-Examinatiun . 

We  did  business  with  Mr.  Green  from  1899  to  1904.  I 
was  then  connected  wdth  the  Eacine  Wagon  &  Cordage  Co., 
manager  of  their  Omaha  branch. 

10  C.  M.  JAXES  (witness  for  defendants)  : 

I  reside  at  Oklahoma  City,  and  am  in  the  employ  of 
the  Oklahoma  Mohne  Plow  Co.;  was  formerly  an  Inter- 
national blockman.  I  know  William  H.  Green  of  Creigh- 
ton, and  helped  check  out  the  International  goods  from 

11  his  place  of  business.  We  had  trouble  in  getting  our 
money.  Green  was  slow  in  paying  his  bills.  While  block- 
man  i  recommended  that  the  business  be  taken  away  from 
Green  on  account  of  his  slowness  and  irregularity  in  pay- 
ing accounts. 

Cross-Examination. 

The  general  agent,  C.  P.  Kilborne,  told  me  to  go  to 

12  Creighton  and  check  out  Green.  That  was  possibly  a 
year  after  T  had  been  blockman  at  Creighton.  I  have 
been  over  a  great  many  different  blocks  to  assist  in  set- 
tlements. It  was  not  customary  for  me  to  leave  my  block 
and  go  to  other  blocks  and  check  out  dealers  but  this  was 
quite  an  aceoimt,  and  I  am  pretty  fair  on  settlements, 
so  I  presume  that  was  the  reason  I  was  sent.  I  have  no 
recollection  how  the  balance  stood  when  we  checked  out 
Green's    account;    we    had    trouble    in    collecting  bal- 

13  ances  when  I  was  blockman  there.  We  did  business  with 
Green  when  I  was  with  the  Deering  Harvester  Company. 
While  with  the  Deering  I  did  not  sell  to  Green  in  the  hard 

14  times.    I  was  a  collector,  not  in  the  sales  organization. 

I  do  not  remember  that  Green  had  any  particular  atti- 
tude on  the  Trust  question.  We  never  had  any  trouble 
with  him  on  the  Trust  question;  that  is  I  do  not  recall 
it.  There  was  a  reason  for  taking  the  goods  out  in  this 
case;  I  do  not  remember  what  it  was.  I  do  not  know  as 
we  gave  him  any  reason.    I  just  followed  out  orders.     I 
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read  two  or  three  pages  of  Green's  testimony;  counsel 
did  not  point  out  any  to  me ;  he  gave  me  the  book  and  said 
I  could  read  it  if  I  wished  to.  I  could  not  testify  whether 
Green  gave  me  a  check  for  the  balance  when  the  goods 
were  checked  out  or  not.  I  remember  we  had  trouble 
with  Green  when  I  was  on  the  block,  I  believe  in  1902. 

Re-direct  Examination. 
I  made  a  good  many  trips  like  that  from  my  block  to 
16  other  blocks  to  adjust  matters  of  this  kind.  There  was 
trouble  collecting  money  from  Green,  and  I  had  recom- 
mended that  the  business  be  taken  away  from  him.  I 
was  on  the  lookout  for  a  financiallj^  responsible  dealer, 
and  because  I  did  not  locate  such  a  one  the  business  was 
not  taken  from  Green  at  the  time.  I  never  heard  of  a 
man  named  Callahan  working  in  the  Sioux  City  Agency. 
I  do  not  know  of  any  man  by  that  name. 

Re-cross  Examination. 

I  cannot  testify  whether  Green  paid  up  his  account 
when  I  ceased  being  blockman.  The  man  who  would  be 
properly  qualified  to  testify  to  this  Green  transaction, 
would  be  the  general  agent,  Kilborne,  or  the  blockman. 
I  went  there  to  assist  in  making  the  transfer  and  do  not 
recall  as  to  why  the  goods  were  taken  out. 
VIII 

W.  J.  CLAEKSON.( witness  for  defendants) : 

545  I  am  a  credit  man  of  the  John  Deere  Plow  Co.,  and 
live  at  Omaha,  Neb.  From  1902  to  1906  I  was  bookkeeper 
and  assistant  cashier  for  the  Deeiing  Division  of  the  I. 
H.  Co.  at  Sioux  City.  I  left  the  I.  H.  Co.  in  1906.  My 
duties  were  to  post  up  all  the  accounts,  see  that  the  proper 
statements  were  sent  out,  that  the  collections  were  made, 
and  work  up  settlement  papers  for  the  blockman  when 
it  was  necessary  to  make  them.  Creighton,  Neb.,  was , 
within  my  territory. 

546  I  know  William  H.  Green.  He  was  in  business 
at  Creighton  as  an  implement  dealer.  As  assistant 
cashier,  and  on  the  books  of  the  company  at 
Sioux  City,  I  was  familiar  with  the  accounts  and  the 
collections  upon  accounts.  William  H.  Green  of  Creigh- 
ton, Neb.,  was  very  slow  in  the  payment  of  his  accounts 
while  I  was  there.     They  would  run  from  six  months  to 


308 

VIII 

a  year  and  a  half  past  due.     They  were  always  pound- 
ing on  him  to  make  the  payments.     Several  times  I  re- 

547  ceived  payment  of  a  portion  of  the  account  by  a  check 
from  Green.  Twice  in  1904  I  received  a  check  from 
Green  to  apply  on  the  account  that  was  protested  for 
non-payment.  In  July,  1904,  a  $150  check  was  protested 
and  in  December,  1904,  a  $100  cheek  was  protested.  In 
1905  under  instructions  from  the  general  agent,  Mr.  Kil- 
borne,  I  went  out  with  Mr.  Blotz,  a  blockman,  and  checked 
the  goods  out  from  Green's  store. 

We  had  frequent  discussions  with  Mr.  Kilborne,  the 
general  agent,  over  the  account  of  Mr.  Green  being  past 

548  due.  There  always  were  discussions  of  the  difficulty  of 
getting  payment  in  cases  of  that  kind. 

When  we  were  instructed  to  check  out,  Kilborne  advised 
Blotz  and  myself  that  on  account  of  Green's  poor  financial 
standing  and  his  inability  to  take  care  of  his  indebtedness 
to  the  International,  we  should  take  the  goods  away  from 
him  and  transfer  them  to  some  one  else.  I  went  out  and 
assisted  in  that  work  with  that  direction. 

Cross-Examination. 

I  had  not  given  Green  any  notice  that  his  goods  were 
to  be  checked  out  and  do  not  know  of  any  notice  being 
given  him.    I  received  word  to  go  out  there  a  few  days 

549  before  I  went.  That  was  in  May,  1905.  Being  asked  if 
I  found  that  Green  owed  us  or  we  owed  Green  will  say 
I  cannot  answer  the  question  in  that  way;  there  is  a  net 

550  account  and  a  machine  account.  If  you  want  the  net  ac- 
count I  can  tell  you. 

We  paid  him.  Green  did  not  owe  us  anything  on  the 
total  account  when  we  transferred  the  goods.  We  owed 
him  about  $75  net  on  all  the  Divisions  transferred;  that 
is,  the  different  Deering,  Milwaukee  and  Piano  goods.  Be- 
ing asked  if  we  check  out  our  customers  very  often  when 
we  owe  them  money  and  claim  that  it  is  because  they  are 
slow  in  their  accounts,  will  say  that  it  is  not  very  often 
that  you  find  anybody  that  waits  two  years  to  pay  their 
bills,  that  you  have  to  check  out  that  way.     There  was 

551  nothing  due  on  any  other  account  from  us  to  Green.  I 
refreshed  my  recollection  by  going  over  the  Taooks  at  the 
Sioux  City  office  yesterday.  We  were  reimbursed  our  ex- 
pense on  the  protested  check. 

552  No  one  has  paid  my  expenses  to  come  up  here.    The  I. 
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H.  Co.  asked  me  to  come  here  to  testify.    I  hope  to  have 
my  expenses  paid. 

I  am  working  for  the  John  Deere  Plow  Co.  Have  not 
heen  subpoenaed.  Mr.  Kilborne  of  the  I.  H.  Co.  asked 
me  to  come  here.    I  saw  Mr.  Kilborne  at  the  Carpenter 

553  Hotel  today.  He  is  general  agent  of  the  I.  H.  Co.  for  the 
Sioux  City  territory,  and  the  headquarters  of  his  general 
agency  are  Sioux  City. 

My  recollection  is  that  we  had  instructions  to  make  the 
best  possible  settlement  to  get  the  goods  away  from  Mr. 
Green.  I  have  been  in  the  habit  of  making  settlements 
with  dealers  at  different  times,  when  they  were  rushed. 
Green  is  the  only  dealer  I  checked  out  in  1905.  I  never 
heard  the  phrase  checked  out  until  you  used  it.  I  had 
never  before  or  since  been  sent  from  the  office  to  assist 

554  a  blockman  to  take  away  the  goods  from  a  dealer. 

Re-direct  Examination. 

After  a  great  deal  of  effort  the  money  due  on  that  ac- 
count was  finally  collected  in  May,  1905,  and  then  we  took 
the  goods  away,  and  ceased  doing  business  with  Green. 
There  were  two  reasons  for  this  $75  being  due  him  at  the 
close  of  the  transaction.  One  was  because  in  checking  up 
the  repairs  we  found  that  with  the  other  repairs  which 

555  we  were  compelled  to  take  in,  that  is  outside  makes  beside 
the  I.  H.  Co.,  the  repairs  run  over  the  last  invoice.  By 
reducing  that  difference  to  a  net  basis,  in  other  words, 
taking  off  25  per  cent,  commission  which  was  allowed  an 
agent,  made  some  difference,  about  $20,  I  think  it  was. 
The  other  difference  was  due  to  the  freight  which  Mr. 
Green  had  been  carrying  in  the  repairs.  He  had  paid  the 
freig'ht  on  the  repairs  shipped  to  him.  When  taken  .uw£.y 
he  demanded  to  be  reimbursed  for  the  freight,  and  that 
made  up  the  $75. 

Re-cross  Examination. 
I  sent  Green  a  check  from  the  office  for  the  $75.  Mr. 
Chapman  wrote  out  the  check;  I  saw  it.  Do  not  know 
whether  it  has  been  preserved  or  not.  As  to  whether  we 
had  trouble  with  Green  on  the  pi'emises  that  depends  on 
what  you  call  trouble.  I  did  not  have  a  fight  but  had 
several  arguments.  Do  not  recall  that  Green  said  he  had  no 
notice  or  any  discussion  along  that  line.  I  recall  no  par- 
ticular discussion  with  Green  although  we  had  one.     I 

556  suppose  those  things  always  come  up. 
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152  A.  H.  JOXES  (witness  for  petitioner) : 

In  1905  I  was  in  tlie  implement  business  at  Hastings, 
Neb.,  as  C.  L.  Jones  &  Co.  I  have  been  in  tbe  business 
since  1896.  Hastings  has  about  10,000  inhabitants.  There 
were  three  dealers  there  handhng  the  full  lines. 

In  1905  we  had  the  MeCormick;  we  handled  it  since 
1901  or  1902.  Another  dealer  handled  the  Deering  and 
the  other  the  Piano  and  Acme.  In  1905  we  were  selling 
Plymouth  twine;  we  also  had  a  contract  for  a  carload  of 

153  Ludlow  twine.  We  had  a  dispute  with  the  International 
because  we  advertised  in  the  paper  Ludlow  twine  at  11 
cents  retail.  That  was  low;  the  price  of  Deering  and 
Plymouth  tmne  was  12  cents. 

After  this  advertisement  ^Ir.  Haynie,  the  General  Agent 
at  Lincoln,  telephoned  to  know  if  we  were  making  this 
price.  I  said  "Yes"  and  told  him,  in  effect,  that  it  was 
none  of  his  business,  that  we  were  not  buying  twine  from 
him.  He  said  we  must  either  put  the  price  of  Ludlow 
twine  back  to  12  cents  or  he  would  put  two  carloads  of 
Plymouth  twine  in  at  Hastings  and  have  it  retail  for  less 
than  we  were  paying.     I  told  him  to  go  ahead.     That 

154  evening  Haynie  came  out,  and  my  brother  and  myself  and 
three  International  men,  conferred.  We  refused  to  with- 
draw the  price  and  Haynie  said  that  Ave  must  withdraw 
it  or  they  would  stop  doing  business  with  us.  I  said  "All 
right."  We  said  that  he  could  not  have  the  goods  until 
we  saw  our  attorneys  and  Hajmie  said  that  while  we  were 
seeing  our  attorneys  he  would  be  taking  the  goods.  We 
had,  possibly,  five  or  six  carloads  of  McCoraiick  machines 
and  $1,000  to  $2,000  worth  of  repair  stock.  In  the  morn- 
ing w^e  piled  the  stuff  out  and  they  had  their  teams  ready 
to  take  it.  Before  we  got  the  stuff  checked,  Mr.  Gabriel, 
Haynie 's  assistant,  stated  that  rather  than  disturb  the 
business  just  before  harvest  when  we  had  a  number  of 
machines  sold,  they  would  make  this  compromise :  That 
if  we  would  cancel  the  order  for  this  Ludlow  twine  they 
would  furnish  us  on  consignment  a  car  of  twine  under  an- 
other brand  that  we  could  sell  at  any  price  W(^  wished. 

155  We  accepted  this  compromise  and  put  the  goods  back  into 
tlie  house.  To  havo  let  those  goods  go  would  have  repre- 
sented a  substantial  loss  to  us. 

The  harvesting-  lines  were  an  important  feature  of  our 
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business.    We  did  not  get  the  McCormick  agency  for  tlie 
lines  for  the  season  of  1906. 


Cross-Examination. 

In  1906  we  took  on  the  Acme.  The  failure  to  renew  our 
McCormick  contract  gave  the  Acme  line  the  benefit  of 
an  agency  with  an  established  biisiness.  We  have  been 
doing  a  growing  business  with  the  Acme  since  then :  sold 

156  between  15  and  35  in  1906 ;  this  year  about  100. 

II 

510  E.  B.  CAMPBELL : 

I  live  at  Auxvasse,  Mo.,  and  till  five  years  ago  was  in 
the  implement  business.    I  'handled  the  Deering  for  several 

511  years.  I  quit  the  Deering  one  year  before  I  went  out  of 
business.  I  had  contracted  for  a  few  Standard  mowers. 
They  said  I  would  have  to  cancel  my  independent  con- 
tract before  they  would  write  me  a  Deering  contract. 

There  was  only  one  other  dealer  at  Auxvasse.  He  han- 
dled the  McCormick  line;  at  that  time  the  Deering  and 
McCormick  were  pretty  nearly  the  only  machines  there. 

Cross-Eosamination. 

512  I  never  handled  any  machine  before  the  Deering.  I 
quit  the  International  about  1906  and  took  up  the  John- 
ston. I  think  I  sold  more  Johnstons  in  a  year  than  I  ever 
sold  Deering  and  International  in  a  year.  When  the  In- 
ternational took  the  Deering  line  away  I  had  a  gasoline 
engine  and  manure  spreader.  They  agreed  to  give  me 
the  exclusive  agency  there  on  a  manure  spreader  and 
gasoline  engine.     When  they  took  the  Deering  away  we 

513  just  cut  that  business  out.  I  sold  out  about  the  beginning 
of  1908. 

Re-direct  Examination. 

They  had  refused  this  Deering  line  before  the  question 
of  the  payment  of  the  gasoline  engine  came  up.     Pay- 

514  ment  for  the  gasoline  engine  was  not  due.  I  told  them 
that  if  they  were  going  to  take  one  thing  to  take  the  whole 
thing  away.  The  purchase  of  the  gasoline  engine  was 
made  before  we  had  quit  the  line.  When  Ave  quit  handling 
the  line  the  gasoline  engine  had  not  been  paid  for. 
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507  ^y.  A.  SCHWOPE: 

I  reside  at  Weston,  Mo.  For  several  years  I  handled  the 
Piano,  Milwaukee  and  ^[cCoimick  lines.  There  is  just 
one  other  dealer  at  Weston,  he  handles  the  Deering  lines. 

1  handled  the  International  lines  up  to  1907.    In  the  fall 

508  of  1907  when  I  made  settlement  with  the  bloclanan,  he 
wanted  to  know  about  contracting  for  1908.  I  told  him  I 
was  ready,  and  lie  asked  whether  I  was  going  to  handle 
the  independent  lines.  I  said  I  was.  I  had  contracted  for 
the  Acme  in  Feb.,  1907.  He  told  me  they  would  not  put 
in  their  line  if  I  handled  the  Acme.  I  told  him  he  could 
do  as  he  liked  about  it.  That  was  the  first  year  the  Acme 
had  been  sold  in  that  neighborhood;  since  then  I  have 
handled  it  exclusively.  Platte  City  is  seven  miles  from 
Weston.  There  is  no  Acme  agent  there  that  I  know  of. 
To  the  best  of  my  knowledge  there  have  been  more  Inter- 
national canvassers  in  Weston  than  in  Platte  City. 

Cross-Examination. 

509  In  1907  I  had  both  lines  and  I  pushed  both  of  them.  I 
testified  in  the  ]\tissouri  case. 

Q.  Was  this  question  asked  you :  "You  have  been 
fighting  for  the  Acme  people,  contending  for  them?" 
and  did  you  make  the  answer,  "Yes,  sir,  the  last  few 
vears  we  have.  Q.  And  you  are  now?  A.  Yes,  sir. 
Q.  In  1907  and  1908?  A.  Yes,  sir.  Q.  Is  that 
right?  A.  Yes,  sir.  Q.  You  were  fighting  for  them 
at  the  very  time  you  were  selling  the  America  Com- 
pany goods?  A.  We  showed  the  people  the  differ- 
ence. Q.  You  were  fighting  for  the  Acme  people? 
A.  Yes,  sir."  Did  you  give  that  testimony?  A.  I 
expect  that  is  right. 
I  had  the  Acme  on  commission,  just  the  same  as  the 
International. 

Re-direct. 

I  did  not  sign  for  the  Acme  in  1907  until  after  I  had 
contracted  for  the  International. 

Re-cross. 

510  AVhen  I  had  both  the  Acme  and  International  I  sold 

2  or  .3  International  binders,  and  I  think  2  Acmes  that 
year.    The  next  year  I  sold  13  Acmes. 
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Re-re-direct. 


I  have  only  sold  two  Acmes  this  year.    As  far  as  I  know 
there  have  been  from  20  to  23  International  binders  sold 
in  that  neighborhood  this  year.     No  independent  binder 
other  than  the  Acme  was  sold  at  Weston  this  year. 
Ill 

140  FEED  V.  DALE : 

I  have  been  engaged  in  the  implement  business  for  six 
years  at  Minot,  a  town  of  8,000  inhabitants.  There  are 
three  other  dealers  who  handle  the  Wood,  McCormick  and 
Deering. 

Before  I  went  to  Minot  I  was  engaged  in  the  implement 
business  at  Browns  Valley,  Minn.,  for  14  years.  In  1903, 
1904  and  1905  I  sold  the  Minnie  binder  which  was  well 
known  in  those  parts.    It  was  a  good  binder  and  ray  sales 

141  were  good.  W^hen  I  sold  that  binder  I  supposed  and  said 
it  was  not  manufactured  by  the  I.  H.  Co.  I  had  not  been 
so  informed.  There  appeared  to  be  a  demand  on  the 
part  of  farmers  there  for  machines  not  made  by  any 
trust. 

It  was  in  part  in  response  to  such  demands  and  in  part 
because  I  considered  it  the  best  binder  in  the  market  that 
I  sold  the  Minnie. 

In  1906  "w^hen  I  went  to  Minot  I  handled  the  Champion 
and  the  Piano ;  in  1907  the  McCormick.  My  business  runs 
from  $50,000  to  $60,000  a  year. 

In  1906  and  1907  International  agents  asked  me  from 
time  to  time  to  buy  wagons,  manure  spreaders,  etc.  About 
May,  1908,  T.  P.  Muliek,  the  manager  of  the  International, 

142  came  to  us  and  said  they  were  going  to  take  the  McCor- 
mick as  they  wanted  it  pushed  harder  than  I  had  been 
pushing  it.  Nothing  was  said  about  my  not  taking  wagons 
and  manure  spreaders,  cream  separators  or  engines,  ex- 
cept that  he  commented  on  the  fact  that  I  sold  the  Deere 
line  instead  of  theirs.  After  that  the  McCormick  lines 
were  checked  out  of  my  store  and  the  Ward  County  Im- 
plement Co.  got  the  contract  for  1908.  Since  then  I  have 
handled  the  Acme. 

I  think  the  McCormick  and  Deering  lines  do  about  75 
per  cent,  or  80  per  cent,  of  the  business  in  binders  in 
Minot.  Harvesting  machinery  is  an  important  factor  in 
attracting  trade  to  an  implement  dealer's  place  of  busi- 
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ness.  I  have  never  handled  any  of  the  International 
wagons  and  manure  spreaders.  The  blockmen  suggested 
they  would  like  to  sell  me  some  at  any  time. 

143  Cross-Examination. 

The  General  Agent  said  that  I  was  not  selling  any  of 
their  other  lines  and  they  wanted  the  McCormick  har- 
vester pushed  harder  than  I  was  pushing  it. 

The  effect  of  taking  away  the  McCormick  agency  was 
to  leave  a  large  business  for  the  Acme  and  I  took  it  on. 
The  Acme  was  sold  by  another  firm  before  they  turned 
it  over  to  me.    It  is  a  usual  thing  for  a  manufacturer  to 

144  desire  one  agent  to  handle  their  line.  This  is  very  much 
true  of  the  Deere  Co.  I  used  to  handle  the  Stoughton 
wagon.  The  Peere  people  said  that  they  did  not  want  an 
agent  who  did  not  handle  their  line  and  they  wanted  me 
to  take  their  line  of  wagons  and  abandon  the  Stoughton  or 
else  abandon  their  line.  As  a  matter  of  fact  I  did  not 
abandon  the  Stoughton  wagon. 

Re-direct  Examination. 

The  Deere  lines  were  not  taken  away  from  me  when  I 
refused  to  abandon  the  Stoughton  wagon,  as  yet,  but 
the  Deere  Co.  is  building  a  house  in  Minot  now  to  take 
them.    ^luliek  was  very  angry  at  the  time.    I  sort  of  made 

145  a  little  sport  of  him  and  he  alluded  to  my  selling  the 
Deere  goods  strongly.  My  conclusion  was  there  was  some 
friction  between  the  Deere  people  and  the  International. 

159  J.  E.  BEOWN : 

I  am  engaged  in  the  agricultural  implement  business 
at  Stewartville,  at  town  of  about  800  inhabitants,  located 
in  Minnesota.  There  are  two  implement  dealers  there. 
At  present  I  represent  the  McCormick  line  and  the  other 
dealer  the  Deering  principally. 

I  started  in  the  business  in  the  fall  of  1906.  In  1907 
I  handled  the  Deering  harvester  line  principally,  but  I 
also  had  the  agency  for  the  Champion,  Piano  and  Mil- 
Avaukee,  though  I  sold  none  of  them.    In  the  fall  of  1907 

160  or  the  spring  of  1908  I  contracted  with  the  Acme.    I  had 
a  discussion  with  representatives  of    the    International- 
with  reference  to  that  contract  and  ultimately  my  Deering 
contract  was  cancelled.    The  representative  of  the  Inter- 


■615 
III 

national  said  he  thought  their  interests  would  be  jeop- 
ardized when  he  cancelled  the  contract.  The  Deering 
goods  and  the  extras  in  the  Piano,  Milwaukee  and  Cham- 
pion were  taken  away  and  in  1903  I  handled  the  Acme 

161  alone.  In  1909  I  took  on  the  Deering  lines  again  and 
sold  about  15.  I  sold  no  Acme  machines  that  year  ex- 
cept Avhat  I  had  left  from  1908.  There  was  only  one  held 
over.  In  1910  I  had  the  Deering  and  sold  about  15  but 
we  sold  no  Acmes  that  year.  We  sold  some  Milwaukee 
grain  binders.  In  1910  I  was  the  only  dealer  there.  In 
1911  a  new  dealer  came  in  and  took  the  Deering  and  I 
got  the  McCormick.  I  had  an  Acme  contract  but  I  did 
not  sell  any.    In  1911 1  sold  about  30  MeCormicks  and  two 

162  Milwaukees.  This  year  I  sold  10  MeCormicks  but  did  not 
have  the  Milwaukee.    I  had  an  Acme  contract  for  repairs. 

In  my  immediate  vicinity  practically  all  the  business 
in  grain  binders  is  done  by  the  McCormick  and  Deering 
lines.  Eepairs  are  an  important  item  in  the  implement 
dealer's  business.  They  bring  farmers  to  the  stores. 
From  the  point  of  view  of  prestige,  harvesting  imple- 
ments are  an  important  line  because  they  bring  people 
to  your  place  of  business. 

Cross-Examination. 

1  held  a  contract  for  the  Deering  until  the  spring  of 

163  1908.  I  had  no  real  quarrel  with  them.  I  took  on  the 
Acme  and  have  held  the  Acme  agency  practically  ever 
since  and  still  have  a  line  of  Acme  repairs.  The  Inter- 
national has  accorded  me  proper  treatment  and  I  have 
no  especially  complaint  to  make. 

171  B.  E.  LEE: 

I  am  engaged  in  the  implement  business  at  Watertown, 
IS.  D.  It  has  a  population  of  7500  and  there  are  four  im- 
plement dealers  there.  I  have  been  in  the  trade  since 
1880.  During  all  that  time  there  has  averaged  four  im- 
plement dealers  in  Watertown. 

In  1908  and  1909  I  was  handling  the  Deering  lines  of 
harvesting  machinery.  We  had  contracts  with  other  firms, 
selling  plows,  wagons  and  manure  spreaders.  The  Inter- 
national wanted  us  to  take  their  other  lines  which  we 
could  not  well  do  and  they  gave  the  Deering  lines  to  other 
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172  parties.  The  Deering,  McCormick,  Acme  and  Johnston 
lines  are  handled  at  Watertown.  I  handle  the  Johnston. 
Another  man  handled  the  Acme  up  to  this  fall  when  he 
closed  out  and  went  out  of  business.  One  of  the  other 
two  dealers  handles  the  McCormick  and  the  other  the 
Deering.  Aljout  S5  per  cent,  of  the  business  around  Water- 
town  is  in  the  McCormick  and  Deering  lines  in  binders, 
mowers  and  rakes. 

Cross-Examination. 

I  handled  the  Deering  just  one  year  prior  to  1909.  I 
had  it  in  1908  and  1909.  I  handled  the  Deere  &  Webber 
manure  spreaders  and  line  of  agricultural  implements. 
I  could  not  handle  the  International  manure  spreaders 
and  wagons  because  I  was  tied  up  with  Deere  &  Web- 
ber. 

173  When  I  found  I  could  not  act  as  agent  of  the  Inter- 
national in  selling  the  Deering  machines  without  taking 
on  other  lines,  it  wa?  a  question  of  choice  whether  I  would 
give  up  the  Deering  or  the  Deere  &  Webber  line,  and  I 
chose  to  give  up  the  International  line. 

Re-dircci  Examination. 

The  General  Agent  was  the  man  who  put  the  choice 
up  to  me. 

Re-cross  Examination. 

174  He  said  he  would  like  an  agent  who  would  handle  the 
Deering  and  the  other  lines  of  the  International.  We 
supposed  tliat  we  could  not  handle  the  wagons,  etc.,  of 
the  International  and  the  whole  Deere  &  Webber  line  too. 

175  A.H.  WELCHLIN: 

I  am  engaged  in  the  implement  business  at  Fairmont, 
Minn.,  a  city  of  about  6,000  inhabitants.  There 
are  four  implement  dealers  there.  I  handle  the  Milwaukee 
and  Ohampion,  another  dealer  handles  the  McCormick  and 
another  the  Deering.  The  fourth  dealer  does  not  handle 
any  harvesting  implements.  He  is  the  smallest  dealer  of 
the  four. 

I  have  been  in  the  business  seven  years.    When  I  began 

I  took  the  ^Milwaukee.     In  the  fall  of  1908  I  contracted 

17G  with  the  Acme  Company  for  1909  and  ordered  a  sample 
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binder,  mower  and  rake.  The  International  bloekman,  G. 
M.  West,  said  if  I  would  take  on  the  Acme  line  they  would 
check  out  all  the  goods  I  handled  for  the  International. 
I  have  some  International  wagons,  manure  spreaders  and 
engines,  but  only  their  binders  on  the  commission  agency 
basis.  The  bloekman  said  he  would  check  out  the  repairs 
and  the  Milwaukee  lines  carried  over  from  the  year  be- 
fore and  I  could  not  handle  any  of  their  goods  after  the 
current  contract  had  run  out.  Those  goods  comprised 
the  larger  part  of  my  business  so  I  cancelled  the  contract 
177  with  the  Acme.    The  Acme  has  no  dealer  in  Fairmont. 

Cross-Examination. 

The  International  wanted  our  efforts  to  be  directed  en- 
tirely to  selling  their  binders.  When  they  so  stated  I  ac- 
quiesced and  have  gone  ahead  as  their  agent. 

130  G.  W.  SCHLOTTMAN : 

I  have  been  engaged  in  the  retail  implement  business 
at  Courtland,  Minn.,  for  25  years.  I  sell  the  Deering  and 
have  handled  that  line  for  14  years.  Deering  repairs  have 
become  an  important  part  of  my  business.  I  think  during 
that  whole  period  I  have  sold  around  two  hundred  Deer- 
ing binders  and  one  hundred  Deering  mowers.    Farmers 

131  who  bought  these  machines  have  come  to  me  for  repairs, 
oil  and  twine. 

In  the  fall  of  1908  I  signed  a  contract  with  the  Deering 
for  1909.  Shortly  after  that  I  contracted  for  the  Acme 
lines  for  1909.  About  May,  C.  S.  Gibbous,  our  bloekman, 
came  and  wanted  to  put  in  a  carload  of  the  International 
lines.  I  told  him  I  would  probably  not  need  as  many 
this  year  for  I  had  a  contract  with  the  Acme.  He  asked 
if  I  liked  those  better  than  ours.  I  said  no,  but  Mr. 
White  was  a  friend  of  mine  and  some  of  the  farmers  had 
been  talking  the  Acme  which  is  handled  in  the  next  town. 
Besides  the  Acme  is  $10  cheaper.    He  said  "You  can't 

132  have  it,  that  is  all  there  is  to  it.  If  you  want  that  line 
then  you  have  got  to  quit  ours.  *  *  *  As  soon  as  you 
get  a  machine  in  here  from  the  Acme  we  will  have  a  man 
up  here  to  take  our  line  out,  that  is  all."  He  made  it  so 
strong  I  finally  had  to  cancel  the  contract  with  the  Acme. 

In  Jan.,  1910,  Mr.  Gibbons  came  again  and  asked  if 
I  wanted  a  contract.    I  asked  him  whether  I  could  handle 
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the  Acme  at  the  same  time.  "We  went  over  the  same  con- 
versation again  that  we  had  the  year  hefore.  He  said: 
"If  you  want  them  you  can  have  them  but  you  can't  have 

133  ours."  After  some  further  conversation  he  picked  up  his 
papers  which  had  not  been  signed  and  went  out  of  the 
office  saying  he  would  come  back.  He  did  not  come  back 
until  the  latter  part  of  February.  I  wrote  Mr.  MeClure 
at  the  head  office  of  the  International  at  Mankato,  and 
asked  him  if  he  was  going  to  contract  with  me  this  year. 
I  told  him  the  conversation  I  had  had  with  Gibbons.  About 
the  first  part  of  March  Gibbons  came  in  again  and  asked 
me  if  I  was  going  to  handle  the  other  line  too.  I  said  no 
because  I  wanted  his  line.  He  said  "All  right,  then,"  and 
the  contract  was  written  up.  I  did  not  handle  the  Acme 
in  1910  because  they  wouldn't  let  me. 

There  are  two  general  dealers  in  Courtland  who  handle 
the  full  implement  lines.  There  is  an  elevator  man  who 
handles  the  Acme  and  a  blacksmith  who.  handles  the 
^Minnesota.  I  handle  the  Deering  and  the  other  regular 
implement  dealer  has  the  Milwaukee.    This  year  the  other 

134  man  also  had  the  McCormick.  I  could  not  say  whether 
there  was  any  call  for  the  Acme  or  not  in  1909  and  1910. 

I  had  tried  to  get  the  McCormick  from  the  International 
nearly  every  year  but  they  have  declined  because  they 
said  they  would  not  have  the  Deering  and  McCormick 
handled  together.  The  Acme  and  the  Minnesota  were 
both  in  there  this  year. 

In  1899  the  six-foot  Deering  binders  were  $85;  in  1901 
I  think  they  were  $93. 

Our  firm  does  a  business  of  about  $25,000  a  year.  A 
farmer  gets  nearly  as  many  free  repairs  now  as  before 

135  1902.  Woodwork  is  not  given  quite  as  freely  as  it  used 
to  be. 

In  1909  and  1910  the  Acme  was  not  handled  at  Court- 
land.  T  have  handled  International  wagons,  spreaders 
and  gasoline  engines.    I  also  have  their  cream  separators. 

The  ^rinnesota  State  Prison  sold  one  binder  this  year 
and  three  rakes.  Repairs  in  harvesting  machines  are  an 
impoi'tant  item  in  getting  the  farmer  to  come  to  our  store. 

Cross-Examination, 

I  have  handled  the  Deering  11  years.  During  that  period 
the  Deering  Company  has  spent  money  in  canvassing,  and 
developing  the  trade  and  building  up  a  good  will.     This 
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136  money  worked  to  the  benefit  of  the  agent  who  represented 
the  company. 

After  all  those  years  I  wanted  to  put  on  onr  floor  a 
cheaper  machine  in  addition  to  the  Deering  line.  In  that 
case  people  who  came  to  our  store  because  we  had  handled 
the  Deering  machine  and  because  of  the  repairs  we  had 
for  the  Deering,  would  have  exhibited  to  them  the  Acme, 
a  cheaper  machine. 

When  Gibbons  came  in  in  1909  I  told  him  I  did  not  ex- 
pect to  buy  as  many  Deerings  that  year  as  previously  be- 
cause I  expected  to  sell  some  Acme.  The  sales  I  would 
make  on  the  Acmes  would  limit  those  I  would  make  as  an 
agent  for  the  Deering.  He  objected  to  this  procedure  and 
said  I  had  to  choose  between  the  Acme  and  the  Deering. 

137  In  1899  the  six-foot  Deering  was  $85;  in  1901,  $93;  in 
1903  they  were  $95.  They  carried  the  same  attachments 
each  year.    I  have  handled  plows,  wagons  and  tillage  im- 

138  plements.  In  proportion  the  prices  of  those  goods  rose 
more  than  the  binders. 

The  Acme  found  a  grain  elevator  man  to  handle  their 
machines.  His  business  brought  him  in  contact  -with  the 
farmers  throughout  the  territory  because  the  farmers 
came  to  him  with  their  grain. 

The  Minnesota  State  Prison  found  a  blacksmith  and 
they  furnished  men  to  set  up  machines  for  him. 

139  Re-direct  Exmnination. 

When  the  blockman  told  me  we  should  not  handle  Acme 
lines,  neither  the  International  nor  the  Deering  Co.  owned 
any  interest  in  our  business. 

5sTeither  the  elevator  man  nor  the  blacksmith  sold  any 
other  kind  of  machines.  I  do  not  think  either  of  them 
could  set  up  a  machine  or  a  binder.  I  can  set  up  ma- 
chines but  the  other  two  implement  dealers  I  have  men- 
tioned do  not.  The  companies  send  men  to  set  them  up 
for  them. 

156  CHARLES  HULL: 

I  am  engaged  in  the  retail  implement  business  at  Edge- 
ley,  N.  D.  It  has  about  900  inhabitants.  There  are  two 
regular  dealers  there  but  the  Independent  Harvester  Co. 
put  some  agent  in  there  this  vear.    They  have  got  a  good 

157  business  there.     Of  the  regular  dealers  one  handles  the 
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Deering  and,  I  believe,  some  McCormicks  and  Milwau- 
kees. 

I  started  in  business  in  1909,  and  later  bought  Jobn 
Giffert's  business.  He  had  bought  Shields  &  Weaver's 
business,  who  had  been  handling  the  Deering  lines. 
Fields,  the  bloekman,  came  to  my  office  to  see  about  our 
handling  International  goods.  He  wanted  me  to  take  the 
McCormick  and  I  said  I  wanted  the  Deering.  Finally,  he 
offered  me  the  Deering  binder  if  I  would  buy  a  carload 
of  twine  and  a  carload  of  wagons.  I  offered  to  buy  the 
twine  but  not  the  wagons,  but  I  could  not  get  the  agency 
for  the  Deering  line  on  those  terms.  Shields  &  Weaver 
returned  to  the  business  and  got  the  Deering  line.  A  man 
158  named  Murphy  got  the  contract  for  the  McCormick  lines 
but  they  were  really  all  sold  from  Shields  &  Weaver's 
store. 

I  am  handling  the  Acme  now. 

Cross-Examination. 

I  have  handled  the  Acme  since  that  time.    I  handle  the 
Deere  Plow  Co.  lino. 
II 

471  H.  C.  SIMMONS: 

I  live  at  Pilot  Grove,  Mo.,  and  in  1908,  1909  and  1910 
sold  harvester  lines.  I  bought  out  a  general  hardware 
and  harness  store.    Long  &  Son  handled  the  McCormick. 

472  I  handled  the  Deering  line  one  season.  In  1909  I  took 
on  the  Johnston  line.  The  I.  H.  Co.  bloekman  said  he 
would  not  renew  their  contract  with  me  if  I  continued  my 
contract  with  the  Johnston  people.  At  that  time  I  had 
signed  with  the  Johnston.  I  did  not  get  the  Deering  for 
that  year.  Eepairs  in  the  implement  business  help  some 
in  a  man's  business  at  that  time  of  the  year.  It  brings 
tlio  farmers  to  the  store.  Most  of  the  harvesting  ma- 
chines in  the  neighborhood  of  Pilot  Grove  are  Deering 
and  McCormick.  Mr.  Schwitzer,  a  blacksmith,  got  the 
peering  for  the  year  after  I  took  them.  He  had  not  been 
in  the  business  before.  The  Johnston  had  not  been  there 
before  I  took  them.  The  Deering  line  had  been  there  for 
vears. 
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473  Cr  OSS-Examination. 

I  handled  the  Johnston  under  a  cash  contract.    I  bought 
them_  outright  and  paid  for  them.    The  contract  with  the 
Deering  was  a  commission  agencv  contract. 
Ill 

54  J.J.  SALLASKA: 

I  live  at  Weatherford,  Okla.,  and  am  engaged  in  the 
hardware  and  implement  business.  I  handled  the  Acme 
harvesting  machinery  and  have  handled  that  line  for  two 
years.  Before  I  handled  the  International.  The  last  In- 
ternational binders  we  sold  were  in  1909.  In  1910  we 
sold  some  Champion  mowers.  We  always  handled  other 
mowers  than  the  International — the  Thomas  "Crown." 

Mr.  Roberts,  our  International  blockman,  said  we  must 
handle  an  International  mower  or  no  International  goods 

55  at  all.  I  told  him  we  would  not  discontinue  handling  the 
Crown  mower.  They  took  awa}^  the  Deering  and  McCor- 
mick  goods  which  I  had  and  left  the  Champions.  The 
Deering  and  McCormick  are  the  best  known  lines  in  Okla- 
homa. There  are  two  other  agents  in  Weatherford  to- 
day. One  handles  the  McCormick,  the  other  the  Deer- 
ing. The  International  does  practically  all  the  grain 
binder  business  at  Weatherford,  and  it  does  all  the  corn 
binder  business  there.     It  does  from  65  to  85  per  cent. 

56  of  the  mower  business.  I  judge  that  the  International 
does  in  the  vicinity  of  Weatherford  65  to  85  per  cent, 
of  the  total  business  in  agricultural  implements. 

Cross-Examination. 

There  are  two  agents  besides  ourselves  in  Weather- 
ford. One  handles  the  McCormick  and  the  other  the 
Deering.    I  handle  the  Acme. 

Two  years  ago  one  of  the  agents  handled  the  Dain 
mower  and  the  Deering  mower  at  the  same  place.  As  far 
as  I  know,  he  now  has  them  both.  Any  farmer  in  our 
village  can  get  anv  harvester  or  mower  he  wants.  He 
can  get  what  we  have  got  and  if  we  didn't  have  it  on 

57  hand  we  could  get  it  for  him.  We  are  doing  business 
with  the  International  this  year  and  have  done  $5,000  or 
$6,000  worth  of  business  with  them.  A  year  or  so  ago 
we  wanted  the  McCormick  line.  I  knew  we  could  not  get 
it  because  the  other  agent  would  not  want  to  give  it  up. 
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He  had  handled  it  ever  since  I  knew  him.    At  that  time, 
however,  I  would  have  liked  to  have  had  it. 

We  handled  the  "Cro-nm"  mower  at  the  same  time  we 
sold  the  International  goods.  When  finally  we  made  our 
choice  and  kept  the  "Crown"  and  gave  up  the  Interna- 
tional, it  was  quite  satisfactory  to  us. 

58  ARTHUR  DAAB : 

I  live  at  Belleville,  111.,  and  am  engaged  there  in  the 
implement  business  under  the  name  of  the  Belleville  Im- 
plement &  Motor  Co.  There  are  two  other  dealers  in 
Belleville.  I  have  handled  the  Deering  lines  since  we 
started  in  1907.  We  took  them  over  from  AV.  L.  Batdorf 
&  Co.  The  Deering  repairs  were  a  considerable  item  at 
that  time  in  the  business. 

One  of  the  other  dealers  in  Belleville  handles  the  Mc- 
Cormick  and  the  other  the  Champion.  In  1910  we  took 
on  a  few  Acme  mowers.    Xo  one  had  been  handling  Acme 

59  mowers  in  that  vicinity.  The  International  blockman 
named  Albert  Jackel  came  over  and  when  he  saw  we  had 
those  Acme  mowers  he  said  they  would  not  couple  on 
with  any  other  kind  of  mower ;  that  they  would  pull  out. 
He  returned  the  next  day  vrith  a  man  named  Chapman 
and  said  they  wanted  ns  to  give  up  those  mowers.  They 
called  about  it  e\'ery  day  for  two  or  three  weeks. 

We  had  at  the  time  a  carload  of  Deering  binders  and 
mowers  on  the  road  which  we  had  sold  to  farmers  and 
they  would  not  ship  them  as  long  as  we  had  those  Acme 
mowors  in  the  shop.  I  wrote  the  Chicago  house  and  the 
answer  I  got  was  that  everything  was  left  to  the  East 

60  St.  Louis  house.  Mr.  Jackel  said  we  could  deliver  the 
two  Acme  mowers  we  had  sold  but  the  other  machines 
most  be  shipped  back.  He  said  before  we  ship  the  car- 
load of  machinery,  I  want  to  see  tlie  bill  of  lading  show- 
ing that  the  Acme  mowers  have  gone  back.  I  mailed  the 
bill  of  lading  to  the  general  agent  at  East  St.  Louis — 
Peterson.  The  carload  of  the  Deering  lines  of  mowers 
and  binders  then  came  to  us.  No  one  is  handling  Acme 
mowers  in  Belleville  today.  There  is  no  agency  for  an 
independent  line  within  20  or  25  miles  of  Belleville. 

61  In  1908  the  Har^^ester  Company  allowed  us  freight 
on  all  carload  shipments  made  to  Belleville — that  is,  we 
paid  the  freight  when  the  car  arrived  and  at  settlement 
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we  were  allowed  the  freigM  back.    The  freight  on  a  binder 
is  about  $3.20. 

Before  1908,  as  to  less  than  carload  shipments,  we  paid 

62  the  freight  from  East  St.  Louis  to  Belleville.  Now  when 
we  take  a  carload  we  must  pay  the  freight  charges  from 
Chicago  to  East  St,  Louis  and  our  own  freight  again 
from  East  St.  Louis  to  Belleville  and  we  also  pay  freight 
charges  from  Chicago  to  East  St.  Louis  on  less  than  car- 
load shipments.  That  change  in  the  freight  allowance 
made  a  considerable  difference  on  the  cost  of  the  binder. 

C  I'oss-Examination. 

Mr.  J.  S.  Funk  was  my  partner  in  the  Belleville  Imple- 
ment &  Motor  Co.    He  was  with  me  till  about  a  year  ago. 

63  While  we  were  handling  the  Deering  line  we  sold  three 
Emerson  mowers,  some  Dairy  Queen  cream  separators. 
We  got  those  Acme  mowers  in  1910  on  commission. 

When  the  blockman  said  he  did  not  want  us  to  handle 

64  the  Acme,  I  wrote  the  Acme  Co.  some  letters  but  it  was 
not  to  get  advertising  out  of  it.  I  mailed  my  letter  to 
the  Acme  without  signing  it.  The  Acme  man  came  back 
and  had  Mr.  Funk  sign  it.  When  the  Acme  man  came 
back  he  said:  "It  is  no  good  to  us  unless  you  sign  it." 
They  used  that  letter  with  our  knowledge  for  advertis- 
ing purposes  all  around  Belleville. 

Re-direct  Examination. 

I  did  not  handle  the  Acme  mov^ers  after  those  were 
sent  back.  What  advertizing  the  Acme  did  was  not  to 
promote  my  business. 

I  asked  the  Acme  to  keep  that  letter  by  themselves. 

65'  Re-cross  Examination. 

Belleville  is  about  14  miles  from  East  St.  Louis.  I 
guess  a  farmer  can  get  from  Belleville  any  machine  he 
wants  quickly  and  easily. 

I  could  get  the  Acme.  Johnston  or  Wood. 


to"- 


104  GEORGE  E.  BOEGMANN:. 

I  am  engaged  in  the  implement  business  at  Sauk  Cen- 
tre, Minn.,  doing  business  under  the  name  of  George  E. 
Borgmann  &  Co.     In  1908  and  1909  I  handled  the  har- 


ni 

vester  lines  of  the  International — the  MeConnick  and  the 
Milwaukee  and  had  a   repair  account  for  the  Champion. 

105  There  was  one  other  dealer  there  then  and  he  handled 
the  Deering.  The  Deering  and  McCormick  lines  have 
been  sold  there  about  25  to  30  years.  At  that  time  there 
was  no  other  well  known  line  tiiere.  During  the  last  ten 
years  the  t\\  o  principal  lines  have  been  the  McCormick 
and  Deering.  I  had  a  contract  for  the  j\fcCormick  line  in 
1910. 

T  think  I  signed  this  in  the  fall  of  1909.  I  lost  the 
agency  the  following  sprins.  I  contracted  with  the  Acme 
and  had  a  sample  machine  of  the  Acme  binder,  mower  and 
rake  sent  up.  Tlie  International  blockman  told  me  if  I 
handled  it  I  could  not  handle  their  line  of  goods,  and  if 
I  continued  to  handle  it  they  would  take  their  goods  out. 
The  Acme  lines  liad  been  sold  up  there  before  but  they 
were  not  represented  at  that  time.  I  asked  the  block- 
man  to  give  me  ten  days  time  to  think  it  over.  He  came 
back  in  a  week  or  ten  days  and  I  told  him  I  had  decided 
to  handle  the  Acmp  and  did  not  care  to  have  anybody 

106  dictate  to  me  the  lines  I  should  handle.  The  contracts 
were  tlien  cancelled.  I  had  had  no  trouble  with  them  be- 
fore that. 

I  think  the  binder  is  an  important  item  in  the  imple- 
ment business.  When  a  farmer  gets  a  make  of  binder  he 
feels  under  obligation  to  eome  and  get  other  machinery 
because  the  binder  needs  repairing  from  time  to  time  and 
this  induces  the  farmer  to  come  to  your  store  for  repairs 
and  twine  and  other  things  that  are  necessary. 

Our  company  does  about  $40,000  of  business  a  year. 
After  this  line  was  taken  away  I  advertised  in  local  pa- 
pers making  reference  to  trusts,  dictation,  etc.  Before 
that  I  never  opposed  the  sale  of  their  lines. 

I  was  subpoenaed  in  this  case.  The  blockman's  name 
I  mentioned  was  Howard  Lufkin. 

107  Cross-Examinaiion. 

The  McCormick  was  one  of  the  best  known  binders 
made.  I  had  handled  it  for  some  years  and  the  people 
who  wished  it  were  in  the  habit  of  coming  to  my  place  of 
business.  When  repairs  or  twine  were  to  be  purchased 
they  would  come  to  my  store.  In  1910  we  put  the  Acme 
line  on  the  floor.     Everyone  who  came  to  mv  store  then 
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would  see  the  Acme  as  well  as  the  McCormick.  C.  C.  Web- 
108  ber  of  the  Deere  &  "Webber  Co.  was  my  partner  at  the 
time.  We  consulted  and  concluded  to  keep  the  Acme. 
The  Acme  is  now  a  well-established  binder  in  our  terri- 
tory. 

168  THOMAS  BOHNEN : 

I  am  engaged  in  the  implement  business  at  Melrose, 

169  Minn.  Its  population  is  about  2,600.  There  are  four  im- 
plement dealers  there.  At  present  I  handle  the  Acme. 
The  Minnesota  is  handled  by  one  of  the  dealers  and  the 
Deering  and  McCormick  are  handled  there.  I  handled 
the  Champion  from  1900  until  1910.  In  1902  the  McCor- 
mick, T)eering,  Milwaukee  and  Minneapolis,  I  think,  were 
represented  there. 

In  1910  I  contracted  with  the  Acme  for  that  season.  I 
got  a  sample  of  their  lines  in  our  store.  The  Interna- 
tional blockman  saw  the  sample  there  but  made  no  ob- 
jection to  it  in  the  beginning.    About  May  1st,  however, 

170  the  blockman,  Howard  Lufkin,  wanted  us  to  discontinue 
the  Acme  and  I  told  him  we  could  not  do  that  because  we 
had  about  28  orders  for  Acmes  which  we  had  to  fill.  They 
wanted  them  refilled  with  International -machines  but  that 
could  not  be  done  because  the  people  who  bought  Acmes 
did  not  want  the  International.  He  said  if  we  would  not 
discontinue  the  Acme  he  would  want  the  contract  and 
take  away  the  Champion  extras.  I  told  him  he  could  have 
it  and  he  got  it.  The  Champion  repairs  and  goods  were 
then  checked  out. 

Cross-Examination. 

I  have  been  in  the  implement  'business  since  1900.  The 
blockman  saw  the  Acme  sample  in  the  beginning  of  the 
year  and  made  no  protest.  During  the  two  months  that  I 
sold  28  Acme  machines  I  sold  no  Champions  whatever. 
After  I  had  sold  28  Acmes  and  no  Champions  the  block- 
man  objected  and  said  we  had  to  choose  which  one  we 

171  would  take  and  we  chose  to  continue  the  Acme, 

145  E.  A.  PATTERSON: 

I  am  engaged  in  the  implement  business  at  Clyde,  Kan. 
Have  been  handling  the  Deering  15  or  16  years.     There 
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are  three  implement  dealers  there.     The  major  portion 

146  of  the  time  the  other  two  dealers  have  been  handling  the 
McCormick  and  the  Minnie.  They  seemed  to  be  able  to 
get  plenty  of  Minnies  until  two  or  three  years  ago. 

The  Deering  machine  is  one  'of  our  leaders  and  is  im- 
portant in  bringing  the  farmer  to  our  store  and  getting 
our  other  trade.  The  farmers  come  to  us  for  repairs. 
Since  1902  I  think  about  95  per  cent,  of  the  binders, 
mowers  and  rakes  sold  in  that  vicinity  have  been  either 
Deering  or  McCormick. 

Within  a  few  years  I  have  handled  the  International 
engines.  Those  engines  were  taken  away  from  me.  T 
was  handling  engines  from  lother  companies  at  the  same 

147  time.  I  suppose  the  reason  the  engines  were  taken  away 
from  me  was  because  I  did  not  sell  enough  of  them.  I 
told  Mr.  Johnson,  the  blockman,  that  I  saw  no  reason  why 
he  should  take  the  engines.  He  said  they  had  no  com- 
plaint about  the  number  of  engines  I  had  sold  for  them, 
but  about  the  engines  I  had  sold  for  others. 

Cross-Examination. 

He  wanted  a  man  to  push  his  particular  engine. 
II 

426  GEORGE  A.  WETLAND : 

Direct  Examination  by  Mr.  Grosvenor. 

I  am  engaged  in  agricultural  implements  at  Boonville, 
Mo.,  doing  business  under  the  name  of  Eoeder  &  Weyland ; 
I  started  with  the  firm  of  George  Eoeder,  who  handled  the 
Champion  line  from  1894  until  1897.  Then  I  handled  the 
Champion  under  the  name  of  George  A.  Weyland  &  Co., 

427  and  Eoeder  &  Son  were  agents  for  the  McCormick.  We 
had  separate  establishments.  In  the  fall  of  that  year, 
1897,  we  merged  the  two  businesses  under  the  name  of 
Eoeder  &  Son.  We  handled  the  Champion  machine  and 
the  McCormick  was  refused  to  us  at  that  time  unless  we 
agreed  to  drop  the  Champion.  This  we  refused  to  do. 
Then  they  attempted  to  have  us  guarantee  not  to  sell  over 
twenty  Champion  binders  if  we  retained  the  McCormick 
and  we  refused  the  offer.  We  handled  the  Champion  un- 
til 1901. 
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428  My  papers  show  that  tJie  contract  with  the  McCor- 
mick  people  was  on  January  27,  1897 ;  the  first  contract 
with  Osborne  &  Company  was  February  15,  1898;  the 
third  contract  was  May  29,  1899,  and  I  think  we  continued 
to  handle  the  Osborne  until  the  fall  of  1904  or  1905 ;  on 
Nov.  14,  1899  we  contracted  with  the  Deering  Co. 

After  1902  we  handled  the  Champion  and  Osborne  until 
the  Champion  was  taken  away  in  the  fall  of  1903.  That 
year  the  same  controversy  came  up  and  there  was  a  let- 
ter from  the  Champion  people  waiving  the  exclusive 
clause  on  hay  rakes,  sweeps,  stackers,  etc.,  but  holding  it 
on  binders  and  mowers. 

438  The  Champion  was  given  up  because  we  would  not  give 
them  the  exclusive  clause ;  they  took  it  away  from  us  and 
gave  it  to  a  groceryman  named  Ed.  Stegner. 

439  In  1905  we  handled  the  Deering,  Champion  and  Osborne 
machines.  At  no  time  from  1905  to  1908  were  there  more 
than  three  implement  dealers  at  Booneville,  but,  in  addi- 
tion, there  was  a  blacksmith  who  handled  a  few  Buckeye 
mowers. 

440  After  1906  or  '07  we  took  another  line  besides  the 
Champion,  Deering  and  Osborne.  In  1910  we  took  on  the 
Johnston  line  which  is  known  as  an  independent  line 
manufactured  by  the  Johnston  Harvester  Company  at 
Batavia,  New  York.  We  continued  to  handle  the  other 
lines  for  that  season  only. 

There  were  a  number  of  circumstances  attending  giving 
up  the  other  lines.  In  1910  they  had  given  me  a 
contract  on  several  lines  and  they  violated  the 
agreement  by  the  first  day  of  July  of  that  year 
by  shipping  to  the  Boomdlle  Mercantile  Co.  eight 
Corn  King  spreaders  and  giving  them  Boonville 
and  vicinity,  covering  the  same  period  and  territory  that 

441  our  contract  covered.  We  demanded  indemnity  for  breach 
of  contract.  I  wrote  to  Mr.  Funk  about  Aug.  23  and  did 
not  hear  from  him,  but  a  day  or  two  later,  before  Septem- 
ber first,  the  date  I  had  given  them  as  a  final  date  for 
settlement,  Mr.  T.  N.  Funston,  agent  at  St.  Louis  for  the 
International,  called  on  me  and  agreed  to  give  us  as  dam- 
ages or  rather  a  commission  of  $27.00  on  each  machine 
sold  to  the  Boonville  Mercantile  Co.  in  violation  of  this 
contract.  When  our  annual  settlement  time  came,  I  wrote 
Mr.  Funston  reporting  what  they  had  sold — ^that  letter  is 
in  the  bunch  of  papers  there,  and  on  the  back  of  it  he 
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indorsed,  "I  will  settle  this  with  you  personally,  Fun- 
ston."  Mr.  Funston  was  shortly  thereafter  transferred 
to  another  territory  and  Mr.  H.  L.  Brubacker  became  man- 
ager at  St.  Louis.  In  January,  1911,  Mr.  Funston,  Mr. 
Laufman  and  Mr.  Boeder  and  myself  had  a  conference 
at  the  Western  Implement  Retail  Dealers'  Convention  at 
Kansas  City  and  attempted  to  get  together.  They  insisted 
that  we  purchase  a  certain  number  of  manure  spreaders, 
and  tillage  implements  which  were  totally  out  of  reason 
for  our  trade.  We  were  chided  for  having  purchased  the 
implement  business  of  H.  T.  Hudson  &  Co.,  which  had 
occurred  a  short  time  before  that — they  were  agents  for 

442  the  McCormick — and  were  charged  with  having  driven 
them  out  of  a  home  for  the  McCormick.  Just  to  show  we 
were  good  fellows,  we  told  them  we  would  take  the  Mc- 
Cormick and  house  it  for  them  and  act  as  agents  until  they 
could  find  suitable  agents.  Mr.  Laufman  swore  he  would 
not  allow  the  Deering  and  McCormick  in  the  same  house. 
I  told- him  that  I  knew  this  situation  existed  at  Sedalia 
and  Marshall.  He  called  in  the  general  agent  at  Kansas 
City  and  asked  him  if  this  were  true  and  he  said  that 
under  the  existing  circumstances  and  being  unable  to  do 
better  they  had  made  a  contract  by  which  the  Deering 
and  McCormick  were  both  handled  in  the  same  house  at 
those  places. 

When  we  refused  to  tie  ourselves  up  to  a  purchase  of 
stuff  that  we  were  not  justified  in  buying  for  the  wants 
of  our  trade,  they  told  us  they  would  waive  that  provided 
Ave  would  throw  out  the  Johnston  machine.  This  we  re- 
fused to  do  because  our  relations  with  those  people  were 

443  pleasant  and  their  goods  satisfactory,  and  having  intro- 
duced them  we  owed  our  trade  the  protection  of  carrying 
the  extras,  etc.  Then  they  told  us  flat  footed  they  would 
not  go  to  bed  with  anybody  under  any  circumstances, 
meaning  that  they  would  not  put  their  machines  in  tlio 
same  house  with  the  Johnston  machine.  We  went  home 
and  the  thing  drifted  along  until  sometime  early  in  the 
spring. 

At  that  time  they  again  made  an  offer  and  attempted 
to  bind  us  to  a  purchase  of  a  certain  amount  of  theii' 
straight  sale  goods,  disc  harrows,  peg-tooth  harrows, 
sweep  rakes,  etc.  We  refused  and  we  again  refused  to 
throw  out  the  Johnston  and  they  made  up  a  contract  with 
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Ed.  Stegner  who  had  a  grocery  store.  He  was  not  in  the 
implement  business  at  that  time  but  had  been  previously 
up  to  1901  or  '02.  Since  then  we  have  done  no  business 
with  the  International  Harvester  'Company.  We  have 
never  been  able  to  settle  our  account.  They  have  written 
us  letters ;  they  are  right  here  in  this  bunch,  notifying  us 
that  they  had  placed  our  account  in  the  hands  of  Judge 
Williams  of  our  town. 

The  Judge 's  representative  called  on  us ;  we  showed  him 
our  records  and  everything  and  we  have  heard  nothing 
from  him  since,  only  we  get  annually  a  statement  from 
the  International  to  pay  us.  We  acknowledge  we  owe 
them  money  and  want  to  pay  it  but  we  want  what  is  com- 
444  ing  to  us  also.  I  do  not  blame  the  present  manager,  ]\rr. 
Brubaker.  He  knows  very  little  about  the  agreement  be- 
tween Mr.  Funston  and  ourselves. 

Witness  then  identified  the  following  letter  dated  March 
30, 1898,  addressed  to  George  Eoeder  and  signed  Warder, 
Bushnell  &  Glessner. 

petitionee's  exhibit  173. 

"To  enable  you  to  meet  the  low  prices  made  by 
competitors  on  binders  we  will  furnish  you  a  limited 
number  of  our  1897  type  of  binders  at  ten  dollars  off 
prices  named  in  our  current  contract  with  you.    We 
will  if  desired  furnish  you  a  few  of  our  standard  style 
of  binders  at  seventy-five  dollars  each  including  truck 
and  carrier,  to  enable  you  to  meet  prices  your  com- 
petitors make  on  this  type  of  binders.    Terms  named 
in  current  contract." 
Witness  then  identified  a  letter  dated  March  30th,  1909, 
addressed  to  Eoeder  &  Weyland  signed  by  the  Interna- 
tional Harvester  Company  of  America  together  with  two 
contracts  attached,  one  being  for  Deering  lines  and  the 
446  other  for  Champion,  both  signed  by  T.  N.  Funston. 

The  papers  were  then  marked  Petitioner's  Exhibit  174 
and  offered  in  evidence  but  were  not  copied  into  the 
record. 

The  Witness:  Eef erring  to  Pet's  Esh.  173  with  the 
Champion  contract  for  the  year  1898  attached  as  part  of 
the  exhibit,  the  price  of  the  6-ft.  binder  is  there  stated  to 
be  $95,  if  accounted  for  to  first  party  in  notes  of  farmers 
as  provided  herein;  that  is,  in  two  payments,  and  $90 
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where  all  the  cash  was  paid  on  September  first  of  that  year 
or  October  first,  whenever  the  contracts  provide,  they 
varied  a  little.  The  $10  reduction  referred  to  in  the  letter 
dated  Mar.  30,  1908,  meant  $10  reduction  o&  the  figures  I 
have  just  named.  That  would  make  the  binder  cost  $80  cash 
Sept.  1st,  $85  in  two  payments.  I  had  the  Deering  con- 
tract for  1898.  Under  that  contract  (referring  to  Exh. 
174)  the  price  for  the  6  foot  Ideal  binder  in  two  equal  pay- 
ments was  $107.50  with  bundle  carrier. 

'Sometimes  the  bundle  carriers  are  charged  for  as  an 
extra  and  other  times,  as  in  this  instance,  they  are  added 

447  to  the  machine  at  a  given  price;  if  sold  separately  they 
usually  charge  $3.50  for  them.  Under  that  contract  for 
the  Champion  line  for  1909  the  price  for  the  6  foot  binder 
for  that  season  on  two  equal  payments  was  identically  the 
same,  $107.50.  It  was  the  same  sort  of  machine  I  was 
buying  in  1898  for  $80  or  $85  with  the  natural  changes 
that  ensue  with  years,  not  identically  the  same  machine. 
I  do  not  think  the  1909  machine  was  any  better. 

Pet's  Exh.  175: 

petitioner's  exhibit  176. 

448  Boeder  &  We  viand's  contract  for  Osborne  line 
for  1908  and  letter  dated  Dec.  24,  1907,  addressed 
to  them  and  signed  International  Harvester  Com- 
pany of  America,  by  T.  N.  Funston,  general  agent.  The 
letter  states  that  the  prices  have  been  slightly  advanced 
over  1907  prices;  that  this  advance  was  unavoidable  ow- 
ing to  the  increase  of  factory  costs.  "You  will  notice  that 
we  have  made  the  net  price  on  binders  to  cover  the  ma- 
chine with  bundle  carriers  only,  and  have  named  a  net 
price  of  $3.00  on  transports.  This  for  the  reason  that 
quite  a  good  many  farmers  do  not  care  for  the  transport, 
and  you  will  notice  the  net  price  has  not  advanced  very 
much  where  a  full  cash  settlement  is  made.  The  advance 
on  machine  does  not  anywhere  near  cover  the  increased 

449  cost  of  manufacturing  them." 

450  Similar  letters  were  received  by  us  in  regard  to  the 
prices  of  the  Champion  and  Deering  machines. 
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tetitionee's  exhibit  179. 


242  Contract  between  I.  H.  Co.  of  Am.  and  George  Boeder 
&  Son,  appointing  the  latter  agents  for  the  Champion 
lines  for  1903  at  Boonville,  Mo. 

Also  a  letter  dated  April  2,  1903,  from  I.  H.  Co.  of  A. 
to  Roeder  &  Son,  suggesting  retail  prices  as  follows : 

"In  accordance  with  Clause  Five  of  our  contract  with 
you,  we  suggest  the  following  retail  prices  at  which  our 
machines  should  be  retailed  this  season: 

Time  Cash 

Price  Price 

Binders,  5  and  6  ft $125  $120 

Mowers,  6  ft 48  46 

etc.,  giving  prices  on  all  sizes  of  binders,  mowers  and 
reapers. 

In  view  of  the  present  prices  of  material,  the  above  fig- 
ures are  very  reasonable.  No  canvassers  are  authorized 
to  change  prices  or  terms,  and  all  orders  taken  by  them 
are  subject  to  your  review  or  approval." 

The  Commission  Agency  'Contract  fixes  the  agent's  com- 
mission at  the  difference  between  the  prices  at  which  said 
machines  were  sold  and  the  following  net  prices : 

Time  Cash 

Price  Price 

Binders,  5  and  6  ft $100  $95 

etc. 


II 


Gross-Examination. 


451      I  brought  all  the  papers  from  my  records  in  response 

453  to  a  subpoena.  Prior  to  1902  I  do  not  think  we  ever 
signed  an  exclusive  clause  contract  for  anybody.  Before 
1902  all  of  them  had  the  exclusive  clause  printed  in  but 
I  refused  to  sign  them.  I  felt  that  I  should  run  my  busi- 
ness to  suit  myself.  I  had  a  contract  which  gave  me  ex- 
clusive right  to  sell  in  Boonville    and    vicinity    on    the 

454  spreaders  in  controversy.  I  did  not  propose  to  handle 
anything  that  any  one  else  handled  in  the  same  town.  I 
insisted  upon  an  exclusive  contract  for  myself  as  far  as 
the  territory  was  concerned.  Boonville  is  the  county  seat 
of  'Cooper  'County;  it  is  a  large  county  and  there  are  a 

455  number  of  good  towns  in  it.  I  did  not  take  the  position 
that  I  wanted  the  whole  of  that  county  as  exclusive  terri- 
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tory  except  as  to  new  articles  I  was  introducing.  I  did 
not  insist  on  that,  as  a  rule,  as  to  binders  and  mowers.  I 
remember  wlien  I  handled  the  Champion  binder  in  1895, 

456  which  was  a  new  binder  there,  I  insisted  that  they  should 
give  me  all  of  Cooper  County.  For  a  number  of  years  I 
enjoyed  the  exclusive  privilege  of  handling  the  Champion 
machines  in  Cooper  County.  I  think  that  is  also  true  of 
the  Osborne.  I  do  not  think  I  tried  to  get  the  exclusive 
right  to  sell  the  Johnston  machines  throughout  our  coun- 
ty. I  had  a  transfer  contract  with  them  which  covered 
several  counties. 

I  think  I  made  a  demand  of  the  I.  H.  Co.  that  it  should 

give  up  its  agency  at  Blackwater  and  at  Goochville,  both 

of  which  are  16  miles  from  Boonville,  and  that  if  they  did 

not  do  so  I  would  not  handle  their  goods.    I  did  this  be- 

'  cause  the  dealers  there  were  cutting  prices  so  that  it  was 

457  ruinous.  I  did  not  care  to  be  representing  any  machine  we 
could  not  make  a  reasonable  living  profit  from.  There  was 
competition  between  the  agencies  at  Blackwater  and 
Goochville  and  myself.  I  did  not  believe  in  cutting  prices 
and  competing  that  way.  I  wanted  to  eliminate  that  com- 
petition or  eliminate  my  contract.  I  refused  to  let  the  agent 
at  Blackwater  have  any  repairs  needed  by  the  farmers  in 
his  vicinity.  The  reason  I  refused  those  repairs  was  as 
follows :  Eoeder  and  Weyland  had  the  nerve  and  brains 
to  work  and  see  that  they  had  a  full  supply  of  repairs  on 

458  hand.  We  had  to  pay  our  money  for  certain  repairs  that 
were  ordered  by  express.  The  as'ent  at  Blackwater 
wanted  us  to  let  him  have  some  re])airs  as  a  transfer.  I 
did  not  care  whether  it  was  riglit  in  the  middle  of  the 
harvest  time  or  not,  if  the  house  was  on  fire  it  would 
have  made  no  difference.  I  would  refuse  at  any  time  to 
lot  them  have  it.  In  fighting  the  Harvester  Company  I 
merely  did  what  was  necessary  to  protect  my  own  busi- 
ness interests.  I  frequently  had  farmers  como  to  me 
who  stated  their  machines  were  not  doing  good  work  and 

459  I  told  them  repeatedly  that  until  the  machines  filled  the 
warranty  they  did  not  have  to  pay  for  it.  I  do  not  recall 
advising  farmers  not  to  pay  in  any  cases  where  there 
was  no  question  about  the  machine  being  up  to  the 
guaranty.  I  do  not  recall  ever  telling  any  dealer  not  to 
pay  the  International  for  machines  the  dealer  got  from 
the  company  and  sold. 

462       The  Department   of   Justice   sent   out   a  man  named 
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Charles  P.  Pray,  and  he  took  a  lot  of  onr  papers.    That 
was   along  albout   Thanksgiving,   1911. 

463  Re-direct  Examinaiion. 

These  manure  spreaders  at  the  time  I  was  speaking  of 
were  practically  all  new  in  that  territorv.  Neither  the 
Champion  in  1896  or  1897,  nor  the  Osborne  had  any 
business  in  onr  territory.  The  Ueering  and  McCormick, 
and  prior  to  that  the  Wood,  had  business  there.  Today 
the  Deering,  MoCormick,  Champion,  Johnston  and  Acme 
are  represented. 

I  am  recognized  as  an  expert  machine  man.  Farmers 
would  come  in  to  us  and  make  complaints  and  would 
frequently  take  my  advice  on  how  to  remedy  evils. 

465  When  a  company  wants  me  to  represent  their  lines, 
wants  to  put  samples  on  the  floor,  wants  me  to  furnish 
canvassers  and  go  out  into  the  country  with  their  repre- 
sentatives and  advertise  machines,  I  am  not  justified  in 
giving  such  a  contract  if  they  put  another  line  with  my 
competitor  across  the  street.  Hence,  we  insist  on  hav- 
ing the  exclusive  sale  for  a  given  territory. 

The  Deering  is  a  distinct  machine ;  it  is  different  from 
the  McCormick  and  it  has  its  friends. 

466  It  is  a  legitimate  and  recognized  form  of  business 
among  business  men  everywhere  to  have  exclusive  con- 
tracts. You  will  find  coffee  and  otlier  things  sold  ex- 
clusively by  certain  men  in  certain  towns. 

Re-cross  Examination. 

W^e  do  not  want  another  competitor  to  drop  the  price 
$5.00  and  get  the  business  away  from  us  after  we  put 

467  in  our  expense  in  working  the  business  up.  The  exclu- 
sive right  to  sell  a  brand  where  its  reputation  has  been 
distinctly  built  up  on  its  name  and  its  merits,  seems  to 
me  reasonable.  A  man  should  be  given  the  right  to  ex- 
clusively handle  a  Deering  and  McCormick  harvester  in 
any  one  town. 

I  will  give  to  the  Examiner  a  statement  showing  the 
number  of  Johnston  binders  and  Johnston  mowers  I 
sold  in  1909,  1910,  1911  and  1912.  I  do  not  remember 
what  the  amounts  were ;  that  is  too  cheap  work  for  me  to 

look  after. 

I  cannot  recall  at  present  the  name  of  any  farmer  who 
complained  that   the   International  machines   were  not 
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coming  up  to  standard,  and  who  discussed  with  me  the 
question  as  to  whether  they  should  pay  for  them  or  not. 
I  dismiss  such  matters  from  my  mind  because  there  is 
no  money  in  it  for  me. 

468  I  am  a  member  of  the  ^Yestern  Retail  Implement  and 
Vehicle  Dealers'  Assn.  Thoy  requested  us  to  establish 
local  unions  comprising'  several  counties  in  order  to  cre- 
ate a  better  understanding  among  the  merchants.  I 
joined  one  of  these  which  was  organized  bj'  A.  G.  Blakey. 
The  Western  Retail  Dealers'  Assn.  discountenanced  any 
such  thing  as  private  agreement.  1  made  my  own  prices 
and  sold  at  those  prices. 

469  I  do  not  think  it  is  right  to  !iave  grocers  and  farmers 
as  agents  in  the  agricultural  implement  business.  It  is 
setting  uj)  competition  against  experienced  men  by  in- 
experienced men  who  seldom  stay  more  than  a  year  or 

469  two.  The  blacksmith  is  a  better  man  than  a  grocer  or 
butcher.  AVliile  we  run  a  carriage  and  ]>lacksmith  shop, 
I  am  not  a  blacksmith. 

defendants'  exhibit  7. 

470  Commission  agency  contract  between  McCormick  Har- 
vesting Machine  Co.  and  George  Roeder,  Jan.  27,  1897. 

By  the  contract  the  Conii)any  appointed  George  Roeder 
as  their  sales  agent  for  liarvesting  machines.,  twine, 
binder  trucks,  bundle  carriers,  flax  dumps  and  repairs 
in  the  territory  described  as  Booneville  and  tributary 
trade.  The  agent  agreed  not  to  accept  an  agency  for  or 
be  interested  in  the  sale  of  any  otliei-  harvester  or  binder, 
reaping  or  moA\"ing  machine,  directly  or  indirectly,  ^^'hile 
acting  as  agent  for  the  ^NlcCorraiek  Company  under  the 
contract. 

470  defendants'  exhibit  8. 

Contract  made  Dec.  5,  1896,  between  the  Warder,  Bush- 
nell  &  Glessner  Co.  and  George  A.  Weyland  &  Co. 

By  this  contract  Weyland  was  appointed  special  agent 
for  the  sale,  on  commission,  of  Champion  binders, 
mowers,  reapers,  attachments  and  repair  parts  in  Boon- 
ville  and  vicinity.  The  agent  agrees  to  make  all  rea- 
sonable efforts  to  sell  the  machines  in  the  territory  de- 
scribed by  exhibiting  machines,  distributing  printing^  can- 
vassing the  territory,  etc.,  and  agrees  that  they  will  not 
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canvass  or  solicit  orders  or  sell  machines  in  the  territory 
assigned  to  any  other  dealer  or  agent,  and  that  they  will 
not  act  as  agent  for  any  other  binding,  mowing  or  reap- 
ing machine,  nor  permit  an  employe,  agent  or  partner  to 
act  for  them,  and  that  they  will  pay  as  liquidated  dam- 
ages $25  for  eacli  machine  sold  in  violation  of  the  agree- 
ment. 

ZTTlOO  FEED  BABCOCK: 

I  have  been  engaged  in  the  implement  business  at 
Eipon,  Wis.,  nearly  seven  years.  When  I  started  I  think 
the  Milwaukee  was  the  only  contract  we  had.  We  sold 
some  Champions.  That  was  in  1906.  After  that  I  took 
the  McCormick  and  handled  it  several  years.    There  were 

101  three  other  dealers  in  Ripon — one  handled  the  McCor- 
mick and  the  other  the  Deering. 

After  we  took  the  McCormick  there  were  only  two  deal- 
ers there.  We  did  not  have  a  contract  for  anything  else 
but  they  allowed  us  to  sell  the  Milwaukee  and  the  Cham- 
pion. I  think  the  other  man  took  the  Deering.  Eipon 
has  a  population  of  3,000.  We  discontinued  handling  the 
McCormick  because  they  refused  to  give  us  an  agency  for 
it.  Their  blockman,  E.  A.  Snyder,  came  in  and  said  he 
wished  to  talk  over  the  business  situation.  This  was  the 
first  part  of  1911.  He  said  if  he  gave  us  a  contract  ok  the 
McCormick  we  would  have  to  buy  more  goods.  I  said  I 
don't  know  how  we  can  determine  whether  we  can  sell 
more.  No  kind  of  goods  had  been  named  up  to  that  time. 
I  said  "We  want  a  car  of  twine,  and  a  car  of  binders, 
and  probably  a  carload  of  other  things."  These  would  be 
mowers  and  rakes.  He  said  if  he  let  us  have  that  con- 
tract we  Avould  have  to  take  some  spreaders,  gasoline  en- 

102  gines  and  wagons  and  that  we  ought  to  take  some  sep- 
arators. I  said  "The  goods  we  are  handling  satisfy  us." 
We  had  been  handling  the  Fairbanks  &  Morse  en,gine,  the 
Great  Western  manure  spreader,  the  Stoughton  Wagon 
Co.  wagons  and  the  De  Laval  cream  separators.  He  said 
he  wanted  us  to  take  a  carload  of  spreaders,  that  is  twelve, 
and  I  told  him  we  could  not  handle  a  carload  of  anybody's 
spreaders. 

The  contract  Avas  not  given  to  us  for  the  McCormick 
lines  that  year. 

The  goods  were  checked  out  after  that  conversation 
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^vitliin  two  weeks.  The  j\IeCormick  lines  were  given  to 
Fred  Luck.  He  was  not  engaged  in  the  implement  busi- 
ness there  that  I  know  of  before  then. 

^Ye  did  not  try  to  get  another  harves.ter  line  but  the 
Johnston  agent  came  there  and  wo  took  that  line.  Be- 
fore that  they  had  tried  to  have  us  sell  their  lines.  We 
told  them  we  were  satisfied  with  the  ^IcCormick. 
10.3  In  my  judgment  haiwesting  lines  are  important  in  the 
implement  business.  It  causes  farmers  to  come  to  your 
place  for  extras.  If  they  should  see  other  things  wliile 
looking  for  extras  and  twine,  we  would  bt  liable  to  sell 
them. 

There  is.  nothing  else  that  causes  the  farmer  to  come 
to  the  store  as  often  as  the  binder. 

Cross-Exavilnation. 

The  blockman  said  he  felt  we  ought  to  sell  more  of  the 
company's  goods.  The  way  we  were  tied  up  with  other 
manufacturers  we  were  not  in  a  'position  to  sell  as  many 
things  as  the  blockman  wished.  There  was  no  quarrel 
about  it.     They  have  furnished  me  repairs. 

They  fell  doAvn  on  the  orders  I  sent  in  this  year,  but  up 
to  that  time  I  received  the  repairs  as  I  ordered  them  for 
104  my  old  customers.     When  I  saAV  the  McCormick  line  of 
binders  go  to  a  new  agent  I  did  not  get  excited. 

Re-direct  Examination. 

When  the  blockman  said  that  we  ought  to  sell  more 
goods  I  think  he  meant  twine.  He  complained  that  we 
should  have  sold  more  twinf^.  Later  he  spoke  about  the 
manure  spreaders  and  other  lines  we  should  take  on. 

148  GILBERT  HAGEN : 

I  have  been  engaged  in  the  retail  implement  business 
at  Adams>,  North  Dakota,  for  six  years.  In  the  fall  of 
1910  there  were  three  dealers  there.  One  of  the  other 
two  dealers  handled  the  Deering  and  the  other  the  Mc- 
Cormick. In  the  fall  I  bought  out  the  one  who  handled 
Deering.  At  that  time  I  was  handling  the  Acme  and  the 
Champion. 

The  next  year  I  had  a  discussion  with  the  International 
blockman  about  getting  the  Deering  contract.  The  con- 
tract  which    originally   was     the     other     dealer's     was 
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149  tended  to  me  for  1911.  Mr.  Baldwin  was  tlie  blockman 
when  I  got  the  contract  and  Mr.  Ladue  took  up  the  block 
the  next  spring.  About  the  1st  of  June  the  McCormick 
man  and  I  concluded  to  order  a  carload  of  rakes  and 
mowers.  The  blockman  visited  the  McConnick  man  first 
and  then  came  over  to  my  place  and  after  I  gave  him  a 
list  of  what  I  thought  I  would  need  I  told  him  how  many 
Deerings  and  how  many  Acmes  I  had  on  hand.  He  said 
a  good  many  things,  that  would  not  be  right  to  repeat- 
here.  He  said  he  couldn't  give  me  the  Deering  when  I 
handled  the  Acme.  I  told  him  he  did  not  have  to  sell 
me  any  Deerings  unless  he  wanted  to.  Possibly  a  month 
later  he  came  loack  with  an  extra  man  and  said  He  wanted 

150  to  check  out  our  Deering  extras.  He  said  he  wanted  the 
commission  extras.  I  said  he  couldn't  do  that  unless  he 
took  the  whole  International  line  out.  He  finally  picked 
up  his  grip  and  left  and  I  didn't  see  any  more  of  him. 
Mr.  Baldwin  came  up — the  specialty  engine  man — last 
spring  and  took  out  the  commission  extras  and  left  the 
cash  extras.  Nothing  was  said  as  to  a  contract  for  the 
next  year,  because  I  would  not  have  taken  it  anyway. 

After  they  took  the  Deering  line  they  placed  it  in  the 
same  house  that  I  bought'  out  the  year  before.  It  was  not 
supposed  to  be  the  same  man  but  it  was  the  same  party 
that  furnished  the  money.  We  bought  from  H.  A.  Ander- 
son &  Son  and  the  business  is.  now  run  as  the  Bergeman 

151  Implement  House,  The  man  from  whom  I  bought  the 
Deering  line  had  agreed  not  to  go  into  the  business  again 
in  that  town  for  five  years,  or  so  long  as  I  and  the  other 
party  w^ere  in  business  there.  They  checked  out  the  Cham- 
pion lines  at  the  same  time  they  checked  out  the  Deering. 

I  judge  that  70  per  cent,  or  75  per  cent,  of  the  binders 
sold  around  Adams  have  been  Deering  and  MeCormicks. 
The  harvesting  lines  are  important  to  the  implement  deal- 
er's business,  as  are  repairs.  There  is  more  profit  in 
handling  repairs  than  anything  else. 

163  F.  E.  GOLDAMMEK: 

I  am  engaged  in  the  implement  business  at  Dakota,  N. 
D.  This  has'l,100  to  1,200  inhabitants.  I  have  been  there 
since  1895.  On  the  average  there  are  three  implement 
dealers  there.     I  handle  the  Acme  line  and  one  of  the 

164  other  dealers  has  the  McCormick,  and  the  other  the  Deer- 
ing. 
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I  had  a  contract  for  the  Deering  last  year  and  I  had  the 
Deering  in  1907.  I  did  not  handle  it  in  1909.  I  had  some 
disagreement  with  the  International  or  its  General  Agent 
on  account  of  some  t\vine.  "That  is  what  I  take  it  to  be 
was  the  cause."  I  ordered  some  twine  from  the  Interna- 
tional and  also  some  Plymouth.  Then  the  twine  trade  did 
not  look  as  though  I  could  sell  more  than  one  carload  and 
I  cancelled  the  International  twine.  The  blockman  said 
"If  you  cancel  the  twine  you  can't  handle  our  binders." 
I  refused  to  give  my  contract  back  and  Mr.  Hazlett,  the 
General  Agent  at  Grand  Forks,  demanded  it,  but  I  did 
not  give  it  up.  For  the  next  year  they  would  not  give 
me  a  contract  for  the  Deering  but  I  did  handle  the  Deer- 
ing in  1910  and  1911,  but  not  in  1912. 

I  took  on  the  Acme  line  in  1909  .because  I  did  not  ha^'e 
any  contract  with  the  International.     In  1911  the  block- 

165  man  asked  me  if  I  would  continue  to  handle  the  Acme 
binders  and  I  said  "Yes."  He  said  if  that  was  so  he 
would  not  contract  for  me  for  1912.  The  consideration  for 
my  getting  the  contract  back  in  1910  was  that  I  should  buy 
International  wagons,  engines  and  twine.  These  goods  I 
got  on  direct  sales  basis ;  the  binders  on  commission  agency 
contract. 

Cross-Examination. 

During  1908  I  was  the  agent  for  the  International  at 

166  Dakota' selling  the  Deering  line.  I  concluded  that  I  had 
ordered  more  twine  than  I  could  sell  so  cancelled  the  order 
I  had  given  the  International,  whose  agent  I  was,  and  con- 
tinued the  twine  order  with  the  Plymouth  Company. 

I  took  the  Acme  line  in  1909  and  have  handled  it  ever 
since.  In  1910  and  1911  I  handled  the  International  and 
the  Acme  together.  As  a  result  of  their  experience  during 
those  two  years  the  International  told  me  they  did  not 
care  to  continue  that  relationship  any  longer.  It  was 
up  to  me  to  decide  whether  I  would  take  the  Deering  or 

167  the  Acme  and  I  decided  to  take  the  Acme.  I  handled  the 
Moline  Plow  Company's  line  of  plows  and  have  handled 
it  three  or  four  years.  Before  that  I  had  the  Emerson 
and  some  of  the  Racine  Sattley.  I  believe  I  had  the  Emer- 
son and  the  Racine  Sattley  at  the  same  time.  As  a  rule, 
I  would  only  represent  one  plow  at  a  time.  In  the  wagon 
line  I  would  represent  one  line  one  year  and  another  line 
the  next  year.     That  was  the  general  rule.     I  have  had 
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the  Studebaker,  the  Winona,  some  Lake  City  and  some 
International  wagons. 


168  Re-direct  Examination. 

The  International  wanted  to  have  agents  handle  their 
goods  exclusively  and  not  give  the  others  a  chance. 

Re-cross  Examination. 

When  they  had  an  agent  handling  their  line  they  wanted 
him  to  sell  their  harvesters  and  not  take  his  time  trying  to 
sell  other  harvesters. 

Re-direct  Examination. 

1  had  the  Deering  and  Acme,  and  another  dealer  had 
the  MeCormick.  There  were  only  two  dealers  in  the  town 
at  that  time. 

193  J.  E.  McDOUGALL: 

I  am  engaged  in  the  retail  implement  business  at  Brit- 
ton,  S.  D.  I  have  been  engaged  in  that  business,  with  the 
exception  of  five  years,  since  1890.  The  leading  lines  of 
harvesting  implements  there  are  the  McC'ormick  and  the 
Deering.  Prior  to,  1906  I  handled  the  MoCormick  lines 
for  a  number  of  years. 

About  June  26,  1906,  Mr.  Baxter,  the  International 
blockman,  asked  me  if  I  was  expecting  to  sell  those  goods, 
pointing  to  an  Acme  mower  which  I  had  set  up.    I  had  not 

194  handled  it  before.  I  told  him  "Yes,"  and  he  said,  "Well, 
you  can't  sell  those  goods  with  ours,  we  will  not  permit 
you  to  do  that."  I  said  I  had  only  shipped  in  four  mowers 
and  two  binders,  and  there  were  a  few  calls  for  Acme 
goods,  that  one  man  in  particular  wanted  an  Acme  binder 
and  would  buy  it  even  if  he  had  to  go  to  Aberdeen  for  it, 
which  is  some  45  miles  away.  He  said,  "Well,  if  that  is 
all  you  have  and  you  will  keep  them  in  the  back  yard,  you 
may  have  the  carload  of  McOormick  machinery."  I  told 
him  I  would  do  nothing  of  the  kind.  Just  then  a  dray 
drove  up  with  the  MeCormick  goods  and  he  instructed  the 
drayman  to  take  the  goods  over  to  Mr.  Kenny,  my  com- 
petitor. Kenny  was  selling  the  Deering  and  Piano.  I 
did  not  handle  the  MeCormick  that  year.  A  special  man 
was  sent  to  check  out  our  repairs. 
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I  handled  the  McCormick  line  in  1907  and  thereafter,  in 

195  connection  with  the  Acme.  I  continued  handling  the  Mc- 
Cormick until  about  April,  1912.  At  the  settlement  in 
1911,  Mr.  Noel,  the  blockman,  stated  he  would  act  as 
blockman  for  the  McCormick  line  and  would  deal  only 
with  the  McCormick  agents  instead  of  making  settlement 
for  all  the  machines  in  our  town  as  had  been  the  custom. 
He  said  I  could  not  handle  any  but  the  McCormick  next 
year;  that  he  was  going  to  cut  out  all  agents  unless  they 
handled  the  line  he  represented ;  that  they  did  not  like  to 
sell  their  goods  to  any  agent  that  handled  the  Deere  line 
and  that  they  must  have  more  business  from  Britton  in 
the  way  of  discs,  wagons,  cream  separators,  etc.  Mr.  Noel 
was  changed  from  our  territory  but  Mr.  Card  became 
blockman  for  the  McCormick  line  for  this  year,  and  a  Mr. 
Clark,  a  special  man,  came  to  our  town  twice.  This  was 
in  the  spring  of  this  year.  He  said  they  wanted  more 
business  and  wanted  to  know  if  I  would  not  buy  more  of 
their  goods.  I  told  him  no,  that  I  was  handling  this  and 
that — Winona  wagons,  and  different  things,  and  that  T 

196  did  not  care  to  buy  any  more  of  their  goods.  He  said, 
"We  will  take  the  McCormick  line  away  from  you,  then." 
So  they  got  an  elevator  man  to  sell  the  McCormick  line 
this  year.  There  was  a  Deering  man  in  Britton  who  han- 
dled some  of  their  wagon  lines  and  other  lines  besides 
harvesters. 

They  wanted  to  give  me  different  wagon  lines,  and  dif- 
ferent cream  separators  and  engine  lines  than  he  was  han- 
dling. The  goods  were  checked  out  when  I  refused  to 
take  these  things. 

Until  this  year  there  were  three  retail  dealers  in  Brit- 
ton; one  handled  the  Deering,  one,  myself,  handled  the 
McCormick,  and  the  third  handled  the  Dain  and  Standard 
mower.    Britton  has  about  1,000  inhabitants. 

197  Cross-Examination. 

In  1906  I  was  asked  if  I  was  going  to  push  the  Acme  I 
had  on  my  floor,  and  I  said  "yes."  They  did  not  object 
to  my  handling  that  provided  I  did  not  have  them  out 
in  front.  The  idea  was  that  he  wished  me,  as  his  agent, 
to  put  my  whole  effort  on  the  sale  of  his  binders.  The 
next  year  I  handled  both  the  Acme  and  the  McCormick 
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and  pushed  them  both.    I  sold  about  the  same  number  of 

198  each.  I  think  the  same  is  true  in  1908,  1909  and  1910. 
■Some  years  perhaps  we  would  sell  one  more  of  one  than 
we  would  of  the  other.  We  sold  more  McOormick  mowers 
than  Acme  mowers.  When  they  checked  the  McCormick 
out  in  1906  they  sent  the  machinery  to  the  man  handling 
the  Deering  line.  That  year  the  International  only  had 
one  agent  in  our  town.  This  year  when  they  sent  the 
goods  to  the  elevator  man  it  left  two  implement  dealers 
not  representing  their  goods,  the  same  as  after  they 
checked  out  in  1906. 

199  In  1912  I  handled  some  of  the  Deere  &  Webber  Co."s 
goods.    I  represent  the  Acme  €o.  now  exclusively. 

Re-direct  Examination. 

In  1906  when  they  did  not  want  me  to  handle  the  Acme 
lines  there  was  no  other  agent  there. 
XIII 

88  EALPH  E.  GEEER  (a  witness  for  defendants)  : 

In  1911  and  1912  I  was  assistant  to  the  manager 
of  the  I.  H.  Co.  at  Aberdeen,  S.  D.  It  knew  J.  E. 
McDougall,  who  was  in  the  implement  business  at  Brit- 
ton,  S.  D.  We  did  not  cancel  any  contract  we  had  with 
him  in  the  spring  of  1912.  Mr.  McDougall  had  no  contract 
with  the  I.  H.  Co.  to  handle  any  of  its  lines  in  1912.  He 
had  a  contract  with  the  I.  H.  Co.  in  1911.  We  did  not  try 
to  contract  with  him  in  1912,  nor  make  any  effort  to  sell 
him  any  goods,  to  my  knowledge.  The  decision  was  made 
in  1911  not  to  contract  with  McDougall  for  1912,  or  at- 
tempt to  sell  him  any  goods  for  that  year.  Mr.  Buholz, 
the  general  agent  at  Aberdeen,  and  myself,  made  that  de- 

89  cision.  Britton  was  in  the  Aberdeen  general  agency.  Mr. 
Buholz  has  since  died.  We  decided  not  to  contract  with 
McDougall  for  1912  or  sell  him  any  goods  for  credit  rea- 
sons. 

He  owed  us  a  note  for  $1,370  that  fell  due  in  the  fall  of 
1911.  He  claimed  that  he  could  not  pay  the  note.  Our 
collection  department,  in  December,  extended  it  for  one 
year  and  took  collateral.  Mr.  McDougall  wanted  us  to 
return  the  collateral  to  him  for  collection,  which  we  re- 
fused to  do.    We  asked  for  a  property  statement  in  1912, 
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from  him.  He  refused  to  give  it  and  he  refused  to  give 
one  in  1911  when  we  contracted  with  him.  By  property 
statement,  I  mean  a  statement  of  his  resources  and  lia- 
bilities. 

A  representative  of  the  Moline  Plow  Go.  told  us  that 
they  were  suing  him  at  that  time  for  indebtedness  that  he 
would  not  pay,  which  was  represented  by  a  note. 

Cross-Eiramination. 

1  am  at  present  general  agent  at  Aberdeen.  Have  been 
general  agent  since  March  7th  of  this  year.  "\V.  C.  Noel 
was  blockman  in  1911,  covering  the  territory  in  the  dis- 
trict of  Britton  where  McDougall  lived.  W.  F.  Kearns 
succeeded  Noel  as  blockman. 

It  is  often  the  case  that  the  making  of  contracts  for 

90  another  year  is  not  done  at  settlement  time,  but  is  left 
over  until  the  following  spring. 

My  testimony  on  direct  examination  related  to  all  of  the 
business  we  had  with  McDougall,  not  entirely  to  the  har- 
vesting lines. 

Have  read  nothing  but  the  newspaper  clipping  of  Mc- 
Dougall's  testimony  in  this  case.  It  probably  was  not 
complete.  Have  not  read  typewritten  report  of  his  full 
testimony,  to  my  knowledge.  I  have  not  read  McDougall 's 
testimony  in  book  form,  in  printed  form  or  in  typewritten 
form,  nor  has  the  same  been  submitted  to  me  by  my  su- 
periors in  the  Harvester  Company,  or  one  of  the'  attor- 
neys. 

In  1911  the  International  did  some  business  with  Mc- 
Dougall.   We  shipped  him  a  few  repairs. 

My  duties  in  1911  as  assistant  general  agent  were  to 
help  the  general  agent.  I  was  a  traveling  man  a  very  little 
of  the  time.  I  stayed  at  the  ofiSee.  The  blockman  went 
and  made  settlement  with  McDougall  in  relation  to  our 
not  contracting  with  him.  There  was  no  correspondence 
with  him  and  there  was  no  correspondence  with  our  home 

91  office,  at  Chicago,  respecting  the  matter,  to  my  knowledge. 

n 

473  W.  L.  CAKR  (Avitness  for  petitioner)  : 

I  reside  in  Kansas  City,  and  am  now  with  the  John 

474  Deere  Plow  Co. ;  from  1900  to  1903  was  with  the  Piano 
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Company  at  Kansas  City;  subsequently  became  an  em- 
ploye of  the  International. 

475  In  1902  the  McCormick,  Deering,  Champion,  Milwau- 
kee, Piano,  Osborne,  Wood,  Johnston  and  several  more 
companies  had  agencies  in  Kansas  City.  I  was  in  the 
Accounting  Department  of  the  Piano  Division  and  kept 
track  of  prices.    Prices  and  terms  to  different  implement 

476  dealers  varied,  as  did  the  prices  to  farmers.  In  1903  the 
prices  as  a  rule  were  uniform.  The  prices  of  the  Piano 
Division  were  the  same  as  those  of  the  other  divisions. 

In  Novemher,  1903,  I  went  to  Salina,  Kas.  I  remained 
in  the  Harvester  Co.  "s  employ  at  Salina  about  four  years. 
I  handled  the  stock  the  first  year ;  the  second  year  I  took 
up  orders  and  credits.    After  that  I  devoted  most  of  my 

477  time  to  office  work.  The  Salina  General  Agency  covered 
24  counties.  The  county  seats  would  average  about  three 
dealers,  the  small  towns  one  or  two.  There  were  some- 
thing over  400  dealers,  I  think,  in  the  counties. 

In  1904  and  1905  the  International  used  in  its  com- 
mission agency  contract  with  the  dealers  the  exclusive 
agency  clause.  I  think,  in  1905,  we  had  all  but  seven  of 
those  dealers  handling  goods  under  the  commission  con- 
tracts. Some  of  the  seven  dealers  handled  the  Acme  and 
some  the  Johnston.  Only  the  general  agent,  the  hlock- 
man,  the  bookkeeper  and  myself  knew  that  there  were 
only  seven  dealers  who  had  not  signed  the  contracts.    I 

478  do  not  like  to  say  whether  anything  was  done  to  secure 
contracts  from  those  dealers,  because  I  do  not  want  to 
show  up  something  but  a  different  form  of  contract  was 
adopted  and  submitted  by  the  blockmen  to  those  seven 
agents.  The  slip  of  paper  you  show  me  was  a  part  of 
the  contract  submitted  to  those  seven  dealers.  It  was 
prepared  by  F.  C.  Hadden,  the  General  Agent  and  my- 
self. 

Petitioner's  Exhibit  181:    This  is  a  rider  dated  Feb.  7, 

479  1906,  to  be  attached  to  the  Deering  contract  between 
I.  H.  Co.  of  A.  and  Ross  and  Waldo.  It  provides  that  in 
consideration  of  second  party  doing  their  own  canvassiu;"' 
and  expert  work  during  1906  and  confining  their  sales  of 
Acme  machines  to  five  headers  and  of  their  agreeing  to 
give  first  party  an  exclusive  contract  for  1907  on  Deer- 
ing machines  and  Champion  header,  the  first  party  will 
at  settlement  time  make  a  special  allowance  of  5  per  cent, 
for  $1,250  net  worth  of  machines,  rakes,  stackers,  peg 
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tooth,  and  disc  harrows  sold  and  settled  for  per  contract 
and  if  $2,500  net  worth  of  machines,  etc.,  are  sold  as  men- 
tioned above,  a  discount  of  7^  per  cent  will  be  allowed. 
On  rakes  sold  after  July  1st  the  cash  discount  will  be  al- 
lowed for  September  1st  payment. 

These  contracts  were  signed  by  the  dealer  and  the 
blockman  and  then  sent  to  Chicago  for  approval.  One 
copy  was  returned  to  Salina,  one  kept  in  Chicago  and  one 
sent  to  the  dealer.     These  were  sent  out  to  those  seven 

480  dealers.  Two  of  these  dealers  signed  such  contract.  Each 
week  we  made  up  a  comparative  record  at  Salina  of  the 
sales  on  the  territory  of  the  different  lines.  For  com- 
panies other  than  ours  we  relied  on  our  blockmen  for 
the  information.  From  such  reports  the  International 
did  about  95  per  cent,  of  the  business  on  wheat  binders, 
headers  and  corn  binders. 

481  We  tabulated  those  records  and  kept  them.  The  last 
year  I  was  there  the  International  did  50  per  cent,  or  60 
per  cent,  of  the  mower  business. 

In  1905  we  took  over  the  Osborne  line.  Then  we  had 
the  Weber  wagons  and  gasoline  engines.  The  different 
harvesting  lines  were  distributed    to    different    dealers 

482  wherever  possible.  The  same  policy  was  adopted  as  to 
wagons,  hay  tools  and  tillage  implements.  Tillage  im- 
plements and  hay  tools  were  sold  under  different  trade 
names.  The  hay  tools  were  practically  all  made  at  one 
factory  and  shipped  out  unlabeled.  We  used  to  label  the 
rake  going  to  a  McCormick  dealer  "McCormick"  and  the 
rake  going  to  a  Deering  dealer  "Deering,"  and  the  rake 
going  to  a  Champion  dealer  "Champion."  The  repair 
line  was  an  important  part  of  our  business  to  the  deal- 
ers handling  the  McCormick,  Deering  and  Piano  lines.  I 
was  present  at  meetings  of  blockmen    at    the     General 

483  Agency.  I  would  rather  not  state  what  plan  was  adopted 
with  the  agents  for  the  repair  lines  in  connection  with 
the  other  lines — ^wagons  and  tillage  implements  and  hay 
tools.  It  was  to  use  repair  lines  as  an  inducement  or 
club  to  place  the  sales  goods — spreaders,  wagons,  tillage 
tools  and  hay  rakes.  A  man  handling  McCormick  ma- 
chines for  25  or  30  years  would  build  up  quite  a  repair 
business;  he  would  be  reluctant  about  giving  it  up  at 
the  year's  end  and  would  sometimes  take  a  little  of  the 
sales  lines  to  hold  the  repair  line.    As  a  rule,  the  block- 
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men  handled  all  transactions  with  implement  dealers  in 
person. 
I  left  the  International  voluntarily  in  1907.    I  was  sub- 

484  poenaed  in  this  case. 

Cross-Examination. 

I  entered  the  Piano  Company's  service  in  1900  but  my 
continued  service  started  in  1901.  I  acted  as  stenogra- 
pher in  1900,  after  I  did  the  block  work.  I  grew  up  under 
the  implement  business.  '  I  am  32  years  old.    I  was  the 

485  stenographer  of  J.  W.  Thew,  the  general  agent  of  the 
Piano  Company  at  Kansas  City.  I  did  stenographic  work 
about  four  months.  My  next  work  was  on  the  Piano  books 
at  the  Kansas  City  general  agency.    I  have  always  been 

486  friendly  to  the  I.  H.  Co.  since  I  left  their  service.  That 
was  why  I  was  unwilling  to  answer  two  questions  that  the 
Government's  attorney  asked  me.  I  never  mentioned  my 
answers  to  either  Darling  or  Grosvenor.  I  talked 
with  them  about  five  minutes  last  evening.  Dar- 
ling saw  me  in  Kansas  City  once  and  asked  me  if  my 
name  was  W.  L.  Carr,  and  said,  ' '  I  will  have  a  subpoena 
issued  for  you."     A  few  days  after  that  I  was  served 

487  with  one.  That  was  all  the  conversations  I  had  with  any 
Government  representative.  The  reason  I  would  have 
preferred  not  answering,  "What  use  was  made  of  the 
repair  lines  in  connection  with  the  new  line?"  was  that 
I  never  like  to  give  any  disreputable  testimony.  I  am 
reluctant  to  expose  anything.  My  answer  was  what  I 
exposed — that  they  used  the  popularity  of  the  Deering 
and  McCormick  machines  and  their  repairs  to  aid  them 
in  selling  and  introducing  new  lines.  I  thought  if  I  an- 
swered that  without  protesting  it  would  be  unfriendly  to 
the  International. 

The  Deere  does  not  use  the  popularity  of  its  plow  to 

488  introduce  other  lines  in  their  agencies.  They  have  never 
used  the  exclusive  agency  clause.  In  1903  the  exclusive 
clause  was  used  everywhere  in  the  harvesting  implement 
business,  with  the  exception  of  the  Acme  and  Wood;  I 
think  they  sold  outright.  Wherever  any  harvester  com- 
pany sold  on  commission  in  1901,  1902,  1903  and  1904  they 
used  the  exclusive  agency  clause. 

I  had  no  difficulty  with  the  Company  when  I  left,  I  did 

489  have  difSculty  with  a  superior  in  the  Company's  employ. 
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I  took  no  documents  nor  copies  of  papers  that  had  been 
in  my  custody.  My  testimony  is  not  based  on  any  mem- 
oranda or  copies  of  records  which  I  made  when  I  was 
in  the  Company  "s  employ,  but  solely  on  my  recollection 
of  such  memoranda.  When  I  left  I  did  not  take  copies  of 
the  exclusive  contract  with  me.  I  testified  in  Kcmsas  v. 
I.  H.  Co.  of  A.  for  several  hours.     I  wrote  up  the  ex- 

490  elusive  agency  riders  from  memory  and  a  copy  that  the 
Salina  Implement  &  Seed  Company  had.  I  think  John 
Dawson  (Asst.  Atty.  Gen.  of  Kansas)  got  an  exact  copy. 

"Q.  In  the  hearing  in  the  Kansas  case  were  you  not 
asked  these  questions  and  did  you  not  make  these  answers : 
*Q.  I  will  ask  you  to  look  at  this  instrument  marked  by 
the  stenographer  as  Exhibit  Gr  and  state  if  you  have  ever 
seen  that  before  or  if  you  are  able  to  identify  it?  A.  Yes, 
sir.  Q.  State  where  it  was  at  and  what  it  is,  if  you  know. 
A.  It  is  an  exclusive  clause  agreement  that  was  at- 
tached to  Eoss  &  Waldo's  commission  contract.  Q.  Do 
you  mean  this  original,  or  what  is  this?  A.  That  is  a 
copy  of  it.  Q.  Who  made  this  copy?  A.  I  did.'  Did 
you  so  state? 

A.     Yes,  sir." 

I  made  a  copy  in  May  or  June  of  1908  or  1907.    Bar- 

491  ring  typographical  errors,  that  was  the  same  as  the  printed 
slip  Mr.  Grosvenor  showed  me.  There  was  no  general 
form  prepared  like  this  printed  slip  that  was  attached  to 
the  Boss  &  Waldo  contract.  It  was  in  general  use  but 
varied  as  to  the  per  cent,  of  allowances.  Contracts  of 
this  form  were  prepared  for  the  following  dealers :  John 
Sehyler,  of  Hays,  Kansas;  Ross  &  Waldo;  Newton  Wet- 
zel, Hill  City,  Kansas ;  P.  G.  Scrivens,  Lucas ;  the  Salina 
Implement  &  Seed  Company,  Salina;  Hinnekamp  Broth- 
ers, Salina;  Fred  Frier,  Leota;  the  Moses  Mercantile 
Company,  Horsington,  Kansas,  and  Harry  Hill,  Russell.  I 
have  had  this  list  in  my  head  all  these  years.  This  is  the 
first  time,  except,  possibly,  in  the  Kansas  case,  that  I 

492  gave  it  to  any  one.  The  dealers  I  mentioned  were  those 
who  handled  Acme  and  Johnston  machines.  Not  one  then 
handled  the  International  goods,  though  they  may  have 
had  some  carried-over  International  machines.  They  were 
devoting  their  energies  to  selling  competitive  goods.    Our 

493  records  showed  that  in  the  summer  of  1906  they  were  the 
only  men  then  handling  competitive  goods. 

I  testified  in  the  Kansas  case  that  there  were  quite  a 
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number  of  dealers  handling  both  International  and  com- 
petitive goods.  I  remembered  those  names  without  any 
assistance  or  suggestion  and  have  remembered  them  since 
1906. 

495  In  the  Kansas  case  I  don't  believe  I  said  anything  about 
the  number  of  dealers  in  our  territory.  I  believe  I  said 
in  that  ease  there  were  dealers  handling  both  In- 
ternational and  competitive  lines.  I  did  not  say  any- 
thing about  the  number  there  were  altogether.  I  testified 
concerning  all  my  experience  at  Salina  at  that  hearing. 
I  did  not  give  the  number  of  agents  or  the  percentage  of 
agents  who  sold  competitive  goods.    I  named  two  of  the 

496  agents  the  contracts  were  written  with  and  I  named  the 
other  competitors.  The  names  of  those  competitors  were : 
John  Schyler,  Eoss  &  Waldo,  Harry  Hill,  P.  Gr.  Scrivens, 
Newton  Wetzel,  Fred  Frier,  and  the  Moses  Mercantile 
Company.  Those  were  the  only  persons  handling  har- 
vester goods  other  than  those  of  the  International  in 
1906,  and  there  were  in  that  territory  between  400  and 
425  agents.    I  made  a  list  of  those  agents  from  informa- 

497  tion  we  compiled  from  contracts.  There  were  400  or  425 
agents  with  whom  we  had  contracts.  The  contract  pro- 
vision prepared  as  a  rider  to  the  1906  contracts  was  at- 
tached to  nearly  all  of  them.  The  printed  memorandum 
which  I  looked  at  this  morning  was  attached  to  only  two 
contracts;  one  was  Eoss  and  Waldo's. 

The  Moses  Mercantile  Company  in  1906  was  doing  busi- 
ness at  Horsington  and  Great  Bend,  and  they  had  a  little 
branch  at  Burton,  Kansas,  and  Timken.  They  were  sell- 
ing the  Acme  at  all  these  points  and  a  few  Wood  mowers. 

498  The  stenciling  of  the  Deering  and  McCormick  names  was 
made  on  hay  tools  manufactured  at  Springfield,  including 
sweep  rakes  and  stackers.  There  was  no  such  branding 
put  on  any  tillage  implements.  The  branding  on  the 
rakes  was  done  in  1905  and  1906.  The  reason  it  was  done 
was  because  a  local  dealer  who  handled  the  McCormick 
binder  liked  to  have  the  McCormick  name  on  the  rake. 
When  they  first  came  there  they  were  all  stenciled  "  Cham- 

499  pion."  I  thought  that  was  a  perfectly  innocent,  harm- 
less thing  and  I  still  think  it  was. 

I  do  not  remember  the  other  question  Mr.  Grosvenor 
asked  that  I  was  so  loath  to  answer  because  of  my  friend- 
ship toward  the  International.    I  did  not  understand  his 
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question  and  that  was  the  reason  I  was  unwilling  to  an- 
swer it. 

500  "Q.  Why  didn't  you  tell  him  you  did  not  understand 
it? 

A.     (After  a  pause)     I  do  not  know — ■ 

Q.    What? 

A.     I  can't  explain,  only  just — " 

The  question  that  I  remember  was  about  meetings  held 
by  the  general  agent  and  blockman  in  the  general  agent's 
office  at  Salina.  I  did  answer  that  after  I  answered  an- 
other question. 

Re-direct  Examination. 

501  The  Examiner  reads  the  questions  and  answers  asked 
the  witness  with  reference  to  meetings  of  blockmen  and 
general  agents,  supra.   (Eec,  477,  478.) 

502  The  blockmen  were  called  in  after  the  Implement  Deal- 
ers' Convention  in  Kansas  City,  in  January.  They  were 
asked  for  a  report  on  the  competitive  business  and  were- 
asked  how  many  competitive  dealers  they  had  lined  up 
to  handle  the  full  International  line;  they  replied,  in  sub- 
stance, none.  Then  this  form  of  agreement  was  drawn 
up  to  get  after  those  seven  dealers  and  to  get  an 
exclusive  line  covering  1906  and  1907,  with  the  exception 
of  any  competitive  machines  they  might  have  on  hand. 
To  help  them  out  they  were  to  be  allowed  a  discount  on 
a  certain  amount  of  goods,  5  per  cent,  on  a  net  amount  of 
goods  sold  above  $1,250;  7-|  per  cent,  on  a  net  amount 
sold  above  $2,500.  In  some  cases  the  5  per  cent,  was 
raised  to  71  per  cent.,  and  the  74-  per  cent,  to  10  per  cent., 
according  to  the  dealers'  obstinacy.  These  terms  were 
more  favorable  than  those  extended  to  other  dealers. 

At  that  meeting  F.  C.  Hadden,  C.  H.  Gamhle,  Bryant, 

503  John  Eyer,  Charlie  Brown,  J.  D.  Smith  and  myself  were 
present — there  may  have  been  one  or  two  others  from  the 
office.  All  the  blockmen  were  there.  C.  H.  Gramble  is  still 
in  the  International  employ. 

Re-cross  Examination. 

504  To  call  a  blockmen  meeting  was  not  unusual.  A  dis- 
cussion at  such  meeting  of  how  to  get  business  was  not 
unusual,  but  the  instructions  in  this  particular  case  were 
unusual.  In  substance,  it  was  a  threat  to  the  dealers  to 
take  their  machines  away  from  them. 
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' '  Q.  Well,  did  they  have  any  International  Harvester 
machines  at  that  time — ^these  seven? 

A.    No. 

Q.  There  could  not  be  any  threat,  then,  to  take  those 
machines  away,  could  there? 

A.  I  will  tell  you  how  it  was :  they  were  instructed  to 
go  out  and  establish  salesmen  at  these  points  to  get  all 
of  the  business  at  any  cost."' 

That  was  what  I  was  so  loath  to  tell.  There  is  noth- 
ing else  that  I  know  discreditable  to  my  former  employer 

505  that  I  have  not  now  told. 

Re-direct  Examination. 

Deere  &  Company  never  sold  their  goods  to  more  than 
one  agent  in  a  town. 

Re-cross  Examination. 

Deere  &  Company  have  only  one  line  of  each  machine. 
They  endeavor  to  have  one  man  in  a  town  handle  their 
entire  line;  but  not  to  prevent  his  handling  competitive 

506  goods.  They  are  as  willing  to  give  their  goods  to  an 
agent  handling  competitive  goods  as  to  one  who  will  take 
their  entire  line  and  only  that. 

In  the  Kansas  case  I  testified  that  I  had  made  copies  of 
the  Ross  &  Waldo  and  one  other  contract  after  they  had 
been  handed  to  me  by  Mr.  Haddan.  The  one  I  furnished 
John  Dawson  was  from  memory.  In  the  Kansas  case  I 
testified  that  when  I  left  the  employ  of  the  Company  I 
took  a  copy  of  the  contract.  I  had  copies  of  the  Eoss  & 
Waldo  and  John  Schyler  and  all  of  those  seven  dealers' 

507  contracts.  I  had  copies  but  the  one  I  made  for  Dawson 
that  I  testified  to  this  morning,  was  made  from  memory. 
In  fact,  we  had  a  copy  of  it  and  I  wrote  it  out,  in  sub- 
stance, as  it  was  and  he  compared  it  with  the  one  he  had. 
This  morning  I  said  I  did  not  take  the  Company's  copy. 

Dealers  in  Salina  Territory  as  Shown  by  Defts'  Ex.  168. 

(A  computation  from  the  Salina  Greneral  Agency  Re- 
capitulation (Vol.  XVI,  p.  2),  Defendants'  Exhibit  168, 
shows  that  100  towns  were  covered  having  199  local  im- 
plement dealers;  that  71  of  such  dealers  handled  com- 
peting binders;  96  handled  competing  mowers;  56  han- 
dled  competing  binders   or  mowers  who  also   handled 
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I.  H.  C.  harvester  goods;  17  handled  no  hinders  what- 
ever.   These  figures  relate  to  1913.) 

XIV 

162  G.  G.  PEEEOTT : 

I  reside  at  Early,  Iowa,  and  was  with  I.  H.  Co.  of  A. 
from  1902  until  Nov.  25,  1912.  I  had  been  in  the  employ 
of  the  McCormick  Co.  While  with  the  I.  H.  Co.  of  A.  I  was 
general  salesman,  canvasser,  expert  and  collector — every- 
thing that  goes  with  that  line  of  business — until  1906,  and 
from  1906  until  May  '25,  1912,  was  blockman  and  then 

163  put  on  as  general  salesman,  until  November.  My  duties 
as  blockman  were  to  make  contracts  with  the  implement 
dealers  located  in  my  block.  I  reported  directly  to  Mr. 
C.  A.  Claypool,  general  agent  at  Fort  Dodge;  he  gave 
me  instructions  as  to  the  making  of  contracts  for  the  dif- 
ferent lines  of  goods  manufactured  by  the  International. 

397  Petitioner's  Exhibits  284^,  290,  291^and  293.  Five  let- 
ters dated  November  25,  1911,  Februarv  3, 1912,  Februarv 
13,  1912,  March  14,  1912,  and  March  25,  1912,  written  by 
C.  A.  Claypool,  General  Agent  of  International  Harvester 
Company  of  America,  at  Ft.  Dodge,  Iowa,  to  G.  G.  Per- 
rott,  a  blockman,  in  charge  of  certain  territory  in  said 
agency.  All  of  these  letters  refer  to  the  fact  that  Per- 
rott  has  sent  to  the  General  Agent  for  approval  commis- 
sion agency  contracts  with  various  dealers  for  the  year 
1912  for  the  handling  of  old  line  commission  goods,  and 
say  that  such  contracts  will  not  be  approved  until  orders 
are  given  by  the  dealers  for  the  other  lines  sold  by  the 
Company  (manure  spreaders,  wagons,  cream  separators, 
engines,  tillage  implements,  etc.),  in  such  quantities  as 
they  can  reasonably  be  expected  to  handle.  Perrott  is 
urged  to  inform  the  dealers  that  if  they  cannot  handle 
all  of  the  Company's  lines,  the  Company  will  be  ohliged 
to  make  other  arrangement  for  handling  the  old  commis- 
sion lines. 

XIV 

168  The  Witness :  These  letters  are  typical  of  the  instruc- 
tions I  received  from  Claypool  while  I  was  his  blockman. 
His  oral  instructions  in  connection  with  the  making  of 
new  contracts  were  of  the  same  tenor  as  these  letters. 

169  Claypool  was  general  agent  throughout  the  period  that 
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I  was  blockman,  and  is  the  general  agent  today.    I  was 
there  before  he  was.    I  think  it  is  about  six  years. 

Cross-Examination. 

I  think  I  was  on  Block  6  of  the  Fort  Dodge  Agency. 
It  included  from  Holstein  and  Battle  Creek  east  to  Jef- 
ferson. That  was  on  the  single-block  system.  The  blocks 
were  changed  and  then  my  territory  ended  at  Ida  Grove 
and  Sac  City. 

177  ALEXANDEE  LEGGE  (witness  for  defendants)  : 

'  I  have  seen  the  Claypool  letters  that  were  introduced. 
The  fact  that  those  letters  were  issued  by  the  general 
agent  at  Fort  Dodge  to  the  blockman  does  not  in  the 
slightest  change  my  statement  that  the  things  stated  in 
those  letters  were  not  the  company's  policy.  The  letters 
were  a  surprise  to  us ;  we  had  no  knowledge  of  them,  and 
were  surprised  that  any  such  correspondence  existed. 
When  the  existence  of  this  letter  was  known,  Claypool  was 

178  called  in  to  explain  what  had  happened  to  him.  He  was 
reprimanded,  and  might  have  been  dealt  with  more  se- 
verely were  it  not  for  the  objection  offered  by  yourself — 
Judge  McHugh. 

Cross-Examination. 

1  have  not  searched  for  them,  but  I  do  not  believe  any 
exist  countermanding  the  circular  letters  you  showed  me. 
I  was  present  when  Petitioner's  Exhibit  284,  the  letter  of 
November  25,  1911,  was  introduced  in  Omaha.  I  heard 
Mr.  Daniels'  cross-examination  in  regard  to  this  letter. 
I  called  in  Mr.  Claypool  during  the  intermission  between 
the  Wichita  hearing  and  the  Kansas  City  hearing. 

Dealers  in  Ft.  Dodge  Territory  as  Shown  in  D efts'  Exh.  138. 

A  computation  from  the  Fort  Dodge,  la.,  Eecapitula- 
tion  (Vol.  XVI,  p.  322),  Defendants'  Exhibit  138,  shows 
that  162  towns  were  covered  having  270  dealers ;  that  79 
of  these  dealers  handled  competing  binders;  184  han- 
dled competing  mowers;  137  handled  competing  binders 
or  mowers  who  handled  also  the  I.  H.  C.  harvester  goods. 
The  figures  relate  to  1913. 
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Defendants'  Testimony  as  to  the  International's  Business 
Methods  and  Practices. 

XIV 

ALEXANDP]R  LEaGE  (witness  for  dfts.) : 

22  I  have  been  in  the  implement  business  since  1891 ;  first 
as  a  traveling  collector  and  salesman  and  as  collection 

23  manager  for  the  McCormick  Company  at  a  general  agency 
point;  afterwards  as  general  agent  for  it;  later  as  man- 
ager of  their  collection  department  at  Chicago;  later  as- 
sistant manager  of  sales  in  connection  with  the  collection 
work;  from  January  1,  1904,  until  November,  1906,  was 
assistant  manager  of  domestic  sales  for  the  I.  H.  Co.  of 
A. ;  from  November,  1906,  until  recently,  assistant  general 
manager,  and  now  am  general  manager  of  the  company. 

Selling  Methods  and  Development  Toward  Longer  Line. 

When  I  commenced  in  business  there  were  two  general 
plans  of  selling  goods — the  commission  agency  contract 

24  form  used  by  the  harvester  people  and  the  thresher  com- 
panies; and  the  short-time  or  direct  sales  used  by  manu- 
facturers of  plows  and  smaller  tools  generally.  The  de- 
velopment of  the  trade  has  been  steadily  toward  a  longer 
line,  by  each  of  the  houses  in  business.  There  are  a  few" 
exceptions  to  that,  but  broadly  speaking,  it  has  been  a 
question  of  adding  additional  lines  of  goods  in  each  of  the 
principal  organizations.  So  far  as  I  know,  the  commis- 
sion contract  was  the  contract  under  which  harvesting 
machinery  \ras  sold  by  all  the  companies. 

Financing  the  Western  Farmer. 

I  have  seen  most  of  the  development  of  the  western 
part  of  the  United  States  which  was  settled  up  mostly  by 
homesteaders  and  men  of  whom  the  larger  part  had  very 
light  means — ^men  who  went  out  into  the  western  prairies 
and  took  up  farms  and  had  no  money  to  finance  a  farm 
or  buy  machinery.  It  was  necessary  for  many  years  to 
sell  harvesting  machinery  to  those  farmers  almost  en- 
tirely on  a  long  term  basis.  The  implement  manufacturer 
had  to  finance  him  to  the  extent  of  his  machinery  on  all 
the  larger  tools  used.  All  of  the  harvesting  machine  com- 
panies did  not  take  that  risk  and  follow  the  frontier  as  it 
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became  settled,  and  extend  to  the  farmers  the  credits 
necessary.  Some  of  the  companies  confined  their  oper- 
ations almost  exclnsively  to  the  eastern  or  central  states. 
That  was  particularly  true  of  the  Osborne  and  the  Mil- 
waukee. They  did  not  extend  into  the  frontier  territories 
to  any  great  extent.  I  think  all  the  other  companies  ex- 
cept the  MeCormick  established  what  was  known  as  a  dead 
line  beyond  which  they  would  not  sell  except  for  cash,  be- 
cause of  the  extra  hazard  and  the  long  time  risk  involved. 

25  The  MeCormick  Company  covered  the  territory  every- 
where during  all  of  the  time  I  have  been  in  the  business. 
None  of  these  dead  lines  were  east  of  the  Mississippi 
Kiver  during  my  time.  Some  had  been.  I  was  advised 
by  men  then  in  the  business  that  they  had  gradually  ex- 
tended the  line  farther  west  as  the  country  became  set- 
tled. In  the  particular  territory  in  which  I  started  the 
dead  line  was  drawn  approximately  100  miles  west  of 
Omaha,  the  different  companies  using  a  dead  line  terri- 
tory running  north  and  south.  The  MeCormick  Company 
never  had  a  dead  line. 

Reasons  for  Delay  in  Organising  Sales  Force  in  1903. 

34  When  the  I.  H.  Co.  was  organized  I  continued  in  the 
same  position  with  the  MeCormick  division,  that  I  for- 
merly had  with  the  MeCormick  Harvesting  Machine  Co. — ■ 
as  manager  of  collection  department  and  assistant  mana- 
ger of  sales. 

We  were  notified  that  no  attempt  would  be  made  to  re- 
organize business  for  the  present;  to  push  trade  as  best 
we  could  under  same  general  policy,  we  had  been  fol- 
lowing. This  continued  until  perhaps  June  or  July,  1903, 
when  a  permanent  form  of  sales  reoi-ganization,  which 
went  into  effect  January  1st  following,  was  discussed. 
There  was  no  discussion  of  such  organization  until  dur- 
ing or  after  the  harvest  of  1903. 

The  principal  reason  for  having  the  separate  divisions 
and  the  delay  in  effecting  the  organization  of  the  sales 
force,  was  taking  of  inventories.  Under  terms  of  sale 
property  had  to  be  appraised  and  inventoried  all  over  the 
world.  It  was  a  large  task  because  we  had  repair  stocks, 
machines,  credits,  warehouses  and  property  of  various 
kinds  in  every  country  where  there  was  any  trade.  That 
occupied  a  large  part  of  our  time  and  energies  through 


354 

XIV 

1903.    They  were  not  finally  finished  until  sometime  after 
the  new  organization  had  gone  into  effect. 

The  McCormicks  were  interested  not  only  in  the  ap- 
l)raisement  of  their  property  but  that  of  other  properties. 
"We  were  asked  to  exercise  care  not  only  as  to  accuracy  of 
our  appraisals  and  inventories,  but  to  spend  a  lot  of  time 
in  investigating  and  cheeldng  those  of  other  properties  ac- 
quired, the  Deeiing,  Champion,  and  so  on.     So  far  as 

35  I  know,  that  was  the  policy  pursued  by  the  others ;  in  fact, 
I  know  it  was  by  the  Deerings  at  least.  They  went  into 
our  appraisals  and  inventories  quite  exhaustively  to  sat- 
isfy themselves  as  to  their  accuracy,  and  it  is  my  recol- 
lection that  the  heads  of  the  business,  Mr.  McCormick, 
the  President,  and  Mr.  Deering,  Chairman  of  the  Board, 
were  almost  entirely  occupied  with  that  work  for  the 
greater  part  of  1903. 

The  sales  organization  was  running  along  by  its  own 
force  for  the  first  year;  we  felt  that  we  got  very  scant 
consideration,  sometimes  scant  courtes,y,  from  owners 
on  any  proposition  we  had  with  reference  to  cur- 
rent business.  Many  things  were  happening  on  the  field 
after  the  organization  of  the  I.  H.  Co.,  and  while  they 
were  running  through  these  divisional  years.  Each  com- 
pany had  its  separate  dealers  throughout  the  country 
when  the  I.  H.  Co.  was  organized. 

While  the  1.  H.  Co.  was  running  along  through  these 
different  divisions,  eacli  with  its  own  traveling  salesmen 
and  blockrnen,  I  recall  a  marked  tendency  on  their  part 
to  follow  lines  of  least  resistance  instead  of  maintaining 
and  improving  their  representation  in  the  country.  There 
was  a  decided  tendene>'  to  put  goods  in  with  dealers  han- 
dling lines  of  the  other  divisions,  as  the  easiest  way  to 
meet  a  situation  whore  they  had  an  unsatisfactory  dealer, 

36  or  one  going  out  of  business.  If  a  Deering  traveling  man 
found  his  dealer  was  going  out  of  business,  instead  of 
hunting  around  and  getting  a  good  live  dealer  to  repre- 
sent his  line,  it  was  easier  to  turn  to  the  McCormick 
dealer. 

In  some  cases,  dealers  desired  to  acquire  all  lines.  I 
do  not  think  that  was  general.  I  think  more  dealers  then 
than  now  preferred  to  handle  one  line  of  harvesting  ma- 
chinery. There  were  numerous  exceptions  where  dealer 
felt  that  as  one  companv  owned  several  lines  they  should 
give  them  all  to  him.    This  would  mean  dropping  out  from 
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one  to  four  other  dealers  in  the  same  town.  Local  dealers 
would  approach  the  Deering  Division  for  the  agency  of  all 
other  I.  H.  Co.  lines,  and  the  McCormiek  man  perhaps  in 
the  same  town  would  do  the  same. 

Efforts  were  made  by  the  sales  organization  of  the 
divisions  to  counteract  these  tendencies.  That  was  one 
of  the  most  frequent  subjects  of  discussion  for  a  time  at 
conferences  of  sales  managers.  While  I  was  not  a  mem- 
ber of  Sales  Committee,  I  attended  their  meetings  rather 
frequently  and  sometimes  represented  the  McCormiek 
division  in  absence  of  Mr.  Mayer. 

Mr.  Grosvenor:  I  object  to  the  qualifications  of  this 
witness  to  testify 'about  Sales  Committee,  except  at  those 
where  he  was  present.  The  names  of  the  Sales  Commit- 
tee are  in  evidence  and  some  of  the  members  are  alive 
and  officers  of  the  I.  H.  Co. 

Reasons  for  Having  Different  Dealers  for  Separate  Lmes. 

The  I.  H.  Co.  today  pursues  the  policy  of  having  sepa- 
rate representations,  so  far  as  it  can,  for  the  separate 
harvesting  lines  that  it  manufactures. 
37  The  reasons  are  that  the  vast  majority  of  dealers  them- 
selves prefer  to  handle  but  one  line  of  harvesting  ma- 
chinery. Otherwise  it  involves  added  warehouse  facili- 
ties, which  few  of  them  have,  and  the  keeping  of  sepa- 
rate and  similar  repair  stocks ;  it  occasions  a  great  many 
mistakes  in  handling  them  by  the  dealers  and  the  dealers' 
employes.  We  find  that  where  dealers  handle  two  or  more 
lines,  they  seldom  have  facilities  by  which  they  can  give 
satisfactory  service  to  customers,  and  in  those  cases  we 
have  frequent  complaints  from  farmers  that  local  deal- 
ers do  not  protect  them  in  keeping  up  repair  stocks  and 
generally  looking  after  their  business  as  well  as  where  the 
dealer  was  handling  one  line.  The  combining  of  several 
lines  with  a  less  number  of  local  dealers  gives  us  less 
representation,  less  business. 

Where  one  dealer  has  all  the  lines  it  reduces  our  rep- 
resentation and  the  activity  in  the  sales  of  machines,  and 
reduces  the  activity  to  care  for  the  needs  of  the  farmer  in 
connection  with  the  machines.  Occasionally  a  firm  is  large 
and  progressive  enough  and  has  sufficient  warehouse  and 
other  facilities  to  give  satisfactory  representation  on 
more  than  one  line.    For  those  reasons  the  I.  H.  Co.  has 
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preferred,  and  still  prefers,  to  have  the  exclusive  service 
of  an  agent  if  it  can  get  it.    That  is  the  general  rule. 

Dealers  Handling  I.  H.  Co.  Harvesting  Machines. 

38  Defendants'  Exhibit  183  shows  the  average  number  of 
dealers  per  town  who  handle  I.  H.  Co.  harvesting  lines  un- 
der commission  contracts.  A  comparatively  small  num- 
ber of  dealers  in  the  U.  S.  handle  machinery  of  the  I.  ,H. 
Co.  under  sales  contracts.  The  second  column,  beginning 
with  1908  gives  the  total  contracts,  commission  and  sale, 
for  the  I.  H.  Co.'s  harvesting  machinery  in  the  U.  S. 

39  IT.  S.  Contracts — Commission    and    Sales — Old    Lines 

(Binders,  Mowers  and  Eeapers.) 

Total  Number 

Number  Contracts  of  towns  Average  No. 

Commission       Commission  represented  by  Contracts 

Year  Contracts  and  Sale  total  contracts     to  town 


1904 

42,149 

* 

■p 

1905 

3G,9o0 

H. 

* 

1906 

.34.412 

* 

•< 

190T 

31,244 

* 

* 

1908 

28,636 

31,758 

* 

1909 

29,086 

.32,511 

20,487 

l..-)8 

1910 

27,025 

30,801 

20,460 

1.50 

1911 

26,665 

30,941 

20,724 

1.49 

1912 

26,940 

30,731 

21,127 

1.45 

1913 

(5/31) 

26.009 

29..-.00 

20,630 

1.43 

*No  record  for  this  year. 

Exclusive  Clause  Alivays  in  Harvester  Contracts. 

In  1902,  there  was  the  exclusive  clause  in  the  contracts 
of  all  harvesting  companies.  It  had  been  there  during  all 
my  experience  in  the  business.  It  was  a  practical  dead-let- 
ter in  1902,  1903  and  1904  except  to  prevent  the  bunching 
of  our  own  several  lines  in  one  man's  hands.  That  we 
could  prevent  to  an  extent  during  1903  and  1904.  Dur- 
ing those  years  many  dealers  were  actually  handling  sev- 
eral lines  of  harvesting  machinery,  and  they  Ifad  done 
that  for  quite  a  number  of  years  before. 

Not  I.  H.  Co.'s  Policy  to  Attempt  to  Coerce  Healers. 

40  It  never  has  been  and  it  is  not  the  policy  of  the  I.  H. 
Co.  to  coerce  the  implement  dealers  to  handle  the  har- 
vesting lines  exclusivelv  or  to  force  the  new  lines  through 
the  harvesting  lines.  I  have  been  for  years  familiar  with 
implement  business  in  the  IT.  S.  and  widely  acquainted 
with  the  implement  dealers  in  that  territoiy.  In  my  judg- 
ment the  I  H..  Co.  could  not  and  never  could  have  car- 
ried out  such  a  policy.    There  were  only  about  60  per  cent. 
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as  many  canvassers  in  the  I.  H.  Co.  business  in  1903  as  in 
the  vendor  companies  separately  in  1902. 

The  I.  H.  Co.  did  not  attempt  to  use  the  exclusive  clause 
that  was  in  the  contract  in  1903  and  1904  as  part  of  a  plan 
to  monopolize  the  local  implement  dealers  in  the  sale  of 
I.  H.  Co.'s  lines. 

Outside  of  the  home  office  in  Chicago  the  number  of 
men  engaged  in  the  sale  of  I.  H.  Co's  goods  in  the  U.  S. 
has  run  as  high  as  5,000.     The  average,  I  think,  would 

41  be  about  4,500.  That  includes  general  agents  and  their 
staff  at  the  agencies,  and  all  the  traveling  men. 

We  have  had  instances  where  some  of  these  4,500  em- 
ployes violated  the  company's  policy.  We  have  very  much 
less  of  it  than  we  had  during  the  first  year  or  two  of  the 
company's  operations.  We  still  have  exceptional  in- 
stances, and  probably  always  will  have. 

The  company  does  not  countenance  these  violations. 
We  have  tried  earnestly  to  eliminate  all  such  practices 
from  the  business,  and  generally  speaking,  have  been 
quite  successful.  The  instances  that  have  occurred  have 
been  very  few  in  number,  and  exceptional. 

Advantages  of  the  Long  Line. 

42  The  I.  H.  Co.  has  since  its  organization  entered  upon 
the  construction  of  new  lines.  The  advantages  of  the 
long  line  are  the  ability  to  secure  and  maintain  a  better 
selling  organization  and  economies  in  distribution  of  the 
stock,  often  securing  full  carload  orders  to  an  agent  who 
would  not  want  a  full  carload  of  any  individual  tool.  The 
reason  for  going  into  the  long  line  was  to  secure  those 
advantages  and  to  do  away  with  the  very  great  handi- 
cap which  we  always  had  in  the  binder  business,  of  being 
compelled  to  employ  a  very  large  force  of  men  for  a  short 
period. 

The  harvesting  machine  business  required  a  very  large 
force  of  men  during  the  delivery  and  harvesting  period. 
As  soon  as  harvest  was  over  they  had  to  be  dispensed 
with,  and  the  following  spring  we  would  have  to  start  in 
with  raw  recruits.  The  better  class  of  men  would  not 
continue  to  come  back  to  us  for  three  or  four  m^onths' 
employment,  but  would  seek  employment  elsewhere. 
That  made  it  impossible  to  maintain  an  efficient,  well 
trained  organization. 

The  long  line  enabled  the  company  to  have  what  they 


358 
XIV 

call  an  all-year -round  organization.  Today  the}'  are  em- 
ployed practically  continuously  throughout  the  season  with 
some  slight  fluctuation  at  different  periods. 

Coercive  Practices  Injure  the  Company  Attempting  Them. 

43  To  use  the  harvesting  line  to  force  the  sale  of  the  new 
line  would  not  be  possible  ^ndth  the  great  majority  of 
dealers,  particularly  the  better  class.  Though  occasion- 
ally salesmen  might  succeed  in  delivering  goods  under 
such  practices,  it  is  an  injury  to  the  house  they  represent. 
There  is  only  one  correct  method  to  follow,  and  that  is 
to  sell  each  article  on  its  merits.  To  illustrate :  if  a  sales- 
man succeeded  in  getting  a  customer  to  take  a  shipment 
of  goods  because  of  personal  friendship,  or  because  of  the 
influence  of  other  lines,  the  dealer  takes  it  reluctantly; 
he  has  not  learned  nor  has  he  any  confidence  in  the  goods ; 
he  does  not  enter  into  the  sale  of  them  with  any  enthusi- 
asm, and  the  result  is  unsatisfactory  to  him  and  to  the 
representative  of  the  company.  The  next  time  the  repre- 
sentative comes  around  to  sell  goods  he  finds  that  he  is 
probably  carrying  over  a  large  part  of  what  he  will  need 
for  the  next  year,  because  he  has  not  been  successful  in  dis- 
posing of  them,  and  the  fundamental  trouble  is  that  he 
did  not  believe  in  the  goods,  nor  take  sufficient  interest  in 
them;  in  other  words,  they  were  not  properly  sold,  to 
commence  with. 

Number  of  I.  H.  Co.  Dealers  in  Certaim,  Lines. 

I  had  a  statement  prepared  under  my  supervision  of 
the  number  of  dealers  in  the  United  States  representing 
the  International  Harvester  Company  in  the  sale  of  sun- 
dry implements,  which  is  the  paper  handed  me,  marked 
Defendants'  Exhibit  184. 
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44    Number  Dealers  Eepresenting  Us  in  United  States  on  the 

Following  Machines : 

%  New  Line 

Dealers  to 

1908     1909     1910     1911     1912     1913     Old  Line 

5/31      Dealers 
1913 


No.  of  Commission  & 

Sale  Contracts  Old 

Lines         (Binders, 

mowers    and   reap- 

ers) 

31,75S  32,511  30,801  30,941  30,731 

29,500 

Side  Delivery  Rakes 

2,371 

2,888 

2,937 

2,759     2,542 

2,238 

7.6 

Hay  Loaders 

2,159 

2,542 

2,804 

3,047     2,487 

2,197 

7.5 

Tedders 

* 

* 

* 

3,304     2,059 

1,880 

6.4 

Sweep  Rakes 

* 

* 

* 

2,495    2,191 

1,031 

5.5 

Stackers 

■k 

A 

* 

1,286     1,223 

610 

2.1 

Hay  Presses 

^ 

* 

* 

1,479  -1,680 

942 

3.2 

Shellers 

1,420 

1,874 

1,776 

2,125     3,018 

2,691 

9.1 

Disk  Harrows 

* 

* 

* 

10,455  11,204 

10,869 

36.8 

Spreaders 

6,417  10,674 

8,507 

7,524     6,483 

5,214 

17.7 

Wagons 

4,191 

5,870 

5,131 

6,588     6,388 

4,503 

15.3 

Cream  Separators 

3,495 

4,439 

4,637 

4,653     5,346 

4,013 

13.6 

Feed  Grinders 

* 

* 

* 

1,828     2,143 

1,955 

6.6 

Autos 

* 

* 

* 

894       859 

497 

1.7 

Engines  &  Tractors 

4,153 

6,155 

5,492 

0,382    6,536 

5,768 

19.5 

*No  record  for  this  year. 

International  Sales  in  U.  8.  by  Districts. 

I  have  prepared  a  statement  of  the  sales  in  the  United 
States  of  the  implements  of  the  International  Harvester 
Company,  by  districts,  separating  the  sales  as  between 
45  the  old  and  the  new  lines,  in  the  year  1912.  The  paper 
handed  me,  marked  Defendants'  Exhibit  185,  is  the  state- 
ment to  which  I  refer. 

The  districts  named  in  Defendants'  Exhibit  185  are  the 
districts  into  which  the  United  States  is  divided  for  the 
purpose  of  transacting  the  business  of  the  International. 
Indiana,  Illinois,  Southern  Wisconsin,  "Western  Michigan 
are  included  in  the  Central  District.  Ohio  and  territory 
east  of  Ohio,  including  Eastern  Michigan,  are  included  in 
the  Eastern  District.  The  north  half  of  Iowa,  Minnesota, 
Northwest  Wisconsin,  and  territory  west  to  the  Coast  are 
included  in  the  Northwest  District.  The  territory  south 
of  the  Ohio  Eiver,  including  the  States  of  Arkansas  and 
Louisiana  west  of  the  Mississippi,  is  included  in  the  South- 
ern District.  The  south  half  of  Iowa,  the  south  half  of 
Nebraska,  Missouri,  and  states  west  thereof  to  the  Coast 
are  included  in  the  Southwest  District. 

The  Southern  District  comprises  almost  all  of  the  cot- 
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ton  belt;  it  has  a  very  limited  trade  on  binders.  There 
is  very  small  trade  in  the  Eastern  District.  The  largest 
sale  in  the  Xorthwest  District  is  on  binders,  and  the  sec- 
ond largest  on  binders  is  in  the  Southwest  District. 

46    Statement  of  Sales  in  the  United  States  by  Districts. 
Old  and  New  Lines  Season  1912. 

Percent,  of  Percent,  of 

Old  Line  Xew  Line 

Sales  to  Sales  to 

Old  Line  Total         New  Line       Total 

District  Total  Sales  Sales  Sales  Sales  Sales 

Central  .?10,433,7SS.26  $0,060,244.13  ,^.S.1%  $4,373,544.13  41.9% 

Eastern  10,005,761.59  5,089,070.28  50.9  4,916,691.31  4!».l 

Northwest  18,1.32,867.64  12,859,053.44  70.9  5,273,814.20  29.1 

Southern  6,656,842.31  3,201,083.22  48.0  3,455,759.09  52.0 

Southwest  16,694,925.83  11,853,004.29  71.0  4,841,921.54  29.0 


$61,924,185.63  $39,062,455.36     63.1%  .'i;22,8(Jl,730.27     36.9 

Note: — ^The  Sales  in  this  statement  include  only  goods  of  I.  H.  Co. 
manufacture. 

Sales  in  U.  S.  in  1912  at  Certain  Agencies. 

125  W.  N.  EEAY  (Defendant's  Exhibit  213)  : 

Grain  Binders,  Engines  and  Wagons  at  Agencies  Listed. 

Grain  Binders  Engines  Wagons 
Helena,  Mont. 
Fargo,  No.  Dak. 
Grand  Forks,  No.  Dak 
Minot,  No.  Dak 
Fort  Dodge,  la. 
^Minneapolis,  Minn. 
Des  Moines,  la. 
Council  Bluffs,  la. 
Kansas  City,  ]\Io. 
Omaha,  Neb. 
"Wichita,  Kans. 
St.  Louis,  Mo. 
Albany,  N.  Y. 
Boston,  Mass. 
Birmingham,  Ala 
Columbia,  So.  C. 
^lemphis,  Tenn. 
Jacksonville,  Fla. 
San  Francisco,  Cal. 

Sales  of  'New  Lines  Having  Certain  Trade  Name. 

ALEXANDER  LEGGE : 

46        I  have  had  a  table  prepared  showing  the  percentage 
which  the  total  sales  of  the  new  line  goods  sold  under  the 


2407 

132 

1297 

2799 

218 

429 

2727 

224 

881 

3281 

100 

961 

2270 

497 

837 

2289 

254 

1374 

2425 

573 

647 

2513 

437 

636 

2285 

234 

765 

2603 

411 

1405 

1762 

254 

842 

1939 

180 

810 

159 

467 

844 

116 

516 

352 

150 

272 

3134 

289 

291 

1633 

440 

262 

1653 

96 

309 

2136 

301 

1159 

1345 
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Deering  and  the  McCormick  trade  names  bear  to  the  total 
sale  of  new  line  goods.     The  paper  handed  me,  marked 
Defendants '  Exhibit  186,  is  the  statement  to  which  I  refer, 
and  it  correctly  states  the  fact. 
47    New  Line  Goods   Sold  Under  Deering  and  McCormick 
Trade  Names  and  the  Percentage  of  Such  Sales  to  the 
Total  Sales  of  NeV  Line  Goods. 
United  States. 

1910  1911  1912 

New  Line  Goods  sold  under 

Deering     &     McCormick 

Trade  Names  $     619,480.11  $     577,930.51  $     618,330.92 

Total    Sales  of    New    Line 

'Goods  20,217,651.22     20,561,291.81    23,332,332.92 

Percentage  of  New  Line  ma- 
chine sales  sold  under 
Deering  &  McCormick 
Trade  Names  3.06  2.81  2.05 

Developfnent  of  New  Lines. 

There  has  been  no  definite  policy  in  taking  on  more 
than  one  line  of  new  sales  goods.  We  have  developed  or 
acquired  anywhere  from  one  to  four  or  five  lines  according 
to  which  particular  line  of  goods.  In  wagons  we  acquired 
two  lines,  in  the  purchase  of  the  Weber  plant,  known  as 
the  Weber  and  the  Columbus,  which  were  then  manu- 
factured at  the  plant  under  the  former  ownership.  Since 
we  acquired  the  Bettendorf  steel  wagon,  and  developed 
another  steel  wagon,  trying  to  improve  on  the  Bettendorf. 
We  have  four  kinds  of  wagons — really,  two  lines ;  one  line 
of  wood  wagons  and  one  of  steel  wagons.  The  company 
entered  upon  the  manufacture  and  sale  of  steel  wagons 
because  of  the  growing  scarcity  of  suitable  material  for 
building  the  wood  wagon. 

We  started  out  with  one  line  of  spreaders,  known  as 
reverse  apron  type ;  in  certain  sections  of  the  territory 
the  demand  was  for  what  is  known  as  the  endless  apron 
type,  which  was  developed  later.  Those  two  today  are 
practically  one  line  of  spreaders — the  same  construction. 
48  We  later  acquired  the  Kemp,  which  was  the  oldest  of  the 
spreader  lines.  Some  questions  had  come  up  concerning 
patents,  and  this  property  of  Kemp's  was  offered  for 
sale  at  what  looked  like  an  attractive  price,  and  we  bought 
it.  The  Kemp  was  the  original  patent,  and  Kemp  was  the 
owner  of  a  large  number  of  patents  of  later  date.  When 
we  acquired  the  Kemp  it  was  built  only  in  reverse  aprons. 
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We  have  added  the  endless  apron  to  that.  Later  both 
styles  of  spreaders  were  changed  twice,  first  from  wood 
to  steel  construction,  and  later  from  steel  construction  to 
what  is  called  the  Low-Down  type. 

The  I.  H.  Co.  has  put  out  implements  and  done  work 
in  educating  the  farmers  in  their  use  and  the  necessity 
for  them,  and  in  that  worked  out  th«  popularization  of 
various  implements.  That  is  particularly  true  of  engines 
and  spreaders.  The  gasoline  engine  was  not  in  common 
use  on  the  farms  when  we  took  hbld  of  it.  It  appeared 
complicated  to  the  average  farmer  and  he  was  slow  in 
buying  it.  With  our  organization,  covering  the  country 
closely  as  we  do,  so  that  he  felt  he  could  get  help  quickly 
if  needed,  we  met  with  success  right  from  the  start  in 
gasoline  engines. 

The  manure  spreader  has  been  a  matter  of  slower 
growth.  We  have  spent  a  very  large  amount  of  money 
in  advertising  and  demonstrating  and  in  every  way  ex- 
ploiting the  manure  spreader,  believing  it  to  be  one  of  the 

49  most  useful  and  most  necessary  tools  for  the  farmer. 
The  western  farmer  didn't  realize  the  necessity  of  fer- 
tilizing his  soil. 

We  were  among  the  first  in  tractor  engines  for  the 
farms,  although  I  think  not  the  first.  One  or  two  others 
had  sold  a  few  engines  of  the  internal  combustion  type  be- 
fore.   We  have  two  lines  of  those. 

50  It  has  been  the  custom  in  the  implement  line,  ever  since 
I  have  been  connected  with  it  for  dealers  to  give  notes 
for  goods  they  bought  after  settlement  time — in  some 
oases  for  goods  that  were  carried  over  and  not  sold  the 
year  that  they  were  bought. 

I.  H.  C.  Never  Attempted  to  Drive  Out  Competitors. 

The  I.  H.  Co.  has  never  attempted  to  drive  any  com- 
petitor out  of  business.  I  have  had  a  large  experience 
with  dealers  and  getting  new  dealers  to  represent  the  im^ 
plements  I  had  to  sell.  The  source  of  supply  was  any  one 
whose  business  was  such  that  he  could  advantageously 
handle  farm  implements — such  as  men  engaged  in  that 
business  exclusively,  engaged  in  the  hardware  trade,  the 
lumber  business,  the  grain  business,  and  other  lines,  where 
such  merchant  was  doing  business  largely  with  farmers. 

I  certainly  consider  that  the  field  is  open  in  this  eountrv 
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in  competition  with  the  I.-  H.  €o.  in  the  harvesting  lines 
and  in  all  the  new  lines  that  the  I.  H.  Co.  makes  and  sells. 
I  can't  imagine  any  reason  why  it  should  be  barred  to 
anyone.  The  fact  that  others  are  engaging  in  the  harvest- 
ing line  in  the  last  few  years  successfully  is  satisfactory 
demonstration  to  us  it  is  open. 

m 

C  r  OSS-Examination. 

65  _  I  have  been  present  at  quite  a  numher  of  the  hearings 
in  this  suit.  I  was  present  part  of  the  time  during  the 
cross-examination  of  Mr.  Donnellan,  at  Kansas  City. 

The  MT-tness  is  directed  to  circulars  and  reports  of  the 
sales  committee  on  pages  2,  102,  104,  106,  109,  118,  119, 
264  and  265  of  Vol  II  and  pages  235  and  458  of  Vol.  Ill 
of  the  record. 

Witness :    I  have  had  no  search  made  for  letters  issued 

66  giving  instructions  revoking  the  instructions  contained  in 
those  circulars.  Am  quite  certain  that  no  such  letters 
were  issued. 

Defendants'  Exhibit  183  does  not  purport  to  give  the 
number  of  dealers  doing  business  with  us,  simply  the  num- 
ber of  dealers  having  commission  or  sales  contracts  on 
the  old  lines.  It  in  no  way  attempts  to  amend  the 
figures  given  by  Mr.  Wood,  in  response  to  the  Govern- 
ment's request  which  stated  the  total  number  of  dealers 
with  whom  we  do  business. 

That  exhibit  shows  the  percentage  of  contracts  to  the 
total  number  of  towns  in  which  our  old  line  was  offered. 
I  would  not  say  that  a  large  number  of  those  20,630 
towns  have  only  one  dealer;  there  are  such  towns,  but 
that  is  rather  a  small  number.  That  would  be  true  in 
the  eastern  territory,  I  think.  There  would  be  a  number 
of  towns,  wliei'e  there  would  be  only  one  dealer,  where 
the  country  is  closely  railroaded.  You  often  find  towns 
a  mile  and  a  half  or  two  miles  from  an  adjoining  town 
where  there  is  only  one  merchant  in  those  places  han- 
dling farm  machinery.  I  have  not  attempted  to  count 
up  the  towns  which  have  two  or  three  dealers  and  base 
our  percentage  on  the  number  of  towns  having  more 
than  one  dealer  in  which  ws  have  more  than  one  agent. 
In  estimating  our  percentage  we  have  grouped  in  every 
town,  whether  that  town  only  had  one  agent  or  not. 

67  Defendants'   Exhibit  184  has   no   reference  to   twine. 

68  It  is  true  that  the  number  of  agents  handling  our  twine 
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is  mnch  larger  than  those  handlihg  any  one  article  on  that 
list  except  binders,  mowers  and  reapers.  This  list  refers 
to  the  neT^"  lines  and  to  the  charge  that  the  new  lines  trade 
was  forced  by  our  standing  in  the  binder  business.  The 
twine  was  not  a  new  line  and  therefore  not  included.  We 
state  at  the  top  of  the  exhibit  exactly  what  is  included — 
binders,  mowers  and  reapers.  I  do  not  think  we  have 
any  considerable  number  of  dealers  handling  twine  who 
do  not  handle  binders,  because  the  twine  trade  is  lim- 
ited to  the  territory  where  binders  are  sold. 

It  is  true  that  the  demand  for  some  of  the  articles  named 
in  Exhibit  1S4  is  local  compared  to  that  for  binders  and 
mowers  but  articles  like  disc  harrows,  engines  and  wagons 
— particularly  wagons — are  sold  in  as  large,  if  not  a  larger 
territory  than  any  of  our  old  lines. 

Binder  Lines  Not  Used  to  Push  New  Lines. 

69  The  point  covered  in  Defendants'  Exhibit  186  is  the 
question  of  -^s-hether  we  liave  used  our  binder  lines  to 
push  the  new  line.  Obviously,  if  that  had  been  the  pol- 
icy, we  would  have  given  the  binder  trade  names  to 
those  new  lines.  This  statement  shows  to  what  extent 
that  practice  was  followed.  It  shows  that  in  last  year's 
business  L'.65  per  cent,  of  the  sale  goods  sold  in  the  United 
States  were  sold  under  the  [McCormick  and  Deering  trade 
names.  In  making  up  that  estimate  of  percentages  we 
included  all  the  new  line  goods  included  on  Defendants' 
Exhibit  184. 

70  The  new  lines  sold  under  [McCormick  and  Deering  trade 
names  are  a  few  hay  stackers,  sweep  rakes,  and  a  few 
tillage  implements  sold  only  in  the  eastern  territory.  No 
side-delivery  rakes  or  hay  loaders  are  sold  under  these 
trade  names,  except  a  side-delivery  rake  sold  under  the 
name  of  Osborne.  Tedders  have  been  sold  under  the 
trade  names.  I  would  be  glad  to  give  you  the  details 
of  the  sales  of  each  of  them,  but  haven't  them  with  me. 

V 

571  L.  L.  LEASE : 

I  am  a  general  agent  of  the  I.  H.  Co.  at  Crawford, 
Nebraska.  Parts  of  Nebraska,  South  Dakota,  Montana, 
"Wyoming  and  one  county  in  Colorado  are  in  my  terri- 
tory.     AMien  the  company  was  organized  I  was  a  block- 
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man.    Each  general  agency  territory  is  blocked  out  into 
what  they  call  blocks  and  the  man  who  goes  around  with- 

572  in  that  limited  territory  and  does  the  business  with  the 
local  dealers  is  called  the  blockman.  He  is  under  the  gen- 
eral_  agent  who  has  charge  of  the  business  throughout  his 
territory. 

No  Attempts  at  Coercion. 

I  never,  either  as  a  blockman  or  general  agent,  threat- 
ened to  remove  the  International  goods  from  a  dealer 
unless  he  would  quit  handling  competing  goods. 
■  I  have  a  wide  acquaintance  with  dealers  in  agricultural 

implements.    An  attempt  by  the  I.  H.  Co.  to  coerce  deal- 
ers into  refusing  to  handle  goods  sold  in  competition  with 

573  I.  H.  Co.  goods  would  result  in  dealers  refusing  to  deal 
with  us. 

The  blockman  within  his  block  and  I  as  general  agent 
arrange  about  contracting  with  dealers.  We  place  one 
line  of  our  goods,  like  the  McCormick  line  with  one  dealer, 
and  another,  like  the  Deering  with  another,  and  sometimes 
the  Milwaukee  with  another. 

Before  I  went  to  Crawford  I  was  assistant  general 
agent  at  Omaha  for  about  a  year  and  a  half ;  that  extended 
my  acquaintance  and  experience  throughout  the  terri- 
tory covered  by  the  Qmaha  agency. 

Cross-Exa/mination. 

589  Before  I  was  assistant  general  agent  at  Omaha  I  was 
at  Columbus,  Neb.,  two  years  as  blockman  and  before 
that  I  was  at  Fremont,  Neb.,  as  blockman.  I  have  been 
continuously  either  blockman,  assistant  general  agent,  or 
general  agent  since  the  International  was  formed. 

I  do  not  recall  any  circulars  sent  out  by  the  Interna- 
tional in  1902  and  1903.  I  was  in  the  McCormick  Di- 
vision on  the  Columbus  block.  I  do  not  recall  meetings 
of  the  general  agents  in  1903  to  fix  retail  prices,  nor  re- 
ceiving any  instructions  from  my  general  agent,  W.  H. 
Town,  in  regard  to  it.  I  do  not  recall  receiving  lists  of 
retail  prices  to  suggest  to  dealers  as  prices  that  they 
should  charge.  I  recall  the  exclusive  clause  in  the  con- 
tract for  1903  and  '04. 

590  Whereupon  the  witness  was  handed  and  read  Peti- 
tioner's Exhibit  84  (Eec,  Vol.  II,  p.  30). 
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Witness:  That  letter  does  not  refresh  my  recollec- 
tion. 

Counsel  for  the  government  read  from  said  EiXhibit 
84  to  the  witness  as  follows : 

"Clause  5  of  the  Commission  Agency  Contract  pro- 
vides that  local  agents  shall  sell  machines  at  such  prices 
as  shall  he  fixed  in  writing  by  the  company  or  its  gen- 
eral agent.  The  general  agents  of  the  different  divisions 
at  some  towns  have  met  to  decide  upon  the  minimum 
prices  for  the  different  divisions  to  he  named  to  the 
agents,  in  accordance  with  clause  5  of  the  contract. ' ' 

Witness :  I  do  not  recall  any  talks  with  the  retail 
dealers  at  that  time  about  retail  prices  which  they  should 
observe  nor  with  the  general  agent  in  regard  to  this  cir- 
cular. I  do  not  recall  clause  5  of  the  Commission  Agency 
Contract  which  the  circular  states  provides  that  the  local 
agents  shall  sell  at  prices  fixed  in  writing  by  the  com- 
pany. 

Whereupon  counsel  for  the  Grovernment  read  from  Ex- 
hibit 84  as  follows:  "We  suggest  such  a  meeting  of  the 
general  agents  at  your  town  to  agree  upon  minimum 
prices  for  the  different  divisions,  but  do  not  wish  the 
prices  named  to  local  agents  in  a  way  that  would  seem 
to  indicate  to  the  agent  that  he  would  be  arbitrarily  re- 
quired to  adopt  the  prices  named  and  not  permitted  to 
vary  from  the  schedule." 
591  Witness:  I  do  not  recall  such  a  schedule,  or  that  our 
general  agent  wrote  about  such  a  schedule.  I  recall  no 
conversation  at  all  with  any  local  agent  about  such  a 
schedule. 

Whereupon  counsel  for  tlie  Government  read  further 
from  said  Exhibit  84  as  follows:  "We  are  in  sympathy 
with  every  well-directed  effort  toward  the  maintaining 
of  a  retail  price  that  will  give  agents  a  legitimate  profit, 
but  for  many  reasons  which  will  occur  to  you  which  it 
is  not  necessary  to  repeat  here,  it  is  not  wise  that  this 
company  should  fix  arbitrary  retail  prices  and  endeavor  to 
compel  all  its  agents  to  maintain  them." 

Witness :  That  subject  of  retail  prices  was  never  dis- 
cussed between  the  general  agent  and  myself  that  I  re- 
rhember. 

Counsel  for  the  Government  thereupon  read  from  said 
Exhi}3it  84  as  follows:  "Each  general  agent  should  send 
out  the  retail  prices  which  he  suggests  to  his  own  agents 
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in  his  division,  withont  any  intimation  to  liis  agents  that 
he  is  acting  in  combination  with  any  of  the  other  divi- 
sions, and  for  this  purpose  we  suggest  the  following  form 
of  letter  to  be  used  by  you  in  suggesting  retail  prices  to 
your  customers." 

Witness :  I  do  not  recall  having  a  talk  with  any  agents 
about  such  a  letter — have  absolutely  no  recollection  upon 
the  subject. 

Whereupon  counsel  for  the  Government  referred  to 
Petitioner's  Exhibit  87  (Eec,  Vol.JI,  p.  35)  which  is 
dated  Chicago,  July  18,  1903,  and  read  therefrom  as  fol- 
lows :  "As  there  is  not  the  same  competition  in  the  corn 
harvester  business  from  concerns  outside  this  company, 
there  is  no  excuse  for  cut  prices  or  irregular  terms,  and 
you  must  check  any  tendency  on  the  part  of  your  agents 
to  demoralize  prices  or  grant  irregular  terms  in  sales  of 
corn  harvesters." 
592  Witness :  Never  since  I  have  been  with  the  I.  H.  Co. 
do  I  recall  talking  about  fixing  retail  prices  with  my  gen- 
eral agent.  I  know  there  was  an  exclusive  clause  in  the 
1903  and  1904  contracts.  Some  dealers  in  my  district 
were  allowed  to  vary  from  that  clause  and  handled  out- 
side mowers.  I  did  not  keep  a  list  of  my  dealers  in  1903 
and  1904,  who  handled  an  independent  line  of  harvesting 
machinery. 

595  The  blockmen  under  me  have  charge  of  both  McCormick 
and  Deering  lines  and  of  everything  that  the  Interna- 

596  tional  sells  in  his  blodk.  In  1912  I  had  7  canvassers.  The 
same  man  canvassed  McCormick,  Deering  and  the  other 
lines.  Very  little  canvassing  was  done  with  us  up  there. 
One  canvasser  will  canvass  for  everything  we  make. 

The  McCormick  Company's  competitors  in  1901  in  my 
territory  were  Deering,  Champion,  Piano,  Milwaukee,  the 
Minnie  "binder,  and  I  think  some  Acme  jsinders.  Not  a 
great  many  Acme  or  Minnie  were  sold. 
601  There  has  been  very  large  expansion  of  the  I.  H.  Co. 
into  other  lines  since  1902.  Some  of  these  lines  are 
wagons,  spreaders,  disc  harrows,  lever  harrows,  automo- 
biles, delivery  wagons,  hay  loaders,  corn  shellers,  gasoline 
engines,  hay  presses,  feed  grinders,  cream  separators, 
pump  jacks,  com  planters,  alfalfa  renovators  and  culti- 
vators. We  sell  these  lines  to  anybody  that  will  buy 
them,  including  dealers  who  handle  our  old  lines. 
We  have  not  found  the  ownership  of  the  McCormick  and 
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Deering  binders  are  of  assistance  to  us  in  making  sales 

602  of  these  new  lines.  I  wish  to  modify  that;  they  are  of 
some  assistance.  I  have  found  the  agents  handling  those 
lines  useful  in  furthering  sales  of  the  new  lines.  As  a 
rule,  in  my  general  agency  the  McCormick  and  Deering 
lines  are  assigned  to  Different  dealers. 

There  is  a  sale  in  my  general  agency  of  the  Milwau- 
kee, Piano,  Champion  and  Osborne  binders,  mowers  and 
rakes.  Wherever  we  can  get  them  in  we  assign  those 
lines  to  different  dealers.  As  a  general  rule  we  give 
one  dealer  two  lines  of  harvesting  implements  in  my  ter- 

603  ritory,  but  we  keep  the  McCormick  and  Deering  sepa- 
rate as  far  as  possible.  We  allow  a  dealer  handling 
the  McCormick  to  handle  one  of  the  smaller  lines,  namely, 
Milwaukee,  Champion  or  Piano. 

I  cannot  approximate  what  per  cent,  of  the  sales  of 
harvesting  implements  in  my  agency  consists  of  Deering 
and  McCormick  lines.  I  do  not  think  it  is  90  per  cent, 
or  more.  Milwaukee  is  the  next  line  to  Deering  and 
McCormick,  and  after  that  the  Piano  and  the  Champion. 
In  my  agency  the  per  cent,  of  binder  and  mower  business 
in  the  Piano,  Champion  and  Milwaukee  lines  is  5  per 

604  per  cent,  or  less.  I  guess  that  90  per  cent,  of  the  harvest- 
ing line  business  in  my  agency  is.  Deering  and  McCormick. 
It  is  fairly  evenly  divided  between  them. 

I  have  never  refused  to  renew  a  contract  with  the 
dealer  for  the  McCormick  or  Deering  line  until  he  would 
take  some  of  our  new  lines,  nor  held  up  the  signing 
of  a  contract  until  he  agreed  to  take  on  some  of  the 
new  lines.  I  never  heard  of  the  I.  H.  Co.  holding  up  a 
contract  on  one  of  its  McCormick  or  Deering  harvesting 
lines  until  the  dealer  took  the  new  lines. 
VI 

137  H.  E.  DANIELS : 

I  have  been  general  agent  for  the  I.  H.  Co.  at  Council 
Bluffs,  since  March,  1912.  I  have  four  counties  in  Ne- 
braska and  twelve  in  Iowa.  I  was  assistant  to  the  gen- 
eral agent  at  Council  Bluffs  from  January,  1908,  to  March, 
1912.     Prior  to  1908  was  blockman  at  Council  Bluffs  2 

138  years,  and  before  that,  from  about  the  I.  H.  Co.'s  organi- 
zation, I  was  blockman  at  Salina,  Kansas. 
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'Never  Attempted  to  Coerce  Dealers. 

A  block  is  anywhere  from  25  to  50  towns.  The  general 
agency  is>  divided  up  and  one  salesman  assigned  to  each 
section.  We  call  each  section  a  block  and  the  traveling 
man  within  that  a  blockman.  As  assistant  general  agent 
I  assisted  the  general  agent  in  the  supervision  of  the 
business.  _  For  two  years  I  have  had  general  charge  and 
am  familiar  with  the  manner  in  which  the  business  has 
been  carried  on. 

I  never  attempted,  either  as  blockman,  assistant  general 
agent  or  general  agent,  to  coerce  the  dealers  into  refusing 
139  to  buy  goods  of  competitors.  I  had  a  close  acquaintance 
with  the  dealers  in  our  territory.  In  my  judgment  an 
attempt  to  coerce  them  into  refusing  goods  of  competi- 
tors would  not  succeed.  The  effect,  I  think,  would  be  to 
lose  the  dealers'  business. 

Cross-Examination. 

150  There  has  been  a  great  expansion  of  I.  H.  Co.  into 

151  other  lines  than  these  they  started  with  in  1902,  such  as 
engines,  spreaders,  wagons,  cream  separators,  shellers, 
feed  grinders,  side-delivery  rakes,  hay  loaders,  harrows, 
disc  harows,  drills  and  threshing  machines. 

I  represented  the  Champion  in  Salina  in  1902.     The 

152  companies  doing  business  there  in  1902  were  the  Deering, 
McCormick,  Piano,  Milwaukee,  Champion,  Osborne,  Acme, 
and  the  Craver.  I  think  the  McCormick,  Deering,  Mil- 
waukee, Champion  and  Piano  did  most  all  of  the  business 
in  harvesting  implements  in  Kansas  in  my  territory. 

By  "coercion"  I  mean  an  attempt  to  have  a  dealer  dis- 
continue handling  certain  competitive  lines.  After  the 
I.  H.  Co.  entered  upon  the  new  lines  a  large  per  cent, 
were  sold  to  agents  already  handling  I.  H.  Co.  harvesting 
machinery. 

153  That  we  have  a  large  per  cent,  of  business  in  harvesting 
implements  has  helped  in  expanding  the  new  line  sales. 
I  would  call  it  coercion  to  ask  a  dealer  to  take  on  our 
wagon  as  a  condition  of  continuing  to  handle  our  har- 
vesting implements.  I  would  not  ask  a  dealer  to  do 
that. 

154  Practically  all  dealers  handle  harvesting  implements, 
but  not  all  of  them.  That  dealers  have  our  harvesting 
line  would  not  help  us  in  selling  them  our  wagons,  spread- 
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ers  or  anything  else.  The  average  dealer  does  not  like  the 
155  harvesting  business.  There  is  not  enough  profit  in  it. 
They  have  got  to  have  it,  it  is  staple,  and  the  McCormick 
and  Deering  binders  are  staples.  The  dealer  has  got 
to  have  them  as  a  grocer  has  got  to  carry  sugar.  He 
should  have  some  harvesting  implements,  but  it  is  not  a 
necessity  in  the  business.  That  we  control  that  large 
per .  cent,  in  harvesting  business  has  no  effect  upon  a 
dealer  when  he  is  asked  to  take  our  new  line. 

The  bloclanan  who  goes  to  the  dealer  with  the  contract 
for  the  McCormick  or  Deering  agency  will  offer  the 
dealer  also  the  new  line. 

165  We  use  about  22  canvassers  as  an  average  the  year 
round.  Part  are  experts  whom  we  use  to  take  care  of  our 
troubles.  A  great  many  of  the  instructions  w^hich  we 
give  to  our  blockmen  are  oral. 

ASi  far  as  I  know  the  business  is  carried  on  in  my 
agency  the  same  as  in  other  agencies.  The  general  agent 
issues  his  instructions  to  the  blockmen  orally  as  a  rule. 

166  I  would  consider  that  coupling  the  new  lines  with  the  old 
lines  and  requesting  the  dealer  to  take  the  new  lines 
would  be  attempted  coercion. 

Our  general  agent  at  Fort  Dodge,  Iowa,  is  C.  A.  Clay- 
pool.  I  think  he  was  there  on  November  25,  1911.  I 
have  had  very  little  correspondence  with  him.  I  have 
seen  his  signature,  but  am  not  able  to  say  whether  he 
signed  the  letter  shown  me.      1  do  not  know  Gr.  G.  Per- 

167  rott,  Early,  Iowa.  The  Fort  Dodge  agenc}'  adjoins  my 
agency  on  the  north.  It  was  not  a  part  of  my  duty  as 
assistant  general  agent,  and  was  not  necessary  for  me 
to  know,  the  names  of  the  blockmen  in  the  adjoining  gen- 

168  eral  agency.  In  my  general  agency  there  are  8  blockmen. 
It  looks  like  the  signature  I  have  seen,  but  I  would  not 
say  that  it  is  his  signature. 

Mr.  Grosvenor :  Now,  I  will  read  this  letter.  It  was 
dated  November  25,  1911,  and  written  by  C.  A.  Claypool 
to  G.  G.  Perrott.  Letter  directs  that  commission  con- 
tracts will  not  be  approved  until  sale  orders  are  received. 
170  I  would  not  think  that  letter  contains  the  expression 
of  our  policy  as  to  combining  the  harvesting  lines  with  the 
sales  lines. 

I  do  not  know  how  far  Claypool  means  with  reference 
to  sales  lines.  There  are  sales  lines  that  go  with  the 
goods,  such  as  repairs,  etc.     I  do  not  know  what  the  sen- 
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tenoes,  "there  is  nothing  to  be  gained  by  writing  agency 

171  commission  agency  contracts  alone"  and  "these  contracts 
will  not  be  approved  until  the  necessary  sale  orders  cover- 
ing kindred  sales  lines  are  placed  in  our  hands,'"  mean.  I 
have  no  idea  what  he  was  driving  at  when  he  said  in  the 
letter,  "this  year  we  are  going  to  insist  raore  than  ever 
before  that  our  McCormiek  and  Deering  lines  shall  carry 
the  kindred  sales  lines,  the  sale  orders  to  cover  goods  in 
such  quantities  as  under  ordinary  conditions  the  dealer 
can  reasonably  be  expected  to  handle  during  the  season, 
taking  into  consideration  his  territory  and  other  condi- 
tions." I  would  say  that  if  a  general  agent  of  the  Inter- 
national wrote  that  letter  he  had  gone  out  of  his  mind 
for  the  moment. 

172  The  firm  of  Wallace  &  Geise  tried  to  get  our  harvesting 
lines.  I  could  not  give  them  either  the  Deering  or  the 
McCormiek  line.  I  did  not  tell  them  they  must  buy  some 
of  the  other  lines.  I  told  them  both  the  Deering  and  Mc- 
Cormiek lines  were  contracted  in  Council  Bluffs  by  old 
established  dealers  there.  We  tried  to  sell  them  other 
goods,  but  they  wanted  the  McCormiek  lines  and  nothing 
else.  I  did  not  tell  them  that  they  could  ha^se  the  Mc- 
Cormiek line  if  they  would  buy  the  other  lines. 

173  50  per  cent,  of  the  business  in  my  general  agency  is 
in  binders,  mowers,  rakes  and  twine.  Prior  to  January, 
1912,  the  same  blockmen  had  charge  of  the  Deering,  the 
McCormiek  and  the  other  lines.  Since  then  we  have  in  a 
way  divided  the  new  lines  among  the  blockmen. 

In  every  block  we  have  two  blockmen.  In  block  1,  the 
blockmen  are  J.  W.  Kelly  and  J.  H.  Fitton.  Mr.  Kelly  has 
supervision  of  the  Deering,  the  Champion  and  the  Piano 
lines  and    of    wagons,    manure    spreaders,  engines    and 

174  cream  separators.  Mr.  Fitton  has  supervision  of  the  Mc- 
Cormiek, the  Milwaukee  and  the  Osborne  lines  and  also  of 
wagons,  manure  spreaders,  cream  separators  and  engines. 
One  of  these  men  has  the  Weber  and  the  other  the 
Columbus  wagon.  Each  has  a  different  brand  of  manure 
spreader,  different  engines,  and  different  cream  sepa- 
rators. The  two  blockmen  do  not  endeavor  to  place  their 
lines  with  the  same  dealer.  In  my  territory  we  have 
made  practically  the  same  effort  to  sell  all  the  different 
lines. 
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222  WILLIAM  J.  PILAXT : 

I  am  a  general  agent  of  the  I.  H.  Co.  at  Omaha,  Neb., 

223  and  have  about  30  counties  noi^th  and  three  comities 
south  of  the  Platte  river  in  Nebraska.  I  was  bloclanan  at 
Grand  Island,  Nebraska,  from  1902  until  Januarj^,  1909, 
when  I  became  assistant  general  agent  at  Omaha.  In  a 
little  over  one  year  was  made  general  agent  at  Council 
Bluffs,  Iowa.  I  held  that  position  two  years.  Have  been 
general  agent  at  Omaha  since. 

Never  Attempted  to  Coerce  Local  Dealers;  Coidd  Not  Be  Done. 

From  my  experience  as  blockman,  assistant  general 
agent  and  general  agent,  I  have  become  familiar  with  the 
agricultural  implement  business  in  the  territory  and  am 
familiar  with  the  manner  in  which  the  implement  business 
is  carried  on.  I  am  acquainted  with  a  great  portion  of 
the  dealers  who  retail  the  agricultural  implements  in  the 
territory  named.     I  have  never  in  any  of  my  capacities 

224  with  the  I.  H.  Co.  attempted  to  coerce  local  dealers  into 
refusing  to  handle  goods  of  competitors.  From  my  knowl- 
edge of  the  dealers  in  the  territory  mentioned,  I  do  not 
believe  that  could  be  done. 

Cross-Examination. 

237  It  is  not  customary  for  a  general  agent  to  know  the 
names  of  the  blockmen  in  the  adjoining  agencj'.  I  am  free 
to  tell  you  I  do  not  know  them.     I  do  not  "know  a  man 

238  named  Perrott. 

I  was  blockman  for  McCormick  Company  at  Grand 
Island,  Nebraska,  in  1902.  In  1902  the  leading  com- 
panies manufacturing  and  selling  harvesting  machin- 
ery in  Grand  Island  were  the  McCormick,  the 
Deering,  Milwaukee,  Champion  and  Piano.  After  1903 
I  was  blockman  supervising  the  sales  of  the  four  lines, 
Piano,  Champion,  McCormick  and  Deering,  which  before 
1902  had  been  selling  in  competition  in  that  territory. 
The  Acme  was  sold  there  and  enjoyed  a  trade  the  same  as 
the  rest  of  them.  Excepting  the  Acme,  the  I.  H.  Co. 
brought  together  the  greater  portion  of  the  business  in 
harvesting  machinery. 

In  the  years  following  1903,  I  supervised  the  sale  of 

239  the  new  lines  upon  which  the  International  entered  from 
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year  to  year.  Of  those  new  lines  the  wagon  came  first; 
engines,  manure  spreaders,  hay  tools,  feed  grinders,  til- 
lage implements,  corn  shellers,  cream  separators  fol- 
lowed. About  40  per  cent,  of  the  business  done  by  my 
general  agency  is  in  new  lines.  I  do  not  think  the  binder 
lines  assist  us  in  expanding  the  sales  in  these  new  lines, 
because  a  dealer  will  buy  what  he  likes.    As  I  began  to 

240  sell  these  new  lines  the  large  percentage  of  the  harvest- 
ing business  which  I  was  doing  did  not  assist  me  in 
selling  the  new  lines.  We  have  agents  that  have  handled 
binders  for  years,  and  will  not  buy  anything  else  from  us. 
The  only  advantage  the  old  lines  of  harvesting  machin- 
ery have  been  is  the  fact  that  those  lines  being  there  give 
you  an  opportunity  to  try  to  sell  that  man  goods.  If  he 
did  not  want  them  he  would  not  buy  them  if  he  had  all  of 
the  binders.  That  has  been  our  experience,  and  I  have 
tried  awfully  hard  to  sell  goods  for  a  good  manv  years. 

VIII 

202  T.  E.  DONNELLAN: 

Dealers  Would  Meet  Coercion  with,  a  Refusal  to  Bo  Business. 
Have  been  general  agent  for  the  I.  H.  Co.  at  Topeka, 

203  Kansas,  since  1908,  my  territory  has  about  14  coun- 
ties north,  south  and  west  of  Topeka.  Have  been  con- 
nected with  I.  H.  Co.  since  its  organization  from  1902  to 
1908  as  blockman,  one  year  in  Kansas  City  and  the  balance 
at  St.  Joseph.  As  blockman  and  general  agent  of  the 
I.  H.  Co.  I  have  been  in  contact  with  dealers  in  the  trans- 
action of  business  in  the  territory.  I  never  have  stated 
or  intimated  to  dealers  that  they  could  not  handle  the 
I.  H.  Co.  machinery  if  they  handled  competing  harvest- 
ing machinery  or  unless  they  increased  their  purchases  of 
new  lines  from  the  I.  H.  Co.    I  never  attempted  to  coerce 

204  their  action  in  purchasing  goods.  I  am  well  and  widely 
acquainted  with  dealers  within  my  agency.  If  the  I.  H. 
Co.  should  attempt  to  enforce  a  policy  of  not  letting 
the  dealer  handle  I.  H.  Co.  harvesting  machinery  unless 
he  refused  to  handle  competitors'  goods,  I  think  90  per 
cent,  of  them  would  refuse  to  do  business  with  us. 

205  In  1902  and  1903  I  was  blockman  for  the  Deering  Com- 
pany. 
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214  Cross-Examinaiion. 

Before  I  went  into  the  employ  of  the  I.  H.  Co.  in  1902, 
I  had  been  with  the  Deering  only  11  months.  In  the 
eleven  years  since  1902  I  had  one  promotion,  from  block- 
man  to  general  agent  at  Topeka.  While  general  agent 
no  contracts  were  concluded  with  dealers  without  my 
appoval.  While  bloekman,  I  contracted  with  local  agents 
and  these  contracts  were  sent  to  the  general  agent,  who 

215  approved  or  disapproved  them.  When  I  was  'bloekman, 
I  followed  instructions  received  from  my  general  agent  in 
making  contracts. 

When  I  was  a  bloekman,  W.  P.  Yancy  of  Kansas  City, 
and  W.   Gr.   Criswell  of  Wt.   Joseph,    were    my    general 

216  agents.  Yancy  was  of  the  Deering  division.  I  can- 
not state  whether  he  was  under  C.  H.  Haney,  the 
head  of  the  sales  department  of  the  Deering  division,  at 
Chicago.  Yancy  gave  me  my  orders.  In  1902  our  con- 
tracts were  with  the  Deering  Harvester  Company  and 
had  an  exclusive  contract  clause.  We  continued  the  same 
form  of ,  contract  for  two  or  three  years  following.  I 
ne^'er  called  a  dealer's  attention  to  the  exclusive  clause 
in  the  contract.     I  am  positive  about  that.     That  clause 

217  was  not  enforced.  Yancy  did  not  direct  me  to  enforce 
it.  I  do  not  remember  having  any  instructions  as  to  it. 
I  recall  the  clause  in  the  contract.  For  a  short  time  I 
was  under  Yancy 's   jurisdiction. 

Examination  as  to  Business  in  1902  cmd  '03. 

'Counsel  for  the  Government  read  from  a  letter  ad- 
dressed to  Cyrus  H.  AlcCorraick  dictated  by  R.  C.  Has- 
kins  and  signed  R.  C.  Plaskiiis,  C.  H.  Haney,  A.  E.  Mayer, 
0.  ^\.  Jones,  :\I.  R.  D.  Owings,  and  dated  Jan.  15,  1903, 
Volume  II,  p.  264  of  the  printed  record,  to  the  effect  that 
so  long  as  there  is  competition  it  is  desirable  to  maintain 
five  selling  organizations,  to  get  the  largest  effort  from 
tlie  greatest  number  of  local  agents,  and  to  utilize  the 
available  local  agency  material  rather  than  permit  any 
of  it  to  Ijecome  available  for  competitors. 

To  carry  out  this  plan  it  becomes  necessary  for 
each  Division,  as  far  as  possible,  to  make  exclusive  con- 
tracts, and  thus  get  for  that  Division  the  exclusive  effort 
of  the  local  dealer.  To  secure  this  it  is  necessary  to 
give  the  local  dealer  the  exclusive  sale  of  the  full  line 
of  the  Division  he  is  representing. 
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The  Witness:  C.  H.  Haney  was  an  employe  of  the 
218  Deering  Company  and  of  the  division  of  which  I  was  a 
bloekman  before  the  International  was  formed.  I  do  not 
know  what  position  he  held  immediately  after  the  I.  H. 
Co.  was  formed.  I  think  he  is  witli  the  International 
to-day  but  could  not  say  positively. 

Counsel  for  the  Government  read  from  a  circular 
dated  Sept.  6th,  1902,  addressed  to  general  agents  and 
appearing  in  Vol.  II,  at  pages  102,  104,  of  the  record  as 
follows : 

"  General  Policy.  Contracts  provide  for  exclusive  ar- 
rangements. You  must  not  interfere  with  the  organiza- 
tion of  the  other  Divisions;  even  though  you  receive  an 
unsolicited  application  for  the  agency  of  Deering  ma- 
chines from  an  agent  of  some  other  Division." 

The  Witness:  The  general  agent  himself  probably 
made  a  few  of  the  contracts.  I,  as  bloekman,  with  other 
blockmen  in  Yancy's  agency  Avere  practically  the  only 
ones  who  could  make  contracts.  That  circular  and  par- 
agraph headed  "General  Policy"  laid  down  a  rule  which 
I  must  carry  out,  if  it  had  been  given  me. 

Counsel  for  the  Government  read  from  General  Cir- 
cular ISIo.  15,  addressed  "Deering  Division"  (Exhibit  123) 
appearing  in  Vol.  II  at  page  105  of  the  record,  in  sub- 
stance as  follows : 

Correspondence  indicates  that  representatives  of  some 
divisions  are  informing  local  agents  that  there  is  no  oh-t 
jection  to  handling  two  or  more  of  the  machines  of  the 
I.  H.  Co.  of  A.  We  wish  to  say  most  emphatically  that 
it  is  just  as  necessary  now  and  just  as  desirable,  or  even 
219  more  desirable,  to  have  exclusive  agents  as  in  the  past. 
We  will  not  permit  any  agents  who  have  been  exclusive 
in  the  past  to  become  combination  agencies  with  other 
machines,  whether  machines  of  other  divisions  or  outside 
machines.  The  permission  to  have  combination  agencies 
was  intended  to  cover  points  where  such  agencies  had 
existed  in  the  past,  and  even  then  the  manager  of  each 
division  wished  that  whenever  possible  for  one  of  the 
divisions  having  such  a  combined  agency  to  find  another 
agent,  he  should  withdraw.  Where  you  have  not  had 
suitable  agents  you  must  hunt  for  independent  material, 
in  that  or  a  nearby  town,  and  not  permit  your  contracting 
agents  to  cover  their  inability  by  sliding    in    with     the 
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agent  of  some  other  division.  This  is  the  easiest  way  for 
a  weak  contracting  agent  to  cover  his  territory. 

The  Witness:  The  blockman  is  the  contracting  agent, 
I  do  not  rememher  receiving  the  instruction  you  read. 

That  was  a  circular  to  the  general  agent,  but  that  does 
not  indicate  the  blockman  got  it.  I  was  to  follow  the 
orders  of  the  general  agent.  I  never  enforced  that  clause. 
I  do  not  know  of  my  own  knowledge  that  this  clause  was 

220  enforced  in  1902  and  1903.  I  do  not  think  I  have  instruc- 
tions contrary  to  what  was  laid  down  in  that  circular  to 
the  general  agent.  I  preserved  no  memoranda  indicating 
any  contrary  policy,  because  I  do  not  remember  of  getting 
those  instructions  as  emphatic  as  you  have  got  them 
there.  Those  instructions  were  not  sent  to  blockmen ;  but 
to  general  agents.  I  have  testified  that  the  blockman  was 
the  contracting  agent  for  the  general  agent.  I  have 
preserved  the  general  agency  files  from  1908  to  now;  I 
think  my  files  go  back  of  that  date. 

I  could  not  say  whether  I  had  any  circulars  sent  to  the 
general  agency  in  1902  indicating  a  contrary  policy  to 
that  laid  down  in  this  letter.  I  have  never  gone  through 
the  records  back  of  1908.  I  have  only  my  own  word- 
oral — A\-ithout  any  contemporaneous  documents  to  op- 
pose the  policy  declared  in  this  circular. 

I  have  only  been  present  during  the  Kansas  City  hear- 
ing part  of  the  time.  Have  had  some  duties  with  the  I. 
H.  Co.  getting  witnesses  from  my  agency  to  testify. 

221  I  think  I  have  got  the  names  of  the  witnesses  from  all 
the  blocks.  "Whereupon  the  witness  proceeded  to  give 
them. 

222  In  1902  when  I  was  blockman  at  Kansas  City,  I  made 
contracts  for  the  Deering  divisions  for  1903,  and 
in  1903  and  1904  as  blockman  at  St.  Joseph 
I  contracted  for  the  first  year  there  for  the  Deering  di- 
>-_ision,  and  in  1904  for  the  I.  H.  Co.  after  the  five  di- 
visions had  been  merged. 

Wliile  at  Kansas  City  I  think  the  Deering  division  had 
five  other  bloclanen  in  the  same  general  agency.  I  cov- 
ered one-sixth  of  the  Kansas  City  general  agency. 

I  don't  remember  how  many  commission- agency  con- 
tracts I  concluded  for  the  year  1902.  The  blockmaia  took 
the  commission  agency  contract  to  the  local  agent  to  sign. 
The  blockman  himself  signed  it  and  sent  to  the  general 
agent.    In  1902  as  blockman  I  signed  I  judge  40  to  60  of 
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these  contracts.     I    think    all    contained     the     exclusive 
clause. 

I  do  not  consider  submitting  to  a  local  agent  a  con- 
tract with  the  exclusive  clause  in  it,  an  intimation  that  he 
must  not  handle  other  harvesting  lines,  unless  I  called 
his  particular  attention  to  it.  Not  one  dealer  out  of  100 
ever  read  the  contract. 

223  I  think  every  contract  we  had — and  for  years  before^ — 
had  the  exclusive  clause  in  it.  It  was  the  same  contract 
we  had  while  I  was  with  the  Deering. 

I  think  the  contracts  I  made  in  1903  also  contained  the 
exclusive  clause.  I  cannot  remember  whether  it  was  1904 
or  1905  that  the  contract  was  changed.  In  all  I  signed 
and  submitted  to  local  agents  after  the  I.  H.  Co.  was 
formed  over  100  contracts  containing  that  clause.  I 
never  intimated  to  any  local  agent  that  he  was  not  to 
handle  harvesting  machinery  not  made  by  the  I.  H.  Co. 

Counsel  for  the  Government  read  from  Petitioner's  Ex- 
hibit 125  (Vol.  II  record,  p.  109)  a  circular  issued  by  the 
Deering  division  to  the  general  agents  of  that  division, 
dated  November  18,  1902,  in  substance  as  follows : 

We  regret  to  find  that  in  some  territories  there  are  a 
few  non-exclusive  contracts.  Some  are  in  favor  of  ma- 
chines not  manufactured  by  the  I.  H.  Co.  In  these 
cases  we  shall  expect  you  to  make  them  exclusive 
for  1903.  Where  two  or  more  machines  manufac- 
tured by  the  I.  H.  Co.  were  handled  by  one  agent  last 
year  the  ruling  of  the  Executive  Committee  is  that  one 
organization  must  not  interfere  with  the  agents  of  an- 

224  other  division.  In  such  cases  one  division  cannot  insist 
on  exclusive  contracts  as  against  the  other.  Each  di- 
vision has  an  equal  right  to  contract  with  that  agent  for 
1903.  It  is  the  desire  that  each  division  have  its  own 
exclusive  agents,  and  where  these  combination  agencies 
existed  for  1902,  wherever  it  is  possible,  you  should  get 
another  agent  equally  desirable,  as  the  combination 
agency,  and  who  will  handle  the  goods  of  this  division 
exclusively. 

I  have  no  recollection  of  carrying  out  the  policy  laid 
down  in  that  circular.  I  have  no  recollection  of  receiv- 
ing instructions  in  the  fall  of  1902  for  1903  contracts.  I 
was  doing  the  best  I  could  to  follow  out  instructions 
my  general  agent  gave  me. 

I  think  Yancy  is  general  agent  at  San  Francisco;  he 
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was  transferred  there  some  time  last  fall  and  would  be 
better  qualified  than  I  to  testify  as  to  that  general  agency 
policy  in  1902  if  he  received  those  instructions. 

225  In  1903  my  general  agent  at  St.  Joseph  was  W.  G. 
C'rifiwell.  He  is  now  general  agent  at  Springfield,  Mis- 
souri. There  have  been  a  few  changes  of  the  general 
agents  of  the  company  in  the  last  year.  I  do  not  think 
there  have  been  more  changes  than  in  any  one  period  of 
the  same  lengih  in  my  experience  with  the  International. 
Three  or  four  years  ago  they  changed  25  or  30  of  them 
in  one  year. 

I  was  located  at  the  St.  Joseph  agency  on  August  17, 
1903. 

No  Recollections  of  Instructions  from  General  Agent  Respect- 
ing Circular  of  August,  1903. 

Counsel  for  the  Government  read  from  Petitioner"s 
Exhibit  131  (Vol.  II  record,  p.  118)  a  circular  sent  out 
to  the  Deering  division  under  date  of  August  17,  1903, 
as  follows : 

"Exclusive  Agencies. 

"This  is  covered  by  Clause  23,  and  no  change  is  made 
in  this  except  the  elimination  of  the  sickle  grinder  from 
the  exclusive  feature  and  the  penalty  on  the  sickle  grinder. 
The  same  instructions  you  have  had  covering  exclusive 
agencies  will  apply  at  the  present  time.  We  want  ex- 
clusi^'e  agents,  and  the  only  exceptions  will  be  to  per- 
mit the  continuation  of  joint  agencies  between  the  dif- 
ferent divisions  that  existed  last  year.  Under  no  cir- 
cumstances do  we  want  a  joint  agency  with  any  outside 
manufacturer. ' ' 

I  was  blockman  at  St.  Joseph  for  the  year  1904.    Dur- 

226  ing  the  period  covered  by  that  circular  I  was  writing 
contracts  for  1904  business.  I  have  no  recollection  of 
instructions  from  my  general  agent  respecting  the  cir- 
cular referred  to.  If  they  were  issued,  they  were  not 
issued  in  that  form,  because  they  were  never  carried  out. 
I  do  not  know  whether  the  general  agent  sent  copies  of 
tlie  circulars  he  received  from  Chicago  to  the  blockmen. 
When  I  was  a  blockman  I  usually  got  my  instructions 
liy  letter. 

Before  I  testified  I  had  never  intimated  to  any  local 
agent  that  he  should  not  handle  harvesting  machinery 
not  made  by  the  International,  I  did  not  look  up  the  letters 
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or  instructions  wMcli  I  may  have  retained  to  refresh  my 
recolJection.  I  don't  think  I  have  seen  one  of  them  (if  I 
have  them  yet)  as  they  were  issued  in  1903  or  1904. 

227  What  you  read  is  contrary  to  the  policy  I  followed  if 
I  ever  received  those  instructions  hut  I  do  not  remem- 
ber of  ever  receiving  them,  and  I  can  produce  contracts 
which  were  in  violation  of  that  clause.  I  don't  remem- 
her  changing  or  erasing  an  exclusive  clause  even  when  I 
knew  the  dealer  Avas  handling  another  line.  What  I  was 
doing  as  a  blockman  in  1902,  1903  and  1904  was  directly 
contrary  to  the  instructions  issued  in  that  circular. 

228  I  have  no  recollection  of  receiving  contrary  instruc- 
tions, nor  any  recollection  of  any  instructions.  There  was 
a  little  agitation  in  the  trade  about  these  exclusive  con- 
tracts, but  not  much.  All  I  know  is  from  newspaper  re- 
ports. 

I  think  the  reason  a  committee  of  dealers  was  appointed 
to  see  the  I.  H.  f'o.  about  eliminating  that  clause  was 
that  dealers  handling  competitive  lines  agitated  it  more 

229  than  I.  H.  Co.  dealers.  Other  harvesting  concerns  did  not 
like  it.  That  clause  did  not  prevent  the  goods  of  outside 
concerns  getting  into  the  hands  of  the  dealer.  There  never 
was  a  dealer  in  the  territory  that  observed  the  exclusive 
clause.  Every  contract  he  signed  not  only  with  us  but 
with  other  concerns  had  an  exclusive  clause  in  it,  and  they 
never  paid  any  attention  to  it.  This  harvester  committee 
as  it  was  called  was  not  appointed  by  the  implement  deal- 
ers convention  from  my  recollection  of  the  report  in  the 
Implement  Trade  Journal,  to  take  up  this  exclusive  clause 
contract  as  much  as  for  taking  up  other  items  in  the 
business. 

230  What  I  was  doing  and  the  policy  I  followed  in  mak- 
ing sales  to  the  agent  was  directly  contrary  to  that  laid 
down  in  that  circular  from  the  head  office. 

I  think  in  May,  1903,  I  was  at  Kansas  City.  The  can- 
vasser works  under  the  blockman  and  canvassing  that  was 
being  done  from  Kansas  City  was  in  part  under  my  direc- 
tion. 

Counsel  for  the  Grovernment  read  a  report  of  the  sales 
committee,  dated  May  7,  1903,  from  printed  record,  p. 
285,  volume  II,  as  follows: 

"2.  Decided  to  ask  the  following  general  agents  to 
name  towns  where  Minneapolis  competition  is  strong 
and  where  International  organization  will  justify  extra 
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canvassing" — naming  twelve  cities,  among  otliers  Kansas 
City. 

The  Witness :  Minneapolis  competition  related  to  what 
was  known  as  the  Minnie  binder,  manufactured  at  St. 

231  Paul,  for  which  there  was  very  small  sales  in  my  terri- 
tory. I  never  had  any  extra  canvassing  to  meet  the 
Minneapolis  competition  from  Kansas  City.  I  know 
who  our  canvassers  were  and  for  that  year  and  the  pre- 
vious year  they  were  not  increased.  Special  canvassers 
if  employed  would  be  employed  by  the  general  agent. 
Yancy  would  be  more  qualified  to  testify  in  regard  to 
this  than  I. 

The  Minneapolis  Co.  ceased  several  years  ago  selling 
their  binders.  There  were  some  companies  that  used  to 
manufacture — and  perhaps  do  now — repairs  which  were 
sold  and  used  on  International  machines.  The  sale  of  re- 
pairs was  to  local  agents.  The  commission  contract  cov- 
ered the  commission  line  repairs.  Eepairs  came  under 
my  Jurisdiction. 

Counsel  for  the  Grovernment  read  from  Petitioner's 
Exhibit  131,  a  circular  of  the  Deering  division,  dated 
August  17,  1903,  as  follows: 

232  "Clause  8  in  the  old  contract  prohibited  the  agent  from 
buying  repairs  from  any  other  than  this  company  under 
penalty  of  forfeiture  of  commissions  earned  on  the  sale 
of  such  outside  repairs.  Some  of  the  more  desirable 
agents  who  have  considerable  trade  have  ignored  this  fea- 
ture of  the  contract,  and  have  bought  their  sections, 
guards,  canvases,  etc.,  from  outsiders,  because  the  prices 
were  lower." 

Counsel  stated  that  the  circular  suggests  a  change,  and 
say?  that  the  dealers  must  elect  at  the  beginning  of  the 
season. 

The  Witness :  I  do  not  remember  anything  about  this 
subject  of  repairs  and  change  in  the  form  of  the  contract 
that  year. 

Counsel  for  the  Government  directed  the  attention  of 
the  witness  to  the  fact  that  the  circular  concluded  with 
"This  is  to  shut  out  the  outside  concerns  who  will  make 
it  a  point  to  work  this  trade,  if  possible,  in  advance  of 
the  harvester  companies." 

The  Witness:  I  have  no  recollection  of  instructions 
received  by  me  from  my  general  agent  in  regard  to  that 
matter.     I  recall  no  conversations  with  local  agents  in 
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regard  to  this  change  in  the  contracts.  I  do  not  think  I 
intimated  to  any  dealer  that  he  was  not  to  handle  outside 
harvesting  implements. 

I  think  I  was  in  St.  Joseph  in  November,  1904,  and  had 
233  contracts  for  1905.    I  do  not  remember  just  what  year  the 
exclusive  clause  was  stricken  out;  it  was  changed  in  1905 
or  1906. 

■Counsel  for  the  Government  read  from  Petitioner's 
Exhibit  271,  Vol.  3  printed  record,  p.  458,  a  circular  letter 
by  the  Sales  Department  to  the  general  agents,  dated  No- 
vember 11,  1904,  as  follows: 

"Where  we  furnish  goods  to  an  agent  for  sale  on  a 
coromission  or  consignment  contract,  our  interests  de- 
mand that  such  articles  be  handled  solely  on  an  exclusive 
basis.  Such  articles  as  are  included'  in  our  sales  con- 
tract and  are  bought  outright  by  the  agent  need  not  be 
on  an  exclusive  basis  provided  the  agent  will  buy  such 
reasonable  number  as  will  protect  us  in  the  trade.'" 

The  Witness :  I  have  no  recollection  of  any  conversa- 
tions with  my  superiors  as  to  the  policy  I  should  follow 
in  making  contracts  after  November  11,  1904.  My  mind 
is  an  entire  blank  as  to  details  of  the  instructions  received 
by  me  in  regard  to  the  making  of  contracts  either  in  St. 
Joseph  or  Kansas  City. 

I  do  not  know  whether  the  general  agent  ever  received 
these  instructions  and  do  not  remember  that  I  ever  re- 
ceived them  from  him. 
X 

222  Cross-Examination  Resumed. 

When  I  was  examined  before  I  was  asked  whether  I 
had  preserved  instructions  which  I  had  received  in  1902, 
1903  and  1904  from  general  agents  contradictory  to  the 
instructions  contained  in  the  general  circulars  read  to 

223  me. 

I  looked  but  found  no  instructions  issued  to  me  while  I 
was  a  blockman,  by  general  agents  relating  to  the  mat- 
ters respecting  which  counsel  cross-examined  me. 

We  do  not  call  one  blockman  the  MeCormick  blockman 
and  the  other  the  Deering;  we  call  them  by  numbers. 
Since  about  January  15th,  this  year  I  have  had  two  block- 

224  men  responsible  for  the  same  block,  with  the  different 
lines  divided  between  them. 

The  MeCormick  blockman  has  charge  of  the  McOormick 
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harvesting  lines  and  Tvagons,  Cloverleaf  and  Low  Down 
spreaders,  Dairy  Maid  cream  separators  and  Weber 
wagon.  He  has  the  Osborne  tillage  tools,  including  har- 
rows and  cultivators,  hay  tools,  tedders  and  hay  presses. 
We  have  a  miscellaneous  line,  such  as  corn  shellers,  and 
the  dealer  who  has  the  contract  in  the  town  covers  that 
line. 
225  The  Deering  blockman  sells  spreaders,  wagons,  cream 
separators,  tillage  implements,  hay  tools  and  engines, 
Corn  King  and  Low-lift  spreaders.  The  20th  Century 
is  on  the  miscellaneous  list  and  is  handled  by  either.  The 
Deering  man  has  the  Bettendorf  and  Columbus  wagons, 
and  Blue  Bell  cream  separators.  The  Lily  cream  sep- 
arator is  on  the  miscellaneous  list.  We  have  never  worked 
it  on  our  territory.  The  Deering  man  has  the  Keystone 
tillage  implements.  The  engines  are  divided  only  in  the 
tractor  line  between  the  Mogul  and  Titan.  The  other 
engines  are  on  what  we  call  the  miscellaneous  list.  We 
have  only  one  agent  for  them  in  a  town.  The  Deering 
gets  the  Titan  tractor,  and  the  McCormick  the  Mogul. 


TESTIMONY  OF  COMPETITIORS  THAT  IBTTERNATIONAL  HAR- 
VESTER COMPANY  HAS  NOT  AND  COITLD  NOT  COERCE  IM- 
PLEMENT DEALERS. 
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C.  H.  AI.LYN,  Vico-Prosident,  ^ladison  Plow  Co.,  Madi- 
son, Wis. : 


203  We  sell  our  imi)k'nx'nts  in  the  main  to  retail  implement 
dealers  who,  in  most  instances,  handle  I.  H.  Co.  harvest- 
ing machinery.  We  have  not  found  that  fact  an  impedi- 
ment to  selling  them  implements  we  handle  in  competition 

204  with  the  I.  H.  Co.  and  we  have  found  thfe  field  open  in  the 
territory  where  we  have  done  business  in  competition 
with  the  I.  H.  €o. 

In  my  experience  I  have  become  fairly  well  acquainted 
with  a  great  many  implement  dealers  in  the  section  named 
and  know  their  methods  of  doing  business.  If  the  I.  H. 
Co.  should  adopt  and  enforce  policy  of  saying  tliat  dealers 
could  not  handle  I.  H.  Co.  harvesting  machinery  unless 
they  handled  their  long  line  exclusively  I  would  say  I 
think  that  policy  eventually,  if  not  right  away,  would  cur- 
tail their  business.     The   stronger,  more  desirable  and 
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Competitors  Testifying  As  To  No  Coercion  {Cont'd.). 

vast  majority  of  the  dealers  would  refuse  to  do  business 
with,  the  I.  II.  Co.  on  that  condition. 
XII 

GEOEGE  W.  BAKER,  Asst.  Mgr.  Johnston  Harvester 
Co.,  Batavia,  New  York : 

48  Am  familiar  with  the  trade  that  handles  agricultural 
implements,  especially  harvesting  lines,  and  with  the  lo- 
cal dealers  in  different  parts  of  the  United  States.     It 

49  would  not  be  practicable  or  beneficial  for  a  company  deal- 
ing in  such  goods  to  attempt  to  coerce  the  local  dealer, 
either  by  trying  to  compel  him  to  buy  other  lines  than 
the  harvesting  line,  or  to  compel  him  not  to  handle  any 
competitive  goods  of  any  sort.  I  should  say,  it  would  be 
detrimental  to  the  company  that  tried  it.    *    *    * 

In  my  territory  there  are  a  few  instances  where  local 
dealers  handle  our  product  and  I.  H.  Co.  goods.  I  do  not 
find  that  any  obstruction  to  my  business,  or  interference 
with  it.  Have  been  familiar  with  the  harvesting  machine 
business  in  the  United  States  since  1877. 
XI 

A.  C.  BAEBEE,  Sales  Mgr.,  Moline  Plow  Co.,  Moline, 
111.: 

340  We  sell  our  implements  throughout  the  United  States 
to  retail  implement  dealers  in  the  country.  That  includes 
implements  which  we  sell  in  competition  with  the  I.  H.  Co. 
We  have  sold  them  in  quite  a  large  proportion  to  retail 
dealers  who  handle  I.  H.  Co.  harvesting  machinery.  We 
did  not  find  that  fact  an  obstacle  to  selling  them  our  ma- 
chinery. We  found  no  attempt  on  the  part  of  the  I.  H. 
Co.  to  prevent  dealers  from  buying  our  implements.  With- 
out the  figures  at  hand,  should  say  we  sell  our  goods  to 
from  25,000  to  30,000  dealers  in  the  United  States. 

In  the  years  named,  while  I  was  general  sales  manager 
and  assistant  sales  manager  of  the  Moline  Plow  Co.,  and 
General  Agent  at  Kansas  City,  Minneapolis  and  St.  Louis, 
I  have  kept  in  close  touch  with  retail  dealers,  and  am 

341  thoroughly  familiar  with  their  methods  and  manner  of 
doing  business.     If  the  I.  H.  Co.  should  adopt  and  put 
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into  effect  the  policy  of  saying  to  the  dealers  of  the  coun- 
try that  they  could  not  handle  I.  H.  Co.  machinery  un- 
less they  handled  that  exclusively  or  unless  they  carried 
the  full  long  line  of  I.  H.  Co.  implements  and  carried 
those  exclusively,  there  is  no  question  but  what  the  I.  H. 
Co.  would  lose  their  good  dealers.  There  are  some  with 
whom  they  might  be  able  to  do  that,  but  it  would  not  be  a 
dealer  with  very  much  self-respect.  I  do  not  think  they 
could  do  it. 

XII 

484  J.  B.  BAETHOLOMEW,  President,  Avery  Company,  Pe- 

oria, 111. : 

In  many  instances  our  goods  are  handled  by  local  deal- 

485  ers  in  the  United  States  who  handle  the  goods  made  by 
the  I.  H.  Co.  As  to  whether  we  find  that  fact  a  detriment 
or  obstacle  to  placing  our  product  with  them,  will  say  not 
on  account  of  their  handling  the  harvesters.  That  is  not 
an  element  in  the  problem  at  all. 

XII 

1  FRED  H.  BATEMAN: 

I  reside  at  Greenloch,  New  Jersey;  we  have  been  en- 
gaged in  manufacture  of  agricultural  implements  20 
years  as  the  Bateman  Mfg.  Co.;  am  vice-president  and 
general  manager.  I  have  been  familiar  with  the  business 
of  that  company  20.  years.    We  make  and  sell  sulky  rakes 

2  and  cultivators  in  competition  with  like  implements  of 
the  I.  H.  Co.  We  have  made  cultivators  since  1865,  and 
sulky  rakes  four  or  five  years.  We  sell  these  imple- 
ments to  local  dealers  who  handle  like  goods  of  the  I.  H. 
Co.  I  am  familiar  with  the  business  of  my  company  in 
this  respect.  We  find  it  no  obstacle  or  objection  in  the 
handling  of  these  articles  that  the  local  dealers  to  whom 
we  sell  also  sell  I.  H.  Co.'s  goods. 


XI 


W.   C.   BEEG^lAX,  Former  President   of  Maytag  Co., 
Xewton,  la. : 

We  have  sold  these  corn  shredders  to  the  retail  imple- 
ment  dealers,  throughout   ten   states,   including  dealers 
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who  handle  the  I.  H.  Co.  harvesting  machinery  in  the 
main.    That  fact  was  no  impediment  to  selhng  them  our 

5  com  shredders.  *  *  *  Am  in  touch  with  dealers 
throughout  this  country  in  a  general  way.  Do  more  or 
less  canvassing  myself.  Have  been  out  over  the  terri- 
tory and  know  the  dealers  and  their  methods  of  doing 
business. 

If  the  I.  H.  €o.  should  attempt  to  coerce  these  dealers 
and  should  impose  upon  them  the  condition  that  they 
could  not  handle  I.  H.  Co.  harvesting  machinery  unless 
they  handled  the  long  line  of  the  I.  H.  Co.  goods,  it  would 
be  very  disastrous  to  the  business  interests  of  the  I.  H. 
Co.    Dealers  would  refuse  to  do  business  with  them. 


VI 


E.  G.  BLANTON.  Manager,  B.  F.  Avery  &  Sons,  Peoria, 
III: 


730  I  know  a  great  many  dealers  in  that  territory,  and  am 
familiar,  in  a  general  way,  with  the  manner  in  which  the 
sale  of  agricultural  implements  is  carried  on.  In  a  great 
many  instances  sales  I  make  are  to  dealers  who  handle 
the  harvesting  machinery  of  the  I.  H.  Co.  I  think  the 
field  in  the  period  covered,  has  been  open  to  competition 
to  every  one  who  will  go  after  it  and  get  it  on  the  merits 
of  their  goods. 

731  If  the  I.  H.  Co.  adopted  a  policy  attempting  to  coerce 
the  dealers  into  purchasing  its  long  line  of  goods,  or  co- 
erce them  into  refusing  to  handle  goods  of  competitors,  by 
making  that  a  condition  to  allowing  the  dealers  to  handle 
the  I.  H.  Co.  harvesting  machinery,  I  do  not  think  it  would 
be  a  successful  policy  for  any  one.  My  judgment  would 
be  that  they  would  lose  business  by  a  policy  of  that  kind. 

I  am  speaking  on  broad  general  principles ;  am  not  in- 
timately acquainted  with  policy  of  I.  H.  Co.  or  any  of 
my  competitors.  In  my  opinion  a  policy  of  coercion  would 
not  coerce  in  my  territory. 
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HAKFvY  W.  BOLEXS,  President  Gilson  Manufacturing 
Company,  Port  Washington,  Wisconsin: 

86  We  sell  our  gas  ensines  to  dealers  -who  handle  Inter- 
national hues.  That  fact  has  not  interfered  in  any  way 
with  the  sale  of  our  gas  engines. 

XI 

W.  B.  BKINTOX,  President,  Grand  DeTour  Plow  Com- 
pany, Dixon,  111. : 

354  We  sell  to  retail  dealers  altogether,  except  the  engine 
plows,  which  we  sell  to  engine  manufacturers.  We  sell 
these  implements  to  dealers  who  handle  the  I.  H.  Co. 
harvesting  machinery.  It  would  be  very  hard  to  find  a 
good  dealer  who  was  not.  As  to  whether  that  fact  has 
been  an  obstacle  to  selling  these  dealers  the  competing 
machines  of  our  manufacture,  would  say  since  I  have  been 
manufacturing  plows,  have  not  traveled,  but  do  not  re- 
member when  I  had  a  letter  from  any  particular  people 
making  complaint  about  I.  H.  Co.    I  know  these  dealers 

355  pretty  well.  If  the  I.  H.  Co.  should  adopt  the  policy  of 
saying  to  them  that  they  could  not  handle  harvesting  ma- 
chinery at  all  unless  they  took  on  the  full  line  of  the  I.  H. 
Co.  and  handled  them  exclusively,  would  say  that  if  he 
was  a  decent,  respectable  dealer  he  would  tell  them  to  go 
to  hell  with  their  goods.  In  court  he  would  use  more 
diplomatic  langua2,e  to  the  same  effect. 

XIII 

V.  E.  BUSH,  Former  Sales  ^vlanager,  Advance  Thresher 
Co.,  La  Porte,  Ind. : 

103  "'Mule  I  was  sales  manaii,cr  for  Advance  Thresher  Com- 
pany, that  company  was  in  competition  with  the  I.  H.  Co. 
in  the  sale  of  buskers  and  shredders.  We  sold  four-fifths 
of  our  shredders  in  Michigan,  Ohio,  Indiana,  Illinois,  Iowa 
and  Wisconsin.  We  consigned  them  to  the  retail  dealers 
on  a  commission  contract  basis,  and  to  dealers  who  han- 
dled I.  H.  Co.  harvesting  machinery.  The  fact  that  such 
dealers  handled  International  harvesting  machinery  did 
not  operate  in  any  way  to  the  detriment  of  our  sales  to  iry 
knowledge. 
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C.  A.   CADWELL,  Branch  Manager,  Moline  Plow  Co., 
Sioux  Falls,  S.  D. : 

493  Have  sold  our  goods  almost  altogether  to  retail  imple- 
ment dealers  handling  I.  H.  Co.'s  harvesting  machinery. 
Can 't  say  that  I  have  found  the  fact  that  dealers  handle  I. 
H.  Co.  harvesting  machinery  an  impediment  to  the  sale  to 
them  of  the  goods  I  handle.  I  know  the  dealers  in  our 
territory  pretty  generally,  their  character  and  business 
habits.  Occasionally  I  go  out  on  the  road,  not  often.  In 
the  time  I  have  been  here  have  met  personally  a  large 
percentage  of  the  dealers  in  our  territory.  It  is  my  busi- 
ness to  keep  in  touch  with  them,  their  character  and 
standing. 

In  my  judgment,  if  the  I.  H.  Co.  inaugurated  a  policy 
of  coercion  and  stated  to  the  dealers  that  they  could  not 
handle  their  harvesting  machinery  unless  they  handled 
it  exclusively  and  bought  their  line  exclusively,  it  would 

494  work  to  their  detriment.  I  think  that  with  the  dealers 
with  whom  I  am  acquainted,  coercion  would  not  coerce. 
Until  1913  I  have  not  been  in  harvesting  machine  busi- 
ness for  a  good  many  years.  I  formerly  was.  Am  fa- 
miliar with  the  agricultural  implemetnt  business  and  con- 
ditions under  which  it  is  done,  including  sale  of  harvest- 
ing machinery  in  a  general  way. 

XI 

J.  A.  CEAIGr,  General  Manager,  Janesville  Machine  Co., 
Janesville,  "Wis. : 

225  We  sell  our  implements  mostly  to  retail  dealers  and 
some  to  jobbers — in  some  cases  to  dealers  who  handle 

226  I.  H.  Co.  harvesting  lines.  I  know  of  no  case  where  that 
fact  has  been  impediment  to  selling  our  implements  to 
them.  We  meet  I.  H.  Co.  in  free  competition  selling  to 
those  dealers. 

Am  acquainted  with  dealers  pretty  generally  through- 
out the  territory;  have  pretty  fair  knowledge  of  men  and 
their  methods  of  business.  If  the  I.  H.  Co.  should  at- 
tempt to  enforce  a  policy  to  the  effect  that  they  could  not 
handle  its  harvesting  machinery  unless  they  took  its  full 
long  line  and  handled  it  exclusively,  in  my  opinion  they 
would  lose  the  majority  of  their  best  customers. 
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535  A.  R.  DEMPSTER : 

I  live  at  Sioux  Falls  and  am  in  water  supply  jobbing 
and  farm  implement  business.  I  am  connected  with  the 
Dempster  Mill  Manufacturing  Co.  I  have  had  charge  of 
their  business  in  this  territory,  which  includes  the  larger 
part  of  South  Dakota,  a  small  portion  of  southwestern 

536  Minnesota  and  northwestern  Iowa.  We  have  corn  plows 
or  cultivators,  grain  drills,  gasoline  engines,  hay  tools, 

538  such  as  hay  stackers  and  sweeps.  *  *  *  "We  sell  our 
implements  to  the  retail  dealers  in  farm  implements 
throughout  the  territory  and  in  a  very  large  per  cent,  to 
dealers  handling  the  I.  H.  'Co.'s  harvesting  lines.  I  do 
not  find  and  have  never  found  that  to  he  an  obstacle  to 
the  sale  of  these  implements  to  those  dealers. 

V 

H.  L.  DEMPSTER,  Sales  Manager,  Dempster  Mill  Mfg. 
Co.,  Beatrice,  Neb. : 

514  We  S(?ll  a  large  portion  of  our  goods  to  implement  deal- 
ers who  also  handle  the  I.  H.  Co.  goods.  We  found  that 
the  dealers  received  our  machinery  on  its  merits  as  they 
would  any  other. 

VI 

J.  E.  DUNCAN,  Branch  :\Ianager.  Parlin  &  Orendorff 
Plow  Company,  Oklahoma  City,  Oklahoma: 

717  Nearly  all  the  sales  that  I  make  of  our  implements  have 
been  to  dealers  who  handle  the  harvesting  machines  of 
the  International.  I  think  I  know  these  principal  dealers 
well  enough  to  have  a  correct  opinion  as  to  what  would 

718  be  the  effect  if  the  International  attempted  to  coerce  them 
into  buying  the  International  line  and  refusing  to  buy  com- 
petitors'  goods.  In  my  judgment  I  do  not  think  that  they 
would  stand  for  it.  I  think  it  would  ruin  the  business  of 
the  International. 
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E.  J.  FAIRFIELD,  Manager  of  Lindsay  &  Co.  at  Minne- 
apolis., Minn.,  jobbers  of  Johnston  harvesting  line  and 
other  farm  implements : 

270  We  do  business  in  our  various  lines  by  selling  to  deal- 
ers in  farm  implements,  a  great  many  of  whom  handle 
I.  H.  Co.  harvesting  machinery.  We  have  not  found  the 
latter  fact  an  impediment  to  our  doing  business  with  them 
in  the  sale  of  our  implements,  where  we  could  interest 
them  in  our  line. 

I  find  in  the  selling  of  the  Johnston  harvesting  imple- 
ments that  they  are  considered  by  dealers  on  the  merits 
of  the  machines,  as  they  would  any  other  implement.  Have 
found  nothing  to  show  that  they  did  not  so  consider  them ;. 
they  were  free  to  consider  them  on  their  merits.  Have 
competed  for  ten  years  with  the  I.  H.  Co.  in  practically 

271  the  complete  line  of  farm  implements  that  they  sell.  Am 
acquainted  with  the  dealers  in  the  territory  I  have  de- 
scribed and  am  very  well  acquainted  with  their  business 
methods. 

If  the  I.  H.  Co.  adopted  and  attempted  to  enforce  the 
policy  of  saying  to  these  dealers  that  they  could  not  han- 
dle I.  H.  'Co.  harvesting  machinery  unless  they  handled 
I.  H.  Co.  goods  exclusively  I  think  the  I.  H.  Co.  would 
soon  get  out  of  the  territory. 
IX 

B.  F.  HAMEY,  Branch  Manager,  Parlin  &  Orendorff  Plow 
Company,  Minneapolis,  Minnesota: 

448  We  sold  our  goods  to  local  implement  dealers  through- 
out the  territory,  a  very  large  per  cent,  of  whom  handled 
I.  H.  Co.  machinery.  I  have  not  found  that  fact  an  im- 
pediment to  the  sale  to  them  of  lines  we  handle,  only 
the  same  as  any  other  competitors;  it  proved  no  obstacle 

449  to  selling  our  goods  to  them. 
XII 

589  EDWAED  HEIDEICH,  JR. : 

I  am  vice-president  and  assistant  manager  of  the  Pe- 
oria Cordage  Co.  at  Peoria,  111.,  We  manufacture  binding 
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twine  and  rope.     It  is  sold  throughout  the  central  west 

590  through  local  implement  dealers,  including  dealers  han- 
dling International  harvesting  machinery.  As  to  whether 
that  is  an  obstacle  to  selling  our  twine, — ^we  find  that  just 
the  same  as  we  do  any  customer,  it  is  competition,  that  is 
all.    Don't  know  how  else  to  put  it. 

XI 

429  CHAELES  0.  JONES : 

I  am  general  manager  of  the  Sandwich  Manufacturing 
Co.,  at  Sandwich,  IlUnois,  which  manufactures  agricul- 
tural machinery.     Have  been  connected  with  the  com- 

430  pany  for  35  years;  as  general  manager  9  years.  *  *  * 
We  sell  to  dealers  who  handle  I.  H.  Co.  harvesting  ma- 
chinery. We  have  not  found  that  any  obstacle  in  selling 
implements  we  manufacture  to  them. 

XI 

J(>HX  L.  JONES,  Branch  Manager  of  Deere  &  Co.  at 
Des  Moines,  Iowa: 

422  I  did  not  find  the  fact  that  dealers  were  handling  I.  H. 
Co.  harvesting  machinery  an  impediment  to  the  sale  by 
us  to  them  of  our  competing  implements. 

423  Before  my  present  position  I  traveled  for  the  Deere 
Company  from  June  4,  1909,  to  October  1,  1909,  in  west- 
ern Iowa.  I  am  familiar  with  the  conditions  under  which 
the  agricultural  implement  business  is  carried  on  in  that 
state,  and  pretty  generally  acquainted  with  the  imple- 
ment dealers  and  know  their  methods  of  doing  business. 
If  the  I.  H.  Co.  should  say  to  these  implement  dealers 
they  could  not  handle  the  I.  H.  Co.  harvesting  machinery 
except  exclusively,  and  unless  they  would  take  the  en- 
tire I.  H.  Co.'s  implement  line  exclusively,  the  majority 
of  the  dealers  would  tell  the  I.  H.  Co.  to  take  their  goods 
out  of  the  house.  The  best  dealers  would  say  that,  I  be- 
lieve. 
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F.  E.  KENASTON,  President,  Minneapolis  Thresher  Co., 
Minneapolis,  Minn.: 

410  The  local  dealers  through  whom  we  have  marketed  our 
product,  in  large  proportions  have  been  dealers  who  were 
handling  International  harvesting  machinery.  We  have 
never  found  that  fact  an  obstacle  to  selling  our  machinery 
to  the  dealers.  Think  in  nearly  every  case  we  have  had 
our  fair  share  of  the  business. 

VIII 

FEANK  H.  KENNEDY,  Branch  Manager,  Moline  Co., 
at  Stockton,  Cal. : 

193  As  jobbers,  we  handle  implements  manufactured  by 
the  I.  H.  Co.  We  handle  McCormick  mowers,  rakes,  gaso- 
line engines,  Mogul  tractors,  hay  presses,  delivery  wag- 
ons, auto  delivery  wagons  and  wagons,  all  made  by  the 

'     I.  H.  iCo.     I  am  fairly  familiar  with  agricultural  imple- 

194  ment  business  conditions  in  that  territory.  The  Inter- 
national sells  its  goods  through  jobbers  entirely  in  that 
district.     *     *     * 

198  Q.  What  is  the  fact  as  to  whether  your  company  as 
jobbers  of  the  I.  H.  Co.  harvesting  machinery  have  at- 
tempted to  coerce  the  dealers  in  the  purchase  of  any  of 
the  I.  H.  Co.  goods? 

(Objected  to  as  immaterial.) 

A.  The  question  of  coercion  as  I  understand  the  word, 
would  be  a  little  difficult  for  me  to  answer.  If  you  mean 
tha;t  there  is  a  purpose  to  use  the  fact  that  some  line  of 
implements  that  you  are  selling  are  well  established  with 
the  agent  and  he  does  not  sell  the  other  lines,  it  cer- 
tainly is  not  allowed  with  my  consent  as  manager  whether 
it  is  done  by  my  men  or  not.  From  my  knowledge  of  the 
people  there,  I  do  not  think  it  could  be  successfully  done 
with  dealers  in  my  territory  if  it  was  tried. 
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H.  M.  KIXXEY,  General  Manager,  Winona  Wagon  Com- 
pany, Winona,  Wis. : 

399  We  sell  our  wagons  to  local  ck-alers,  who  handle  I.  H. 
Co.  binders  and  mowers,  and  the  fact  that  they  handle 
those  International  goods  is  no  obstacle  to  our  business. 

XII 

WM.  B.  LUMEY,  ^rana,i;er,  Associated  Manufacturers' 
Co.,  Waterloo,  la. : 

548  We  sell  to  dealers  who  handle  1.  H.  Co.  harvesting  ma- 
chinery. We  have  never  found  the  fact  that  the  dealers 
were  handling  I.  H.  Co.  harvesting  machinery  an  obstacle 
to  selling  them  our  gasoline  engines. 

VII 

^^TLLIA]^I,E.  MANNING,  Branch  Manager  Moline  Plow 
Co.,  Kansas  City,  Mo. : 

3  Am  acquainted  with  a  large  number  of  dealers  in  agri- 
cultural implements  in  my  territory  and  am  familiar  with 
their  methods  of  business.  In  the  majority  of  cases  they 
are  merchants,  the  same  as  the  shoe  men  or  the  grocery 

4  men.  I  do  not  see  how  the  International  could  coerce  the 
implement  dealers  in  the  territory  by  refusing  to  let  them 
handle  their  harvesting  machinery  unless  they  refused 
to  buy  of  the  competitors.  I  think  the  effect  of  it  would 
be  that  the  dealers  would  cease  to  do  business  with  them. 

XIII 

G.  M.  ^lATSON,  Vice-President,  John  Lauson  Mfg.  Co., 
New  Holstein,  Wisconsin: 

96  To  a  considerable  extent  we  sell  to  dealers  who  handle 
the  harvesting  line  of  the  I.  H.  Co.    We  have  never  found 

97  that  fact  an  impediment  in  marketing  our  goods  through 
them. 
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457  F.  LEE  NORTON,  Treasurer,  J.  I.  Case  Threshing  Ma- 
chine Company,  Eacine,  Wis.: 

We  sell  through  local  implement  dealers  and  to  dealers 
who  handle  I.  H.  Co.  harvesting  machinery.  As  to  whether 
we  have  found  the  fact  that  the  dealers  handle  the  I.  H. 
Co.  harvesting  machinery  was  an  obstacle  to  selling  them 
our  implements,  I  should  say  no  more  so  than  any  other 
particular  competitors  in  proportion.  The  field  has  been 
open  in  competition;  like  the  Eumely  Products  Co.,  who 
are  perhaps  our  strongest  competitors. 
IX 

HENRY  L.  PIERCE,  Branch  Manager,  Emerson-Brant- 
ingham  Co.,  Minneapolis,  Minn.:     * 

279  I  sold  in  competition  with  the  I.  H.  Co.  to  agricultural 
implement  dealers,  who,  in  most  cases,  handled  I.  H.  Co. 
harvesting  machinery.  I  did  not  find  that  fact  an  impedi- 
ment in  selling  my  implements  to  them. 

I  was  in  personal  and  active  touch  with  the  business  in 
the  territory,  covered  part  of  it  myself,  traveling  over 

280  it.  Was  fairly  well  acquainted  personally  with  the  deal- 
ers in  it  and  their  business  methods.  If  the  I.  H.  €o. 
should  say  to  those  dealers  that  they  could  not  handle 
I.  H.  Co.  harvesting  lines  unless  they  handled  I.  H.  Co. 
goods  exclusively,  in  the  great  majority  of  cases  they 
would  tell  them  to  take  the  whole  stuff, — all  the  goods. 


218  ROBERT  H.  PROCTER,  Branch  Manager,  Rock  Island 

Plow  'Co.,  Minneapolis,  Minn. : 

A  great  proportion  of  our  sales  were  made  to  dealers 
who  handled  the  I.  H.  Co.  harvesting  lines.  It  was  no 
impediment  to  our  selling  to  the  dealer  that  he  handled 
such  lines.     I  know  the  dealers  pretty  well  throughout 

219  the  territory  and  their  method  of  doing  business.    They 
are  merchants  handling  agricultural  implements.    *    *    * 

If  the  I.  H.  Co.  should  adopt  and  enforce  a  policy  of 
saying  to  the  dealers  throughout  that  territory  that  they 
could  not  handle  I.  H.  Co.  harvesting  lines  unless  they 
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handled  their  long  line  exclusively,  I  think  that  would  be 
absurd.  The  dealers  would  take  no  notice  of  it.  The 
many  men  I  have  spoken  to  in  the  implement  business 
would  simply  tell  the  Harvester  Company  to  get  out  of 
the  way.  That  would  be  true  indeed  of  the  great  per- 
centage of  dealers. 

XIII 

117  G.  W.  RENYX,  Manager  Omega  Separator  Co.,  Lansingv 

Mich. : 

We  sold  to  retail  implement  dealers  who  handled  In- 
ternational harvester  lines.     The  fact  that  they  handled 

118  those  lines  did  not  to  my  knowledge,  in  any  way  inter- 
fere with  the  sales  of  our  cream  separators. 

XIV 

EDWARD  A.  RU:\lEI.y,  Treasurer,  Rumely  Company, 
La  Porte,  Ind. : 

11  We  sell  our  implements  to  local  retail  dealers  through- 
out the  country.  He  is  an  important  factor  in  our  busi- 
ness. Between  25  and  35  per  cent,  of  our  dealers  I  should 
think,  are  also  agents  of  the  I.  H.  Co.  As  to  whether  we 
found  the  fact  that  dealers  were  handling  the  I.  H.  Co.'s 
goods,  an  obstacle  to  our  selling  our  articles  to  them,  will 
say  we  have  found  them  free.  We  found  dealers  meas- 
ured up  the  price  and  terms  upon  which  we  could  sell  a 
tractor  and  the  terms  and  the  price  upon  which  the  I.  H. 
Co.  could  sell  them  and  the  ease  with  which  ours  could  be 
sold;  we  had  to  match  what  we  had  to  offer  against  the 
I.  H.  Co.  in  the  same  line.  To  that  extent  naturally  it 
was  more  dilBcult  than  if  the  dealer  had  no  other  tractor 
to  get.  We  felt  that  that  was  legitimate  competition.  We 
have  found  the  fact  that  the  dealer  handled  the  Har- 
vester Company's  implements  no  obstacle  to  our  inducing 
him  to  handle  our  tractors. 
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C.    S.    SLAKEE,    Branch    Manager     SecMer-Janesville 
Lines,  Kansas  City,  Mo. : 

18  In  most  instances  the  sales  we  make  are  to  dealers  who 
handle  harvesting  machinery  of  the  International.  We 
have  found  that  no  impediment  to  the  sale  of  our  goods. 
We  sell  in  competition  with  the  I.  H.  Co.  I  am  generally 
and  widely  acquainted  with  the  dealers  in  the  territory 
I  have  named.  If  they  tried  to  coerce' the  dealers  in  this 
territory  the  dealers  would  tell  them  to  get  out. 

XIV 

1  GEORGE  A.  STEPHENS,  President  Moline  Plow  Co., 

Moline,  111. : 

2  Local  dealers  throughout  the  country  have  become 
stronger  and  more  independent  than  they  were  some  years 
ago.  In  the  beginning,  the  dealer  was,  to  a  very  great 
extent  the  manufacturers*  representative.  We  dictated  to 
him  very  largely  as  to  what  he  should  do  with  our  goods. 
The  development  of  trade  conditions  has  been  that  the 
dealer  has  gradually  become  a  merchant  instead  of  the 
manufacturers'  representative.  The  restrictive  provi- 
sions in  the  old  contracts,  survived  the  fact  and  remained 
as  dead  letters  even  after  the  dealers  became  and  were 
independent  merchants,  and  some  of  them  remain  even 
today. 

3  In  my  judgment,  based  upon  my  knowledge  of  condi- 
tions of  implement  dealers  and  their  position,  the  effect 
on  the  ibusiness  of  the  I.  H.  Co.,  if  they  should  adopt  the 
policy  and  attempt  to  enforce  it,  of  saying  to  these  deal- 
ers that  they  could  not  handle  the  harvesting  machinery 
of  the  I.  H.  'Co.,  unless  they  took  the  entire  line  and  han- 
dled it  exclusively,  would  be  that  we  would  get  more  of 
the  International  trade.  It  would  be  a  losing  proposition 
for  the  I.  H.  Co.  They  could  not  successfully  enforce  such 
a  policy. 
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WM.  H.  TAYLOE,  Branch  Manager,  Moline  Plow  Co., 
Minneapolis,   Minn. : 

45  I  know  a  good  many  of  the  dealers  in  farm  implements 
in  this  western  country  pretty  well,  and  their  methods  of 
doing  business. 

46  If  the  I.  H.  Co.,  throughout  this  territory,  should  adopt 
and  attempt  to  enforce  a  policy  of  saying  to  the  dealers 
in  farm  implements,  that  they  could  not  handle  I.  li.  Co. 
harvesting  machinery  unless  they  handled  the  line  of  im- 
plements of  the  I.  H.  Co.  exclusively,  in  my  judgment 
the  result  would  be  that  they  would  lose  60  per  cent,  of 
their  trade. 

In  the  sale  of  implements  for  the  Moline  Co.,  since  I 
have  been  manager,  my  sales  have  been  to  the  retail  im- 
plement dealers  throughout  the  section.  These  dealers 
in  the  main  handle  and  sell  the  I.  H.  Co.  harvesting  ma- 
chinery. We  have  not  found  that  fact  an  impediment  to 
the  sale  of  these  tillage  tools  and  wagons  we  sell  in  com- 
petition with  the  I.  H.  Co. 
VIII 

JA^IES   VIETCH,   General   Agent,   Thomas   Mfg.   Co., 
Sioux  Falls,  S.  D. : 

450  We  sell  our  goods  to  the  implement  dealers,  a  large 
proportion  of  whom  handle  I.  H.  Co.  harvesting  machin- 
ery. Have  not  found  that  fact  an  impediment  to  our 
selling  to  them  our  implements.  I  know  the  dealers  in 
my  territory  quite  well.  If  the  I.  H.  Co.  should  start  out 
■on  a  policy  of  insisting  with  each  implement  dealer  in 
the  territory  that  he  could  not  handle  their  harvesting 
machinery  unless  he  handled  that  and  their  other  imple- 
ments exclusively,  would  say  it  would  be  much  easier 
for  the  rest  of  us.  I  would  like  to  see  them  do  that.  A 
good  many  dealers  would  not  abide  by  it  and  it  weuld  be 
easier  for  us  to  sell  our  goods. 
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253  H.  M.  WALLIS,  President  J.  I.  Case  Plow  Works,  Ea- 

cine,  Wis. : 

We  sell  the  product  of  our  factories  through  local  deal- 
ers throughout  the  country,  many  of  whom  handle  I.  H.  Co. 
harvesting  lines.  I  do  not  think  we  find  that  fact  an  ob- 
stacle to  the  sale  of  our  implements  to  those  dealers — 
in  the  main.  Our  business  has  prospered  in  the  lines 
with  which  we  compete  with  the  I.  H.  Co.    I  am  acquainted 

254  with  dealers  throughout  the  country  in  general  way  and 
know  manner  in  which  business  is  done  and  the. dealer's 
general  character. 

If  the  I.  H.  Co.  adopted  the  policy  of  insisting  that  they 
should  not  handle  I.  H.  Co.  harvesting  machinery  unless 
they  handled  the  whole  long  line  of  the  I.  H.  Co.,  and 
that  exclusively,  you  would  get  varying  conditions.  A 
man  independent  enough  would  tell  you  to  take  your  line 
out  of  his  house ;  if  not  independent  enough,  he  might  con- 
sider it  and  might  do  something  different.  A  strong  man, 
if  able  to  protect  himself,  would  not  stand  for  it.  Deal- 
ers who  might  be  affected  by  it  would  be  weak,  not  the 
strong  ones. 
VII 

LOUIS   T.  YOITNT,  Manager,  Oliver    Plow    Company, 
Kansas  City,  Mo. : 

22  We  have  in  the  main  sold  our  implements  to  dealers 
who  handle  the  binders,  mowers  and  rakes  of  the  Inter- 
national and  frequently  ship  in  the  same  car  with  the 

23  International ;  in  other  words,  the  dealer  makes  up  what 
we  call  carloads.  I  have  not  found  the  fact  that  the 
dealer  bought  harvesters,  mowers  and  rakes  from  the  In- 
ternational an  impediment  to  selling  our  goods  to  the 
same  dealer.  I  am  acquainted  with  the  dealers  in  my 
territory  in  a  general  way,  and  I  have  'been  in  the  imple- 
ment business  since  1885.  In  my  judgment,  if  the  I.  H. 
Co.  tried  to  coerce  these  dealers  into  handling  their  har- 
vesting machinery,  the  dealers  would  tell  them  they  could 
get  along  without  them.  That  is  true  of  all  the  strong 
dealers  and  the  men  who  really  do  the  business. 
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TESTIMONY  OF  823  RETAIL  IMPLEMENT  DEALERS  FROM 
THE  PRINCIPAL  GRAIN  GROWING  STATES  WHO  TESTI- 
FIED AS  TO  THE  FAIRNESS  OF  THE  INTERNATIONAL'S 
METHODS  AND  PRACTICES. 

In  all  823  retail  implement  dealers  testified  for  defend- 
ants. The  testimony  of  a  number  of  such  witnesses  from 
the  different  states  is  here  abstracted  as  being  represen- 
tative of  all.  From  an  alphabetical  list  containing  all 
such  dealers  these  names  yvere  arbitrarily  selected  by 
states  in  the  order  in  which  they  appear  on  such  list. 
From  the  69  dealer  witnesses  from  Illinois  the  first  5  on 
the  alphabetical  list  were  selected ;  and  in  the  same  man- 
ner 3  out  of  24  from  Indiana ;  5  out  of  95  from  Iowa ;  5  out 
of  113  from  Kansas ;  3  out  of  24  from  Michigan ;  5  out  of 
96  from  Minnesota;  5  out  of  88  from  IMissouri;  5  out  of 
70  from  Nebraska;  2  out  of  19  from  New  York;  5  out 
of  35  from  North  Dakota ;  3  out  of  29  from  Ohio ;  5  out 
of  25  from  Oklahoma;  3  out  of  21  from  Pennsylvania;  5 
out  of  31  from  South  Dakota ;  and  5  out  of  64  from  Wis- 
consin. One  dealer  was  selected  from  each  of  the  follow- 
ing states:  Kentucky,  j\laryland,  Massachusetts,  Mon- 
tana, Oregon,  South  Carolina,  Tennessee,  Utah,  Virginia. 

ILLINOIS. 
XI 

221  A.  E.  AGNEW : 

Am  in  the  hardware,  farm  implement  and  harness  busi- 
ness in  Stillman  Valley,  111.    Its  annual  volume  is  about 

222  $25,000,  of  which  about  $15,000  or  $16,000  is  in  farm  im- 
plements. I  do  about  $4,000  a  year  with  the  I.  H.  Co.  My 
annual  business  in  binders  and  mowers  is  about  $1,600  to 
$1,800.  I  handle  Deering  and  Adriance-Platt  binders, 
mowers  and  sulky  hay  rakes.  Took  the  Adriance-Platt 
contract  this  year.  Have  handled  Deering  lines  about  10 
years. 

Handle  general  line  of  farm  implements,  including  those 
other  than  harvesting  machinery  made  by  other  compan- 
ies and  sold  in  competition  with  like  implements  of  the 
I.  H.  Co.  I  handle  Emerson,  Deere,  Moline  and  Black 
Hawk  lines;  Newton  wagons  and  Sandwich  hay  presses. 
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Have  been  ihandling  Thomas  side-delivery  rakes. 

The  I.  H.  Co.  has  never  said  I  could  not  handle  their 
harvesting  machinery  unless  I  did  m'ore  business  with 

223  that  company,  or  unless  I  did  less  business  with  its  com- 
petitors. If  they  should  impose  such  a  condition  I  would 
try  and  get  along  without  them.  There  is  no  other  line 
of  harvesting  machinery  than  International  sold  at  my 
town,  but  the  Adriance-Platt  I  mentioned.  The  Acme 
harvesting  line  is  handled  at  Byron  and  Holoomb,  one  on 
each  side  of  mine,  which  I  meet  in  active  competition. 

Gross-Examination. 

There  are  International  dealers  in  each  of  those  towns. 
At  Holcomb  the  Acme  is  handled  by  International  dealer. 
The  leading  binders  in  my  territory  are  Deering  and  Mc- 
Oormick.  I  think  75%  of  the  binders  sold  in  my  territory 
are  International  and  about  the  same  per  cent,  of  the 

224  mowers.  Cannot  say  as  to  sulky  hay  rakes.  I  sell  half 
Emerson  and  half  Deering.  I  judge  about  75%  of  the 
corn  binders  are  International.  I  sell  International  twine 
exclusively.  Plymouth  twine  is  handled  at  Holcomb.  I 
sell  20,000  pounds ;  they  sell  about  same.  I  believe  deal- 
ers in  adjoining  towns  handle  International  twine.  More 
than  half  of  it  is  International  right  in  that  vicinity.  Do 
not  handle  I.  H.  Co.  spreaders ;  handle  some  tedders.  Not 
many  are  sold  around  there.  Quite  a  few  side-delivery 
rakes  are  sold.    I  sell  the  Thomas  side-delivery. 

173  W.  E.  ALDEBSON: 

Am  in  the  farm  implement  business  at  Virden,  111.    Its 

174  annual  volume  is  from  $75,000  to  $80,000,  of  which  about 
$13,000  or  less  than  a  fifth  of  my  business  is  with  the 
I.  H.  Co. 

I  handle  a  general  line  of  farm  implements  including 
those  other  than  harvesting  machinery  made  by  other  com- 
panies and  sold  in  competition  with  like  implements  of  the 
I.  H.  Co. 

I  handle  MeCormick  binders,  have  John  Deere  full  line, 
Janesville,  G-ale,  and  Moline  goods.  Tower  cultivators, 
Sandwich  shellers  and  corn  grinders,  and  I  buy  of  various 
companies. 
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The  I.  H.  Oo.  has  never  said  I  could  not  handle  their 
harvesting  machinery  unless  I  bought  more  goods  of  them 
or  did  less  business  with  their  competitors.  If  they  made 
such  a  condition  to  my  handling  their  harvesting  machin- 
ery I  would  have  to  say,  "Boys,  I  am  very  sorry,  but  I 
will  have  to  tell  you  good-by." 

175  The  Independent  Harvesting  machinery  was  sold  at  Vir- 
den  last  year,  and  I  suppose  will  be  this.  They  have  sold 
considerable  stock  to  the  farmers  in  our  neighborhood  and 
that  promises  sales  of  harvesters. 

Cross-Examination. 

They  have  sold  certificates  of  stock  and  quite  a  few  im- 
plements. I  meant  certificates  of  stock  when  I  said  stock 
on  direct.  There  are  two  dealers  in  my  town,  the  'other 
handled  the  Independent  line  last  year — suppose  he  will 
have  the  same  line  this.  He  sold  quite  a  number  of  ma- 
chines. He  carried  no  International  goods.  The  McCor- 
mick  is  the  leading  binder,  mower  and  sulky  rake  in  my 

176  territory.  It  is  hard  for  me  to  say  how  many  of  the  bind- 
ers sold  in  the  territory  where  I  am  familiar  with  condi- 
tions are  International.  We  do  not  try  to  keep  a  record 
of  the  number  of  binders  other  dealers  sell  or  that  we 
sell — can  make  a  fair  estimate.  Until  the  last  year  had 
no  competition,  practically  all  the  binders  sold  in  the  im- 
mediate community  were  McCormicks.  Last  year  Camp- 
bell Bros,  started  with  the  Independent — they  sold  a  num- 
ber of  binders  and  mowers  in  other  towns.  They  have 
different  makes  that  come  in  competition  with  us.  Some 
of  them  are  International.  The  Acme  is  handled  at  Pal- 
myra, and  the  Johnston  at  Oarlinville.  We  have  run  in 
competition  with  the  Acme  from  Springfield. 

171  I.  N.  BAILOE: 

Am  in  the  hardware  and  implement  business  at  Clinton, 
111.  Its  annual  volume  is  from  $30,000  to  $35,000,  of  which 
from  $10,000  to  $12,000  is  in  farm  implements,  twine  and 
vehicles.  I  do  from  $1,000  to  $2,000  with  the  I.  H.  Co.  or 
about  a  tenth  of  my  implement  business.  We  handle  Mil- 
waukee binders  and  mowers,  and  Osborne  hay  rakes  and 
International  tedders. 
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Handle  a  general  line  of  farm  implements  including 
those  made  by  other  companies  and  sold  in  competition 
with  like  implements  of  the  I.  H.  Co.  We  handle  a  full 
Racine-'Sattley  line.  Buy  nothing  of  the  I.  H.  Co.  except 
binders,  mowers,  rakes  and  tedders. 

The  I.  H.  Co.  has  never  said  I  could  not  handle  their 
harvesting  machinery  unless  I  bought  other  goods  of  them. 

172  Should  they  impose  that  condition  there  would  be  a  split 
up  right  there.  I  handle  Plymouth  twine  and  know  of  no 
other  harvesting  machinery  than  International  being  sold 
at  Clinton.  I  think  one  Acme  was  sold  last  year.  The 
Standard  mower  is  sold  by  Mr.  Needham.  Don't  know 
whether  he  sells  any.  The  Johnston  is  not  handled  there 
at  all.  Last  year  a  sample  was  in  Maroa,  8  or  9  miles 
south.     Have  no  knowledge  as  to  their  sales. 

Cross-Excmiination. 

There  are  four  implement  dealer  in  Clinton.  They 
carry  the  McCormick  and  the  Deering,  and  the  Milwaukee, 
and  Mr.  Needham  had  an  Acme  last  year.  Three  of  the 
four  carry  International  lines.    I  think  the  fourth  has  no 

173  International  lines.  Would  say  that  99  per  cent,  of  the 
binders  sold  in  my  territory  are  International,  all  of  95 
per  cent,  of  the  mowers,  75  per  cent,  of  the  rakes  and 
about  60  or  65  per  cent,  of  the  twine.  Quite  a  few  corn 
planters  are  sold  there.  There  have  been  no  corn  binders 
sold  there  at  all.  Quite  a  few  spreaders  are  sold,  I  do 
not  sell  International  spreaders. 

X 

405  E.  D.  BANGSTON: 

Am  in  the  implement,  pump,  repairing  and  well  drilling 
business  at  Alexis,  111.  My  annual  business  is  about 
$40,000,  of  which  from  $25,000  to  $30,000  is  in  farm  im- 
plements and  twine.  I  do  about  $3,500.00  a  year  with  the 
I.  H.  Co.  or  about  one-seventh  of  my  implement  busi- 
ness. 

406  I  'handle  the  Deering  and  Acme  binders,  and  the  Acme, 
the  Emerson  and  the  Deering  sulky  rakes  and  mowers. 
Have  been  in  business  seven  years.    Contracted  with  the 
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Acme  two  years  ago.    Have  handled  the  Deering  seven 
years. 

Have  a  general  line  of  farm  implements  including  those 
other  than  harvesting  machinery  made  by  other  companies 
and  sold  in  competition  with  like  implements  of  the  I.  H. 
Co.  I  handle  the  Eock  Island,  the  Sterling,  the  Moline 
and  various  Hues. 

The  I.  H.  Co.  has  never  said  that  I  could  not  handle 
their  harvesting  machinery  unless  I  quit  handling  the 
Acme  or  the  Emerson,  or  increased  my  purchases  from 
them  of  their  other  lines.  If  they  should  make  that  a  con- 
dition to  handling  their  harvesting  machinery  I  would  ask 
them  if  they  were  going  to  try  to  run  my  business  in  the 

407  place  of  me.  If  they  said  yes,  they  would  not  put  any 
more  stuff  in,  that  would  be  one  thing  sure. 

There  is  another  man  does  a  little  business  at  Alexis. 
He  sells  an  occasional  McCormiek  binder.  I  come  in  com- 
petition with  dealers  in  other  towns,  where  International 
lines  are  handled.  In  other  lines  there  is  nothing  closer 
than  Galesburg,  where  the  Johnston  and  the  Acme  arc 
handled,  as  well  as  the  International,  I  think. 

Cr  OSS-Examination. 

I  sold  no  Acme  binders  in  1912,  two  in  1911.  Sold  16 
Deering  binders  in  1912,  5  in  1911.    Sold  one  Acme  mower 

408  in  1912,  none  in  1911.  Sold  two  Deering  mowers  last 
year,  none  in  1911. 

Ours  is  both  a  corn  and  grain  country.  We  had  a  fail- 
ure in  the  hay  crop ;  no  mower  trade  whatever.  I  did  not 
take  on  the  Acme  line  to  kill  it  in  that  territory.  If  a 
man  comes  in  and  wants  it  he  will  get  it.  I  push  it  the 
same  as  I  do  any  other  line.  Sold  nine  Acme  rakes  in 
1912,  six  in  1911  and  four  Deering  rakes  in  1912. 

The  I.  H.  Co.  holds  some  of  my  notes.  I  think  none  are 
overdue.  They  are  for  goods  bought  last  year,  which  did 
not  sell.  The  Deering  binder  is  the  leading  type  in  my 
territory.  Out  of  our  town  the  binders  sold  are  princi- 
pally the  Deering.     A  few  McCormiek  and  Deering  are 

409  sold  around  there.  It  is  all  International.  The  Interna- 
tional per  cent,  of  spreader  business  is  small.  I  have  sold 
three  corn  shockers. 
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T.  B.  BASS: 

379  Am  in  the  implement  and  hardware  business  at  Canton, 
111.  The  total  volume  of  my  business  averages  about 
$35,000,  of  which  $18,000  to  $20,000  is  in  implements  and 
twine.    I  expect  about  25  per  cent,  of  that  is  with  the 

380  I.  H.  'Co.  I  handle  the  McCormick  binders,  mowers  and 
sulky  hay  rakes. 

I  handle  a  general  line  of  farm  implements  including 
those  other  than  harvesting  machinery  made  by  other 
companies  and  sold  in  competition  with  like  implements 
of  the  I.  H.  Co.  I  handle  Milburn  wagons,  the  John  Deere 
line  and  other  small  lines  of  various  companies. 

The  I.  H.  Co.  has  never  said  that  I  could  not  handle 
their  harvesting  machinery  unless  I  bought  more  of  its 
other  lilies  of  goods,  or  did  less  business  with  its  com- 
petitors. If  they  should  make  that  a  condition  to  my  han- 
dling their  harvesting  machinery  I  would  not  handle  them, 
that  is  all.     I  would  handle  some  other  lines. 

Cross-Exam,ination. 

There  are  two  other  dealers  handling  harvesting  im- 

381  plements  in  my  town  now.  One  handles  the  Deering  lines, 
and  I  understand  the  Independent  also.  The  third  dealer 
handles  the  Acme  line.  There  have  not  been  many  Inde- 
pendents sold  in  our  territory.  The  McCormick  and  the 
Deering  are  the  leading  machines  and  have  been  for  many 
years.  Somewhere  around  75%  of  the  binders  sold  in 
my  territory  are  of  the  International  make.  I  have  just 
made  a  guess  at  it.  Do  not  hear  of  many  outside  except 
International.  I  think  over  50  per  cent,  of  the  mowers 
sold  in  our  territory  are  the  International.  Could  not  tell 
you  as  to  the  sulky  rakes. 

Was  present  at  the  meeting  at  the  Great  Northern  this 
morning.  Did  not  count  how  many  were  there — ^looked 
like  twenty  or  more.  Some  of  those  who  testified  this 
morning  were  there.     Do  not  remember  about  anybody 

382  saying  anything  about  any  particular  per  cent.  Do  not 
remember  what  was  said  to  those  people  about  per  cents, 
of  business.  If  there  was  anything,  I  did  not  understand 
it,  am  hard  of  hearing.    Might  have  been  something  said 
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I  did  not  hear.  Don't  think  anything  was  said  about  per 
cents.  There  might  have  been  one  of  the  witnesses  pre- 
ceding me  who  testified  that  sometliing  was  said  about  per 
cents.  I  did  not  understand  anybody  to  say  anything 
about  them.  Think  somebody  got  up  and  gave  an  idea  of 
what  this  trial  was  for  so  we  could  understand  why  we 
came.  Do  not  remember  anything  about  it  any  more  than 
I  thought — suppose  it  was  kind  of  explaining  why  we  were 
here.    The  International  holds  none  of  my  notes. 

INDIANA. 

462  WILLIAM  BAIJMGAETNER : 

I  am  in  the  hardware  and  implement  business  at  Berne, 
Ind.  Its  annual  volume  is  from  $28,000  to  $30,000;  about 
$15,000  is  in  farm  implement  and  twine.  Last  year  we  did 
$3,700  with  the  I.  H.  Oo.,  a  fair  average,  or  about  one- 
fourth  of  my  implement  business.  I  handle  Deering  bind- 
ers, mowers  and  sulky  hay  rakes,  handle  Ohio  rake  and 
handled  the  Johnston  mower  last  year.  This  year  have 
only  the  Deering.     Sell  Plymouth  and  Deering  twine. 

Handle  a  general  line  of  farm  implements,  including 
those  other  than  harvesting  machinery  made  by  other 
companies  and  sold  in  competition  Avith  like  implements 

463  of  the  I.  H.  Co.  We  handle  J.  I.  Case,  Ohio  Rake  Com- 
pany and  Avery  goods,  and  buy  from  various  companies. 
Have  handled  Ohio  rake  about  3  years.  Sold  quite  a  lot. 
Had  the  Johnston  for  four  years  before  took  Deering. 
Sold  them  three  years  with  the  Deering  contract.  Had 
the  Johnston  7  years.     Quit  this  year. 

The  I.  H.  Co.  did  not  tell  me  I  had  to  quit  handling 
the  Johnston;  they  never  said  I  could  not  handle  their 
harvesting  machinery  unless  I  quit  handling  the  Johnston 
line  or  the  Ohio  rake,  or  Plymouth  twine,  or  unless  I  in- 
creased my  purchases  from  the  I.  H.  Co.  in  their  other 
lines  of  goods.  If  they  made  that  a  condition  to  my  han- 
dling their  harvesting  machinery,  I  would  have  to  quit 
them  I  guess.  That  would  be  the  only  way  for  me.  No 
doubt  about  it. 
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464  Cross-Examination. 

There  are  three  dealers  in  Berne.  I  handled  Deering 
last  year,  one  of  the  others  the  McCormick  lines  and  as 
to  the  third,  I  do  not  think  there  was  any  other  binder 
handled  there  last  year.  I  carried  the  Johnston  with  the 
Deering  last  year.  Sold  no  Johnston  binders,  year  be- 
fore that  sold  none,  and  the  year  before  that  none.  Since 
I  had  Deering  binder  could  not  sell  Johnston.  I  sold  9 
Johnston  binders  the  last  year  and  the  year  before  that  7. 
'Since  I  have  taken  on  the  Deering  line  I  sold  a  Johnston 
mower  and  a  hay  tedder.  Sold  one  Johnston  mower  last 
year  and  in  1911  none.  I  sold  17  Deering  mowers  in  1912. 
466  Henry  Michaud  and  John  Stanfer  handled  the  Deering 
line  before  I  took  it  on.    They  went  out  of  business. 

In  1912  I  guess  all  the  binders  sold  in  my  community 
were  International.  Could  not  remember  any  other.  There 
must  have  been  about  85%  of  the  mowers,  as  near  as  I 
can  guess  and  75%,  of  the  sulky  rakes  that  were  Interna- 
tional. A  few  com  binders  are  sold  there.  About  65% 
of  the  twine  is  International. 

When  I  took  on  Deering  lines  there  was  a  McCormick 
agent  in  my  town,  and  another  who  handled  the  Cham- 
pion, and  the  Deering  agent  who  went  out  of  business 
afterwards. 

466  Re-direct  Examination. 

When  I  said  that  after  I  took  the  Deering  I  could  not 
sell  the  Johnston,  did  not  mean  that  anybody  prevented 
me  from  selling  Johnston,  could  not  sell  it  because  farm- 
ers demanded  Deering,  all  of  them,  so  we  went  out  of  the 
Johnston.  It  was  a  question  of  service  to  the  farme 
When  I  said  all  of  the  binders  sold  last  year  were  Inter- 
national, I  meant  at  Berne.  There  are  other  binders  sold 
in  and  around  there  at  other  towns.  The  Johnston  is  sold 
at  Monroe  this  year,  the  first  year.  It  is  handled  at 
Geneva  where  it  was  handled  last  year.  Dealer  who  han- 
dled it  there  pushed 'it  and  asked  the  farmers  to  buy;  he 
sold  some.  The  John  Deere  will  be  on  sale  at  Berne  this 
year  for  the  first  time.  There  is  now  competition  at  Berne 
and  new  competition  in  the  Johnston  at  Monroe. 
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467  Re-cross  Examination. 

The  man  who  handles  the  Johnston  at  Geneva  is  not 
carrying  I.  H.  Co.  lines.  It  seems  like  he  took  my  place 
in  that  community.  I  do  not  know  whether  it  is  right  that 
after  their  experience  with  me  selling  no  Johnston  while 
I  carried  Deering  they  have  given  it  to  a  man  who  does 
not  have  International  goods. 

CABLE  BETZNER: 

383  Am  in  the  hardware  and  implement  business  in  Peru, 
Ind.  Its  annual  volume  is  about  $35,000,  of  which  $20,000 
is  in  implements  and  twine.  I  do  about  $3,000  to  $5,000 
a  year  with  the  I.  H.  Co.,  or  a  sixth  to  a  fifth  of  my  busi- 
ness in  that  line.  I  handle  the  Deering  binders,  mowers 
and  sulky  hay  rakes. 

I  handle  a  general  line  of  farm  implements  including 
those  outside  of  harvesting  machinery  made  by  other  com- 
panies and  sold  in  competition  with  like  implements  of  the 
I.  H.  'Co.  We  handle  the  Sechler  Carriage  Company,  Bock 
Island  Plow  Company,  the  Ohio  Cultivator  Company,  the 
Brown-Manly  Plow  Company,  the  Oliver  Chilled  Plow 
Works,  the  Sandwich  Manufacturing  Company  and  the 
Sharpies  lines.    We  buy  from  various  companies. 

The  I.  H.  Co.  has  never  said  that  we  could  not  handle 
other  harvesting  machinery  unless  we  increased  our  pur- 
chases from  it  in  its  other  lines  of  implements,  or  de- 
creased our  business  with  its  competitors.  If  it  should 
make  that  a  condition  to  handling  their  harvesting  ma- 
chinery I  would  discontinue  their  line. 

384  The  repair  and  expert  service  by  the  I.  H.  Co.  has  been 
excellent  with  us. 

Cr  OSS-Examination. 

Including  ourselves,  there  are  four  dealers  in  our  town. 
Reed  Bros,  handle  the  McCormick  harvesting  machinery 
and  the  Case  line.  The  Peoria  Mercantile  Company  han- 
dles the  Deere  binder.  Handled  it  last  year  for  the  first 
time.  Do  not  think  they  handle  the  I.  H.  Co.  binders  and 
mowers.  The  fourth  dealer  handles  the  Johnston  harvest- 
ing implements. 
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I  have  been  in  business  thirty  years.  I  recall  signing  a 
contract  with  the  exclusive  clause  in  it,  in  the  years  1902, 
1903  and  1904.    In  the  last  ten  years  have  handled  a  few 

385  Walter  A.  Wood  harvesting  machines.  Last  sold  them  in 
1903 — handled  mowers.  The  McCormick  and  the  Deering 
are  the  leading  lines  of  binders  and  mowers  in  our  terri- 
tory. Cannot  give  the  per  cent,  of  the  International  bind- 
ers sold  in  my  territory,  the  majority  of  them  are  Inter- 
national— the  same  thing  is  true  of  the  mowers  and  sulky 
hay  rakes.  I  don't  suppose  over  35  or  40  per  cent,  of  the 
twine  is  I.  H.  Co. 

XI 

71  V.  H.  BULLIEET : 

Am  in  the  general  implement  and  buggy  business  at 
Coryd'on,  Ind.  Its  annual  business  is  from  $50,000  to 
$75,000,  of  which  about  $5,000  to  $12,000  a  year  is  with 
the  I.  H.  Co.,  or  from  one-six!th  to  one-tenth  of  my  busi- 
ness. I  handle  the  Deering  line  of  binders,  mowers  and 
sulky  rakes. 

I  handle  a  general  line  of  implements  made  by  other 
companies  and  sold  in  competition  with  like  implements 
of  the  International.  I  handle'  Old  Hickory  wagons, 
Avery  discs  and  tools;  Oliver  goods  and  the  Brown  & 
Manly  Plow  Company's  goods. 

The  I.  H.  'Co.  has  never  said  to  me  that  I  could  not 
handle  their  harvesting  machinery  unless  I  increased  my 
purchases  from  that  company.    Should  they  impose  that 

72  as  a  condition  to  my  handling  their  harvesting  machinery 
I  would  not  allow  them  to  do  it.  The  Johnston  line  is 
handled  at  Gorydon  and  there  are  dealers  at  other  places 
around  my  town  with  whom  I  come  in  competition.  The 
John  Deere  binder  is  handled  at  Lanesville,  ten  miles  east 
of  us,  and  the  Walter  A.  Wood  and  John  Deere  binder 
is  handled  at  New  Middleton,  about  six  miles  from  us.  Do 
not  think  the  McCormick  binder  is  handled  in  my  town; 
the  Milwaukee  is  handled  there  with  the  Johnston.  In  my 
town  we  have  the  Deering,  Milwaukee,  Johnston  and  Os- 
borne. The  Walter  A.  Wood  is  sold  in  one  of  the  towns 
near  me  and  the  new  John  Deere  binder  in  two  of  the 
towns. 
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Cross-Exa/mination. 

The  John  Deere  binder  was  brought  into  my  territory 
last  year,  I  think.  There  has  not  been  much  sale  yet. 
There  are  three  dealers  in  my  town  handling  machinery ; 
one  handles  the  Milwaukee  lines  and  the  Johnston  in  con- 
73  nection,  and  the  third  handles  the  Osborne.  I  handle  the 
Deering.  Think  the  man  who  handles  the  Milwaukee  han- 
dles the  binder.  The  International  have  always  been  the 
leading  binders  in  my  territory.  I  should  say  90'^  of 
them  are  International;  possibly  80%  of  the  mowers;  75% 
of  the  sullcy  hay  rakes,  65%  of  the  corn  binders  and  75% 
of  the  twine.  Quite  a  good  many  spreaders  are  sold  in 
that  territory.  About  50%  are  International.  Ver\-  few 
tedders  are  sold  there. 

IOWA. 

y. 

;]56  GEOKGE  AV.  AIJMFTELD: 

I  have  been  in  tlie  implement  business  at  Eedfield, 
Iowa,  31  years,  A  vouiih  estimate  of  the  aggregate  vol- 
ume of  our  business  is  $25,0(10  a  year.  Of  that  $15,000  T 
would  say  is  implement  business.  I  handle  the  MeCor- 
inick  line  of  harvesting  implements  and  no  other.  I 
handle  goods  made  by  competitors  of  the  International. 
In  wagons  I  carry  the  T^Ioline  and  Stonghton.  I  carry  the 
International  gas  engines,  the  D(>Laval  separators,  the 
John  Deere  plow  goods  and  John  Deere  wagon,  the  Deere 
cultivators  and  tlie  Deero  harrows,  the  Deere  manure 
si)readers.  50  per  cent,  of  the  goods  I  sell  are  Interna- 
tional goods.  Of  that  50  per  cent,  about  $3,500  would 
be  harvesting  manbinery,  the  rest  would  be  twine. 

The  T.  II.  On.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  raacliinery  unless  I  quit  doing 
business  with  competitors  and  selling  competing  goods. 
They  have  never  tried  to  coerce  me  as  a  dealer.'  If  they 
did  trv  it,  it  would  not  go.  They  have  never  attempted  to 
fix  prices  at  which  I  should  sell  their  goods  to  the  farmer. 

The  binder  certain]>-  has  improved  in  the  last  ten  years. 
I  do  not  know  of  any  agricultural  implement  that  has  in- 
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creased  as  mneli  in  quality  and  as  little  in  price  in  the  last 
12  years  as  the  binder. 

Cross-Examination. 

There  are  two  dealers  in  Eediield.  The  other  dealer 
handles  the  Champion  binder  and  the  Champion  mower 
and  the  Standard  mower.  1  snppose  the  only  binders  sold 
last  year  in  Eedfield  were  the  McCormick  binders  sold 
by  me  and  all  the  Champion  binders  sold  by  my  com- 
petitor. I  suppose  50  per  cent,  of  my  business  in  1902 
was'  with  the  International.  "When  they  were  first  organ- 
ized I  bought  everything  they  had.  I  did  not  buy  wagons 
from  them  though  then,  nor  engines,  nor  manure  spread- 

359  ers,  nor  cream  separators,  -nor  tillage  tools.  Since  then 
I  have  taken  on  their  manure  spreader,  their  wagons,  en- 
gines; have  not  taken  on  their  cream  separators;  have 
not  taken  on  their  tillage  tools.  1  suppose  my  account  has 
grown  with  the  International  from  year  to  year.  I  do  not 
know  of  the  International  selling  tillage  tools  up  there 
through  other  dealers.  They  sell  cream  separators  there 
through  other  dealers. 

Tliere  have  been  some  improvements,  a  little  I  pre- 
sume in  binders  in  the  20  years  before  the  International 
was  formed ;  there  naturally  would  be  a  good  many.  Be- 
fore the  International  was  fprmed,  the  McCormick,  Deer- 
ing,  Champion  and  Buckeye  were  selling  around  Eedfield. 
There  were  a  few  Pianos  sold,  there  were  a  very  few 

360  Milwaukee  sold.  There  is  no  Buckeye  there  now.  Once 
in  a  great  while  I  sell  a  Peering;  no  Pianos;  once  in  a 
while  a  McCormick;  not  very  often. 

I  could  not  say  that  the  price  of  binders  continually 
decreased  in  the  20-year  period  before  the  International 
was  formed.  30  years  ago  I  paid  a  pretty  high  price  for 
binders  because  it  was  a  new  thing.  The  price  gradu- 
ally dropped  from  over  $300  down  until  1902.  In  the 
start  they  were  a  new  thing,  you  know.  There  was  a  few 
years  towards  the  last  that  they  did  not  drop  much.  For 
five  years  before  thev  did  not  make  much  change.  For  a 
period  before  1902  they  were  about  the  same,  that  is  my 
recollection  of  it. 

I  buv  twine  from  the  International.  I  do  not  know  how 
much  twine  the  other  fellow  sells,  whether  they  buy  that 
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or  not  from  the  International.    I  think  about  75  per  cent. 
is  sold  by  the  International.    In  the  part  of  the  country 

361  in  which  I  sell  binders  1  think  the  percentage  of  Interna- 
tional binders  would  be  about  95  and  mowers  would  be 
about  SO  per  cent,  and  rakes  about  50:  manure  spreaders, 
I  should  judge  it  to  be  50  per  cent,  any  way,  wagons  about 
50,  engines  would  be  75  per  cent. 

Re-direct  Examination. 

This  other  dealer  at  liedfield  that  handles  the  Interna- 
tional harvesting  machinery  sells  not  only  mowers  of  com- 
]3eting  comijanies,  but  sells  other  agricultural  implements 
that  are  mac]e  bv  competitors  of  the  International. 
XI. 

409  E.  P.  AEMKNECHT: 

I  am  in  the  implement  business  at  Donnellson,  loAva. 
Annual  vohnne  of  business  is  from  $25,000  to  $30,000,  of 
which  about  $2,000,  or  less  than  one-twelfth  is  with  the 
T.  H.  Co. 

I  Jiandle  Milwaukee  binders ;  McCormick  sulky  hay  rakes 
and  McCormick  and  Dain  mowers.  I  have  handled  the 
Dain  three  or  four  years. 

410  I  handle  a  general  line  of  farm  implements  including 
those  other  than  harvesting  machinery  made  by  other 
companies  and  sold  in  competition  with  like  implements 
of  the  I.  H.  Co. 

We  sell  the  Case  and  Janesville  Plow  goods;  Stude- 
baker  wagons ;  Sharpies  cream  separators ;  Case  and  Lean 
drag  harrows ;  Case  disc  harrows  and  John  Deere  drills. 

The  I.  H.  Co.,  have  never  said  that  I  could  not  handle 
their  harvesting  machinery  unless  I  quit  handling  the 
Dain  mower,  or  unless  I  bought  more  goods  of  the  I.  H. 
Co. 

If  the  I.  H.  Co.,  should  attempt  to  impose  such  a  condi- 
tion I  would  quit  them. 

I  am  Secretary  of  the  Implement  Dealers'  Association 
of  Iowa. 

The  AA^alter  A.  "Wood,  the  Emerson  and  the  Dain  har- 
vesting machinery"  are  sold  at  Donnellson,  and  the  Emer- 

411  son  and  Dain  mower.    The  Johnston  is  sold  at  West  Point 
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10  miles  away,  and  I  sold  it  two  years  ago.    Sold  the  corn 
binder  only,  had  no  contract  last  year. 

Cross-Examination. 

I  was  president  of  the  Iowa  Implement  &  Vehicle 
Dealers  Association  two  3'ears,  early  in  the  nineteen  hun- 
dreds. It  is  the  Association  of  which  I  am  now  secre- 
tary. 

The  Dain  mower  has  been  built  only  five  years,  I  was 
not  handling  it  at  that  time.  Handled  the  Standard 
mower  then. 

1  was  one  of  a  committee  of  implement  dealers  that 
came  to  Chicago  in  1904  and  I  represented  the  dealers 
at  a  meeting  had  with  an  official  of  the  I.  H.  Co.,  of  A. 
respecting  the  terms  of  the  commission  agency  contracts 
U12  with  that  company.  The  elimination  of  the  exclusive 
clause  was  one  of  the  requests  made  by  the  committee  at 
that  time.  There  had  been  a  good  deal  of  opposition  on 
the  part  of  the  dealers  and  the  di?alers'  associations  to 
the  fact  that  that  clause  was  contained  in  the  contracts 
in  those  years.  That,  among  others,  was  one  of  the  pur- 
■poses  for  which  the  conference  was  held  at  Chicago. 

In  those  years  the  I.  H.  Co.,  never  asked  me  to  quit 
handling  the  Standard  mower,  and  I  came  to  Chicago  to 
see  them  about  the  exclusive  clause  relating  to  harvest- 
ing machinery  about  1904.  Had  a  conference  with  Mr. 
Mayer,  Mr.  Haskins  and  Mr.  Legge.  The  language  in 
which  our  request  was  conveyed  was  such  goods  as  were 
manufactured  by  competitive  concerns  at  that  time.  We 
wanted  the  privilege  of  going  into  the  open  market  and 
buying  them  wherever  we  pleased. 

There  is  one  other  dealer  in  Donnellson.  He  handles 
the  Deering,  Wood  and  Emerson  harvesting  lines.  The 
I.  H.  Co.,  binders  and  mowers  have  been  the  leading  type 
sold  in  my  territory.  I  would  say  nearly  all  the  binders 
413  sold  there  are  International,  and  as  to  mowers  I  can  only 
speak  for  ourselves.  I  sold  9  McCormicks  last  year  and  3 
Dains.  Our  competitor  sold  about  the  same  number  of 
machines  in  all.  About  equally  divided  between  the 
Walter  A.  Wood  and  the  Deering.  Slightly  over  a  half  of 
the  mowers  would  be  International. 

The  Johnston  company  has  an  agency  at  West  Point. 
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There  was  no  corn  binder  business  in  my  territory  last 
year.    Not  more  than  half  of  the  twine  is  International. 

Re-direct  Examination. 

I  did  not  come  to  see  the  I.  H.  Co.,  there  was  a  meeting 
of  the  National  Federation  in  Cliicago,  which  covered  a 
large  territory  in  the  Mississippi  Valley,  and  we  thought 
it  was  convenient  here,  and  we  felt  there  were  concessions 
wo  would  like,  and  we  met  to  talk  matters  over,  not  at 
their  request,  but  on  our  own  motion.  We  found  them 
cordial  and  they  explained  that  they  would  meet  us  so  far 

414  as  they  could.  This  exclusive  clause  was  in  the  printed 
form  of  the  contract  and  was  in  every  machine  contract 
I  had  seen  up  to  that  time,  and  I  had  been  in  the  busi- 
ness 15  or  20  years.  It  was  the  universal  custom  among 
implement  dealers  to  have  the  exclusive  clause  in  the 
contract,  it  was  not  respected  to  any  great  degree,  that 
is  the  reason  we  asked  for  it  to  be  eliminated.  It  was 
not  enforced.  We  thought  it  had  no  place  there,  we  did 
not  want  anything  that  could  be  used  against  us  in  case 
the  other  party  desired  to.  As  that  time  we  were  hand- 
ling competitive  goods,  and  in  violation  of  the  strict  let- 
ter of  that  contract.  Shortly  afterwards  this  clause  was 
taken  out. 

Re-cross  Examination. 

The  Docring,  McCormick,  Osborne,  Milwaukee,  Cham.- 
pion.  Piano,  Wood,  Standard  and  Crown  mowers ;  Esterly 
and  Johnston  binders  and  m^owers  were  sold  in  my  terri- 
tory liefore  the  I.  H.  Co.  was  organized.  I  think  the 
Esterly  quit  business  about  1901  or  1902. 

The  Wood  has  been    sold    near    us    continuously  for 

415  many  years.  I  would  not  say  that  there  was  any  differ- 
ence between  the  exclusive  clause  of  separate  companies 
and  the  contracts  of  a  merger  of  the  6  leading  ones,  which 
difference  caused  the  objections  of  the  dealers  to  that  ex- 
clusive clause.  I  had  the  exclusive  clause  cancelled  in  my 
contract.  For  years  before  that  I  would  not  sign  one  that 
had  it  in,  with  the  independent  companies. 

The  I.  H.  Co.  hold  none  of  mv  notes. 
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1  W.  C.  BERGMAN: 

Am  in  the  retail  implement  business  at  Newton,  Iowa. 
Its  annual  volume  in  farm  impleraents,  vehicles  and  twine 
is  about  $53,000,  of  which  about  25  per  cent,  is  with  the 
I.  H.  Co. 

2  We  handle  the  Deering  and  the  McCormick  binders, 
The  Emerson  and  the  Deering  mowers,  and  the  Emerson 
and  the  McCormick  sulky  hay  rakes.  I  am  in  the  retail 
implement  business  also  at  Metz,  Iowa.  The  figures  I 
have  given  cover  both  points.  I  handle  a  general  line  of 
farm  implements  including  those  made  by  other  compa- 
nies and  sold  in  competition  with  like  implements  of  the 
I.  H.  Co.  I  handle  the  Fairbanks,  Morse  &  Company,  the 
Schuttler,  the  Moline,  the  Bergman,  the  John  Deere,  the 
DeLaval  and  the  Deere-Mansur  goods  and  buy  of  various 
manufacturers.  Have  handled  the  Emerson  rake  and 
mower  15  years  continuously  and  the  International  lines 
of    harvesting    machinery     continuously   for    32   years. 

3  Handled  the  McCormick  and  the  Deering  prior  to  the  I. 
H.  Co. 

The  I.  H.  Co.  has  never  said  I  could  not  handle  their 
harvesting  machinery  unless  I  quit  handling  the  Emerson 
rake  or  mower,  or  increased  my  purchases  from  the  I. 
H.  'Co.  in  its  other  lines  of  goods  or  unless  I  did  less  busi- 
ness with  its  competitors.  If  the  I.  H.  Co.  should  make 
that  a  condition  to  my  handling  their  harvesting  machin- 
ery we  would  discontinue  purchasing  from  them. 

Cross-Examinntion. 

The  I.  H.  Co.  holds  none  of    my    notes,  and  I  think 

6  none  of  the  Newton  Implement  Company.     If  they  hold 

any  they  are  not  due.  I  think  they  may  hold  one,  which 
was  given  last  December  for  about  $1,400  or  $1,500,  which 
is  subject  to  a  discount  if  paid  on  time.  I  am  the  only 
dealer  in  the  harvesting  line  at  present  at  Newton.  It  is 
a  good  binder  and  corn  binder  country. 

7  I  judge  50  to  60  per  cent,  of  the  binders  sold  in  the  ter- 
ritory where  I  do  business  in  competition  with  other 
dealers  are  of  International  make,  although  there  is  noth- 
ing but  the  International  sold  in  the  town.     The  Johns- 
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toil  and  the  Acme,  and  various  manufacturers,  tJae  Inde- 
pendent, are  getting  quite  a  trade  in  there. 

As  to  whether  I  talked  about  percentages  with  any  of 
the  officers  of  th.e  I.  H.  Co.  before  I  went  on  the  stand, 
would  say,  I  talked  with  Judge  McHugh  a  few  minutes 
this  morning.  The  per  cent,  of  International  binders  sold 
in  my  town  is  50  or  60.  It  might  exceed  that  by  a  small 
percentage.  I  sold  20  Standard  mowers  last  year,  14  In- 
ternational. The  Standard  has  been  sold  there  15  or  16 
years.  AVe  took  it  on  some  years  after  we  sold  the  Inter- 
national, which  we  took  on  3'2  years  ago.    Was  handling 

8  the  Standard  mower  at  that  time.  The  Standard  mower 
was  well  established  in  our  territory  before  the  I.  H.  Co. 
was  organized.  I  buy  grain  binders,  corn  binders,  gaso- 
line engines,  disc  harrows,  hay  rakes  and  cream  sepa- 
rators from  the  I.  H.  Co.  I  buy  no  spreaders  or  wagons. 
Xewton  is  320  miles  from  (Chicago.  ]Mr.  Town,  the  Des 
Moines  general  agent,  asked  me  to  come  here  to  testify 
and  said  my  expenses  would  be  paid. 

400  HENRY  BIERKAMP : 

I  am  in  the  implement  and  automobile  business  at  Du- 
rant,  Iowa,  of  which  the  total  annual  volume  of  business 
is  from  $95,000  to  $100,000,  of  which  $40,000  is  in  farm 
implements  and  twine.  My  average  business  with  I.  H. 
Co.,  is  about  $8,000  a  year. 

I  handle  McCormiek  and  Acme  binders,  mowers  and 
sulky  hay  rakes ;  the  Emerson  and  Deere  sulky  hay  rakes 

401  and  Emerson  mowers.  I  am  handling  the  Acme  my  sec- 
ond year.  1  have  handled  the  Standard  mower  about  15 
years  consecutively  and  the  ]\IcCormick  line  about  8  years. 
Before  the  McCormiek  I  handled  the  Osborne  and  Milwau- 
kee. 

I  handle  a  general  line  of  implements  other  than  har- 
vesting machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  I.  H.  Co. 

I  handle  the  P.  &  0.,  Moline,  John  Deere,  and  the 
Emerson-Brantinghani  lines;  the  Newton,  Davenport, 
Roller  Bearing  and  Calmer  wagons;  the  Great  Western 
and  Success  m.anure  spreaders;  the  U.  S.  and  DeLaval 
cream  separators;  and  the  Dain  and  Emerson-Branting- 
ham  side-delivery  rakes. 
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The  I.  H.  Co.,  has  never  intimated  that  I  could  not 
handle  their  harvesting  machinery  unless  I  quit  handling 

402  the  Acme,  or  increased  my  purchases  of  the  I.  H.  Co.  If 
they  should  make  such  a  condition  to  my  handhng  their 
harvesting  machinery  I  would  not  contract  with  them. 
My  competitor  has  taken  the  Adriance -Piatt  harvesting 
machinery  agency  in  my  town  this  year.  The  Independent 
harvesting  hne  is  sold  about  2-1/2  miles  east  of  us.  Con- 
siderable stock  in  the  company  has  been  sold  and  they  are 
following  that  up  with  sales  of  implements  as  fast  as  they 
can.  The  Acme  was  handled  at  Stockton,  two  miles  east 
of  my  place,  last  year,  I  am  not  sure  as  to  this   year. 

403  Cross-Examination. 

There  are  two  dealers  handling  full  implement  lines 
in  my  town.  The  other  dealer  carries  the  Deering  and 
Adriance-Piatt.  I  sold  11  Acme  binders  last  year  and  13 
or  14  McCormicks.  Sold  3  Acme  mowers  and  5  McCor- 
micks  last  year.  This  is  not  the  first  year  the  Acme  lines 
have  been  handled  around  there,  they  were  handled  in  a 
nearby  town.  It  is  a  matter  of  a  man  getting  out  and 
hustling. 

Re-direct  Examination. 

I  took  the  Acme  and  hustled  and  sold  a  lot  of  them,  and 
any  man  who  takes  it  and  hustles  can  do  the  same. 
V. 

345  GEORGE  C.  BUCKLEY: 

346  I  am  in  the  agricultural  implement,  furniture  and  un- 
dertaking business  at  Menlo,  Iowa.  The  aggregate  of  all 
my  business  is  about  $70,000,  a  little  more  than  one-half, 
probably  $40,000  in  the  implement  line  per  year.  I 
handle  McGormick  binders,  mow^ers  and  rakes.  I  do  not 
handle  other  lines  at  the  present  time,  but  I  have. 

I  sell  goods  made  in  competition  with  the  I.  H.  Co.  and 
they  are  spreaders,  cream  separators,  gasoline  engines, 
and  disc  harrows,  cultivators  and  wagons.  In  the  engines 
I  handle  the  "R.  &  V.  made  at  MoJine ;  of  spreaders,  I  have 
handled  Success  and  the  Mandt  and  the  Twentieth  Cen- 
turv.    The  Twentieth   Century  is  made    by    the    Inter- 
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national,  the  Mandt  by  the  Moline  Plow  Company  and  the 
Success  by  the  John  Deere  Plow  Company,  the  Moline 
wagon  made  by  the  John  Deere. 

347  The  im_plement  line  I  buy  from  the  International  would 
probably  be  a  little  better 'than  $6,000  of  the  $40,000;  be- 
tween $6,000  and  $7,000.  I  never  figured  those  out.  I  buy 
most  of  my  twine  from  the  International.  Last  year  we 
had  about  20,000  pounds ;  the  year  before  we  had  only 
about  10,000  pounds;  7,000  was  McCormick,  3,000  was 
Plymouth;  it  depends  on  the  crop  condition. 

The  I.  H.  Co.  never  intimated  to  me  that  I  could  not 
handle  their  harvesting  machinery  unless  I  abandoned 
the  sales  of  all  competing  goods  and  they  never  tried  to 
coerce  me  as  a  dealer.  If  they  ever  did  try  to  coerce  me 
I  would  not  buy.  I  would  "get  my  Dutch  up."  They 
never  have  attempted  to  fix  the  retail  price  at  which  I 
shall  sell  goods  to  the  farmers. 

348  Each  year  they  add  a  little  improvement — make  some 
changes.  There  is  very  little  change  in  the  binder  price. 
In  other  agricultural  implements  we  have  had  some  ad- 
vances. 

Ci'oss-Exanilnatioii. 

Only  one  dealer  at  Menlo,  myself.  Menlo  is  about  550. 
Beside  the  McCormick  binders,  mowers  and  rakes  we 
have  handled  some  others.  That  is  all  we  have  in  stock 
at  the  present  time.  I  did  not  sell  anything  except  Mc- 
Cormick harvesting  implements  last  season,  but  I  did  the 
year  before.  I  sold  one  Johnston  corn  binder,  four  Dain 
mowers,  and  two  Thomas  mowers.  Last  year  I  sold  two 
Dain  mowers  that  we  carried  over. 

349  Practically  100  per  cent,  of  the  business  in  binders  at 
Menlo  is  with  the  International.  No  rakes  sold  except 
the  International.  I  sell  what  I  bave  got  in  stock  always 
Avhen  I  can.  I  buy  v(>r>'  little  from  the  International 
except  binders,  mowers,  rakes  and  twine.  I  buy  some  disc 
harrows  from  them,  some  spreaders  and  cream  separators. 
Their  spreaders  I  suppose  I  have  sold  for  about  as  long 
as  they  have  been  making  them,  a  few  of  them,  not  many. 
We  do  not  make  our  leader  of  that. 

T  don't  think  there  has  been  as  much  improvement  in 
cream  separators  in  ten  years  as  there  have  been  made 
in  the  binders.     Our  big  seller  is  the  De  Laval,  and  they 
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have  made  some  changes,  some  improvements  on  the  ma- 
chines, but  they  have  the  same  disc,  practically  the  same 
as  they  had  ten  years  ago. 

I  sell  about  10  or  12  miles  north  and  about  14  miles 
south  and  probably  5  miles  east.  It  is  hard  to  tell  that 
exactly.  Casey  is  six  and  a  half  miles  on  the  west  and  of 
course  we  get  in  pretty  close  to  them  sometimes  and 
sometimes  they  get  pretty  close  to  us,  but  in  the  territory 
350  I  have  described  I  do  practically  all  the  business  in  the. 
implement  line.  We  always  pay  for  our  goods  and  take 
the  discount  at  the  first  of  October.  Those  are  the  terms 
on  which  they  are  billed. 

Re-direct  Examination. 

We  are  about  ten  miles  and  a  half  from  Dexter.  The 
Independent  Harvester  Company  agency  is  there  and  we 
meet  that  in  competition  in  selling. 

Re-cross  Examination. 

They  have  sold  three  Independent  machines,  I  think. 
They  carry  most  of  them  in  stock.  I  mean  by  that,  "they 
carrj^  most  of  them  in  stock"  they  buy, — I  think  Mr. 
Leeper  told  me, —  that  he  bought  six  and  tried  to  sell 
them  to  parties  who  had  stock  in  the  Independent  Har- 
vester Company,  and  they  refused  to  take  them  unless 
they  could  turn  in  their  stock  and  he  had  been  unable  to 
sell  them.  He  said  they  had  been  a  little  too  heavy  and  a 
little  too  clumsy.  That  is  the  way  Mr.  Leeper  put  to  it 
me.  He  is  a  particular  friend  of  mine.  It  does  not  seem 
to  be  very  much  competition. 

KANSAS. 
VII 

531  A.  E.  ACHTEEBEEG: 

I  have  been  in  the  implement  business  at  Lincoln,  Kans., 
for  five  years.  Carry  a  general  line  of  farm  implements. 
My  aggregate  annual  sales  are  from  $20,000  to  $30,000, 
of  which  I  buy  about  one-third  from  the  I.  H.   Co.     I 

532  handle  the  Deering  and  Acme  binders,  mowers  and  head- 
ers.   The  header  is  used  mostly  in  our  territory.    I  sold 


418 
VII 

Testimony  of  Implement  Dealers  {cont'd.). 

eight  Deering  headers,  eight  Acme  headers  and  thirteen 
Deering  binders  last  year.  I  handle  the  Weber,  Mitchell 
and  Bain  wagons.  International  manure  spreaders,  De- 
Laval  cream  separators.  Canton  and  Case  cultivators  and 
listers,  Waterloo  Boy  and  International  gasoline  engines, 
Deering  and  Acme  rakes.  Canton  drag  harrows.  Canton 
and  Osborne  disc  harrows.  I  handle  the  Keystone  and 
Kentucky  grain  drills.  Kentucky  made  by  the  P.  &  0. 
Plow  Company.  I  handle  the  Avery,  Eumely  and  Hart- 
Parr  traction  engines.  Sandwich  and  Keystone  corn 
shellers,  Waterloo  Boy  and  International  feed  grinder. 

I  fix  the  retail  price  on  all  implements  handled  by 
me.  The  I.  H.  Co.  or  anyone  representing  it  has  never 
said  or  indicated  to  me  that  I  could  not  continue  to  handle 
the  line  of  Acme  harvesting  machinery  in  conjunction 
with  the  I.  H.  Co.  harvesting  machinery,  and  they  have 

&33  never  told  me  that  if  I  did  not  handle  their  full  line  of 
implements  and  ceased  handling  competing  implements  I 
could  not  handle  their  binder,  mower  and  header.  Should 
they  attempt  that  I  would  tell  them  to  take  their  goods 
out  of  my  place  of  business.  Would  not  stand  for  it.  I 
have  as  good  repair  and  expert  service  for  the  Interna- 
tional binder  and  mower  as  I  can  ask  for. 

Cross-Examination. 

Sold  no  Acme  binders  last  year  and  thirteen  Deering. 
In  rakes,  I  sold  two  Acme  and  five  Deering.  There 
are  two  dealers  in  Lincoln.  The  other  handles  the  Mc- 
Cormick.  Do  not  think  he  handles  International  wagons. 
I  judge  about  95  per  cent,  of  the  binders  sold  in  the  ter- 
ritory around  and  in  Lincoln  where  I  sell  binders  in  com- 
petition with  other  dealers  have,  in  the  last  five  years, 
534  been  of  International  make,  about  70  per  cent,  of  the  head- 
ers, 80  to  85  per  cent,  of  the  mowers,  90  per  cent,  of  the 
sulky  rakes,  70  per  cent,  of  the  twine,  practically  all  of 
the  corn  binders,  and  about  70  per  cent,  of  the  spreaders. 

Re-direct  Exam-ination. 

In  my  business  I  have  both  Acme  and  Deering  and  give 
the  farmer  his  choice. 

Q.  So  that  the  percentages  you  estimate  as  to  the 
amount  of  sales  of  each  make  of  harvesting  machinery  are 
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simply  the  result  of  tlie  farmer  doing  as  he  pleases,  as 
534  to  what  he  will  buy?     (Objected  to  as  leading  and  calling 

for  a  conclusion.)     A.    Yes,  sir. 

125  W.  C.  ALLISON: 

I  am  in  the  hardware  and  implement  business  at  Mus- 
cotah,  Kans.  The  annual  volume  of  our  business  is  about 
$45,000  a  year,  of  which  about  $22,000  to  $23,000  a  year 
is  in  farm  implements,  including  vehicles.  I  think  about 
$7,000  or  $8,000  a  year  of  that  represents  business  we  do 
with  the  I.  H.  Co. ;  that  is  about  one-third  of  our  farm  im- 
plement business.  Our  annual  business  in  binders,  mow- 
ers and  sulky  rakes,  is  about  $3,000.  We  handle  Leering 
binders,  sulky  rakes,  mowers  and  no  others,  and  a  gen- 
eral line  of  farm  iniplements  made  and  sold  in  competi- 
tion with  the  goods  of  the  I.  H.  Co.  We  handle  Mitchell . 
wagons,  International  and  Moline  manure  spreaders,  De- 

126  Laval  cream  separators,  Moline,  Case  and  New  Century 
cultivators,  International  and  Olds  gasoline  engines,  Mo- 

'  line  and  Eoderick  Lean  drag  harrows.  Case  and  Moline 
planters.  Monitor  and  Moline  drills  and  International 
and  Sandwich  corn  shellers. 

The  International  has  never  intimated  to  me  that  I 
could  not  handle  their  harvesting  machinery  unless  I  re- 
fused to  handle  all  or  any  of  these  competing  machines  or 
unless  I  curtailed  purchases  from  competitors  and  in- 
creased my  purchases  from  them.  They  have  never  at- 
tempted to  coerce  my  action  as  a  dealer  in  purchasing 
from  them  or  anybody  else.  They  could  not  do  that  if 
they  tried.  I  would  not  handle  them,  that  would  be  all. 
The  I.  H.  Co.  never  fixed  or  attempted  to  fix  the  price  at 
which  I  should  sell  at  retail  to  the  farmers  the  goods  that 
I  buy  from  them. 

Cross-Examination. 

■     I  buy  from  the  International  binders,  rakes,  shellers 

127  disc  harrows,  spreaders  and  twine.  The  International 
holds  some  of  my  notes.  I  testified  for  the  International 
in  the  Kansas  suit.  They  paid  my  expenses  in  that  case. 
Since  then  I  think  my  business  with  them  has  grown  some ; 
it  is  about  the  same.     We  were  not  handling  many  en- 
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gines  at  that  time.  I  do  not  remember  whether  we  bought 
any  engines  from  them.  I  do  not  think  we  were  buying 
engines  from  them.  We  were  handling  their  manure 
spreaders  at  that  time.  They  have  just  one  of  my  notes. 
I  am  the  only  dealer  at  Muscotah. 

I  handle  only  the  International  harvesting  line.  That 
has  been  true  from  the  time  I  have  been  doing  business 
since  the  International  was  formed.  As  to  Avhether  I 
have  not  been  willing  to  handle  any  harvesting  lines  ex- 
cept International,  will  say  that  is  all  the  kind  we  have 
ever  had  a  demand  for.  I  was  ne-^-er  asked  by  the  Acme 
people  to  handle  their  lines.  I  think  most  all  of  the  bind- 
ers sold  around  Muscotah  in  the  last  ten  years  have  been 

128  of  International  make,  about  95  per  cent.;  the  same  per 
cent,  of  mowers  and  rakes.  All  of  the  twine  has  been 
International  until  last  year.  I  sold  some  Prison  twine 
last  year.    All  the  corn  binders  are  International. 

Re-direct  Examination. 

My  note,  which  the  International  holds,  was  given  in  the 
ordinary  course  of  business  and  is  not  yet  due.  It  is 
no  unusual  obligation;  it  is  not  a  renewal  of  an  old  obli- 
gation; was  incurred  in  the  ordinary  way.  The  Acme 
is  represented  in  the  town  on  each  side  of  me  and  is  on 
the  market  in  my  territor}-.  The  men  are  solicited  to  buy. 
It  is  just  a  question  of  which  implements  the  farmers 
prefer. 

Re-cross  Examination. 

129  We  pay  8  per  cent,  interest  on  this  note.  The  McCor- 
mick  was  not  sold  at  ^Muscotah  before  the  International 
was  formed.  The  Deering  was  sold  there  and  around 
there.  The  Piano  was  not.  I  guess  there  were  a  few 
Osborne;  we  never  handled  the  Osborne.  There  were  a 
few  Champion  sold ;  no  Milwaukee.  8  per  cent,  is  the 
ordinary  rate  on  a  promissory  note.  This  is  what  I  get 
on  all  notps  in  the  business;  nothing  unusual  about  it  at 
all. 

Bv  Mr.  Grosvenor: 

It  is  the  highest  rate  allowed  in  Kansas  under  the  law. 
By  ^Ir.  McHugh : 

That  is  what  all  the  lines  charge  on  notes. 
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327  EOY  E.  ANDEESON: 

I  ha\e  been  engaged  in  the  general  implement  business 
at  G-arnett,  Kan.,  for  twenty  years.  Have  been  in  the 
business  personally  about  fifteen  years.  My  average  an- 
nual business  in  agricultural  implements  is  about  $25,000, 
of  which  something  like  $3,000  is  in  goods  of  the  Interna- 
tional Harvester  Company. 

My  average  business  in  binders,  mowers,  sulky  rakes 
and  twine  is  something  like  $2,000  to  $2,200.  Have  not 
sold  many  binders  recently.  It  is  not  much  of  a  grain 
country.  I  sell  MoCormick  grain  binders,  McCormick 
and  the  Johnson  corn  binders,  mowers  and  sulky  rakes; 
Parlin  &  Orendorff  and  Big  Four  sweep  rakes,  the  latter 
made  by  the  Anderson  Hay  Tool  Company  in  Wisconsin. 

328  I  sell  Beggs  and  Weber  wagons.  Empire  cream  separ- 
ators, P.  &  0.  plows,  cultivators,  listers,  harrows  and 
disc  harrows  and  planters;  Associated  Manufacturers 
Company  gasoline  engines;  Superior  drills  and  Freeman 
&  Sons  ensilage  cutters. 

The  International  Harvester  Company  has  never  told 
me  that  in  order  to  continue  handling  their  binders,  mow- 
ers and  rakes  I  would  have  to  discontinue  handling  the 
Johnston  line,  nor  have  they  ever  told  me  that  to  handle 
their  harvesting  line  I  would  have  to  buy  other  imple- 
ments from  them  aside  from  that.  They  have  not  at- 
tempted to  coerce  my  action  as  a  dealer  as  to  whom  I 
should  buy  from  or  sell  to.  Should  they  attempt  to  do 
that  I  would  quit  them.  I  fix  the  retail  price  at  which  I 
sell  goods. 

329  Have  handled  the  McCormick  about  ten  years,  the 
Johnston  five  years.  During  the  ten  years  I  have  handled 
the  McCormick  grain  binder  it  has  been  improved  a  good 
deal. 

Cr  OSS-Examination. 

There  are  two  dealers  in  the  town  of  Garnett.  The 
other  handles  the  Deeringin  the  harvester.  At  present 
the  only  grain  binder  sold  at  G-arnett  is  the  International. 
90  or  95  per  cent,  of  the  grain  binders  sold  around  Gar- 
nett, where  I  do  business,  in  the  last  ten  years  have  been 
International.    I  sold  six  or  seven  Johnston  grain  binders 
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last  year  and  twelve  McCormiek.  The  other  dealer 
handles  the  Deering.  Last  year  there  were  about  25  In- 
ternational grain  binders  sold  out  of  the  town;  I  sold  7 
Johnston,  that  would  be  about  85  per  cent.  International. 

330  In  mowers  50  per  cent,  and  in  sulky  rakes  about  60  per 
cent,  have  been  International  and  50  per  cent,  of  the 
twine. 

Re-direct  Examination. 

The  Acme  is  handled  12  miles  northeast  of  us.     I  took 
up  the  Johnston  line  five  years  ago.    I  introduced  it  there 
and  fotmd  the  field  open  for  its  introduction. 
VI 

548  W.  A.  AUSTIN: 

I  live  at  Sylvia,  Kans.,  and  am  in  the  hardware  and 
implement  business.  The  aggregate  volume  of  my  busi- 
ness of  a  year  is  from  $40,000  to  $50,000.  About  one- 
third  of  that  represents  my  business  in  farm  implements. 
Of  the  business  that  I  do  in  farm  implements,  $5,000  or 
$6,000  I  do  with  the  International.  I  sell  the  McCormiek 
line  of  binders,  headers,  and  mowers  and  the  McCormiek 

549  and  John  Deere  rake.  Of  twine  I  sell  about  half  Interna- 
tional and  half  Phniiouth.  I  handle  a  general  line  of  im- 
plements made  by  John  Deere,  the  Kingman,  Parlin  & 
Orendorff.  That  includes  cultivators,  harrows,  drills, 
listers,  wagons,  stackers,  engines  and  cream  separators. 
We  handle  the  Weber  and  John  Deere  wagons,  Dain  and 
International  stackers,  International,  Stover  and  John 
Deere  engines  and  DeLaval  cream  separators. 

The  International  has  never  intimated  to  me  that  I 
could  not  handle  their  harvesting  machinery  unless  I 
quit  handling  the  Dain  rakes,  or  unless  I  refused  to  handle 
these  competing  implements;  nor  have    they    ever    at- 

550  tempted  to  fijf  the  price  at  which  I  should  sell  their  goods 
to  the  farmers. 

There  is  very  little  difference  in  the  price  of  the  binder 
today  as  compared  with  ten  years  ago.  The  binder  has 
improved  a  great  deal  in  that  time.  I  do  not  think  I  know 
of  any  staple  farm  implement  that  has  been  selling  for 
ten  years  that  has  advanced  in  price  as  little  and  im- 
proved in  quality  as  much  as  the  binder. 
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Cross-Examination. 

_  I  testified  in  the  Kansas  suit  on  behalf  of  the  Interna- 
tional. I  have  been  doing  business  as  an  implement 
dealer  for  twenty-fonr  years.  There  are  only  two  dif- 
ferent farmers  handling  implements  in  Sylvia.  We  are 
one  and  the  Farmers'  Supply  Company  is  another.  There 
is  another  firm  that  handles  the  Acme  goods,  but  they  do 
not  handle  a  fiill  line  of  implements.  The  Farmers' 
Supply  Company  have  a  regular  line  and  sell  the  Inde- 

551  pendent  and  the  Standard  mowers.  The  Independent 
Company  has  not  done  much  business  eseept  selling 
stock.  The  only  machines  that  have  been  sold  around 
there  ra-e  the  Acme,  McCormick  and  Deering.  In  1902 
there  were  a  few  Champion  and  Piano  mowers  and  head- 
ers sold  around  my  territory.  We  sold  a  Johnston  mower 
and  lieader  in  1902,  the  Minneapolis  and  the  Acme.  There 
are  no  Piano,  Minneapolis,  Champion  or  Johnston  sold 

552  there  today.  I  should  say  75  per  cent,  of  the  binders,  75 
per  cent,  of  the  mowers,  75  per  cent,  of  the  rakes,  100  per 
cent,  of  the  corn  binders  and  80  per  cent,  of  the  headers 
sold  around  Sylvia  in  the  last  three  or  four  years  have 
been  International.  Twenty  per  cent,  of  the  headers  have 
been  Acme.  At  one  time  when  they  did  a  canvassing  busi- 
ness with  us  we  and  the  canvasser  would  fix  the  price  to- 
gether so  we  would  not  vary  in  prices.    We  are  buying 

553  from  the  International  today  binders,  headers,  corn  bin- 
ders, mowers,  'rakesj;  manure  spreaders,  wagons,  en- 
gines, stackers  and  about  half  their  twine.  We  sell  other 
engines,  though,  and  about  as  much  Plymouth  twine  as 
we  do  of  International. 

We  do  business  under  the  commission  agency  contract 
on  the  harvesting  goods  only.  Our  purchases  from  the 
International  have  materially  increased  in  the  last  few 
years.  I  am  the  only  man  who  sells  International  twine 
there. 
VII 

375  J.  G.  BACHELOR: 

I  am  in  the  implement  business  at  Cuba,  Kans.  Have 
been  there  only  a  few  months.  Was  in  business  at  Belle- 
ville, Kansas,  prior  to  that.    Sold  my  business  in  Belle- 
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ville.     The  annual  volume  of  my  business  in  Belleville 

376  in  farm  implements,  veliicles  and  twine  was  about  $30,- 
000.  ]\Iy  entire  volume  of  business  about  $40,000.  Other 
lines  were  harness  and  hardware.  I  went  out  May  1. 
Seven  or  eight  thousand  or  a  little  less  than  a  quarter 
of  my  farm  implement  business  was  done  with  the  I.  H. 
Co.  I  handled  the  Deering  binders,  hay  rakes  and  sulky 
rakes,  Deering  and  a  few  Dain  mowers.  Sold  a  few  Dain. 
Carried  it  in  stock  regularly  a  few  years.  Not  the  last 
year  up  there.  I  handled  a  general  line  'of  farm  imple- 
ments made  and  sold  by  other  companies  in  competition 
with  like  implements  of  the  I.  H.  Co.    Handled  the  Moline, 

377  Mandt,  and  Bettendorf  wagons,  John  Deere  and  Clover 
Leaf  (International)  manure  spreaders,  Sharpless  and 
Dairy  Maid  (International)  cream  separators,  John  Deere 
and  Moline  cultivators.  Stover  and  International  gasoline 
engines,  Moline  and  John  Deere  disc  and  drag  harrows, 
Superior,  Van  Brunt  and  a  few  Buckeye  drills.  Sold  no 
tractors.  Handled  the  Sandwich  corn  sheller  and  the 
Moline  stalk  cutters.  The  I.  H.  Co.  has  never  intimated 
to  me  that  I  could  not  handle  their  harvesting  machinery 
unless  I  increased  my  purchases  of  their  other  line  of 
goods  or  unless  I  decreased  my  purchases  from  their 
competitors;  nor  has  tlie  company  ever  attempted  to  co- 
erce my  action  as  a  dealer  in  purchasing  from  them  or 
from  anybody  else.  They  could  not  do  it  if  they  tried, 
the  company  does  not  fix  or  attempt  to  fix  the  price  at 
which  I  shall  sell  at  retail  to  the  farmers  the  goods  I 
buy  of  the  International.    We  price  our  own  goods. 

C  ross-Examination. 

There  are  three  part  of  the  time  and  four  part  of  the 
time,  dealers  at  Belleville.  There  were  three  in  1912. 
The  three  dealers  handled  the  International,  Acme  and 

378  I  think  the  John  Deere.  Do  not  believe  there  was  a  sam- 
ple machine  there.  Do  not  think  any  were  sold.  Three 
dealers  were  handling  International  lines.  We  handled 
the  Deering  at  Belleville.  One  of  the  agents  handled  the 
^IcCormick  and  the  other  handled  the  Champion,  Mil- 
waukee and  some  Acmes.  The  agent  who  handled  the 
Acme  had  the  Champion  and  Milwaukee.  I  would  im- 
agine 85  or  90  per  cent,  of  the  binders  sold  in  the  territory 
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around  Belleville  where  I  have  done  husiness  eight  or 
nine  years  were  of  International  make ;  75  per  cent,  of  the 
mowers,  60  to  75  per  cent,  of  the  sulky  rakes  and  50  per 
cent,  of  the  twine.  There  are  a  few  corn  binders  sold 
in  off  years — all,  I  think,  International.     There  are  two 

379  dealers  at  Cuba.  I  am  going  to  handle  the  McCormick 
there.  I  do  not  think  the  other  dealer  has  a  contract. 
Do  not  think  he  handles  harvesting  lines. 

Re-direct  Examination. 

At  Belleville  one  dealer  handled  the  Champion  and  the 
other  handled  the  Deering.  The  one  who  handled  the 
Champion  and  the  one  who  handled  the  McCormick  also 
handled  and  sold  the  lines  of  farm  implements  manufac- 
tured by  other  companies  and  sold  in  competition  with 
those  of  the  I.  H.  Co.  The  Acme  is  sold  at  Belleville. 
There  is  open  competition  in  Belleville  and  surrounding 
territory  between  the  Acme  and  International  companies. 

The  John  Deere  Company  had  an  authorized  agent  to 
sell  their  binders.  Do  not  know  whether  he  sold  any  or 
could  not  get  them  from  the  factory.  Do  not  think  he  sold 
any.  John  Deere  has  an  agent  to  solicit  for  sale  of  new 
Mnders.  Farmers  in  community  are  solicited  to  buy 
Acme,  John  Deere  and  International  binders.  Competi- 
tion not  stifled  in  community. 

In  mowers  there  are  more  sold  of  competing  machines 

380  in  proportion  than  the  binders.  In  rakes  there  are  still 
more  sold  by  competing  companies  than  of  binders  or 
mowers.  Competition  not  stifled  in  any  of  those  har- 
vesting machines. 

Re-cross  Examination. 

The  International  holds  some  of  my  notes  for  the  busi- 
ness I  am  now  entering  on  at  Cuba.  40  per  cent,  of  my 
equipment  or  stock  on  hand  at  Cuba  for  the  seas'on  1913 
is  International  goods. 

Re-re-direct  Examination. 

This  note  was  given  in  the  regular  course  of  business. 
It  is  not  yet  matured.  I  am  under  no  obligation  on  that 
account.  I  am  certainly  telling  the  truth  notwithstand- 
ing that  note. 
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KENTUCKY. 

62  B.  P.  GRIGSBY: 

I  have  a  general  supply  store  at  Bardstown,  Ky.,  and 
sell  hardware,  implements,  stoves,  tin  line  and  vehicles. 
Its  annual  volume  is  from  $150,000  to  $175,000,  of  which 
$50,000  is  in  farm  implements  and  twine  including  ve- 
hicles. I  do  from  $10,000  to  $12,000  a  year  with  the  I. 
H.  Co.,  or  one-fifth  of  my  implement  business  is  with  the 
I.  H.  Co.  Am  president  'of  two  corporations,  one  handles 
the  McCormick,  the  other  the  Johnston  and  the  Wood. 
These  two  corporations  are  doing  business  in  the  same 
town  and  are  owned  by  the  same  stockholders.  They  are 
separate  stores,  run  under  separate  management.  I  am 
president  of  both.  We  sell  the  McCormick  in  one  store 
and  the  Johnston  and  Wood  in  the  other.  We  carry  the 
Johnston  binders,  mowers,  manure  spreaders  and  corn 
harvesters. 

63  We  handle  a  general  line  of  farm  implements  in  both 
stores,  including  those  made  by  other  companies  and 
sold  in  competition  Avith  like  implements  of  the  Interna- 
tional. We  handle  the  John  Deere  Plow  Co.,  Avery  Com- 
pany and  Brinly-Hardy  Co.  lines,  and  buy  various  imple- 
ments from  various  companies.  Those  are  the  larger 
ones.  Handle  general  lines  of  implements  other  than  har- 
vesting machinery  at  both  stores. 

The  I.  H.  Co.  has  never  said  to  me  that  I  could  not 
handle  their  harvesting  machinery  unless  I  quit  handling 
the  Johnston  or  the  Wood,  or  unless  I  increased  my  pur- 
chases from  that  company.  If  the  I.  H.  Co.  should  put 
that  to  me  as  a  condition  to  my  handling  their  goods,  if 
the  alternative  was  to  accept  their  proposition  or  quit 
them,  we  would  quit  them. 

Cross-Examination. 

One  corporation  is  known  as  Grigsby  &  Co.,  and  the 
other  Nelson  Supply  Co.  They  are  entirely  different 
stores  on  different  streets,  and  have  different  employes 

64  in  the  two  stores.  Grigsby  &  Co.  handles  the  McCormick 
lines.    When  I  spoke  of  the  amount  of  our  total  business 
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I  was  referring  to  both  companies  together.  Two-thirds 
or  more  of  the  business  is  of  Grigsby  &  Co.;  it  is  the 
larger  of  the  two  companies.  We  bought  out  the  Nelson 
Supply  Co.  a  year  ago.  Grrigsby  &  Co.  have  been  doing 
business  since  1892.  Do  not  recall  that  we  ever  handled 
the  Johnston  mower  at  the  Grigsby  store.  As  to  whether 
there  has  been  no  occasion  for  the  International  to  tell 
us  not  to  handle  the  Johnston  mower,  will  say,  we  have 
occasionally  talked  about  it.  Have  never  handled  the 
Johnston  mower. 

The  I.  H.  Co.  holds  none  of  our  notes,  we  pay  cash 
at  the  end  of  the  season.  Do  not  think  they  ever  had  a 
note  of  ours  except  perhaps  one  for  $75  for  a  corn  binder 
that  we  sold  last  year  and  had  to  take  back. 

65  Grigsby  &  Co.  has  never  handled  the  Wood  machines. 
There  has  been  no  occasion  for  the  International  to  ask 
our  company  not  to  handle  the  Wood  machines. 

As  to  whether,  on  direct  examination,  I  was  referring 
to  last  year  only  and  to  the  other  store  which  I  bought  out 
a  year  ago,  will  say,  I  was  referring  to  the  whole  time  we 
have  been  in  business.  The  question  as  I  understood  it 
was  whether  they  had  ever  asked  "us  to. 

Do  not  think  we  ever  signed  the  exclusive  clause  con- 
tract in  1902,  1908  and  1904;  do  mot  think  we  would  have 
signed  it.  Do  not  believe  we  ever  signed  the  regular 
commission  agency  contract  in  those  years.  Did  not 
handle  any  others  binders  and  mowers  except  Interna- 
tional in  1902,  I  think.  Handled  the  Osborne  in  1900,  and 
up  to  the  time  the  International  took  it  over. 

Mr.  Barnes  of  the  Nelson  Supply  Co.,  had  the  John- 
ston and  Wood  mowers  when  we  bought  them  out.  The 
company  did  not  fail;  he  simply  sold  us  that  particular 
part  of  his  business. 

We  sold  3  Johnston  binders  last  year  through  the  Nel- 

66  son  Supply  Co.,  and  possibly  10  MoCormicks.  The  Deer- 
ing  and  MeCormiek  are  the  leading  types  of  binders  in 
my  territory;  also  leading  types  of  mowers.  I  would  say 
90  to  95  per  cent,  of  the  binders  and  mowers  sold  in  my 
territory  are  of  International  make,  75  per  cent,  of  the 
sulkj'  rakes,  90  per  cent,  of  the  twine  and  50  per  cent, 
of  the  corn  binders.  Very  few  tedders  or  hay  tools  sold 
around  there  and  about  50  per  cent,  of  the  spreaders  are 
International  make. 
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MARYLAND. 

206  il.  A.  DOYLE : 

Have  been  in  the  agricultural  implement  business  at 
Westminister,  Maryland,  about  12  years.  I  handle  auto- 
mobiles. 

The  total  annual  volume  of  my  business  is  about  $50,- 

207  000,  of  which  about  $40,000  is  in  implements,  vehicles  and 
twine.  My  business  with  the  I.  H.  Co.,  varies  from 
$10,000  to  $13,000.  I  handle  Deering  binders,  mowers, 
rakes  and  twine.  At  present  the  McCormick,  Johnston, 
Osborne  and  Adriance  harvester  lines  are  handled  at 
Westminster.  The  Johnston  people  sell  twine.  I  don't 
know  where  they  get  it.  I  handle  Studebaker  wagons, 
Sharpies  cream  separators,  Albright  cultivators,  the  Al- 
bright and  Black  Hawk  corn  planters.  International  and 
Keystone  drag  harrows,  the  Superior,  Ontario  and  Penn- 
sylvania drills  and  several  others. 

We  fix  the  price  at  which  we  sell  International  goods 

208  to  the  farmer.  The  I.  H.  Co.  has  never  atempted  to  fix 
that  nor  has  it  said  that  I  could  not  handle  their  binders 
and  mowers  unless  I  bought  this  and  that  thing  from 
them  or  diminished  my  purchases  from  their  competi- 
tors. The  I.  H.  Co.  could  not  force  me  by  threat  or  in- 
timidation to  purchase  additional  goods  from  them  or 
diminish  my  purchases  from  competitors. 

Cr  OSS-Examination. 

There  are  four  dealers  in  my  town.  One  of  the  others 
carries  the  McCormick  and  Adriance,  one  the  Johnston 
and  the  other  the  Osborne.  I  suppose  Deering  binders 
are  leaders  in  my  territory.  The  Johnston  came  after 
the  Deering  last  year.  I  think  the  McCormick  this  year. 
In  the  last  three  or  four  years  would  say  the  Johnston 

209  comes  next  to  the  Deering.    More  than  one-half    of    th« 
\    business  is  International.    I  would  say  from  65  to  75  per 

cent,  of  the  binders  sold  in  the  territory  are  of  Interna- 
tional make.  About  the  same  per  cent",  of  the  mowers, 
and  possibly  eighty  per  cent,  of  the  twine.  About  65  to 
75  per  cent,  of  the  tedders  are  International.  60  to  75 
per  cent,  of  the  corn  planters,  and  taking  the  last  12 
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months,  probably  50  per  cent,  of  the  spreaders  would  be 
International.    I  judge  50  per  cent,  are  New  Idea. 

I  was  in  the  implement  business  in  1901  and  1902.  As 
to  the  different  types  of  binders  and  mowers  sold  around 
there  before  the  I.  H.  Co.  was  organized,  will  say  that  it 

210  looks  to  me  that  conditions  were  about  the  same.  The 
same  binders  are  sold  there  now  that  were  then,  except 
the  Walter  A.  Wood,  which  was  handled  there  then  and 
is  not  now. 

It  is  a  very  line  agricultural  country  around  West- 
minster. 

MASSACHUSETTS. 

WALTER  D.  ROSS: 

8  Implement  dealer  at  Worcester,  Mass.,  thirty-two  years. 
Business  now  conducted  as  Eioss  Bros.  Company.  Our 
total  annual  business  is  about  $300,000.  About  $60,000  in 
farm  implements,  vehicles  and  twine.  Our  account  with 
the  I.  H.  Co.  is  about  $11,000  a  year. 

We  handle  Adriance-Platt  mowers,  and  Adrianoe  and 
Deering  binders;  Deering  and  Adriance,  and  Charles  G. 
Allen  &  Co.'s  rakes  and  twine;  and  a  general  line  of  agri- 
cultural implements  of  the  same  kind  the  I.  H.  Co.  makes. 

9  The  I.  H.  Co.  has  never  intimated  that  I  could  not 
handle  their  harvesting  machine  if  I  handled  competitive 
implements,  or  unless  I  bought  more  I.  H.  Co.'s  goods, 
or  ceased  to  buy  competitive  goods.  If  they  should  at- 
tempt such  a  thing  I  would  refuse  to  handle  their  line. 

There  has  been  very  little  difference  in  last  twelve 
years  in  the  prices  of  the  I.  H.  Co.  binders  and  mowers. 
Previous  to  that  they  were  very  much  higher.  The  prices 
of  other  implements  in  last  ten  years  have  been  some- 
what higher.  The  I.  H.  Co.  harvesting  machinery  has 
improved  in  the  last  ten  years.  I  do  not  know  anything- 
that  has  been  improved  more  than  the  Deering  line  in 
the  last  tw^enty  years.  I  fix  the  price  at  which  I  sell  the 
I.  H.  Co.  goods  the  same  as  I  do  any  other  goods.  No 
representative  of  the  I.  H.  Co.  has  attempted  to  control 
those  prices.     We  handled  the  Deering  harvesting  ma- 

10  chines  before  the  I.  H.  Co.  was  organized.  The  repair 
service  in  last  ten  years  has  greatly  improved. 


430 
XII 

Testimony  of  Implement  Dealers  (cont'd.). 

Cross-Examination. 

Binders  are  not  used  much  in  our  territory.  Our  coun- 
try is  rather  rocky.  J  lia-se  sold  not  over  five  or  eight  all 
told  in  last  25  years.  I  sold  fifty  mowers  last  year,  prin- 
cipally through  Worcester  County.  About  one-fourth  or 
one-fifth  Avere  Adriance-Platt  mowers.  I  do  not  sell  Eich- 
11  ardson  mowers.  I  have  been  handling  Adriance-Platt  for 
five  years.  I  do  not  handle  any  unless  I  consider  it  re- 
liable. I  might  have  considered  it  the  equal  of  other  mow- 
ers, and  others  might  not.  We  take  on  lines  there  as 
called  for.  We  sold  100  rakes  around  Worcester  last  year. 
One-tenth  made  by  the  I.  H.  Co. ;  one-tenth  or  one-fif- 
teenth by  Adriance-Platt  and  balance  by  Charles  G.  Allen 
&  Co.  The  Allen  rake  has  wooden  frame.  It  Avas  popu- 
lar not  necessarily  because  that  is  a  rocky  country  but 
because  it  is  a  local  manufacture.  I  buy  gasoline  engines, 
manure  spreaders,  mowers,  rakes,  corn  shellers,  grist 
mills,  auto  trucks,  sections,  and  repairs  from  the  I.  H.  Co. 

MICHI&AN. 
XII 

521  C.  F.  BACHMAN : 

Plave  been  in  the  implement  business  at  Three  Oaks, 
Michigan,  about  six  years.  Its  annual  volume  is  about 
.$16,000,  of  which  about  $5,000  is  with  the  I.  H.  Co.  I 
handle  Deering  and  McCormick  binders  and  mowers, 
Birdsell  wagons,  International  (manurie  spreaders,  De- 
Laval  cream  separators,  John  Deere  and  Oliver  culti- 
A-ators,  Ohio  Eake  Co.  harrows,  John  Deere  and  Black 

522  Hawk  planters,  and  Dowagiac  drills. 

I  fix  the  retail  price  at  which  I  sell.  The  I.  H.  Co.  has 
never  attemtped  to  dictate  that.  The  I.  H.  Co.  has  never 
attempted  to  force  me  to  purchase  more  goods  by  the 
threat  that  if  I  did  not  do  so,  I  could  not  handle  their 
binder  and  mower.  They  coulcl  not  in  that  way  force  me 
to  purchase  more  goods.  I  have  been  purchasing  more 
goods  of  them  in  recent  years  because  we  could  get  serv- 
ice from  them.  We  are  right  close  to  the  distributing  fac- 
tory at  South  Bend.  Some  lines  of  theirs  we  like  better 
than  we  do  others.    Those  two  elements  and  the  fact  that 
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we  buy  what  we  are  able  to  sell  in  our  territory  is  what 
has  determined  our  choice.  We  buy  from  whom  we 
please. 

Cross-Exam,ination. 

We  are  about  18  miles  from  Michigan  City  Prison.  A 
lot  of  prison  twine  is. sold  around  there.    I  am  the  only 

523  dealer  who  handles  agricultural  implements.  Three  deal- 
ers handle  twine  including  myself.  I  handle  only  Interna- 
tional binders  and  mowers.  There  are  some  other  makes 
sold,  the  Osborne  sells  quite  a  few  from  other  towns.  As 
far  as  I  know  for  five  or  six  years,  100  per  cent,  of  the 
binders  sold  in  my  territory  have  been  International.  Pre- 
vious to  that  there  used  to  be  Johnston  sold  there.  100 
per  cent,  of  the  mowers  have  not  been  International  in 
the  last  four  or  five  years ;  some  Sears-Eoebuck  machines 
are  sold  there  too ;  should  think  90  per  cent,  of  the  mow- 
ers would  be  International,  and  85  to  90  per  cent,  of  the 
sulky  hay-rakes.  Very  few  corn  binders  are  sold  there.  We 
sell  no  tedders  and  only  International  spreaders.  I  judge 
about  75  per  cent,  of  the  spreader  business,  it  might  be 
65  per  cent,  is  International. 

The  I.  H.  Co.  holds  some  of  my  notes  on  spreaders. 

524  We  buy  them  in  carload  lots  and  make  settlement  for 
them.    Gave  these  notes  last  fall. 

Re-direct  Examination. 

They  are  not  yet  due,  they  will  be  paid  when  they  are. 
This  is  customary  in  the  implement  business  where  a  man 
is  short  of  money. 

Some  Sears-Eoebuck  mowers  are  sold  there.  They  are 
shipped  direct  to  the  farmer.  It  might  be  true  a  good 
many  are  sold  there  that  I  do  not  know  about. 

Re-cross  Examination. 

The  prison  is  located  at  Michigan  City.  There  is  one 
in  Jackson,  Michigan  too.  The  prison  twine  is  bought  at 
Michigan  City.  I  have  been  in  the  courtroom  all  day.  As 
to  the  number  of  witnesses  from  Indiana  who  testified 
who  come  from  the  northern  part,  will  say,  cannot  say. 
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568  JAY  BALDWIN : 

Am  in  the  wholesale  hay,  grain  and  retail  farm  imple- 
ment business  in  New  Haven,  Mich.  Its  annual  volume  is 
from  $200,000  to  $250,000,  of  which  from  $25,000  to  $30,- 
000  is  in  retail  farm  implements.  I  do  from  $3,000  to  $8,- 
000  a  year  with  the  I.  H.  Co.  I  handle  the  Johnston  and 
McCormick  binders,  sulky  rakes  and  mowers.  Handle 
mostly  McCormiek  twine.  Handle  the  Johnston  corn 
binders. 

569  I  handle  a  general  line  of  farm  implements,  including 
farm  implements  other  than  harvesting  machinery,  made 
by  otlier  companies  and  sold  in  competition  with  like  im- 
plements of  the  International.  We  handle  the  John  Deere 
and  Sterling  lines  outside  of  harvesting  machinery.  We 
handle  the  New  Idea  manure  spreaders;  mostly  Sterling 
side-delivery  rakes;  Johnston  and  McCormiek  disc  har- 
rows ;  Flint  Wagon  Works,  Milburn  and  Columbus  wagons 
mostly.  Have  handled  portions  of  the  Johnston  line  all 
the  time,  but  the  binders  and  mowers  for  four  years.  Have 
handled  Johnston  corn  binders  four  years  and  have  han- 
dled the  McCormiek  during  those  four  years. 

The  I.  H.  Co.  has  never  said  to  me  that  I  could  not 
handle  their  harvesting  machinery  unless  I  quit  handling 
the  Johnston  line  or  unless  I  increased  my  purchases  from 
that  company.  If  the  I.  H.  Co.  should  put  that  as  a  con- 
dition to  my  handling  their  goods  it  would  be  moving  day 
for  the  International. 

Cross-Examination. 

570  In  1912  sold  two  Johnston  grain  binders  and  12  or  14 
McCormieks.  Do  much  more  with  the  McCormiek  lines 
than  with  the  Johnston.  There  are  two  dealers  in  New 
Haven  handling  harvesting  machinery.  They  do  not  carry 
any  binders ;  carry  manure  spreaders  and  disc  and  spring 
tooth  harrows.  They  do  not  carry  any  harvesting  imple- 
ments; only  binders,  mowers  and  rakes  sold  in  New 
Haven  are  the  ones  I  sell.  I  should  judge  three-quarters 
of  them  in  the  last  4  or  5  years  have  been  International, 
about  the  same  per  cent,  of  mowers  and  corn  binders.  Corn 
binder  trade  is  not  very  large  there.    About  75  per  cent. 
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of  the  sulky  rakes  have  been  International,  and  about  half 
the  twine. 
571  Am  not  sure  whether  the  International  holds  my  notes 
or  not;  presume  they  do.  There  may  be  something  of 
the  kind  that  I  gave  last  fall  when  I  made  settlement  that 
are  not  yet  due.  They  generally  do  have  some  of  my 
notes. 

Re-direct  Examination. 

Other,  implement  companies  have  my  notes  at  times. 
That  is  an  ordinary  thing:  do  not  think  any  of  them  are 
due.  They  are  taken  by  all  companies.  I  feel  no  sense 
of  responsibility  to  the  International  because  of  those 
notes  and  under  no  obligation  to  testify  to  anything  that 
is  not  true.  We  could  pay  them  tomorrow  if  they  want 
their  money. 

E.  E.  BAEEON: 

493  I  am  in  the  implement,  buggies,  harness  and  seed  busi- 
ness in  Howell,  Mich.  Its  annual  volume  runs  as  high  as 
$54,000,  of  which  around  $45,000  is  in  implements  and 
twine.  My  average  account  with  the  I.  H.  Co.  is  around 
$14,000  or  $15,000,  or  I  should  think  about  a  third  of  my 
implement  business  is  with  the  I.  H.  Co. 

I  handle  the  Deering  binders.  Keystone  and  Ohio  side- 
delivery  rakes,  Deering  mowers. 

I  handle  a  general  line  of  farm  implements  other  than 
harvesting  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  International. 
We  handle  the  Deere  line.  Gale,  the  Eoderick  Lean,  the 
Ohio  rake,  and  the  Oliver.  Those  are  the  principal  ones. 
Throughout  my  territory  the  side-delivery  rake  is  a  much 
more  important  implement  than  the  sulky  rake.  We  sell 
them  in  much  larger  proportion. 

494  The  I.  H.  Co.  has  never  said  to  me  that  I  could  not 
handle  their  harvesting  machinery  unless  I  increased  my 
purchases  from  them  in  their  other  line  of  implements  or 
unless  I  would  decrease  my  business  with  their  competi- 
tors. If  the  I.  H.  Co.  should  put  that  as  a  condition  to 
my  handling  their  harvesting  machinery  I  would  not  stand 
for  it ;  I  would  abandon  their  goods. 

The  Johnston  binders  are  sold  at  Howell.    Have  been 
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sold  there  four  or  five  years.  Competition  is  very  active. 
The  Johnston  is  handled  at  Fowlerville.  The  Walter  A. 
Wood  line  is  handled  at  Pincknej^  and  Fowlerville  and  we 
meet  the  competition  of  those  machines  from  those  towns. 
Competition  between  the  International  and  these  lines  is 
very  active. 

Cross-Examination.  . 

495  There  are  3  dealers  in  Howell  handling  harvesting  im- 
plements. One  handles  the  Osborne  and  the  other  the 
Johnston.  The  leading  lines  of  binders  and  mowers  in 
my  territory  are  the  Deering,  McCormick,  Johnston  and 
Wood.  I  have  been  in  the  implement  business  20  years 
around  Howell.  The  Wood  binder  and  mower  has  been 
sold  there  practically  all  that  time.  There  was  a  time 
when  they  were  not  in  business.  The  Osborne  has  been 
sold  about  ten  years  and  the  Johnston  five  or  six.  I  sold 
10  or  12  Ohio  side-delivery  rakes  and  15  Keystones.  There 
are  International  agents  at  both  places  I  named  on  direct 
examination  where  there  is  a  Wood  and  a  Johnston  agent. 
The  International  holds  my  notes  for  goods  on  hand 
last  fall  and  carried  over. 

Re-direct  Examination. 

Those  notes  were  given  in  the  ordinary  course  of  busi- 
ness. There  was  nothing  unusual  about  that.  I  do  not 
feel  under  any  obligations  on  account  of  that  note. 

MINNESOTA.      / 

IX 

218  A.  B.  ANDERSON: 

Am  in  the  hard^\-ave  and  implement  business  at  Osakis, 
Minnesota.  Annual  volume  of  business  about  $24,000, 
of  which  from  $12,000  to  $14,000  is  in  implements,  ve- 
hicles and  twine.  I  do  from  $3,000  to  $4,000  a  year 
with  the  International,  or  about  a  quarter  of  my  business. 
We  handle  McCormick,  Milwaukee,  Acme,  and  Minne- 
sota binders;  AlcCormick,  John  Deere,  D'ain  and  Milwau- 
kee rakes.  We  handle  the  Dain,  McCormick  and  Mil- 
waukee mowers,  and  the  ^linnesota  mower  and  sulky  hay 

219  rake,  but  we  have  not  sold  any  of  the  hay  rakes.     I  han- 
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die  a  general  line  of  farm  implements,  including  those 
other  than  harvesting  machinery,  made  by  other  com- 
panies and  sold  in  competition  with  like  implements  of 
the  International.  I  handle  the  John  Deere  line  of  gen- 
eral implements. 

The  International  has  never  intimated  to  me  that  I 
could  not  handle  their  harvesting  machinery  unless  I 
refused  to  handle  the  Acme  or  Minnesota  harvesting  ma- 
chinery, or  the  John  Deere  mower  and  rake.  The  I. 
H.  Co.  has  never  intimated  that  I  could  not  handle  their 
harvesting  machinery  unless  I  increased  my  purchases 
of  their  other  lines.  Should  they  attempt  to  impose  such 
conditions  on  me,  I  would  tell  them  to  take  out  their 
goods  and  quit  business  with  me.  Have  been  in  business 
there  since  1909. 

Cross-ExaminatiQv. 

The  name  of  my  firm  is  Anderson  Bros.      My  com- 

220  petitor  is  Brown  Bros.  They  handle  Deering  harvest- 
ing lines.  We  sold  one  Acme  binder  last  year;  two  the 
year  before.  Sold  9  or  10  McCormick  binders  last  year, 
and  about  the  same  number,  I  guess,  the  year  before. 
Sold  no  penitentiary  binders  last  year.  Did  not  have 
our  order  in  early  enough  to  get  any.  Except  for  the 
three  Acme  binders  I  sold  in  the  course  of  two  years,  all 
my  sales  of  binders  have  been  International.  So  far  as 
I  know,  my  competitor  handles  only  International  bind- 
ers. In  the  three  years  I  have  been  in  business,  95  per 
cent,  of  the  binders  sold  in  my  territory  have  been  In- 
ternational, and  about  85  per  cent,  of  the  mowers.  I 
sold  two  Acme  mowers  last  year;  eight  McCormicks  and 
six  Dains.  The  year  before  about  two  or  three  Acme 
mowers.  All  of  the  rakes  have  been  International  so 
far  as  I  know,  and  all  of  the  corn  binders.  I  judge 
about  50  per  cent,  of  the  twine  has  been  International. 

221  Many  spreaders  are  sold  there;  about  70  per  cent,  of 
them  International.  There  are  no  tedders  or  hay  presses, 
but  some  stackers  are  sold  there. 

204  D.  0.  ANDEBSON: 

Am  in  the  implement  and  general  merchandise  busi- 
ness  at  Cambridge,   Minnesota.      Its    total    volume    is 
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sometMng  over  $100,000.  Mj-  business  in  farm  imple- 
ments, vehicles  and  twine  is  from  $15,000  to  $16,000,  of 
wliicli  between  $5,000  and  $6,000  is  with  the  I.  H.  Co. 
or  about  one-third  of  my  implement  business. 

I  handle  McCormick  and  Stillwater  binders,  mowers 
and  sulky  hay  rakes. 

I  handle  a  general  line  of  farm  implements,  includ- 
ing those  outside  of  harvesting  machinery  made  by  other 
companies  and  sold  in  competition  with  like  implements 
of  the  International.  I  handle  John  Deere,  Emerson 
and  International  lines, 

205  The  I.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  machinery  imless  I  refused 
to  handle  Minnesota  State  Prison  harvesting  machinery, 
or  increased  my  purchases  of  the  I.  H.  Co.  in  their  other 
lines.  If  the  I.  H.  Co.  should  attempt  to  impose  such 
a  condition  I  would  quit  them. 

Have  been  in  the  implement  business  37  years.  There 
has  been  a  big  difference  in  the  binder,  a  big  improve- 
ment in  the  last  ten  years.  The  service  the  I.  H.  Co. 
renders  in  connection  with  their  harvesting  machinery 
is  satisfactory  to  us. 

Cross-Examinntion. 

Have  handled  McCormick  line  something  like  14  or  15 
years,  before  tiiat  mostly  Walter  A.  Wood  and  Milwaukee. 
The  Wood  was  clumsy,  old-t'ashioned  machine.  Grave  it 
up  before  I.  H.  Co.  was  organized  and  took  on  Milwau- 
kee.    There  have  been  improvements,  in  binders  more  or 

206  less  ever  since  I  have  been  in  business.  They  did  not 
start  with  formation  of  the  I.  H.  Co. 

The  first  binder  I  bought  was  years  ago,  a  Walter  A. 
Wood.  I  have  used  a  wire  binder.  Consider  it  an  im- 
provement in  change  from  wire  to  twine.  That  was  a 
greater  improvement  than  the  I.  H.  Co.  ever  made  in 
a  binder,  a  great  improvement  in  price,  too,  reduction 
I  mean. 

We  got  satisfactory  service  ft'om  the  McCormick  before 
I.  H.  Co.  was  organized.  Had  no  kick,  were  satisfied. 
Don't  know  whether  International  originated  idea  of  giv- 
ing good  service  to  dealers..  We  had  it  before  the  I.  H. 
Co.     As  to  whether  it  was  necessary  for  all  the  manu- 
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facturers  to  combine  into  the  I.  H.  Co.  in  order  that  the 
dealer  might  get  service,  will  say,  that  of  late  years  we 
have  had  better  service  than  we  were  used  to  years  ago, 
— will  say  that  much.  Am  referring  to  a  time  away 
back  years  ago,  pretty  close  to  30  or  40  years. 

207  I  am  about  30  miles  from  Stillwater.  Last  year  had 
the  Stillwater  first  year,  sold  one  binder,  two  mowers  and 
two  rakes.  Could  not  get  them  before.  Sold  12  Mc- 
Cormick  binders,  20  McCormick  mowers  last  year.  Peter- 
son &  Olson  handle  Deering  line  in  my  town.  Acme 
handled  by  Patsold.  There  are  no  other  dealers  in  my 
town.     The  Acme  was  first  sold  there  last  year. 

So  far  as  I  can  remember,  until  last  year,  when  I  took 
on  the  Minnesota  and  sold  one  binder,  all  the  binders 
sold  in  my  town  have  been  International  in  the  last  ten 
years.  Somewhere  about  90  per  cent,  of  the  binders 
have  been  International  make,  about  the  same  percent- 
age of  the  mowers  and  sulky  rakes.  There  have  not 
been  many  corn  binders  sold  in  my  territory.  That  is 
a  potato  country  mostly.  There  are  quite  a  number  of 
spreaders  sold  there,  about  50_  per  cent.  International. 
50  per  cent,  of  the  twine  is  International.     In  1901  and 

208  1902  mostly  Deering  and  McCormick  and  some  Milwau- 
kee, and  very  few  Champion  or  Piano  machines  were  sold 
in  my  territory.  Very  few  tedders  are  sold  in  our  coun- 
try. 

Re-direct  Examination. 

For  a  good  many  years  there  was  no  substantial  com- 
petition with  I.  H.  Co.'s  various  makes  of  harvesting 
machinery  in  our  territory,  in  late  years,  especially  last 
year,  competition  has  come  in;  it  is  growing  and  active. 
The  field  is  open  for  competition  and  lots  of  it  if  any- 
body wants  to  occupy  it. 

Re-cross  Examination. 

There  were  about  12  Acme  binders  sold  in  my  town 
last  year.     I  was  never  asked  to  handle  the  Acme. 


X 


JENS  ANDEESON : 

I  reside  and  am  in  the  farm  implement  business  at 
Windom,  Minn.,  and  at  Mountain  Lake,  which  is  12  miles 
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from  there.     My  annual  implement  business  is  about  $45,- 

2  000,  of  whicli  about  30  per  cent,  is  with  the  I.  H.  Co.  I 
handle  MeCormick  and  Deering  binders,  mowers  and  sulky 
hay  rakes. 

I  handle  a  general  line  of  farm  implements,  including 
those  other  than  harvesting  machinery  made  by  other 
companies  and  sold  in  competition  with  like  imiolements 
of  the  International.  Handle  the  John  Deere  line  largely 
and  lines  of  various  other  companies. 

The  I.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  machinery  unless  I  bought 
more  goods  of  them  in  these  other  lines,  or  bought  less 
goods  of  their  competitors.  If  they  should  make  that  a 
condition  to  the  handling  of  their  harvesting  machinery 
I  would  tell  them  I  would  handle  some  other  binder. 

r  handled  the  Keystone  binder  in  1905.  I  sold  8  that 
year.  I  judge  the  Keystone  binder  a  failure  so  far  as 
compared  with  tue  modern  binder.  Compared  with  those 
on  sale  at  that  time  it  was  a  failure.      Those  that  we 

3  did  sell  we  had  to  take  back  the  same  year  after  the  har- 
vest. I  was  out  on  the  farms  where  they  were  trying 
to  work  them.  I  know"  of  the  trouble  that  was  experi- 
enced in  gettiiig  them  to  work  and  they  had  to  be  substi- 
tuted. 

Cross-Exaviination. 

There  are  two  dealers  at  Windom.  The  other  dealer 
handles  the  Acme.  There  are  three  dealers  at  Mountain 
Lake,  one  handles  the  Acme  and  the  other  the  Minnesota 
binder  and  some  Deering  binders.  I  handled  the  Key- 
stone binder  just  one  year,  when  I  was  not  handling  I. 
H.  Co.  binders.  Sold  Keystone  in  summer  of  1905.  They 
were  not  out  in  1904.  I  had  sold  one  or  two  Keystone 
mowers  then,  I  think.      I  sold  International  mowers  in 

4  1904,  when  I  carried  International  lines.  Did  not  have 
International  line  in  1905.  Made  my  contract  to  handle 
Keystone  binders  in  spring  of  that  year.  Had  dealings 
with  the  traveling  salesman  of  the  Keystone  people.  I 
took  on  the  Keystone  lines  thai  year  because  I  think  we 
had  some  difficulty  over  a  note  with  the  I.  H.  Co.  Mv 
man  at  ^Mountain  Lake  signed  my  name  to  a  note  with 
the  I.  H.  Co.     I  objected  to  it. 

As  to  whether  I  was  endeavoring  to  get  a  line  not  con- 
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neeted  with  the  I.  H.  Co.  in  1905,  will  say,  not  so  much 
that.  I  knew  Mr.  Butler  who  used  to  be  general  manager 
of  McCormick,  and  I  thought  anything  he  handled  ought 
to  he  good,  that  was  really  the  reason  we  took  the  Key- 
stone. I  had  no  personal  transactions  with  Mr.  Butler 
in  1905,  dealings  entirely  with  traveling  salesman.  Did 
not  know  at  the  time  I  made  the  contract  with  Keystone 
that  company  was  owned  by  the  I.  H.  Co.  I  have  learned 
so  since,  that  is,  I  don't  know  whether  they  were  owned 
at  that  time.     When  I  made  contract  did  not  know  that 

5  all  the  stock  was  held  by  officers  of  the  I.  H.  Co.      I 
thought  I  was  dealing  with  an  independent  company. 

We  sold  about  30  Keystone  mowers  in  1905.  Took 
on  International  lines  in  1906,  have  handled  them  ever 
since.  Trouble  with  I.  H.  Co.  was  adjusted.  8  Keystone 
binders  were  replaced,  that  is,  all  I  sold  were  replaced 
in  1906.  Farmers  did  not  buy  new  binder.  In  Sep- 
tember we  got  a  statement  from  the  T.  H.  Co.  that  they 
had  come  into  possession  of  the  Keystone  Company  and 
that  the  account  I  owed  the  Keystone  people  should  now 
be  paid  to  them.  I  immediately  notified  them  we  refused 
to  pay  for  the  binders,  but  that  we  would  pay  for  the 
mowers.  We  had  a  hay  loader,  too.  The  binders  were 
not  right.  Those  were  the  only  Keystone  binders  I  ever 
sold.  I  did  not  know  at  the  time  i  bought  them  the  In- 
ternational owned  the  Keystone   Company.     The  Key- 

6  stone  mower  was  a  fairly  good  one.    Did  not  replace  any 
of  those. 

Mr.  McClure,  general  agent  of  the  I.  H.  Co.,  asked  me 
to  be  a  witness  in  this  ease.  Have  talked  to  him,  about 
this  Keystone  trouble.  Do  not  know  how  long  he  has 
been  general  agent;  came  there  in  1906,  four  or  five 
years,  I  guess. 

Re-direct  Examination. 

There  are  some  ■  Acmes  sold  at  Windom  and  Moun- 
tain Lake.  Competition  betwfeen  it  and  the  Interna- 
tional harvesting  machinery  was  reasonably  active. 
Farmers  solicited  to  buy  them  all. 

The  Deering  and  McCormick  are  leading  binders  in 
mv  territory.  '  There  have  been  quite  a  lot  of  Minne- 
sota binders  sold  of  late. 
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TOM  ANDERSON: 

Am  in  tlie  hardware,  lumber  and  machinery  business 
at  Milan,  Minnesota.  Its  annual  volume  is  from  $80,000 
to  $100,000.    I  do  about  $35,000  in  farm  implements  and 

125  twine,  of  which  about  $17,000  is  with  the  I.  H.  Co.,  or  a 
little  less  than  half  of  my  implement  business. 

I  handle  McCormick,  Acme  and  Milwaukee  binders, 
sulky  hay  rakes  and  mowers,  and  McCormick  and  Plym- 
outh twine. 

I  handle  a  general  line  of  farm  implements,  including 
those  other  than  harvesting  machinery  made  by  other 
companies  and  sold  in  competition  with  like  implements 
of  I.  H.  Co.  Handle  Deere-Webber,  Emerson-Branting- 
ham,  Lindsay  Bros,  and  the  Stoughton  wagons,  and  Ful- 
ler &  Johnson  and  International  gasoline  engines. 

The  I.  H.  Co.  has  never  said  that  I  could  not  handle 
their  harvesting  machinery  unless  I  quit  handling  the 
Acme  harvesting-  line  or  Plymouth  twine,  or  bought  more 
machines  from  the  1.  H.  Co.  in  its  other  lines.  If  they 
should  make  that  a  condition  to  my  handling  their  har- 

126  vesting  machinery  I  \\'ould  quit  buying  from  them.  I 
buy  binders,  mowers,  hay  rakes,  manure  spreaders, 
drills,  twine,  engines,  hay  Buekers,  wagons  and  corn  bind- 
ers of  the  I.  H.  Co.  I  handle  none  of  their  tillage  tools, 
harrows  or  cultivators.  I  do  not  think  my  Interna- 
tional account  has  been  half  of  my  implement  busii^ess 
for  ton  years.  First,  I  only  bought  harvesting  lines 
from  them  and  as  they  manufactured  other  lines,  have 
taken  thorn  on.  I  bought  more  now,  lately,  than  I  did  at 
the  start.  I  buy  about  the  same  now  as  I  did  three  or 
four  years  ago;  before  that  it  was  less. 

Do  not  think  the  I.  H.  Co.  has  any  of  my  notes,  or 
notes  of  my  firm.     I  bought  a  eai'load  of  spreaders  in 

127  the  fall.  Don't  know  whether  they  are  on  book  account 
or  on  note;  can't  remember  exactly.  It  is  a  fact  I  bought 
a  carload  of  spreaders  from  L  H.  Co.  last  fall.  Don't 
know  whether  I  gave  note  for  them  or  not.  I  owe  the 
I.  H.  Co.  in  part  for  those  spreaders.  It  isn't  due  until 
fall.  I  bought  a  carload  of  Deere-Webber,  but  can't  tell 
whether  I.  H.  Co.  hold  notes  of  mine  without  looking' 
over  record.     Couldn't  swear  to  it.     There     were     12 
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spreaders ;  they  came  to  about  $1,000.  There  is  nothing 
else  received  from  I.  H.  Co.  for  which  I  might  have  given 
notes. 

There  is  one  other  dealer  in  Milan.  Do  not  think  they 
handle  binders,  mowers,  and  rakes  now.  I  have  a  man 
to  sell  Acme  binders ;  he  has  sold  from  one  to  three  eveiy 

128  year  since  we  got  him.  Have  carried  Acme  three  or 
four  years  and  McCormiek  ten  or  12  years.  Sold  about 
30  McCormiek  binders  last  year,  and  I  have  a  man  or 
two  to  attend  to  the  Acme  line.  We  let  the  farmers 
have  their  free  choice.  Don't  know  that  I  have  any 
preference  as  to  pushing  the  Acme  or  International  har- 
vesting line.  It  is  a  hard  question  to  answer,  which 
line  we  push,  because  you  know  what  we  got  the  most 
of  we  push  the  most,  I  should  think.  As  to  whether,  in 
fact,  I  push  the  McCormiek  binders,  would  say  that  the 
binder  don't  need  much  pushing.  Do  not  think  we  push 
the  McCormiek  more  than  any  other  binder,  because  it 
is  a  good  binder  to  sell;  could  not  get  enough  of  them 
last  year.  I  do  not  think  we  push  the  Milwaukee  any 
more  than  any  other  binder.  We  got  a  man  there  to 
sell.  Do  not  push  the  Acme  binder  any  more  than  any 
other.  Have  sold  only  about  one  or  two  Acme  binders 
each  year  and  30  or  more  McCormiek  binders. 

Most  of  the  business  in  my  territory  is  with  the  Inter- 

129  national  binders,  McCormiek,  Deering  and  Milwaukee. 
In  the  last  eight  or  ten  years  90  to  95%  of  the  corn  bind- 
ers sold  in  my  territory  have  been  International  make. 
There  have  been  sold  a  few  Independent  and  Prison,  but 
very  few.  90  to  95%  of  rakes  have  been  International, 
about  the  same  per  cent,  of  corn  bindersi.  We  had  the 
Johnston;  we  sold  one  of  them.  I  don't  exactly  know 
whether  it  was  sold,  or  whether  it  was  some  others. 

Re-direct  Examination. 

I  bought  a  carload  of  spreaders  last  fall  in  the  ordi- 
nary course  of  business,  and  I  owe  for  those  goods.  Can't 
remember  whether  I  gave  them  a  note  for  them  or  took 
them  on  open  account.  It  is  not  due  before  next  fall. 
That  is  the  way  I  buy  implements  from  other  implement 

130  houses.     It  is  the  general  way  of  doing  business  and 
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there  is  nothing  unusual  about  it.    I  bought  a  carload  of 
Deering  manure  spreaders  on   the  same  condition. 

Re-cross  Examination. 

By  condition  I  mean  time  until  now.     Can't  remem- 
ber whether  I  gave  Deere-Webber  a  note.    Bought  these 
Deere-Webber  spreaders  last  spring. 
IX 

131  E.  P.  BABCOCK : 

I  am  in  the  general  merchandise,  hardware  and  ma- 
chinery business  at  Elk  Eiver,  Minn.  The  annual  vol- 
ume of  my  business  is  about  $75,000,  of  which  approxi- 
mately $8,000  to  $10,000  is  in  farm  implements,  includ- 
ing vehicles  and  twine.  From  $1,000  to  $2,000  is  done 
with  the  International,  or  about  a  quarter  of  my  imple- 
ment business. 

I  handle  the  Deering  binders,  sulky  rakes  and  mowers. 
I  handle  a  general  line  of  farm  implements  outside  of 
harvesting  machinery  made  by  other  companies  and 
sold  in  competition  with  like  implements  of  the  Interna- 
tional. In  those  lines  I  handle  the  Stickney  engines,  Liteh- 

132  field  spreaders  and  Oliver  plows  and  cultivators.  I  don 't 
know  whether  the  Oliver  plow  is  a  competitor  of  the  In- 
ternational or  not.  I  buy  wherever  I  feel  like  it,  wherever 
I  think  I  can  get  the  best  goods  for  the  least  money. 

The  I.  H.  Co.  has  never  said  to  me  that  I  could  not 
handle  their  harvesting  macliinery  unless  I  bought  more 
goods  of  them  in  these  other  lines.  If  the  I.  H.  Co.  should 
say  that  as  a  condition  to  my  handling  harvesting  machin- 
ery I  would  have  to  buy  this,  that  or  the  other  of  their 
implements,  the  result  would  be  I  should  do  just  what  I 
did  with  one  man  that  tried  it — I  quit.  The  State  Prison 
binders  have  a  representative  at  Elk  River.  There  never 
have  been  any  sold  that  I  know  of. 

Cross-Exrtm  ination. 

There  are  two  dealers  at  Elk  River.  The  other  han- 
dles the  MeCormick,  and  I  guess  he  has  sold  some  Cham- 
pion. The  third  man  is  representing  the  ^Minnesota,  but 
he  has  not  sold  any  of  tlie  Penitentiary  binders  that  I 
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1™<^^  of.    Most  of  the  binders  sold  in  my  territory  since 

.lo3  the  I.  H.  Co.  has  been  organized  have  been  of  Interna- 
tional make.  I  have  been  in  business  all  my  life.  We  sold 
binders  before  the  International  was  organized.  During 
the  last  ten  years  practicallv  all  the  binders  sold  in  my 
territory  have  been  International.  Most  of  the  sulky 
rakes  and  corn  binders  have  been  International.  Could 
not  say  what  per  cent,  of  the  twine  has  been  Interna- 
tional. Farmers  ship  in  their  own  twine  from  the  prison ; 
it  has. been  sold  through  the  agent  who  had  their  machin- 
ery. Quite  a  few  spreaders  are  sold  there ;  could  not  state 
the  percentage.  My  competitor  sold  the  International  for 
a  year  or  two  and  then  switched  to  other  lines.  A  few 
tedders  are  sold.    I  never  sold  anv. 
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590  EDMUND  H.  ADAMS : 

I  am  in  the  hardware  and  implement  business  at  La- 
mar, Missouri.  The  annual  amount  of  my  Dusiness  is 
from  $35,000  to  $40,000.  I  do  about  $10,000  of  business 
in  farm  implements,  in  a  year.  About  a  third  of  that  rep- 
resents the  goods  I  buy  of  the  International.  I  handle 
the  McCormick  binders,  rakes  and  mowers.  That  is  th". 
only  harvesting  machinery  I  handle.  I  handle  the  full 
line  of  implements  made  by  competitors  of  the  Interna- 

591  tional;  the  Oliver,  the  Emerson,  Parlin  &  Orendorff,  Ra- 
cine-Sattley,  Sharpies,  and  Roderick  Lean. 

The  International  has  never  intimated  to  me  that  I 
could  not  handle  their  harvesting  machinery  unless  I  quit 
handling  these  competing  goods,  or  if  I  did  not  take  on 
their  line  or  some  of  it;  nor  have  they  ever  attempted  to 
coerce  me  as  a  dealer  in  my  purchases ;  nor  have  they  at- 
tempted to  fix  the  price  at  which  I  should  sell  their  goods 
at  retail. 

Binders  have  improved  in  the  last  twelve  years.  The 
price  is  about  the  same.  The  condition  of  the  farm  im- 
plement business  today  is  very  much  better  than  it  was 
ten.  years  ago. 
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592  Cross-Examination. 

There  are  three  dealers  at  Lamar.  I  have  heen  in  busi- 
ness 36  years.  Just  prior  to  the  formation  of  the  Inter- 
national, there  was  sold  the  Piano,  the  Walter  A.  Wood, 
the  Deering,  the  Osborne,  the  Buckeye,  the  Champion  and 
the  McCormick.  These  different  manufacturers  were  com- 
peting for  the  business  of  the  dealers.  The  dealers  in 
Lamar  handle  practically  all  lines  of  agricultural  imple- 
ments. One  of  the  other  two  dealers  handles  the  Acme 
and  Johnston,  and  the  other  the  Deering.     The     grain 

593  binder  is  being  sold  more  largely  in  my  territory,  al- 
though they  are  selling  a  great  many  corn  binders  now.  I 
would  say  60  per  cent,  of  the  grain  binders,  75  per  cent, 
of  the  mowers,  40  per  cent,  of  the  corn  binders,  and  about 
75  per  cent,  of  the  twine,  and  half  of  the  rakes  sold  in 
the  vicinity  of  Lamar  in  the  last  four  or  five  years,  have 
been  International.  Handling  the  McCormick  lines  is  not 
the  most  important  part  of  my  business.  We  simply 
handle  them  to  occupy  us  when  we  are  not  doing  any- 
thing else.  Hardware  is  our  principal  business.  Thf-ve 
were  a  great  many  improvements  made  in  the  McCoi-- 
mick  binder  in  the  first  20  years  I  handled  it  and  the  price 
dropped  a  lot.  The  price  has  not  dropped  since  the  In- 
ternational acquired  it. 

594  Re-direct  Examination. 

The  Deering  agent  at  our  town  sells  a  general  line  of 
farm  implements  that  are  made  and  sold  in  competition 
with  the  International  goods. 


&"- 
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118  JOHN  ALLEY:  t 

I  am  in  the  hardware,  implement  and  harness  business 
at  Mercer,  Mo.  The  annual  amount  of  our  business  is 
aroimd  $40,000,  of  which  $15,000  is  in  agricultural  imple- 
ments, including  vehicles,  of  which  amount  $2,000  repre- 
sents what  we  do  with  the  I.  H.  Co.  a  year,  or  a  little  less 
than  one-seventh  of  our  a.gricultural  implement  business. 

119  About  $1,700  represents  the  business  we  do  in  binders  and 
mowers,  hay  and  sulky  rakes.     Not  all  of  that  is  with  the 
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International.  I  handle  in  binders,  the  Deering;  sulky 
rakes,  the  Deering  and  John  Deere ;  mowers,  the  Deering 
and  Dain,  the  Dain  being  the  John  Deere  mower.  "We 
handle  a  general  line  of  farm  implements  made  and  sold 
in  competition  with  like  implements  of  the  I.  H.  Co.  In 
wagons  we  handle  the  Moline  and  Davenport,  made  by 
the  Davenport  Wagon  Company;  John  Deere  manure 
spreaders,  Simplex  cream  separators,  which  are  handled 
through  the  John  Deere  Plow  Co.,  John  Deere  cultivators, 
Stover  gasoline  engines,  the  Dain  sweep  rake  made  by  the 
Dain  Manufacturing  Company,  John  Deere  disk  and  drag 
harrows,  mostly  the  John  Deere  line. 

We  have  the  contract  for  the  sale  of  the  John  Deere 
binder.     Put  one  of  those  binders  on  the  floor  of  our  place 

120  this  year.  We  offer  for  sale  also  the  Deering  binder, 
but  have  not  one  on  hand;  and  am  prepared  to  sell  it  in 
the  season  of  1913.  The  Deere  is  a  new  binder  put  out 
year  before  last.  I  have  no  Deering  binder  on  hand,  but 
will  have,  so  in  1913  will  have  the  Deering  and  John  Deere 
binders  on  our  floor. 

Do  not  know  whether  we  will  have  the  Deering  sulky 
rake  or  not.  We  will  have  the  John  Deere.  Have  not 
bought  any  sulky  rakes.  We  have  the  Deering  and  John 
Deere  mower  and  the  Dain.  The  I.  H.  Co.  has  never  inti- 
mated to  me  that  I  could  not  handle  their  harvesting  ma- 
chinery unless  I  refused  to  handle  the  Deere  rake,  the  Dain 
mower  or  the  new  John  Deere  binder,  nor  have  they  ever 

121  attempted  to  coerce  my  action  as  a  dealer  in  respect  to 
purchases  from  them  or  anybody  else.  They  could  not 
do  that  if  they  tried.  I  would  not  handle  their  goods. 
The  I.  H.  Co.  does  not  fix  or  attempt  to  fix  the  price  at 
which  I  shall  sell  at  retail  to  the  farmers  the  goods  I 
buy  of  that  company.  I  determine  that.  I  fix  the  retail 
price.     We  sell  at  what  we  please. 

Gross-Examination. 

I  said  I  did  not  think  we  would  handle  the  Deering 
line  this  year.  We  have  not  got  any  yet.  We  may 
handle  the  Deering  binder  and  mower.  Have  handled 
the  Deering  binder  about  3  years;  handled  the  Osborne 
before  that,  for  about  7  years. 

There  are  2  dealers  in  Mercer.     The  other  man  handles 
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the  McCormick.      Am  glad  to  get  an  opportunity  to  sell 
the  new  Deere  binder.     In  the  years  I  have  been  in  busi- 

122  ness  I  have  not  seen  any  binder  that  I  would  want  to  sell 
outside  of  the  International  stuff.  I  think  this  is  about 
the  third  year  for  the  John  Deere  binder;  the  first  year 
in  my  territory  I  have  put  it  in.  We  were  giad  to  get 
one  outside  of  the  International.  I  expect  about  90  per 
cent,  of  the  binders  sold  around  Mercer  where  I  sell  bind- 
ers have  been  International  make  in  the  last  8  or  9  years; 
the  per  cent,  of  mowers  is  about  the  same;  also  sulky 
rakes.  I  don't  know  of  any  other  corn  binder  that  has 
been  sold  except  the  International.  All  of  the  twine 
sold  has  been  International,  practically  all  of  it,  so  far  as 
I  know.  Last  year  some  other  was  sold.  The  Interna- 
tional was  out  of  twine.  I  started  in  business,  I  think, 
in  1903  with  the  Osborne  binder.  As  to  why  I  took  on 
that  binder  and  being  asked  if  it  was  advertised  as  not 
made  liy  any  trust  will  say,  yes,  it  had  not  been  sold  by  a 

123  trust  that  I  know  of  when  I  took  it  on.  It  had  been  han- 
dled in  that  territory  before  I  took'  it  but  not  by  a  trust 
that  I  know  of.  I  don't  know  whether  it  was  adver- 
tised in  the  first  2  or  3  years  that  I  had  it  as  made  by 
a  company  outside  of  a  trust;  I  do  not  recall  that. 

Re-direct  Examination. 

While  I  had  been  in  business  there  had  l^een  other  bind- 
ers on  the  market  that  I  knew  of.  I  knew  the  Johnston 
Harvester  Company,  the  Acme  Harvester  Co.,  and  the 
Walter  A.  Wood  Company  made  binders.  I  did  not  care 
to  handle  them.  I  knew  those  companies  were  making 
those  binders  and  marketing  them.  I  did  not  care  to  han- 
dle any  of  them.  I  knew  there  was  a  Piano  binder  made. 
I  thought  it  was  handled  by  the  International.  I  did  not 
know  that  the  Independent  Harvester  Company  had  the 
Piano.    Within  the  last  6  or  7  years  it  started  in  the  manu- 

124  facture  of  binders.  I  was  glad  when  the  John  Deere  made 
a  binder  that  I  thought  would  be  successful  on  the  mar- 
ket and  a  success  as  a  binder.  I  was  not  confident  about 
those  other  binders  as  to  their  success  on  the  market.  If 
any  other  binder  had  been  a  successful  one  there  was  no 
reason  that  I  knew  of  why  a  binder  could  not  go  in  and 
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get  a  good  market  and  be  sold  to  the  farmers  if  it  would 
do  the  right  work.  (Objected  to.) 

There  is  nothing  that  I  know  of  to  prevent  any  binder 
of  any  make  being  sold  on  its  merits  to  the  farmers.  I 
sold  about  8  Dain  mowers  last  year  and  4  Deering. 

Re-cross  Examination. 

1  never  knew  of  a  Wood  binder  being  sold  anywhere 
around  our  territory.  Do  not  believe  I  ever  saw  a  Walter 
A.  Wood;  no,  I  never  saw  one. 

114  W.  M.  ASHBBOOK: 

I  am  in  the  shelf,  hardware,  implement,  buggy  and  gro- 
cery business  at  Spickard,  Mo.  My  annual  business 
amounts  to  about  $40,000,  of  which  I  should  say  offhand 
about  $10,000  represents  business  in  farm  implements,  in- 
cluding vehicles,  of  which  amount  $3,000  represents  busi- 
ness I  do  with  the  I.  H.  Co.,  which  is  a  little  less  than 
one-third  of  my  business  in  farm  implements.  I  handle 
Deering  binders,  sulky  rakes  and  mowers.  I  handle  reg- 
ular farm  implements  made  by  competitors  of  the  I.  H. 
Co.  and  sold  in  competition  with  their  goods.  In  wagons 
we  handle  the  Weber  and  International  and  the  Schuttler 
and  the  Moline;  in  cream  separators  the  Sharpies  and 

115  DeLaval,  neither  of  those  International;  John  Deere  list- 
ers, Jenkins,  Superior  and  Dain  sweep  rakes.  Have  han- 
dled some  International,  but  not  lately.  In  drag  harrows, 
the  Deere  and  Roderick  Lean;  in  disk  harrows,  the  Deere, 
principally;  in  planters,  the  Deere  and  Blackhawk.  The 
I.  H.  Co.  has  at  no  time  intimated  to  me  that  I  could  not 
handle  their  harvesting  machinery  unless  I  refused  to 
handle  all  or  any  of  these  implements  that  are  made  by 
competitors  of  theirs,  nor  has  the  company  ever  attempted 
to  coerce  my  action  as  a  dealer  in  purchasing  goods  from 
them  or  anybody  else ;  nor  could  they  do  so  if  they  tried. 
If  they  did  I  would  probably  tell  them  they  would  have  to 
sell  it  to  someone  else.  Not  very  much  doubt  about  that. 
The  I.  H.  Co.  does  not  fix  or  attempt  to  fix  the  price  at 
which  I  shall  sell  at  retail  the  goods  which  I  buy  from 
the  International.    We  set  our  own  price. 
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Cross-Examination. 

The  International  offers  to  furnish  us  canvassers  to 

116  help  sell  their  goods.  We  do  not  use  them.  There  are 
two  dealers  at  present  in  Spickard.  One  dealer  handles 
a  general  farm  line.  He  hroke  in  this  year.  He  handled 
a  kind  of  a  curb  line  last  year.  This  year  he  has  a  full 
line  of  implements,  has  a  full  Moline  line  and  the  Adrianee 
mower,  I  think,  in  connection  with  it.  Of  the  other  two 
dealers,  one  of  them  have  the  Adrianee  mower  this  year. 
Don't  know  whether  he  has  the  binder  contract  or  not. 
The  other  has  no  harvesting  mower  at  all  yet.  He  just 
started  in.  Last  year  there  was  just  one  dealer — myself. 
We  handled  harvesting  machinery.  As  to  whether  up  to 
this  year  we  have  been  the  only  concern  there  handling 
harvesting  machinery,  ^^dll  say,  no,  but  in  the  last  two  or 
three  years  the  only  one.  Previous  to  that  there  was  an- 
other house  there  that  handled  harvesting  machinery.  I 
do  not  think  I  could  answer  very  correctly  what  per  cent, 
of  mowers  sold  around  Spickard  in  the  years  I  have  been 
in  business  have  been  International.  To  the  best  of  my 
judgment,  it  would  be  about  85  per  cent.  Am  not  posted 
on  that.  To  reach  into  the  territory,  would  say  the  mowers 
sold  there  would  be  probably  75  per  cent.  As  to  sulky 
rakes,  I  don't  know;  never  paid  any  attention  much  out- 
side of  what  I  sell  myself.  Very  few  corn  binders  arc 
sold  there.     It  has  been  100  per  cent.,  all  I  can  call  to 

117  mind  now,  in  the  last  few  years.  Probably  50  per  cent. 
of  the  twine  is  International.  Don't  know  what  other  deal- 
ers out  12  to  15  miles  from  me  handle  in  that  line.  Don't 
know  whether  I.  H.  €o.  makes  listers.  Don't  know  that 
I  ever  heard  they  did.  Never  saw  one.  Don't  know 
whether  they  have  got  a  lister  or  not.  Besides  the  har- 
vesting machinery,  we  buy  from  the  International  twine, 
sulky  rakes,  a  few  one-hole  corn  shellers  and  binder  and 
mower  repairs  and  Weber  wagons.  We  do  not  handle 
engines,  spreaders,  harrows  or  cultivators.  Our  company 
is  known  as  the  T.  W.  Ballew  Lumber  Co.  I  am  not  right 
sure,  but  think  the  International  holds  our  note  for  prob- 
ably $150  or  $200  taken  last  fall  for  stuff  due  this  coming 
fall  that  was  left  on  hand.    All  the  stuff  we  handle  reg- 
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ularly  we  pay  for.    We  turn  in  no  farmers' notes.    They 
have  no  notes  of  ours  for  anything  that  is  due. 

Re-direct  Examination. 

■    That  note  was  given  in  the  ordinary  course  of  busi- 
ness. 

Re-cross  Examination. 

118  They  are  for  goods  we  have  already  purchased  from 
them  for  stuff  left  over  last  fall  and  no  selling  season  for 
it  yet. 

Re-re-direct  Examination. 

I  think  the  Acme  is  represented  in  towns  around  about 
us,  but  I  am  not  sure  about  that ;  I  could  not  say  whether 
it  is  or  not.    It  has  been  sold  a  few  years  there  at  Spick- 
ard,  but  not  lately. 
VIII 

A.  F.  AUFDERHEID : 

I  am  in  the  machinery  and  general  merchandise  busi- 
ness at  Bland,  Mo.  The  aggregate  volume  of  my  busi- 
ness per  year  is  about  $50,000  to  $75,000.    In  vehicles  and 

95  twine  including  threshers  it  runs  from  $11,000  to  $14,000 
a  year.  The  last  three  years  my  average  business  with 
the  I.  H.  Co.  has  been  $7,000  or  over  half  my  business. 
This  year  I  have  the  Deering,  Acme  and  Piano  binders ; 
last  year  I  had  the  Deering,  Milwaukee  and  Acme.  Last 
year  I  had  the  Milwaukee,  Deering  and  Acme  rakes  and 
mowers.  We  sold  two  Deering  sweep  rakes  last  year  and 
no  headers  or  com  hinders.  Mowers,  binders,  rakes  and 
threshers  are  about  all  I  handle;  don't  handle  cultivators, 
tillage  tools,  just  harvesting  machinery  and  wagons,  in 
which  I  handle  Weber,  Loudenhouse  and  Gestring. 

The  I.  H.  Oo.  has  never  intimated  to  me  that  I  could 

96  not  handle  their  harvesting  machinery  unless  I  refused  to 
handle  the  Acme.  They  have  never  attempted  to  coerce 
my  action  as  a  dealer  in  purchasing  goods. 

Cross-Examination. 

I  have  been  in  husiness  since  1889.  There  are  two  reg- 
ular dealers  at  Bland  and  the  blacksmith  carries  a  few 


450 
VIII 

Testimony  of  Implement  Dealers  (cont'd.). 

implements  and  one  grain  elevator  carries  a  few.  I  am 
one  of  the  regular  dealers  and  carry  the  Deering,  Acme 
and  Piano  this  year.  Last  year  I  had  the  Milwaukee.  The 
other  regular  dealer  carries  the  McCormick  and  John- 
ston. The  blacksmith  carries  nothing  in  harvesting  im- 
plements, formerly  had  Johnston,  but  gave  it  up.  It  has 
gone  to  the  McCormick  man.  The  elevator  man  had  it  last 
year.  The  fourth  man  handles  cultivators  and  harrows, 
but  has  no  harvesting  implements. 

About  90  to  95  per  cent,  of  the  binders  sold  around 
Bland  in  the  last  10  years  have  been  of  International 
make ;  90  per  cent,  of  the  mowers ;  85  to  90  per  cent,  of  the 
sulky  rakes  and  about  85  per  cent,  of  the  twine.  I  know 
of  only  one  corn  binder  sold  in  the  last  four  or  five  years. 

Re-direct  Examination. 

97  The  Acme  is  handled  at  Belle,  five  miles  away  and  at 
Owensville,  nine  miles.  The  Acme  folks  at  Owensville 
sold  12  to  15  last  year.    There  is  very  active  competition. 

VII 

286  WILLIAM  BALLEW: 

I  am  in  the  lumber,  hardware,  harness  and  implement 
business  at  Malta  Bend,  Mo.  My  business  last  year  was 
a  fraction  over  $43,000;  about  $6,000  to  $8,000  represents 
my  business  in  implements  including  vehicles  and  twine, 

287  approximately ;  with  the  I.  H.  Co.  it  was  $2,250,  or  about 
one-fourth  of  my  implement  business. 

I  handle  the  McCormick  and  Johnston  grain  binders  and 
mowers,  the  McCormick  sulky  rakes  and  a  general  hne  of 
farm  implements.  I  buy  and  sell  those  made  by  compet- 
itors of  the  I.  H.  Co.  Do  not  handle  wagons  or  buggies. 
I  handle  the  Corn  King  (International)  and  Litchfield 
manure  spreaders,  the  Oliver,  Brown  and  Dempster  cul- 
tivators, the  Stickney,  International  and  Dempster  gas- 
ohne  engines,  Blackhawk  and  John  Deere  planters,  and 
one  or  two  other  lines;  the  Appleton  and  Keystone  (In- 
ternational) com  shellers,"  Avery  and  John  Deere  stalk 
cutters,  Kansas-Moline  Plow  Company's  feed  grinders 
which  are  not  International.  ' 
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288  The  I.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  machinery  unless  I  refused  to 
handle  the  Johnston  grain  hinder  or  mower,  or  unless  I 
increased  my  purchases  in  other  lines  from  them,  or  de- 
creased my  purchases  from  others.  They  have  always 
tried  to  get  me  to  increase  my  purchases,  never  forced 
me.  I  have  found  they  are  better  to  take  care  of  the  re- 
pair and  expert  department  than  anybody  else.  (Motion 
to  strike  out.) 

The  I.  H.  'Co.  has  never  tried  to  coerce  my  purchases 
as  a  dealer  from  them  or  any  one  else;  do  not  believe  I 
would  let  them ;  not  enough  in  the  business ;  not  very  much 
doubt  about  it,  of  that  fact.  The  I.  H.  Co.  does  not  fix  or 
attempt  to  fix  the  price  at  which  I  shall  retail  goods  I 
buy  of  the  Company.  They  have  said  some  times  we 
should  get  a  certain  price  for  them  or  the  same  as  any- 
body else,  but  they  never  fixed  any  price.  It  was  just  in 
respect  to  the  profit  we  ought  to  have  they  have  made 

289  suggestions,  the  same  as  other  manufacturers  do  with  re- 
spect to  their  goods.  I  sell  at  Malta  Bend,  Mo.  My  busi- 
ness is  to  sell  to  the  farmers.  I  come  in  competition  with 
dfealers  in  nearby  towns.  The  closest  competition  I  have 
is  at  Grand  Pass,  Missouri,  five  miles  away.  The  Inde- 
pendent and  Acme  'binders,  and  I  suppose  the  Interna- 
tional are  handled  there.  By  "Independent"  I  mean  of 
Piano,  111.  Those  machines  are  vigorously  pushed  in  my 
territory.  They  are  trying  to  do  all  the  business  they 
can. 

Cross-Examination. 

There  is  only  one  implement  dealer  in  Malta  Bend,  Mo. 
As  to  what  per  cent,  of  binders  sold  around  Malta  Bend 
where  I  make  my  sales  have  been  International  make  in 
the  last  7  or  8  years,  will  say  there  are  very  few  of  other 

290  makes  sold ;  could  not  tell  how  many ;  I  judge  it  would  be 
safe  to  say  80  per  cent,  were  International.  The  same 
is  true  of  the  mowers.  There  are  not  many  corn  binders 
sold  there.  Not  to  exceed  50  per  cent,  of  the  twine  has 
been  International. 

I  sold  one  Johnston  binder  last  year,  and  I  think  five 
or  six  McCormicks ;  did  not  sell  any  Johnston  mowers  last 
year ;  sold  six  or  seven  McCormicks. 
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MONTANA. 

JOHN  E.  YATES : 

Am  in  the  implement  and  grocery  business  in  Billings, 
Montana.  Its  annual  volume  is  about  $140,000  in  farm 
implements  and  twine.    My  settlement  with  the  I.  H.  Co. 

386  last  fall  was  about  $10,000,  which  is  a  fair  average  pro- 
portion. Tbat  is  about  one-fourteenth  of  my  implement 
and  twine  business.  I  handle  the  McCormick,  the  Emer- 
son and  the  Johnston  binders,  mowers  and  sulky  hay 
rakes.  Do  not  ha^'e  corn  binders  in  our  country.  Discon- 
tinued the  sale  of  Johnston  harvesting  machinery  this 
year.  Do  not  represent  them  under  contract  any  longer. 
Have  a  number  of  machines  on  hand  of  every  description. 

Our  country  is  a  land  of  great  distance.  My  store  cov- 
ers about  50  miles  each  way.  I  handle  a  general  line  of 
farm  implements,  including  those  other  than  harvesting 
machinery  made  by  other  companies  and  sold  in  compe- 
tition with  like  implements  of  the  I.  H.  Co.  I  handle  the 
Emerson-Brantingham  and  the  Studebaker  lines. 

The  I.  H.  Co.  has  never  said  to  me  I  could  not  handle 
their  harvesting  machinery  unless  I  increased  my  pur- 
chases from  that  company  of  its  other  lines  of  goods,  or 
did  less  business  with  their  competitors.    If  they  should 

387  make  that  a  condition  to  my  handling  their  harvesting  ma- 
chinery, I  would  quit  trading  with  them. 

Our  country  is  developing  very  fast  as  a  grain  territory. 
The  International,  the  Independent  and  the  Acme  har- 
vesting machinery  is  sold  in  my  territory.  'Some  of  the 
California  combination  machines  are  used  and  sold  in  our 
country.  The  Acme  and  the  Independent  Harvester  Com- 
pany carry  a  large  stock  of  their  lines  in  our  town.  Their 
sale  is  actively  pushed  in  our  territory,  in  which  they  are 
dealers  handling  various  lines  of  farm  implements.  The 
International  dealers  are  scattered  throughout  the  terri- 
tory which  I  have  described  as  running  50  miles  each  way 
from  Billings.  Dealers  handling  the  Acme  are  scattered 
tbroughout  that  territory  also.  Think  the  Independent 
sell  their  goods  direct  to  the  consumer,  they  do  not  have 
dealers  handling  them. 
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388  Cross-Examination. 

Do  not  think  we  sold  over  four  or  five  Johnston  binders 
last  year  and  fifty  or  sixty  McComaicks.  Sold  five  or  six 
Johnston  mowers  last  year  and  perhaps  forty  or  fifty  Mc- 
C'ormicks;  sold  100  Standard  mowers.  The  Independent 
Harvester  Company  I  refer  to  is  the  Piano,  Illinois,  Com- 
pany. This  is  their  second  year.  Do  not  know  if  they 
have  sold  any  binders  yet — know  they  are  there.  Know 
nothing  as  to  the  volume  of  their  business.  They  sell 
mostly  to  their  stockholders.  They  have  sold  more  stock 
than  machines,  I  think.  Am  not  in  competition  with  them 
in  the  selling  of  stock.  I  could  only  guess  how  many  ma- 
chines they  have  sold.  Think  it  would  be  a  small  num- 
ber.   This  is  the  second  year  the  Acme  has  been  there.    I 

389  have  been  selling  binders  and  mowers  six  years.  In  that 
period  I  judge  80  per  cent,  of  the  binders  sold  in  that 
territory  have  been  the  International.  There  have  been 
two  California  combinations  sold  at  our  town.  They  are 
very  expensive  machines.  I  happened  to  name  these  on 
direct  because  I  was  asked  concerning  them.  I  sell  Plym- 
outh twine. 

The  International  holds  some  of  my  notes.  My  com- 
pany is  the  Marlin- Yates  Company.  These  notes  are  in 
settlement  'of  goods  on  hand,  to  be  paid  for  next  year.  Can- 
not tell  how  large  'they  are.  Have  no  papers  past  due. 
They  were  given  for  machinery  I  bought,  but  have  not 
sold. 

I  buy  wagons,  hay  tools,  hay  stackers,  buck  rakes,  bind- 
ers, mowers,  hay  rakes  and  manure  spreaders  from  the 
I.  H.  'Co.    I  buy  no  engines  or  tractors. 

iraBBASKA. 
V 

128  A.  P.  ANDERSON: 

I  reside  at  'St.  Paul,  Nebraska ;  am  in  the  produce  and 
implement  business.  Have  been  for  four  years  at  St. 
Paul.  The  volume  of  my  business  last  year  was  between 
24  and  30  thousand  dollars.  The  binder  and  mower  busi- 
ness was  $8,000,  and  the  rest  of  it  was  steel  goods  and 
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threshing  machine  goods.  This  24  to  30  thousand  dollars 
was  the  implement  business.  Our  produce  business  was 
over  and  beyond  that,  $85,000  last  year.  Our  harvester 
business  was  $4,185,  all  binders.    The  mowers  were  $1,300. 

129  Eakes  and  hay  tools  and  that  would  be  the  balance  of 
$8,000,  and  the  difference  between  $8,000  and  the  $24,000 
to  $30,000  represented  sales  of  implements  other  than  har- 
vesting machines. 

I  handle  the  Acme  and  the  McOormick  binders;  the 
Acme  mower  and  the  MeCormick  mower;  the  Acme  rake 
and  the  MeCormick  rake.  Those  are  all  the  harvesting 
machinery  that  I  handle.  The  MeCormick  harvesting  ma- 
chinery I  buy  from  the  International  Company,  and  the 
Acme  binders,  mowers  and  rakes  I  buy  from  the  Acme, 
which  is  a  competing  company.  The  implements  that  we 
handle  that  are  made  by  competitors  of  the  International 
Company  are  the  Oliver  cultivators  and  plows,  the  Eock 
Island  listers,  Eock  Island  truck  wagons,  Empire  cream 
separators  exclusively,  and  we  handle  the  Nebraska  Mo- 

130  line  buggies  and  spring  wagons.  We  did  handle  a  few  of 
the  Eock  Island  wagons.  We  handle  the  Weber  wagon 
of  the  International.  We  handle  the  Great  Western  ma- 
nure spreader.  We  have  handled  the  Kemp  and  the 
'Clover  Leaf  of  the  International.  Including  twine  the 
proportion  of  our  aggregate  sales  of  24  to  30  thousand 
dollars,  about  half  represents  goods  that  we  buy  from  the 
I.  H.  Oo. 

No  one  representing  the  I.  H.  Co.  has  ever  intimated 
in  any  way  to  me  that  I  could  not  handle  the  Interna- 
tional Harvester  lines  unless  I  quit  handling  the  Acme 
Harvesting  lines.  No  one  representing  the  I.  H.  Co.  ever 
intimated  that  I  could  not  handle  the  International  Har- 
vester lines  unless  I  abandoned  these  competing  goods. 
There  has  never,  to  my  knowledge,  been  any  attempt  to 
coerce  me  in  anywise  in  my  purchases  from  competitors. 
They  have  tried  to  sell  just  as  much  as  they  oould,  any  of 
them  do  that,  just  in  the  ordinary  way  of  selling  goods, 

131  one  like  the  other.  If  there  was  an  attempt  to  coerce  my 
purchases  or  an  attempt  to  say  to  me  that  I  could  not 
handle  International  goods  unless  I  handled  their  line  ex- 
clusively and  abandoned  all  other  goods  we  would  have  to 
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quit  doing  business  with  the  International.  They  have  no 
power  to  coerce  me.  I  buy  from  my  own  standpoint  and 
conserve  my  own  interests,  just  as  I  buy  any  other  article 
that  I  handle. 

The  condition  of  the  farm  implement  business  today  as 
compared  with  what  it  was  when  I  went  into  business  four 
years  ago,  has  not  changed  to  speak  of.  In  the  last  four 
years  it  has  run  along  just  about  the  same  in  the  har- 
vesting and  hay  tool  lines,  as  far  as  my  knowledge  goes. 

Cr  OSS-Examination. 

At  present  there  are  two  dealers  in  St.  Paul,  Nebraska. 
The  other  dealer  handles  the  John  Deere  line  of  harvest- 
ing implements  and  the  Dain  mower,  and  the  John  Deere 

132  binder.  They  are  just  getting  them  in.  They  have  not 
isold  any.  He  sold  a  Deering  binder  also  this  last  season. 
Last  year  was  the  first  year  I  sold  McCormick  binders. 
Before  that  I  sold  the  Acme  exclusively  for  two  years.  The 
third  year  I  sold  both  and  the  last  year  I  sold  the  McCor- 
mick with  the  Acme.  I  sold  most  of  the  McCormick.  The 
first  year  I  sold  14  Acmes  and  no  McCormicks.  The  sec- 
ond year  I  sold  nine  Acmes  and  the  third  year  I  sold  four 
Acmes  and  twenty-three  McCormicks.    I  don't  know  how 

133  many  Deering  machines  were  sold  in  the  same  years.  The 
first  year,  1910,  I  sold  eight  Acme  mowers.  The  second 
year  I  sold  five  and  the  third  year  I  sold  three.  Last  year 
we  sold  19  McCormicks.  I  have  not  kept  track  of  the  num- 
ber of  rakes.  We  were  pretty  near  even,  about  as  many 
Acmes  as  McCormicks  for  the  last  year.  Of  the  hay  tools 
we  sold  nothing  but  the  Acme  last  year.  We  have  not 
sold  any  McCormick  hay  tools.  Half  of  our  total  business 
is  with  the  International.  To  enumerate  all  the  articles 
that  we  buy  from  the  International:  we  buy  the  har- 
vester, mower,  rakes,  wagons,  spreaders,  disc  harrows  and 
hand  corn  shellers.  We  handle  their  engines;  no  cream 
separators. 

vn 

462  F.  A.  AUSTIN: 

I  am  in  the  grain  and  implement  business  at  Hendley, 
Nebraska.    Its  annual  volume  is  about  $50,000  of  which 
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about  $6,000  is  in  farm  machinery,  including  twine  and 
implements.  I  do  about  $3,000  a  year  with  the  I.  H.  Co. 
or  half  of  my  implement  business.  I  handle  Deering  and 
McCormick  binders,  mowers  and  rakes,  and  a  general 
line  of  implements  including  those  made  by  other  com- 

463  panies  and  sold  in  competition  with  like  implements  of 
the  International.  I  handle  the  Studebaker  wagon,  Clover 
Leaf  (International)  manure  spreaders,  International  and 
Empire  cream  separators,  International  and  Waterloo 
gasoline  engines,  Dain  and  McCormick  sweep  rakes,  Can- 
ton and  International  drag  and  disc  harrows. 

The  I.  H.  Co.  has  never  intimated  to  me  that  I  could  not 
handle  their  harvesting  machinery  unless  I  increased  my 
purchases  of  that  company  in  these  other  lines.  The  Com- 
pany has  never  attempted  to  coerce  my  action  as  a  dealer 
in  purchasing  from  them  or  anybody  else.  They  could  not 
do  that  if  they  attempted  it.  The  company  does  not  fix 
the  retail  price  at  which  I  sell  their  goods. 

Cross-Examination. 

I  am  the  only  dealer  in  Hendley  now.  It  is  a  place  of 
about  250  or  300.  Since  1905,  90  to  95  per  cent,  of  the 
binders  sold  in  the  territory  where  I  do  business  around 
Hendley  have  been  of  International  make,  about  85  to  90 

464  per  cent,  of  the  mowers  and  sulky  rakes,  headers  90  per 
cent.,  corn  binders  95  per  cent.,  twine  50  per  cent.,  and 
manure  spreaders  about  70  per  cent. 

Re-direct  Examination. 

I  am  the  only  dealer  in  Hendley.  My  sales  cover  the 
country  round  about  and  I  come  in  competition  with  other 
towns  maybe  10  or  15  miles  away.  The  Acme  is  sold  at 
some  of  these  towns  that  come  in  competition  with  me, 
and  that  is  the  harvesting  machinery  that  competes  in 
that  territory  with  the  International,  also  the  Johnston 
and  Deere.  The  Johnston  Harvester  Company  sells  bind- 
ers there.  I  know  they  sell  corn  binders ;  am  not  positive 
about  the  grain.     5  to  10  per  cent  of  corn  binders  sold 

465  are  made  by  other  companies,  10  to  15  per  cent,  of  the 
mowers  are  sold  by  competitors  of  the  International  and 
the  Johnston  Company  and  Acme  have  about  10  per  cent. 
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of  the  header  business.  The  'business  done  by  the  com- 
peting companies  is  larger  in  proportion  now,  I  think, 
than  it  was  when  I  went  into  business. 

Re-cross  Examination. 

At  these  towns  I  have  referred  to  as  near  me,  there  are 
International  dealers. 

V 

533  EDWAED  A.  AYEES : 

I  have  been  in  the  implement  business  at  Pairbury, 
Neb.,  14  years.  My  total  annual  sales  are  about  $60,000. 
My  total  annual  sales  of  implements  $50,000.  I  buy  bind- 
ers, mowers,  rakes,  sweep  rakes,  stackers,  corn  shellers, 
balers,  engines,  disc  harrows,  peg  tooth  harrows  from  the 
International.    I  handle  Deering  and  Milwaukee  binders, 

534  the  Deering  and  the  Emerson  mowers.  Other  than  the 
International  make,  I  buy  Moline,  Eock  Island,  Canton 
and  Pattee  implements.  About  12  or  15  per  cent,  of  my 
total  sales  represent  binders  and  mowers.  About  20  to 
25  per  cent,  of  my  total  implement  sales  I  buy  from  the 
International. 

I  fix  the  retail  prices  on  all  implements  I  handle.  The 
International  never  indicated  to  me  that  if  I  did  not  cease 
handling  goods  sold  by  their  competitors  I  could  not  have 
their  binders  and  mowers.  '  They  have  never  tried  in  any 
way  to  coerce  the  conduct  of  my  business.  If  they  did  so 
attempt  to  coerce  me,  I  would  handle  the  other  goods. 

I  have  noticed  improvements  in  the  binders  and  mowers 
in  the  past  ten  years.  We  set  up  our  binders  right  there 
at  the  house  and  send  them  out;  we  don't  go  to  see  one 
in  ten  of  them;  they  are  adjusted  so  well  that  you  don't 
have  to.  We  used  to  have  one  or  two  experts  go  out  and 
look  after  binder-s,  but  now  days  we  set  them  up  and  they 

535  go  out  in  the  field  and  the  farmer  runs  them  without  any 
trouble.  The  farmer  gets  more  for  his  money  now  in  the 
implement  trade  than  he  did  ten  years  ago.  There  is  not 
very  much' difference  in  the  prices  of  binders  and  mowers 
now  as  compared  with  ten  years  ago;  not  over  $7.50  or 
$10,  I  think,  in  the  last  ten  years. 

I  don't  know  as  I  know  of  any  farm  implement  that  has 
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improved  so  much  and  remained  the  same  price  as  the 
self-hinder  has  in  the  past  ten  years. 

Cross-Examination. 

There  were  very  few  twine  hinders  out  the  year  I  was 
in  business.  I  was  selling  wire  binders  at  that  time.  The 
twine  binder  was  not  a  great  improvement  over  the  old 
wire  binder.  There  never  was  as  many  bundles  went 
through  the  mouth  of  the  threshing  machine,  bound,  as 
went  with  the  wire  binder.  As  far  as  the  machine  was 
concerned,  the  wire  binder  was  better  than  the  twine 
binder.  I  would  like  to  go  back  to  the  old  wire  binder  to- 
day. 

There  are  two  dealers  at  Fairbury.     The  other  dealer 

536  handles  International  and  John  Deere.  He  sold  five  John 
Deere  binders  last  year.  I  sold  40  Deering  binders.  I 
think  my  competitor  sold  20  or  25  McGormick  binders.  In 
the  last  few  years  about  95  per  cent,  of  the  binders  sold 
in  the  territory  in  which  I  do  business  have  been  Interna- 
tional binders  and  I  suppose  about  85  per  cent. — no,  about 
75  per  cent,  of  the  mowers  have  been  International,  and  I 
suppose  75  per  cent,  of  the  twine  has  been  International, 
and  about  75  per  cent,  of  the  rakes  have  been  Interna- 
tional. 

I  have  been  asked  to  carry  the  Acme  line  and  I  declined. 
There  is  no  Acme  agent  in  our  town.  There  is  right  ad- 
joining us,  at  Jensen,  seven  miles. 

There  are  two  dealers  there.  They  handle  I.  H.  Co.  and 
Aemo  harvesting  lines.  The  Acme  man  handles  Inter- 
national also. 

I  pay  the  I.  H.  Co.  cash  everv  year  at  settlement  time 
find  each  rpar  sign  a  commission  agency  contract  with 

537  them.  Signed  it  in  1902,  1903  and  1904.  Do  not  remem- 
ber clause  in  it  which  provided  that  dealer  should  not 
handle  any  other  person's  binders,  mowers  and  rakes. 

I  handled  the  Emerson  mower  every  year.  I  sold  eight 
Emerson  mowers  last  year  and  forty  Deering  mowers. 
Year  before  that  sold  about  the  same  number  of  Emerson 
and  fifty  or  more  Deering  mowers.  Harvesting  imple- 
ments are  not  most  important  line  I  carry  in  my  store.  T 
sell  more  plows.    I  do  not  think  the  amount  of  business 
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in  dollars  and  cents  in  plows  is  as  much  as  in  harvesting 
machinery.     There  is  not  much  difference. 

Re-direct  Examination. 

As  to  the  relative  percentage  of  binders  and  mowers 
of  those  other  than  International  that  are  sold  there  will 
say  T  come  pretty  near  knowing  what  is  done  in  the  county 
but  do  not  know  what  the  percentage  is  definitely. 

271  HENRY  BEEELINE : 

I  have  been  in  the  farm  implement  business  at  Papil- 
lion,  Neb.,  since  1902.  The  aggregate  volume  of  our  busi- 
ness is  $15,000  or  $18,000.  We  handle  Deering  and  McCor- 
mick  binders  and  rakes,  Deering,  McCormick  and  Dain 
mowers.  The  Dain  mower  is  a  competing  mower  of  the 
International,  so  far  as  I  know.  It  is  made  by  the  Dain 
Mfg.  Co.,  and  handled  by  the  John  Deere  Plow  Company. 

272  I  handle  goods  that  compete  with  the  International.  My 
biggest  line  is  John  Deere  Plow  Company  and  I  handle 
some  P.  0.  I  skip  around  to  various  other  outfits.  I  be- 
lieve a  little  over  one-third  of  our  business  would  repre- 
sent sales  of  the  International  goods.  The  International 
Company  has  not  intimated  to  me  that  I  could  not  handle 
their  harvesting  goods  unless  I  refused  to  handle  the 
Dain  mower.  The  International  has  not  intimated  to  me 
that  unless  I  refused  to  deal  with  and  handle  goods  of 
their  competitors,  I  could  not  handle  their  harvesting 
lines.  There  never  has  been  any  attempt  on  the  part  of 
the  International  to  coerce  my  action.  If  they  did,  I  do 
not  think  I  would  stand  for  it.  The  International  has 
never  at  any  time  attempted  to  fix  the  retail  price  at 
which  I  should  sell  goods,  to  the  farmers,  that  I  buy  from 
them.    I  fix  that  myself. 

Cross-Exam-ination. 

273  There  is  one  dealer  in  our  town  besides  myself.  He 
does  not  consider  it  worth  while  monkeying  with  har- 
vesting machinery.  I  do  all  the  binder  business ;  he  han- 
dles the  Emerson  mower.  It  is  just  an  average  territory 
for  binders,  I  should  think.  I  sell  the  Dain  mowers  and 
also  the  Deering  and  McCormick.    I  did  not  sell  over  two 
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or  three  Dain  mowers  last  year.  I  sell  ten  and  twelve 
Deering  aiid  McCormiek  mowers.  The  biggest  part  of 
the  binder  business  in  onr  Yicinity  is  done  by  the  Interna- 
tional. I  cannot  say  what  per  cent.  The  business  of 
mowers  is  pretty  well  divided.  Every  mower  on  earth 
is  sold  there  in  my  country,  but  not  so  in  binders.  The 
Acme  has  quite  a  little  business  south  of  me.  I  consider 
the  binder  a  part  of  my  business,  the  same  as  I  would  a 

274  wagon  or  a  plow  or  a  cultivator.  Besides  binders,  mow- 
ers and  rakes,  I  buy  engines,  wagons,  harrows,  disc  har- 
rows and  spreaders  from  the  International.  I  guess  1902 
was  about  the  time  the  International  was  formed.  I  have 
signed  the  commission  agency  contract  with  them  every 
>'ear.  I  do  not  recall  that  the  contracts  I  signed  in  1903 
and  1904  contained  a  clause  prohibiting  the  agent  from 
handling  any  harvesting  machinery,  binders,  mowers,  and 
rakes,  except  those  he  was  taking  from  the  Interna- 
tional. I  buy  twine  from  the  International.  I  should 
judge  about  half  of  the  twine  sold  in  our  territory  is 
manufactured  by  the  International. 

524  WILLIAM  BELCHEE : 

I  have  been  in  the  implement  business  since  1884  and 
at  York,  Nebraska  since  1897.  My  annual  sales  of  im- 
plements a\-erage  from  fifteen  to  twenty  thousand  dol- 
lars. I  handle  the  Deering  binder  and  mower,  and  twine 
and  some  Osborne  disc  harrows. 

I  handle  the  Eock  Island,  .lanesville,  the  Monmouth, 
Studeliaker  and  Hercules  goods,  and  what  we  call  the  Old 

525  Hickniy.  About  25  per  cent,  of  my  total  sales  are  In- 
ternational goods. 

The  John  Deere  binders  and  mowers  are  handled  in 
our  town  and  the  Acme  has  been,  and  the  Johnston. 

I  certainly  fix  the  retail  price  on  all  goods  I  handle. 
The  International  Company  never  dictated  to  me.  The 
I  H.  Co.,  never  said  to  me  that  if  I  did  not  handle  lines 
other  than  binders  and  mowers  that  I  could  not  Handle 
their  binders  and  mowers.  If  they  tried  to  influence  or 
control  the  management  of  my  business  I  would  not  buy 
from  them.  I  would  go  into  the  market  and  buy  other 
goods. 
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Tlie  Deering  binder  is  a  great  deal  cheaper  today  than 
it  was  when  the  Deering  people  sold  it.  They  have  tried 
to  improve  the  binder  and  mowers  and  have  improved 
them  wonderfully  and  they  give  a  great  deal  better  satis- 
faction to  the  farmer  and  the  trade  is  a  great  deal  better 

526  satisfied.  The  reel  is  a  particular  improvement.  It  is  a 
concern  that  reaches  out  from  the  bar  five  or  six  or  seven 
feet.  At  first  it  had  nothing  to  support  it.  Now  it  has  a 
support  that  holds  it  more  rigid,  and  now  if  you  are  out 
in  the  harvester  field  and  there  comes  up  a  shower  and 
you  want  to  get  away  without  taking  off  your  canvasses 
and  springs  it  won't  hurt  the  canvass  if  it  does  get  wet. 
And  a  great  many  other  improvements  that  I  don't  know 
that  I -could  mention. 

The  expert  assistance  needed  or  asked  for  by  the 
farmer  is  not  75  per  cent,  of  the  amount  now  as  compared 
with  ten  years  ago. 

Cross-Examination. 

There  are  three  dealers  in  York,  besides  myself.  The 
Deering  is  handled,  the  McCormick  is  handled,  the  Johns- 
ton is  handled  and  the  Acme  (I  am  not  certain  about  this 
year  now)  and  the  John  Deere  harvesting  implements. 

527  In  the  last  few  years,  fifty  per  cent,  more  binders  and 
mowers  of  the  International  were  sold  than  of  the  others. 
This  last  year  there  were  not  that  many  sold  by  the  In- 
ternational people.  John  Deere  came  into  the  trade  last 
vear  and  cut  a  large  figure.  He  sold  about  33  as  I  hear 
it.  _  _ 

I  am  paying  for  a  6-ft.  binder  today  $102.50  with  7  per 
cent,  off  for  cash.  Twelve  years  before  the  International 
was  formed  I  paid  $123.00  for  a  6-ft.  Deering  harvester. 
In  1889  I  paid  $120.00.  I  cannot  state  what  the  price  was 
in  1902. 

528  I  do  not  know  as  a  matter  of  fact  that  I  was  paying 
less  thah  $102.00  for  a  binder  in  1902,  unless  I  bought 
some  binders  which  had  been  damaged.  I  remember 
buying  some  Osbornes  that  went  through  the  flood  down 
here  and  I  bought  them  at  a  very  low  price. 

529  I  think  there  were  some  improvements  in  the  machines 
before  1902.     I  never  used  the  old  wire  binder.     There 
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was  a  good  deal  of  improvement  in  the  tvnne  binder  be- 
fore 1902. 

NEW   YORK. 
XL 

516  CHARLES  E.  BxlXFIELD : 

I  am  in  tbe  farm  implement,  carriage,  wagon  and  har- 
ness business  at  Olean,  New  York.  Have  been  in  that 
business  over  ten  years.    Its  annual  volume  is  about  $25,- 

517  000,  of  which  $18,000  to  $20,000  is  in  implements,  vehicles 
and  twine.  I  average  $6,000  or  $7,000  in  goods  I  buy  of 
the  I.  H.  Co.,  of  which  about  $2,000,  possibly  $2,200  is  in 
binders  and  mowers  and  rakes. 

I  handle  Deering,  AlcCormick,  Milwaukee,  Walter  A. 
Wood  and  John  Deere  binders  and  mowers  and  reapers. 
Do  not  think  I  ever  sold  any  Deere  binders.  Have  sold 
Deere  mowers,  ral-ces  and  horse  dump  rakes.  Sell  Deer- 
ing, Adriance  or  Plymouth  and  Wood  twine.  I  handle 
Lansing,  Stoughton,  Birdsell  and  Weber  wagons;  Suc- 
cess and  New  Idea  manure  spreaders,  also  Deere  and 
Corn  King;  Sharpies  and  Dairy  Maid  cream  separators; 
John  Deere,  Planet, — Allen  &  Co.,  and  Deering  cultiva- 
tors ;  Deere,  Wood  and  Deering  rakes ;  and  harrows ;  In- 
ternational and  American  Seeding  Machine  Company's 
corn  planters;  Superior,  Farmer's  Favorite  and  Empire 

518  drills;  The  Empire  is  handled  bv  I.  H.  Co.,  the  Farmer's 
Favorite  by  American  Seeding  Machine  Company.  I  sell 
no  corn  shellers.  Handle  International  grinders  or  en- 
silage cutters,  and  the  Appleton. 

The  I.  H.  Co.,  have  never  attempted  to  coerce  me  into 
buying  more  of  its  goods  and  less  of  its  competitors  while 
I  have  been  handling  their  lines.  If  they  should  make 
such  an  attempt  we  would  have  to  discontinue  buying  from 
the  I.  H.  Co.    We  would  buy  the  other  lines. 

We  fix  the  retail  price  at  which  we  sell  our  goods.  The 
I.  H.  Co.  has  never  tried  to  control  our  selling  prices. 

Llave  been  in  business  ten  years.  Do  not  know  much 
about  the  prices  on  binders  and  mowers  before  then.  I 
think    three    or    four  years  ago  prices  of  binders    and 

519  mowers  were,  possibly,  higher,  possibly  10  per  cent.     At 
present  time  they  are  the  same  as  eight  or  ten  years  ago. 
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The  prices  of  ottier  farm  implements  have  advanced  some. 
Do  not  think  steel  goods  have  advanced  as  much  as 
wagons.  I  presume  wagons  have  advanced  15  per  cent, 
and  steel  goods  5  per  cent. 

Cross-Examination. 

Do  not  buy  very  many  International  wagons.  My 
business  with  the  International  is  from  $6,000  to. $7,000  a 
year.  About  one-third  of  my  implement  business.  In 
the  territory  we  work,  close  to  Olean,  it  is  not  a  good 
farming  section  until  you  get  out  several  miles. 
There  are  several  other  agents. 

The  leading  types  of  binders  and  mowers  in  my  terri- 
tory are  Deering,  McOormick  and  Johnston. 

520  Never  stopped  to  think  of  the  question  until  now,  but 
I  would  say  60  to  65  per  cent,  of  the  binders  sold  in  my 
territory  are  International.  The  Johnston  has  three 
agents  within  five  or  six  miles  of  us.  The  binders  are 
made  at  Batavia,  New  York,  eighty-five  or  ninety  miles 
from  there. 

XII. 

191  FRANK  BLOOMINGDALE : 

Am  in  the  implement,  vehicle,  hay,  straw  and  grain 
business  at  Voorheesville,  New  York.  The  business  would 
run  from-  $50,000  to  $60,000  a  year,  of  which  about  $5,000 
is  in  farm  implements,  twine  and  vehicles.  The  annual 
volume  of  mv  business  with  the  I.  H.  Co.  is  from  $1,700 
to  $1,800. 

I  handle  McCormick  binders,  mowers  and  sulky  hay 
rakes. 

Handle  a  line  of  farm  implements  other  than  harvest- 
ing machinery  made   by   other  companies   and  sold  in 

192  competition  with  like  implements  of  the  I.  H.  Co.  I  han- 
dle Sharpies  Cream  Separators;  Childs  &  Co.  cultivators; 
New  Way  gasoline  engines;  International  and  Childs' 
harrows,  and  Superior  drills. 

The  I.  H.  Co.  has  never  said  that  I  could  not  handle 
their  harvesting  machinery  unless  I  did  more  business 
with  that  company,  or  unless  I  did  Jess  business  with  their 
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competitors.     If  tliey  should  impose  such,  a  condition,  I 
would  positively  refuse  to  handle  their  goods. 

The  Johnston,  "Walter  A.  AVood  and  Adriance-Platt  har- 
vesting lines  are  sold  at  my  town  and  in  the  territory 
around  there,  where  I  meet  them  in  competition. 

C  ross-Examination. 

A  dealer  named  Crounse  handles  the  Johnston  in  my 
19.^  town.  There  are  three  or  four  dealers  in  the  vicinity  I 
think;  there  is  one  in  town.     I  am  in  the  village. 

The  only  harvesting  lines  I  handle  in  my  town  are  In- 
ternational. As  to  whether  I  said  on  direct  that  the 
Johnston,  Wood  and  Adriance-Platt  were  all  handled  there 
would  say  that  thej^  are  in  the  suburbs  around  the  edge 
of  the  village.  The  village  is  not  large.  The  Johnston 
agent  is  a  mile  away.  There  are  other  International 
agents  at  Altamont,  eight  miles  away. 

I  sell  one  or  two  binders  a  season.  There  is  not  much 
binder  business  there.  Sell  possibly  two  or  three  mowers 
a  year. 

The  principal  crops  are  hay,  rye,  oats  and  corn. 

.Vs  to  whether  tlie  principal  things  sold  by  the  Johns- 
ton, "Wood  and  Adriance-Platt  dealers  in  my  vicinity  are 
implements  other  than  harvesting  machinery  would  say 
I  never  have  paid  any  attention  to  that;  mostly  mowers, 
reapers  and  binders. 


NORTH  DAKOTA. 
X. 

37    PAUL  ALLEX: 

.Vm  in  the  hai'dwure  and  farm  machinery  business  at 
Jamestown,  X.  I).  Its  annual  average  is  about  $100,000, 
of  which  aliout  $50,000  is  in  implements  and  twine.  We 
pav  the  I.  I-r.  Co.  from  $10,000  to  $15,000  a  year  for  ma- 
chines, repairs  and  twine.  "We  handle  the  McCormiek 
binders,  mowers  and  sulky  hay  rakes.  "We  handle  a  gen- 
eral line  of  farm  implements,  including  those  other  than 
harvestinii'  machinery  made  by  other  companies  and  sold 
in  competition  with  like  implements  of  the  I.  H.  Co.    AVe 
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38  handle  the  John  Deere  line  principally,  and  buy  more  or 
less  various  implements  from  other  companies. 

The  I.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  machinery  unless  I  increased 
my  purchases  from  that  company  of  the  other  hues  that 
they  handle,  or  decrease  my  purchases  from  their  com- 
petitors. If  they  would  make  that  a  condition  to  my 
handling  their  harvesting  machinery  I  think  we  would 
give  up  the  line. 

The  Acme  and  the  Independent  lines  of  harvesting 
machinery  are  sold  at  Jamestown.  The  farmers  are 
solicited  to  buy  those.  The  competition  is  active  between 
the  Acme  and  the  Independent  and  the  International  har- 
vesting machines. 

Cross-Examination. 

Our  firm  is  Kirk  &  Allen.  We  have  been  in  business 
about  30  years.  Have  handled  the  McCormick  lines  25 
years.     The  McCormick  lines  and  the  repairs  have  be- 

39  come  an  important  part  of  our  business.  There  was  not 
a  large  sale  of  any  machines  that  are  not  now  owned  by 
the  International  around  Jamestown  in  1901.  The  Mc- 
Cormick, the  Deering,  and  the  Piano  were  the  principal 
machines  sold  there.  There  were  some  Champions.  Some 
years  they  would  come  out  strong,  other  years  hardly  any. 
The  Wood  was  sold  around  there  quite  largely  at  one 
time,  further  back.  There  are  only  two  dealers  in  my 
town  who  carry  full  lines,  two  or  three  others  dabble 
more  or  less.  We  have  new  competitors  this  year.  Their 
predecessors  carried  the  Deering,  and  I  suppose  these 
people  will  continue  it.  The  Acme  has  been  sold  there 
several  years,  cannot  say  exactly  how  long.  The  Inde- 
pendent Harvester  Company  line  was  sold  there  first  last 
year.     The  leading  brands  are  Deering  and  McCormick. 

I  should  think  about  75  per  cent,  of  the  binders  sold  in 
the  territory  where  I  do  business  are  International;  about 
the  same  per  cent,  of  mowers;  90  or  95  per  cent,  corn 
binders;  75  to  80  per  cent,  of  the  rakes.  Some  years 
there  has  been  a  very  large  sale  of  Penitentiary  twine. 

40  I  should  judge  last  year  not  over  40  per  cent,  of  the  twine 
sold  in  our  territorv  was  International.     Last  vear  was 
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not  a  big  year  in  International  twine.     It  was  less  than 

usnal. 
IX. 

407  E.  L.  BEXXETT : 

I  am  in  the  farm  implement  business  at  Inkster,  N.  D. 
My  average  annual  business  is  about  $30,000,  of  which 
about  one-third  is  with  the  I.  H.  Co.    I  handle  Deering 

408  binders,  mowers,  sulky  hay  rakes  and  twine. 

I  handle  a  general  line  of  farm  implements  including 
those  made  by  other  companies  and  sold  in  competition 
with  like  implements  of  the  I.  H.  Co.  I  handle  P.  &  0., 
Minnesota  Moline  and  Lindsay  Bros,  lines. 

The  I.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  machinery  unless  I  bought 
more  goods  of  that  company  in  these  other  lines.  Should 
the  I.  H.  Co.  adopt  such  policy,  we  would  not  do  any  more 
business  at  all  with  them.  We  would  do  business  with 
somebody  else. 

The  I.  H.  Co.  does  not  fix,  or  attempt  to  fix,  the  retail 
price  at  which  I  sell  their  goods  to  the  farmer.  I  do  not 
handle  any  other  harvesting  machinery  than  Interna- 
tional at  present.    Have  handled  the  Acme,  about  six  or 

409  seven  years  ago,  handled  it  for  four  years.  Handled 
,\cme  from  about  1903  to  1906.  Handled  the  Deering  at 
the  same  time. 

Cross-Examination. 

There  is  one  other  harvesting  implement  dealer  at 
Inkster.  He  handles  the  ]\lcCoi'miek.  There  has  been  no 
Acme  agency  there  since  I  quit.  There  have  been  ma- 
chinos  sold  in  that  territory  from  adjoining  towns.  Deer- 
ing and  McCormiek  have  been  the  leading  types  of  binders 
in  my  vicinity  in  the  last  seven  or  eight  years.  There  are 
no  Milwaukee,  Piano,  Cliampion  or  Osborn  sold  there  at 
the  present  time. 

Probably  90  per  cent,  of  the  binders  sold  in  my  terri- 
tory in  the  last  six  years  have  been  International,  90 
per  cent,  of  the  mowers,  95  per  cent,  of  the  rakes,  and  90 
per  cent,  of  the  corn  binders.    About  40  per  cent,  of  the 

410  twine  today  is  International.    Quite  a  good  deal  Peniten- 
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tiary  and  Plymouth  twine  also  handled  there.  Many 
spreaders  are  sold  there,  of  which  40  per  cent,  are  In- 
ternational. There  are  no  tedders,  hay  presses  or  shred- 
ders sold. 

Re-direct  Examination. 

The  Acme  machines  are  handled  in  town  nearhy  and 
the  machines  are  sold  in  my  territory.  Also,  the  Johns- 
ton harvesting-  machinery,  that  is  canvassed.  There  is 
active  competition  between  the  Deering,  McCormick, 
Acme  and  Johnston  in  my  territory  and  the  farmer  is 
offered  his  choice.    The  field  is  open  to  all. 


X. 


EOLLEF  BEEGE : 


I  am  in  the  fann  implement,  harness  and  automobile 
business  at  Courtenay,  North  Dakota.  Its  average  annual 
volume  is  between  $15,000  and  $20,000,  of  which  about 

10  75  per  cent,  is  in  implements.  Half  of  my  implement 
business  is  with  the  I.  H.  Co.  I  handle  McCormick  bind- 
ers, mowers  and  sulky  rakes,  McCormick  and  Plymouth 
twine. 

I  handle  a  general  line  of  farm  implements  including 
those  other  than  harvesting  machinery  made  by  other  com- 
panies and  sold  in  competition  with  like  implements  of 
the  I.  H.  Co.  I  handle  Fuller  &  Johnson  gasoline  en- 
gines, Avery  and  Eumely  tractors,  Lindsay  Bros,  and 
Grreat  Northern  Implement  Company  lines,  and  buy  of 
various  people. 

The  I.  H.  Co.  has  never  said  to  me  that  I  could  not 
handle  their  harvesting  machinery  unless  I  quit  handling 
Plymouth  twine,  or  increased  my  purchases  from  the  I. 
H.  Co.  in  their  other  lines,  and  if  they  should  make  such  a 
condition  to  my  handling  their  harvesting  machinery,  I 
would  tell  them  they  would  have  to  keep  their  lines. 

Acme  harvesting  machinery  is  handled  at  Courtenay. 
The  I.  H.  Co.  does  not  fix  the  retail  price  of  my  goods. 

11  Cross-Examination. 

I  have  handled  the  McCormick  harvesting  lines  in 
Courtenay  about  16  years.     "When  I  started  doing  busi- 
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ness  I  think  my  account  with  the  I.  H.  Co.  was  about  half 
the  business.  I  buy  other  things  from  the  I.  H.  Co.  than 
harvesting  machinery  and  twine.  I  buy  manure  spread- 
ers, disc  harrows,  gasoline  engines  and  separators.  The 
International  holds  some  of  my  notes.  They  have  a  note 
of  about  $1,500  at  8  per  cent.  There  are  three  dealers 
in  my  town.  One  of  these  other  dealers  handles  the 
Deering  lines. 

12  Re-direct  Examination. 

This  note  that  they  hold  is  not  due.  It  is  for  goods 
bought  on  next  fall's  time.  The  interest  does  not  run 
unless  note  is  not  paid  Avhen  due.  My  boy  has  been  run- 
ning my  branch  at  Kensal,  North  Dakota.  Last  fall  when 
our  settlement  was  made  the  I.  H.  Co.  carried  us  for  that 
amount.  My  son  settled,  and  wrote  me,  and  I  asked  him 
to  write  the  I.  H.  Co.  to  carry  it,  what  the  result  was  I 
colild  not  say. 

Re-cross  Examination. 

I  did  not  buy  more  from  the  International  last  year 
than  I  could  sell  and  settle  with  them  by  a  note.  After 
the  fall  settlement  I  bought  some  goods  from  them,  be- 
fore wp  had  paid  up.  Bought  some  binders  that  were  on 
hand  in  our  shop. 
IX. 

513  CHRISTIAN  BERTSCH: 

Am  in  the  implement  business  at  Bismark,  N.  D.  An- 
nual volume  of  business  about  $50,000,  of  which  about 
$15,000  is  with  the  I.  H.  Co.,  or  less  than  a  third.  I  handle 
the  Deering  binders,  mowers  and  sulky  hay  rakes. 

I  handle  a  general  line  of  farm  implements,  including 
those  other  than  harvesting  machinery,  made  by  other 
companies  and  sold  in  competition  with  like  implements 

514  of  the  I.  H.  Co.    I  handle  the  Moline,  Nichols  &  Shepard, 
Raeine-Sattley,  Avery,  and  several  other  lines. 

The  I.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  machinery  unless  I  bought 
more  goods  of  their  other  lines,  or  decreased  my  busi- 
ness with  their  competitors.    If  they  should  make  that  a 
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condition  to  my  handling  their  harvesting  machinery,  I 
would  discontinue  doing  business  with  them. 

The  I.  H.  Co.  does  not  fix  the  price  at  which  I  sell  their 
goods  at  retail. 

The  binder  has  been  greatly  improved  in  the  last  ten 
years.  The  repair  and  expert  service  of  the  I.  H.  Co. 
is  better  than  it  used  to  be.  There  has  been  improve- 
ment in  the  machines.  They  have  put  in  malleable  iron 
instead  of  castings,  and  roller  bearings  in  the  place  of 
plain. 

Cross-Examination. 

I  handle  the  Deeriug  lines;  have  handled  them  eight 
years.  Have  been  in  the  implement  business  about  twelve 
years. 

525  GEORGE  H.  BINGENHEIMER : 

I  am  in  the  lumber,  farm  machinery  and  grain  busi- 
ness at  Mandan,  N.  D.,  and  my  average  business  in  the 
three  places  I  have  is  about  $270,000.  I  have  a  branch  at 
Sweet  Briar,  and  another  at  Judson.  I  handle  agricul- 
tural implements  at  all  three  places.  The  annual  volume 
of  my  agricultural  implement  business  at  the  three  places 
is  between  $50,000  and  $60,000,  of  which  30  per  cent,  is 
done  with  the  I.  H.  Co.  I  handle  the  MeCormick  binder 
at  Mandan  and  Sweet  Briar,  and  the  Deering  at  Judson. 
I  handle  the  MeCormick  and  Dain  sulky  hay  rakes  at  all 
three  places.  I  handle  the  MeCormick,  Deering,  Dain 
and  Thomas  mowers.  The  Thomas  we  have  handled  only 
at  Mandan.  Have  our  stock  there  and  ship  to  the  other 
places. 

526  I  handle  a  general  line  of  farm  implements,  including 
those  other  than  farm  machinery,  made  by  other  com- 
panies and  sold  in  competition  with  like  implements  of 
the  T.  H.  Co.  I  handle  the  John  Deere,  Minnesota  Moline 
Plow  Company,  Grand  DeTour  and  Kingman  lines.  I 
buy  implements '  from  various  companies. 

The  I.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  machinery  unless  I  quit 
handling  the  Dain  mower  and  rake  or  the  Thomas  mower, 
or  bought  more  goods  of  them  in  these  other  lines. 
Should  they  attempt  to   impose   that  condition  on  ray 
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handling  theiv  harvesting  machinery,  I  would  get  some 
other  line.  I  said  I  was  in  business,  but  it  is  the 
Bingenheimer  Mercantile  Company.  I  am  not  alone;  am 
one  of  the  firm  owners.  The  Acme  harvesting  line  is 
handled  at  ^Mandan  ly  the  Mandan  jMercantile  Company. 

527  It  is  actively  pushed,  and  the  competition  is  strong.    The 
farmers  are  solicited  to  buy. 

Cross-Examinaiion. 

Another  dealer  in  ^landan  is  the  Haight  Lumber  &  Ma- 
chinery Company.  Thev  handle  the  Deering  Harvesting 
line.  There  was  the  City  Lumber  Company,  but  they 
sold  out  lately.  The  business  in  binders  and  mowers  in 
our  territory  is  about  equally  divided  between  the  Deer- 
ing, McCormick  and  Acme.  Their  line  is  very  strong 
there.  I  buy  mowers,  binders,  twine,  cream  separators, 
tractors,  and  a  few  small  engines,  repairs  and  harrows 
of  the  I.  H.  Co.  Buy  no  spreaders.  "\Ye  buy  hay  rakes, 
but  no  tillage  tools.  The  I.  H.  Co.  holds  no  notes  of  my 
company. 

528  lit'-dirrcl  Examination. 

The  Mandan  Mercantile  Company  handles  the  Acme 
there,  and  at  some  twenty  odd  places. 


OHIO. 

XII. 

C.  L.  BABB: 

Am  in  the  hardware,  agricultural  implements,  buggies, 
harness,  etc.,  business  at  Xenia,  Ohio,  and  I  am  also  in  the 
banldng  business.  I  have  been  engaged  in  the  implement 
business  there  28  years.  Its  total  annual  volume  is  about 
$50,000,  or  which  about  $24,000  is  in  farm  implement, 
vehicles  and  twine.  $7,000  or  $8,000  of  that  is  in  I.  H.  Co. 
goods.  I  do  from  $3,000  to  $4,000  a  year  in  binders, 
mowers  and  rakes.  Hax'e  sold  the  Deering  line  since  1893. 
43  There  has  been  a  shaht  advance — 6  or  7  per  cent. — 
during  the  last  15  or  16  years  in  binders  and  mowers.  I 
think  there  is  no  other  general  line  of  farm  implements 
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that  has  advanced  less  than  that,  in  that  time.  Most  of 
them  have  advanced  more  than  that. 

We  fix  the  retail  prices  on  these  International  goods, 
the  sam-e  as  any  other  goods  we  sell,  and  we  control  what 
we  shall  buy  or  not.  We  are  just  as  free  to  buy  or  to 
refuse  to  buy  International  goods  as  we  are  any  other 
goods.  The  I.  H.  Co.  could  not  control  or  coerce  me  in 
respect  to  those  matters  at  all,  and  never  has  tried  to  do 
so. 

I  handle  the  International,  Studebaker  and  Milburn 
wagons,  the  Cleveland  cream  separators,  the  Oliver 
Chilled  Plow  Company  plow  and  the  Long  &.Allstatter 
Company  plow.  Handle  the  International  gas  engines, 
and  some  other  makes,  the  Long  &  Alstatter.  disc  harrows, 

44  the  International  disc  harrows,  the  Brown  Manufactur- 
ing Company  peg-toath  harrows.  I  think  the  service  we 
received  from  the  International  in  the  last  ten  years,  com- 
pared with  any  other  service  I  have  ever  received  from 
anybody,  in  the  matter  of  repairs,  is  equally  as  good,  do 
not  know  as  it  is  any  better.  We  have  always  had  very 
satisfactory  service  in  the  way  of  repairs,  and  so  forth. 

I  know  of  nothing  in  the  way  in  which  the  International 
has  handled  its  business  in  respect  to  repairs  and  ma- 
chines, and  so  fortli,  with  which  I  am  familiar,  that  has 
been  to  the  detriment  of  the  dealer  or  the  farmer. 

Cross-Examination. 

There  are  three  implement  dealers  in  Xenia.  The 
Grreene  County  Hardware  Company  handles  the  McCor- 
mick  lines.  Eacer  &  Glossinger  handle  the  Osborne  lines, 
so  that  each  of  the  three  dealers  in  my  city  handles  one 
of  the  International  harvesting  lines.     The  International 

45  lines — Deering  and  McCormick  and  the  Osborne — are  the 
leading  ones  in  my  territory.  I  would  think  90  per  cent, 
at  least  of  the  binders  sold  in  my  territory  are  of  Inter- 
national make,  which  includes  not  only  Deering  and  Mc- 
Cormick and  Osborne,  but  also  the  Milwaukee,  the  Piano, 
and  the  Champion.  From  75  to  80  per  cent,  of  the  mow- 
ers in  my  territory  are  of  International  make,  almost  all 
of  the  corn  binders,  or  90  per  cent.,  about  50  to  60  per 
cent,  of  the  twine,  50  per  cent,  of  tlie  sulky  rakes,  about 
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50  per  cent,  of  the  tedders,  60  to  65  per  cent,  of  the  ted- 
ders. 

I  bnj'  binder  twine  and  gasoline  engines  from  the  In- 
ternational. The  International  does  about  half  of  the 
business  in  engines  in  my  territory.  I  do  not  buy  any 
tillage  tools  from  the  International.  Before  the  Interna- 
tional was  oi'ganized  I  bought  the  Deering  lines,  and  got 
good  repair  service  and  expert  service  from  the  Deering 
in  those  years. 

46  Re-direct  Excnn'ination. 

I  think  the  1.  H.  Co.  has  had  more  to  do  with  devel- 
oping the  business  in  the  sale  of  manure  spreaders  than 
any  other  concern,  which  is  a  decided  benefit  to  the 
farmer,  and  incidentally  a  benefit  to  the  dealer,  and  a 
detriment  to  no  one  that  I  know  of. 

The  I.  H.  Co.  have  liad  a  good  deal  to  do  with  intro- 
ducing the  gasoline  engines,  which  has  been  a  decidedly 
good  thing  for  the  farmers,  also  incidentally  to  the  dealer. 
It  developed  a  sale  for  a  line  of  goods  that  would  not 
otherwise  have  been  sold,  or  at  least  so  many  by  the  deal- 
ers— giving  then  a  business;  it  has  increased  their  busi- 
ness, and  at  the  same  time  has  increased  the  business  of 
the  International  conipetitors  in  those  two  lines — in  the 
exploiting  of  the  business.    The  merits  of  the  goods  and 

47  the  service  had  all  to  do  with  business  done  in  my  terri- 
tory in  International  goods.  There  have  been  a  few 
Johnston  har^'ester  machuios  sold  at  Cedar^dlle,  about  9 
miles  from  Xcnia.  I  think  tliey  have  been  offered  at 
Jamestown,  too,  al)out  10  miles  from  Xenia.  There  is 
also  an  ngency  near  Xew  Jasper,  about  six  miles. 

467  D.  J.  BAKER  : 

T  am  in  the  farm  implement  business  at  Montpelier, 
Ohio.  Our  firm  is  Keasonei-  6c  Baker.  T  am  a  member  of 
the  firm.  Its  annual  volumxo  is  from.  $28,000  to  $30,000, 
of  wldch  from  20  to  25  per  cent,  is  with  the  I.  H.  Co.    We 

468  handle  the  Deorina,-  binders  and  mowers.  In  sulky  rakes 
have  no  trade.  Have  only  sold  one  in  last  3  years,  all 
side-deliveries  and  hay  loaders.     Handle  Kevstone  and 
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Osborne  side  delivery,  and  John  Deere,  Thomas,  Ohio  and 
Emerson-Brantingham  hay  loaders.  Handle  Internatioal 
and  Peoria  Cordage  twine. 

Handle  a  general  line  of  farm  implements  including 
those  made  by  other  companies  and  sold  in  competition 
with  like  implements  of  the  I.  H.  Co.  We  handle  Bucher 
&  Gibbs,  Ohio  Rake  Company,  D.  M.  Sechler  and  Black 
Hawk  planter  lines  and  buy  from  various  companies. 

The  I.  H.  Co.  has  never  said  that  I  could  not  handle 
their  harvesting  machinery  uiiless  I  quit  handling  this 
competing  twine,  or  increased  my  purchases  from  the  I. 
H.  Co.  or  unless  I  did  less  business  with  their  competi- 
tors. If  the  I.  H.  Co.  should  impose  that  as  a  condition 
to  my  handling  their  harvesting  machinery,  as  to  what 
the  result  would  be,  will  say,  we  carry  in  stock  a  line  of 
repairs  owned  by  the  I.  H.  Co.,  and  we  would  very  po- 
litely but  firmly  tell  them  to  take  their  stuff  and  go.  That 
would  apply  to  all  their  business  under  those  conditions. 

469  CV  OSS-Exam  {nation. 

Mr.  Eeasoner  has  been  there  ten  years;  I  have  been 
with  him  only  two  and  a  half,  which  is  my  entire  experi- 
ence in  implement  business  at  Montpelier. 

I  have  been  in  the  employ  of  the  I.  H.  Co.  Worked  for 
Deering  Harvester  Company  when  combine  was  effected. 
Began  working  for  Deering  in  January,  1896.  After  com- 
bine was  one  year  on  Deering  Division  and  one  year  with 
I.  H.  Co.,  made  contract  for  third  year  and  worked  until 
February  25th  and  resi.gned.  Bought  liardware  store  and 
quit  road.  Lived  at  St.  Joe,  Indiana,  when  was  working 
for  company.  Started  as  canvasser  and  finished  as  ))lock- 
man.  Handled  very  few  implements  when  I  bought  hard- 
ware store.  Sometimes  a  man  would  want  something 
and  I  Avould  get  it  for  him.  Had  no  contract  with  any 
company.  Had  a  line  of  hardware  and  furniture  and  did 
an  undertaking  business.    At  Montpelier  there  have  been, 

470  in  my  time,  ourselves  and  one  other,  who  has  a  regular 
store.  One  fellow  goes  out  and  takes  orders ;  his  name  is 
Logan.  Eainy  is  the  regular  dealer,  he  has  the  Walter  A. 
Wood  line.  He  has  taken  on  Deering  this  year,  I  under- 
stand. 

Sold  8,000  lbs.  of  Peoria  twine  last  year,  and  about  12,- 
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000  International.  The  International  has  one  note  given 
last  fall.  Do  not  know  as  I  can  tell  you  just  now  what  it 
is  for.  It  was  in  settlement  of  goods  bought  from  I.  H. 
Co.  last  year  which  we  were  unable  to  dispose  of.  It  re- 
lated to  spreaders.  It  was  in  the  contract  that  if  we  did 
not  sell  them  they  were  to  carry  them,  holding  our  note 
as  security.  Xo  otlie]'  implement  company  holds  notes  of 
ours. 

471  Re-direct  Examination. 

That  note  was  given  in  the  ordinary  course  of  business, 
pursuant  to  written  contract.     There  is  nothing  unusual 
about  it. 
XL 

500  HARVEY  BEOBST : 

Am  in  the  hardware  and  implement  business  at  Find- 

501  lay,  Ohio.  Have  been  connected  with  the  firm  of  Brobst 
&  Eckhardt  since  1901 ;  for  three  years  have  been  a  part- 
ner. The  average  annual  business  is  between  $60,000 
and  $70,000,  of  which  from  $45,000  to  $50,000  is  in  agri- 
cultural implements,  vehicles  and  twine.  About  $20,000 
of  that  is  in  g'oods  manufactured  by  the  I.  H.  Co.  The 
firm  has  handled  the  International  makes  of  machines  in 
binders  and  mowers  since  1898;  during  that  time  the  Mc- 
Comiiek  binders  and  mowers.  During  the  last  three  or 
four  years  the  Adriance-Platt  have  had  an  agency  there. 
The  Johnston,  Walter  A.  Wood  and  Farmers  Co-opera- 
ti^'e  Co.  have  sold  machines  there,  but  they  have  no 
agency  there  now.  It  was  the  Manufacturers  line  made 
by  the  "Whiteley  people  at  Springfield.  We  handle  Turn- 
bull  and  Weber  wagons;  Corn  King  and  Success  mamire 
spreaders;  Bluebell     and    Sharpies    cream     separators; 

502  Deere,  Ohio,  and  Brown  rakes ;  Ohio,  Bucher  &  G-ibbs  and 
John  Deere  harrows;  John  Deere,  Bucher  &  Gibbs,  and 
^reCormick  discs;  Dain  and  International  side  delivery 
rakes;  Cushman  and  International  engines;  John  Deere 
and  Hoosier  corn  planters,  and  Hoosier  drills. 

The  I.  H.  Co.  has  never  endeavored  to  coerce  our  pur- 
chases from  it  or  from  any  of  its  competitors  in  any  way. 
AYe  have  bought  according  to  our  needs  from  the  I.  H. 
Co.  precisely  as  from  other  manufacturers.     We  fix  the 
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price  at  which  we  sell  International  implements.  Have 
had  prices  suggested  by  the  I.  H.  Co.  and  other  compa- 
nies, but  we  got  at  our  interests  in  that  regard.  If  the 
price  suggested  did  not  suit  us,  we  sold  at  our  own  price. 
If  it  suited  us  and  was  what  we  thought  was  a  reasonable 
profit  and  was  satisfactory,  we  used  the  suggested  price. 
We  followed  our  own  judgment.  No  attempt  has  ever 
been  made  to  control  or  coerce  us  as  to  the  price  at  which 
we  sell  any  of  these  harvesting  machines. 

503  If  the  I.  H.  Go.  had  threatened  to  coerce  us  concerning 
the  amount  of  goods  of  their  lines  or  lines  of  competi- 
tors that  we  should  buy,  we  would  have  changed  our  line 
of  goods  as  soon  as  we  could  to  a  line  that  would  not. 
The  International,  or  the  one  that  forced  us  to  put  in 
their  goods,  would  have  gone  out.  The  Oliver  Plow  Com- 
pany tried  that  with  us  one  year,  and  we  changed  plows 
for  them. 

Binders  and  mowers  have  been  quite  materially  im- 
proved within  the  last  ten  years.  I  know  of  no  other 
farm  implement  that  has  been  in  use  generally  for  the 
last  twenty  years  that  has  been  improved  more  than  the 
International  binders  in  the  last  ten  years,  and  as  to 
whether  there  is  any  such  farm  implement  that  has  in- 
creased less  in  price  than  the  I.  H.  Co 's  binders  and  mow- 
ers in  the  last  ten  years,  will  say  that  most  implements 
have  increased  more  than  binders  and  mowers. 

Cross-Examination. 

Very  nearly  one-half  of  our  implement  business  is  with 
the  I.  H.  Co.    They  hold  notes  of  my  company. 

We  buy  from  the  International,  binders,  mowers,  corn- 
binders,  side  delivery  rakes,  gasoline  engines,  disc  har- 

504  rows,  peg-tooth  harrows,  spring  tooth  harrows,  twine, 
spreaders,  wagons,  cream  separators  and  drills. 

There  are  six  dealers  in  Findlay,  Ohio.  One  of  the 
other  agents  handles  the  Deering  lines,  another  the  Cham- 
pion, of  which  there  has  been  no  contract  until  this  year. 
The  Milwaukee  is  handled  there  but  the  Osborne  is  not, 
at  present.  Four  dealers  handle  International  harvest- 
ing machinery.  The  fifth  dealer  handles  McCormick  and 
the  other  handles  no  harvesting  machinery  at  present  at 
all.    The  dealer  who  handled  the  Osborne  does  not  handle 
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binders  and  mowers  so  that  leaves  four  dealers  who  have 
International  contracts.  The  International  binders  and 
mowers  are  the  leading  ones  in  that  territory.     I  judge 

505  80  to  85  per  cent,  of  the  binders  sold  there  are  Interna- 
tional and  practically  the  same  per  cent,  of  the  mowers; 
possilily  75  per  cent,  of  the  corn  binders  would  be  Inter- 
national. I  do  not  know  as  to  sulky  hay  rakes  or  side 
deliveries.  Quite  a  few  side  deliveries  are  sold  and  very 
few  sulkies.  The  International  sells  half  the  twine.  I  sell 
tedders.  Probably  one-half  of  them  sold  are  Interna- 
tional. One-half  of  the  spreaders  probalily  are  Interna- 
tional. 

Re-direct  Examination. 

The  notes  of  mine  which  the  I.  H.  Co.  now  hold  are 
not  due.  They  were  given  in  the  regular  course  of  busi- 
ness, some  for  goods  not  sold  at  the  time  of  settlement 
and  part  for  spreaders  we  settled  foi'.  The  price  of  the 
carload  was  to  bo  divided  into  payments. 

506  Tlie  Adriance-Platt  have  an  agency  in  my  town  and  has 
sold  some  binders  and  mowers  and  the  AVood  people  have 
sold  some-  and  the  Farmers  Co-operative  concern  have 
sold  quite  a  few.  The  Johnston  also  have  sold  a  few, 
but  not  many. 

OKLAHOMA. 


474  \A'TLL1AA[  AACI4TE: 

I  am  in  the  hardware  and  implement  business  at  Cor- 
dell,  Oklahoma.  Tlie  total  volume  of  my  business  yearly 
varies  from  $50,000  to  $75,000  and  of  that  amount  I  should 
.iudge  about  half  represents  business  in  agricultural  im- 
plements. The  business  that  we  do  with  the  Interna- 
tiona 1  varies  some,  but  the  average  would  be  about  $10,000 
a  year.    We  sell  the  AlcCormiok  binders,  and  McCormick 

475  and  1^'merson  mowers  and  rakes.  We  have  handled  the 
Emerson  rake  and  mower  about  nine  years.  We  handle 
other  implements  made  by  other  companies ;  disc  harrows, 
we  handle  the  Moline  and  some  Avery  besides  the  Inter- 
national. At  present  I  have  got  the  Aloline  spreader,  the 
DeLaval   cream   separator,   the   Superior  drill,   and   the 
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Moline,  Oliver  and  Avery  cultivators.  The  International 
has  never  intimated  to  me  that  I  could  not  handle  their 
harvesting  machinery  unless  I  quit  handling  the  Emerson 
rake  and  mower,  or  unless  I  quit  handling  these  imple- 
ments made  by  the  other  companies ;  nor  have  they  ever 

476  tried  to  coerce  me  as  a  dealer  in  my  purchases ;  nor  have 
they  ever  tried  to  fix  the  retail  price  at  which  I  should  sell 
their  goods  to  the  farmers. 

Cross-Exmnination. 

_  There  are  three  dealers  in  Cordell  at  present  handling 
lines  of  agricultural  implements;  one  of  the  others  han- 
dles the  Deering  binder,  and  I  don't  know  what  contract 
the  other  one  has  this  year.  Cordell  has  about  2,500-  popu- 
lation. 

T  should  judge  about  90  per  cent,  of  the  grain  binders, 
70  per  cent,  of  the  mowers,  rakes  and  100  per  cent,  of  the 
corn  binders  sold  in  my  territory  the  last  five  or  six  years 
have  been  International.  I  buy  some  tillage  goods  and 
also  gasoline  engines  from  the  International.     I  handle 

477  the  DeLaval  cream  separator  and  the  Old  Hickory  and 
Weber  wagons.  I  would  say  about  70  per  cent,  of  the 
twine  sold  in  that  territory  is  International.  I  do  busi- 
ness with  the  International  on  these  harvesting  lines  uti- 
der  the  commission  agency  contract. 

478  Re-direct  Examination. 

The  other  dealer  at  my  town  who  handles  the  Deer- 
ing lines  sells  lines  of  implements  that  are  made  by 
competitors  of  the  International.  The  third  dealer  also 
does  this.  It  is  a  fact  that  the  business  of  dealers  over- 
lap each  other,  that  is,  we  canvass  in  the  territory  about 
round  our  town  and  the  dealers  in  other  towns  canvass 
round  their  territories  and  we  meet  the  competition  from 
other  towns.  The  Acme  is  handled  at  Cloud  Chief,  and 
that  dealer  in  selling  his  Acme  canvasses  the  country 
here  about  my  town.  The  Independent  binder  was  also 
sold  there  last  year  and  was  canvassed  round  about  my 
territory. 

479  Re-cross  Examination. 

This  Acme  dealer  who  enters  into  my  territory  is  ten 
miles  southeast.    He  is  the  only  dealer  in  that  town.     I 
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have  considered  that  competition  in  giving  percentages 
which  I  gave  you  as  to  the  amount  of  business  done.  The 
canvassers  of  the  International  helped  me  sometimes  in 
making  sales. 

Re-re-direct  Examination. 

The  proportion  of  business  that  the  International  has 
for  binders  in  that  territory  is  the  result  of  the  choice 
of  the  farmers  as  to  what  ones  they  buy  after  they  have 
been  offered  the  International,  the  Acme  and  the  Inde- 
pendent harvester  line. 

Re-re-cross  Examination. 

In  1902  I  think  the  ]\IcConnick  and  Deering  were  sold 
at  Cordell. 

JAAIES  BROWN: 

I  live  at  Edmond,  Okla.  I  am  a  hardware  dealer  and 
sell  farm  implements.  The  last  three  years  my  business 
u58  would  not  run  over  $8,000  or  $10,000  a  year.  About  $3,500 
of  that  -nas  in  agricultural  implements.  About  $1,000  of 
the  $0,500  I  bought  from  the  International  Harvester  Co. 
I  sold  ;\[cCormick  lunders,  mowers  and  rakes  and  Dain 
rakes;  that  is,  the  rake  of  the  John  Deere  Co.  I  handle 
agricultural  implements  made  hx  other  companies  in  com- 
petition with  the  International,  the  John  Deere,  the  P. 
&  ( ).  and  the  Kingman.  I  handle  most  of  the  John  Deere, 
but  I  have  some  of  the  other  lines. 

I  handle  cultivators,  harrows,  wagons,  planters,  listers 
and  gasoline  engines  of  the  John  Deere  line,  and  drills 
359  of  the  KingTuan  line.  The  cream  separators, — I  disre- 
member  the  name  now. 

The  I.  H.  Co.  never  brought  the  matter  up  that  I  could 
not  handle  other  harvesting  machinery,  unless  I  quit 
handling  the  Dain  rake.  They  never  brought  the  matter 
up  that  I  could  not  handle  their  harvesting  machinery, 
unless  I  quit  handling  all  these  other  competing  goods  of 
other  manufacturers.  If  they  should  say  to  me  that  I 
could  not  handle  their  goods,  unless  I  quit  handling  goods 
of  competitors,  I  would  under  no  circumstances  yield  to 
their  demand. 
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The  I.  H.  Co.  at  no  time  tried  to  fix  the  retail  price  at 
which  I  should  sell  their  goods  to  the  farmers. 

C  ross-ExMnination. 

About  25  per  cent,  of  my  business  in  agricultural 
implements  last  year  was  with  the  International. 

There  are  two  dealers  at  Edmond.     The  other  dealer 

360  handles  the  Deering  binder  and  mower. 

For  the  last  two  j^ears  there  have  been  only  about  three 
binders  sold  in  the  town  and  those  were  International 
binders.  I  believe  there  have  been  two  corn  binders  sold 
for  the  last  two  years ;  they  were  International.  I  sell  In- 
ternational twine. 

We  are  in  a  grain  country,  but  we  have  had  in  the  last 
three  years  very  little  grain  down  there. 

361  Re-direct  Examination. 

My  competitor  who  sells  the  Deering  binders  and  mow- 
ers, sells  cultivators,  spreaders  and  various  implements 
made  by  competitors  of  the  International. 

428  E.  J.  COWEN : 

I  live  at  Frederick,  Okla.,  and  am  in  the  hardware  and 
implement  business.  The  total  annual  aggregate  of  my 
business  ranges  from  $35,000  to  $50,000.  From  $15,000 
to  $18,000  of  that  is  farm  implement  business.  We  have 
never  liandled  any  International  stuff  except  twine  until 
last  year.  Then  we  handled  about  half  a  car  of  Deering 
corn' binders  which  aggregated  in  the  neighborhood  of 
$3,500.  During  the  last  five  years  we  have  handled  the 
Acme  all  the  time  and  handle  it  still.    We  also  handle  the 

429  Acme  rakes  and  mowers.  Last  year  we  took  on  the  Deer- 
ing com  binder.  We  have  been  getting  our  share  of  the 
business  for  the  Acme.  Last  year  we  sold  37  Acme 
binders  and  15  or  18  Acme  mowers.  We  will  handle  the 
Deering  mower  and  binder  this  year  and  the  Acme  har- 
vesting machinery. 

We  take'  on  the  Deering  implements  with  the  others  in 
the  ordinary  course  of  business.  It  was  not  intimated  to 
me  that  I  could  not  take  on  the  Deering  harvesting  ma- 
chinery unless  I  bought  some  other  implements  of  the 
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International.  There  Avas  no  obligation  to  buy  anything 
other  than  what  I  have  mentioned.  We  have  handled  In- 
ternational tttdne  for  three  or  four,  years.  Last  year  we 
bought  a  straight  carload,  36,000  pounds. 

4'.](}  Cross-Examination. 

"^I'here  are  three  hardware  and  implement  dealers  at 
Frederick  handling  all  lines  of  agricultural  implements. 
( )ne  of  the  others  quit  handling  binders  last  year,  but 
handled  the  Deere  and  Dain  mowers  and  rakes.  Pre- 
viously to  1912  tJiey  had  handled  the  Deering.  The  other 
dealer  handled  the  Dooring  last  year  also.  Use  of  the 
Deering  has  been  taken  from  the  man  who  had  the  Mc- 
Cormick  line  and  has  been  given  to  me.  I  could  not  tell 
you  what  I  am  paying  for  the  Deering  6-ft.  binder  with- 
out looking  u]3  the  contract.  It  is  a  regular  commission 
contract,  similar  to  the  Acme.     There  was  not  a  lower 

431  rate  than  the  resnlar  rate  given  me  on  these  Deering 
binders  and  mowers  in  order  to  induce  me  to  handle  them. 
I  think  the  price  is  printed  in  the  contract.  It  is  in  the 
Acme  and  I  think  it  is  in  the  Deering.  I  could  not  state 
definitely.  There  was  nothing  said  in  regard  to  making 
any  special  price.  I  asked  them  what  the  price  of  the 
binder  was  and  they  told  me.    I  don't  know  whether  they 

432  made  me  a  special  price  or  not.  I  could  not  say  what 
tlio  ])rice  of  the  Deering  binder  is.  I  have  been  handling 
the  Acme  five  years.  The  Acme  7-ft.  binder  with  tongue 
and  transport  trucks  run  $11.*-!.  ]\Iy  contract  for  a  Deer- 
ing covers  the  6  and  7-ft.  I  do  not  know  whether  the 
price  that  I  paid  for  the  7-ft.  Deering  binder  is  more 
or  less  than  I  am  paying  for  the  Acme  7-ft.  There  is  not 
much  difference  one  way  or  the  other.  We  sell  them  at 
the  same  price. 

.Mr.  Grosvenor:  I  will  ask  the  witness  to  procure  that 
contract  and  present  it  here. 

The  Witness:  Frederick  is  300  miles  from  here.  I 
have  not  brought  my  contract  with  me.  I  am  under  the 
Oklahoma  City  General  Agency.  I  am  going  back  in  the 
morning  and  will  be  glad  to  mail  the  contract  to  Mr.  Tay- 
lor. 

433  There  are  quite  a  few  corn  binders  sold  around  Fred- 
erick.    I  handle  the  Deering  corn  binders.     The   other 
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agent  handles  the  McCormiek.  Practically  all  the  corn 
binders  sold  there  are  the  International.  Once  in  a  while  a 
header  is  sold.     We  sold  three  in  1911. 

Re-direct  Examination. 

The  dealer  who  handles  the  McCormiek  line  sells  a  line 
of  general  implements  made  by  competitors  of  the  Inter- 
national. All  of  the  implements  sold  around  our  town 
are  not  sold  from  our  town ;  there  are  other  points  about 
there  that  sell  stuff. 

469  T.  T.  EASON: 

I  am  in  the  hardware  and  implement  business  at  Mar- 
low,  Okla.  The  annual  volume  of  my  business  is  $50,000 
to  $65,000.  About  $27,000  or  $28,000  of  that  represents 
farm  implement  business.  A  little  more  than  $5,000  a 
year  represents  the  business  I  do  with  the  International. 

470  I  handle  the  McCormiek  binders  and  rakes  and  the  Mc- 
('ormick  and  Dain  lines  of  mowers.  I  handle  machines 
that  are  made  and  sold  in  competition  with  the  Interna- 
tional. I  handle  the  John  Deere  and  Oliver  cultivators. 
Moline,  Studebaker  and  Mitchell  wagons,  DeLaval  cream 
separators,  Superior  drills,  John  Deere  and  Fuller  & 
Johnston  gasoline  engines  and  some  International  gaso- 
line engines. 

The  International  has  never  intimated  to  me  that  I 
could  not  handle  their  harvesting  machinery  if  I  did  not 
refuse  to  handle  the  Dain  mower,  or  unless  I  refused  to 
handle  these  competing  machines;  nor  have  they  ever 
attempted  to  coerce  me  as  a  dealer  in  any  way ;  nor  have 

471  they  attempted  to  fix  the  price  at  which  I  should  retail, 
to  the  farmers  the  goods  I  buy  from  them. 

Cross-Examinaiion. 

There  are  two  re.gular  dealers  at  Marlow.  The  other 
dealer  handles  the  Deering.  I  believe  this  is  his  third 
year.  The  Acme  is  not  handled  there  and  I  have  never 
been  asked  to  handle  it.  We  sell  a  few  grain  binders  and 
quite  a  few  corn  binders.  The  com  binders  are  all  In- 
ternational. One  hundred  per  cent,  of  the  grain  binders 
sold  in  that  vicinity  are  International  so  far  as  I  know, 
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472  and  rakes  are  International,  and  about  85  per  cent,  of  the 
twine  is  International.  The  Plymouth  twine  is  handled 
there  hy  one  hardware  man  who  does  not  handle  imple- 
ments. I  handle  the  International  engines,  but  not  any 
wagons,  spreadei's  or  cream  separators.  I  think  the  In- 
ternational get  60  per  cent,  of  the  engine  business. 

The  International  is  selling  more  lines  now  than  it  did 
twelve  years  ago.  They  do  all  the  business  in  harvesting 
machinery,  mowers  and  rakes,  but  not  in  tillage  imple- 
ments. 

473  I  do  business  under  the  commission  agency  contract. 
This  contract  covers  mowers  and  binders,  I  should  say. 
and  not  rakes.  In  1902  the  ]\IcCorniick,  the  Deering,  the 
Piano  and  the  ]\[innie  were  sold  there.  The  Minnie  and 
the  Piano  are  not  sold  there  today.  Harvesting  imple- 
ments are  not  a  very  important  line  in  our  territory.  We 
do  not  have  very  much  small  grain.  We  sell  quite  a  few 
corn  binders. 

Re-direct  Examination. 

Wo  raise  quite  a  bit  of  Kaffir  corn.  The  Johnston  corn 
binder  is  not  considered  a  success  with  Kaffir  corn.  The 
]McC'ormick  is  considered  the  best  Kaffir  corn  binder  in 

474  my  section  of  the  country.  The  dealer  who  handles  the 
Deering  at  ]\Iarlow  handles  a  general  line  of  implements 
made  and  sold  by  competitors  of  the  International.  I 
have  seen  the  International,  the  John  Deere  Co.,  the  Mo- 
line  Plow  Co.,  and  the  Emerson  grow  and  spread  and 
take  'on  new  lines  in  the  last  twelve  years ;  they  have  all 
done  it. 

794  GEORCE  J.  GEXS^^lAX: 

I  am  in  the  liardware  and  implement  business  at  Enid, 
Okla.  I  also  do  business  at  Billings,  Salt  Fork,  "Hunter, 
^Marshall  and  Goltry,  Okla.  The  total  volume  of  my  busi- 
ness last  year  was  $172,000.  About  $80,000  of  that  was 
business  in  agricultural  implements,  including  wagons 
and  vehicles,  and  about  half  of  the  $80,000  represents  the 
business  I  did  with  the  International.  We  sell  McCor- 
niick,  Deering  and  John  Deere  binders,  McCormick  and 
Dain  sulky  rakes   and  McCormick,  Dain  and  Standard 
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mowers.  We  handle  a  full  line  of  agricultural  implements 
made  by  other  ■  manufacturers — Emerson,  Brantingham, 
Oliver,  John  Deere,  LaCrosse,  Mitchell  and  Old  Hickory 
wagons,  Stover,  Deere,  Monitor  and  Starite  gasoline  en- 
gines and  DeLaval  and  Sharpies  cream  separators.  We 
also  handle  International  gasoline  engines  and  cream  sep- 
arators. 

795  The  International  has  not  intimated  to  me  at  any 
time  that  I  could  not  handle  their  harvesting  machinery 
unless  I  refused  to  handle  these  other  hinders  and  mow- 
ers, or  unless  I  extended  my  line  with  them  and  cut  down 
my  line  with  the  other  companies ;  nor  have  they  ever 
tried  to  coerce  my  action  as  a  dealer  in  purchasing  from 
them;  it  would  do  them  no  good  if  they  tried  that.  They 
have  never  attempted  to  fix  the  price  at  which  I  should  sell 
their  goods  to  the  farmers. 

Cross-Examination. 

1  have  been  in  business  fifteen  years.  I  began  to  branch 
out  to  these  other  towns  a  little  over  a  year  ago.  A  little 
over  half  of  my  business  is  at  Enid.     When  we  started 

796  in  business,  I  bought  all  of  my  plow  goods  from  one 
factory.  We  have  a  larger  account  with  the  International 
than  with  any  other  one  company.  We  buy  from  them 
binders,  mowers,  rakes,  sweep  rakes,  gasoline  engines, 
manure  spreaders,  twine,  repairs,  disk  and  peg  tooth  har- 
rows, M^agons,  separators,  cultivators,  hay  balers,  hay 
presses,  hay  stackers  and  headers. 

797  There  are  three  dealers  at  Enid  now,  carrying  full  lines 
of  agricultural  implements.  One  of  the  other  two  deal- 
ers carries  the  Independent  line  and  the  other  the  Acme. 
There  are  three  dealers  at  Billings,  two  of  them  regular 
dealers.  One  of  them  handles  the  Deering  and  Acme. 
Hunter  has  two  regular  dealers,  one  handles  the  McCor- 
mick  and  the  other  the  Deering.  There  are  two  regular 
implement  dealers  at  Marshall.  They  handle  the  Mc- 
Cormick  and  the  Deering.    One  of  the  two  is  myself.    At 

798  Goltry  there  are  three  regular  dealers.  They  carry  the 
Deering,  tlie  McCormick  and  the  Acme.  We  did  not  carry 
the  Acme  at  any  of  our  stores  in- 1912,  but  we  sold  several 
at  Salt  Fork.  "The  only  harvesting  machinery  that  we 
carrv  in  any  of  our  stores  so  far  as  binders  are  con- 
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cerned  is  International  and  John  Deere.  We  sold  three 
John  Deere  binders  last  year — what  I  understand  was  the 
limit  that  we  could  sell.  In  all  our  stores  last  year  we 
sold  between  70  and  80  International  binders  and  about 
30  mowers.  We  also  sold  7  or  8  Dain  and  two  or  three 
Standard  mowers.     The   reason  we   sell  more   Interna- 

799  tional  binders  than  we  do  of  the  others  is  caused  as  a  rule 
by  the  fact  that  tJie  farmers  call  for  those  makes.  I 
do  not  think  we  try  to  sell  the  International  lines  harder 
than  we  try  to  sell  the  others,  comparatively  speaking. 
We  sold  a  few  International  cream  separators  last  year 
and  seven  or  eight  International  wagons.  Seventy-five 
per  cent,  of  the  grain  binders,  all  of  the  corn  binders,  70 
per  cent,  of  the  rakes  and  mowers,  60  per  cent,  of  the  twine 

800  and  all  of  the  headers  sold  in  our  territory  in  the  last 
two  seasons  have  been  International. 

Re-direct  Eicuiiination. 

In  the  various  towns  where  there  are  men  handling  the 
McCormick  and  Deering  lines,  they  handle  lines  of  tillage 
tools  and  implements  made  by  other  companies.  There 
are  some  men  in  these  towns  that  I  do  not  call  regular 
dealers,  but  they  sell  harvesting  machinery.  These  men 
handle  the  Acme  and  Independent.  These  fellows  gen- 
erally operate  without  any  expense  and  they  do  not  care 
for  profits  and  they  quite  often  do  a  great  deal  of  busi- 

801  ness.    We  had  three  Jolm  Deere  binders  and  sold  them, 
and  that  was  all  we  could  get.    It  was  a  new  binder  and 
an  experiment.     It  was  my  understanding  that  they  did 
not  manufacture  enough  to  give  anybody  all  he  wanted  to 
sell. 

OREGON. 
XI 

293  J.  A.  FREEMAX: 

Am  in  Ihe  implement  business  under  the  firm  name  of 
J.  A.  Freeman  &  Son,  at  Portland,  Oregon.  ■\re  jobbers 
of  farm  implements  and  twine  and  cover  the  States  of 
Oregon,  AVashington  and  northern  portion  of  Idaho.  Sell 
farm  implements  to  the  retail  dealers  throughout  that 
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294  territory.  ^  Handle  the  Milwaukee  binders,  mowers  and 
rakes,  and  the  Plymouth  twine.  Have  handled  the  Mil- 
waukee lines  in  that  territory  about  15  years.  Am  han- 
dling it  precisely  to-day  the  same  as  we  did  12  years  ago. 
Have  handledf  it  say  for  15  years. 

The  McCormick  and  Deerlng  harvesting  lines  are  sold 
throughtout  that  territory,  also  the  Osborne,  Adriance, 
Buckeye  and  John  Deere  harvesting  Lines  and  the  Thomas 
mower  and  rake.  The  Walter  A.  Wood  has  been  sold  up- 
until  last  fall,  through  a  jobber.  Last  year  was  the  first 
year  for  the  John  Deere  binders.  They  did  not  make 
many  sales  last  year.  As  to  this  year,  I  understand 
they  are  pushing  the  sale  very  hard. 

295  The  combination  harvester  which  cuts  and  binds  the 
grain  at  the  same  time,  is  used  considerably  in  certain 
portions  throughout  my  territory.  It  is  made  in  Cali- 
fornia, and  in  Idaho,  at  Moscow.  Another  make  of  com- 
bination harvester  is  made  at  Spokane.  Those  imple- 
ments are  sold  and  used  generally  in  certain  sections  of 
my  territory.  I  job  the  Plymouth  twine  throughout  that 
section.  Have  an  extensive  sale  in  it.  All  our  sales 
are  to  retail  imjjlement  dealers.  About  40  per  cent,  of 
the  Plymouth  twine  we  sell  to  dealers  being  those  who 
handle  I.  H.  Co.  harvesting  machinery.  We  job  wagons 
of  the  Milburn  mamifacture  and  the  Imperial  drills!. 
Do  not  job  a  full  line  of  tillage  goods. 

296  We  stand  as  good  a  show  in  the  field  of  competition 
in  that  territory  for  the  sale  of  Plymouth  twine  as  the 
Internationa]  does.  It  is  free  open  competition.  The 
same  is  true  with  respect  to  wagons  and  drill  lines.  I 
started  in  as  a  salesraan  for  an  implement  house  in  1878. 
Have  been  in  the  implement  business  for  myself  for 
about  15  years.  Throuarhtout  that  period  have  been  in 
business  at  Portland  selling  to  retail  implement  dealers 
altogether.  Am  pretty  well  acquainted  with  most  of  them 
and  their  methods  of  business  and  conditions  under  which 
business  is  done  in  that  section. 

Being  asked  as  to  the  effect  on  the  business  of  the  I. 
H.  Co.  if  it  should  say  to  dealers  in  that  section  that 
they  could  not  handle  their  han^esting  machinery  unless 
they  handled  it  exclusively,  or  took  on  their  long  line  of 
implements   and  handled  that  exclusively,  will   say  my 
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judgment  would  be  that  a  large  proportion  of  them  would 
tell  them  to  look  somewhere  else  for  agents,  or  sell  their 
goods  themselves.      I  mean  the  dealers  would  refuse  to 

297  do  business  with  the  I.  H.  Co.  on  that  basis. 

Cross-Examination. 

I  am  the  local  jobber  at  Portland  for  Milwaukee  bind- 
ers sold  by  the  I.  H.  Co.  in  the  states  of  Oregon,  Wash- 
ington, and  northern  Idaho.  The  McCormick  has  a 
branch  house  in  Portland.  A  general  agency  has  been 
there  10  or  12  years.  It  sells  the  Deering,  also  the 
Osborne. 

In  the  course  of  a  season  I  sell  from  125  to  150  Mil- 
waukee binders,  and  possibly  a  couple  hundred  Milwau- 
kee mowers.  j\[y  sales  in  binders  and  mowers  do  not 
aggregate  more  than  the  figures  stated  in  the  states 
named.  Binders  are  used  more  extensively  in  the  middle 
west  than  they  are  on  the  coast.  AYe  raise  wheat,  oats 
and  barley  in  the  states  I  have  named. 

The  Adriance  Buckeve  machine  has  been  sold  out  there 

298  by  E.  M.  AVade  S:^  Co.  for  10  or  12  years.     I  do  not  think 
they  sell  as  many  as  the  Milwaukee  does. 

Being  asked  what  company  other  than  the  John  Deere, 
since  the  I.  H.  Co.  was  organized,  has  entered  the  sale  of 
binders  and  mowers  in  the  territory  I  cover,  will  say 
"Walter  A.  AVood  has  come  in  since  the  I.  H.  Co.  was 
formed.  They  had  lieen  selling  for  the  last  8  or  10 
years ;  are  not  selling  now.  They  did  not  enter  that 
territory  prior  to  the  organization  of  I.  H.  Co.,  not  to 
my  recollection.  That  company  has  been  in  business 
a  great  many  years.  They  did  not  do  a  large  binder  and 
mower  business  on  the  Pacific  Coast.  Cannot  name  any 
other  company  entering  into  the  manufacture  and  sale 
of  binders  and  mowers  on  Pacific  Coast  since  I.  H.  Co. 
was  organized. 

I  judge  XJerhaps  150  or  200  of  these  combination  har- 
vesters are  used  in  certain  portions  of  the  territory  I 
have  named.  AVe  are  not  the  only  jobbers  located  at 
Portland,  Ore.,  who  handle  I.  H.  Co.  goods.  Mitchell, 
Le^^-is  tt  Staver  Co.  handles  Champion  binders,  and  the 
Poison  Implement  Co.  carries  a  few  I.  H.  Co.  goods. 

299  Combination  harvester  I  have  named  is  used  onlv  in 
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what  you  might  call  the  arid  districts.  They  cannot 
use  it  in  the  foothills.  It  is  used  where  it  very  dry  and 
the  farm  is  a  large  one. 


PEN-NSYLVANIA. 
XII 

292  F.  W.  ANDREWS: 

I  am  in  the  farm  implement  business  at  Irwin,  Pa.  Its 
annual  volume  is  from  $7,000  to  $8,000,  of  which  about 
$3,000  is  with  the  I.  H.  Co.  I  handle  the  McCormick 
binders,  mowers  and  sulky  hay  rakes.  I  handle  a  gen- 
eral line  of  farm  implements;  the  Conklin  wagon;  the 
Buckeye  and  the  Hench  &  Dromgold  cultivators;  some 
International  and  some  Parry  &  Parker  harrows ;  Hench 
&  Dromgold  corn  planters;  and  the  Superior  and  Farm- 
ers' Favorite  drills.  The  Buckeye  cultivator  is  sold  by 
the  American  Seeding  Machine  Company — that  is  where 
I  get  it.  The  I.  H.  Co.  has  never  said  that  I  could  not 
handle  their  harvesting  machines  unless  I  bought  more 
goods  from  the  compauy  or  did  less  business  with  their 

293  competitors.  If  they  should  make  this  a  condition  of 
doing  business  in  their  harvesting  machinery  line,  we 
would  quit  doing  business  with  them.  I  am  the  only 
dealer  at  Irwin.  The  Adriance-Platt  and  Johnston  lines 
are  sold  in  the  territory.  The  Deering  line  is  sold  there, 
too.  They  all  compete  in  the  territory  round  about 
there  for  the  farmers'  business.  They  are  all  offered 
to  the  farmers  who  buy  what  they  prefer  after  they 
are  all  offered. 

Cross-Exa,mination. 

I  have  carried  the  McCormick  lines  since  1891.  The 
McCormick  and  Deering  are  the  leading  types  of  bind- 
ers and  mowers  in  our  territory.  I  would  say  that  70 
per  cent,  as  near  as  I  can  tell  of  the  binders  would  be 
International  and  about  the  same  per  cent,  of  mowers 

294  and  sulky  hay  rakes,  and  I  think  about  50  per  cent,  of 
the  twine.      I  have  handled  International  tedders. _ 

Not  50  per  cent,  of  the  tedders  sold  are  International. 
I  suppose  about  50  per  cent,  of  the  spreader  is  I.  H.  Co. 
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118  FRANCIS  BAKEK: 

I  have  been  engaged  in.  the  implement  hardware  and 
fertilizer  business  at  Everett,  Pa.,  about  9  years.  The 
annual  volume  of  my  business  is  about  $20,000,  of  which 
from  $8,000  to  $10,000  is  in  farm  implements,  wagons 
and  twine.  If  [  left  out  luiggies,  it  would  probably  cut 
that  down  $1,000.  I  do  from^  $4,000  to  $6,000  per'year 
in  International  goods. 

I  handle  McCormick  and  Johnston  binders.  I  have 
sold  tlie  ]\leC'ormick  ever  since  I  have  been  in  business 
and  the  Johnston  mower  about  5  years  and  the  Johnston 
binder  3  years.     The  Deering  and  Osborne  lines  of  bind- 

119  ers  and  mowers  have  been  sold  in  \\\\  town.  A  few 
Champions  are  sold  in  my  district,  and  there  have  been 
a  few  scattering  Pianos.  The  Wood  has  been  sold  in 
my  town.  The  Adiiance-Platt  have  an  agent  in  the  rural 
district  about  10  miles  away  who  offers  it.  I  handle 
the  Johnston  and  ^IcConnick  lines  in  rakes  and  harrows. 
In  otlier  lines  of  goods  I  handle  implements  similar  to 
those  of  the  International,  not  made  by  the  International. 
I  handle  OHvei'  and  Imperial  plows. 

I  fix  my  own  pric(>s  and  decide  for  myself  what  I  will 
))uy.  I  regulate  all  my  own  business.  The  I.  H.  Co. 
has  never  tried  to  control  my  action  in  either  respect, 
and  I  think  it  could  not  do  it  if  it  tried. 

120  C  ross-E  xaminatlon . 

At  present  there  are  two  dealers  in  Everett.  For 
the  last  10  years  there  have  been  three.  One  dealer 
handled  the  Deering  barvesting  implements,  exclusively, 
and  one  handled  the  AValter  A.  Wood  until  last  year. 
To-day  the  other  two  dealers  handle  the  Deering  and  Os- 
liorne  right  in  the  town.  One  man  is  going  out  of  busi- 
ness and  another  starting  up.  I  do  not  know  just  what 
the  third  man  does,  but  we  speak  of  two  dealers  at  the 
])resent  time,  including  myself  and  I  handle  the  McCor- 
mick and  the  other  handles  the  Deering.  A.  M.  McClure 
handles  the  Osborne  line  and  he  is  the  man  going  out  of 
business. 

I  think  the  ^McCormick,  Deering  and  Osborne  the  lead- 
ing types  of  binders  sold  in  my  territory.      I  sold  10 
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McCormicks  and  probably  7  Johnstons  last  year.     That 
was  the  first  year  for  the  Johnston  that  I  sold  that  many. 

121  I  never  sold  but 'one  or  two  previous  to  that.  I  think 
75  to  80  per  cent,  would  represent  the  binder  business 
that  has  been  International  in  the  last  5  years.  I  sold 
last  year  about  20  !\IeCormick  mowers  and  8  Johnstons. 
Very  few  corn  binders  are  sold  around  there.  I  sell 
about  one-half  Johnston  and  one-half  McCormick  tedders. 
Previous  to  last  year  75  per  cent,  of  the  tedder  busi- 
ness was  International.  There  are  other  dealers  sell- 
ing tedders.  So  far  as  I  know  they  sold  International 
tedders  last  year;  that  would  make  at  least  two-thirds 
of  the  tedders  Liternational  for  last  year. 
The  International  holds  none  of  niv  notes. 


Re-direct  Examinatio 


n. 


My  business  in  Johnston  binders  and  mowers  has  been 
122  growing  in  my  neighborhood.  There  was  no  distinction 
made  whatever  in  trying  to  sell  a  Johnston  or  a  McCor- 
mick binder  or  mower  excepting  as  happened  to  strike 
the  wishes  of  the  farmer.  H.  F.  Grump  is  the  competitor 
that  I  think  possibly  sold  International  tedders.  I  would 
not  be  positive  that  he  does.  He  handles  the  Deering 
line  as  far  as  I  know. 

126  SAMUEL  BOOK:      ' 

My  firm  name  is  S.  Book  &  Bros.  Have  been  engaged 
in  the  agricultural  implement  business  at  Quarryvdlle, 
Pa.,  for  20  vears  this  spring.  Mv  annual  business  is 
from  $50,000  to  $60,000,  of  which' one-half  is  in  farm 
implements,  wagons,  and  twine.  I  do  from  $5,000  to 
$6,000  with  the  I.  H.  Co.       I  handle  McCormick  binders 

127  and  mowers.  We  sell  McCormick  twine  and  Fitler  twine. 
We  have  a  Johnston  agent  about  one  and  one-half  miles 
from  our  town.  The  Walter  A.  Wood  agent  is  about 
4  miles  out.  The  Standard  mower  is  sold  there  by  the 
Johnston  agent.  I  sell  a  general  line  of  farm  imple- 
ments, including  those  made  by  manufacturers  other  than 
the  I.  H.  Co.,  and  sold  in  competition  with  International 
goods. 

The  T.  C.  Co.  has  never  attempted  to  coerce  my  pur- 
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chases  either  of  competitive  goods  or  for  their  goods 
in  any  way.  If  they  attempted  it  they  would  get  turned 
down. 

I  fix  the-  price  at  which  we  sell  International  goods. 
That  is  true  of  all  goods  we  handle.  There  has  been  a  very 

128  trifling  change  in  the  price  of  hinders  and  mowers  that 
I  have  handled  there  in  the  last  10  or  15  years.  It  might 
be  a  trifle  higher.  Other  implements  have  advanced 
slightly  all  around.  Wagons  have  advanced  more  than 
anything  else.  Binders  and  mowers  have  been  about  at 
the  present  price,  to  my  knowledge  for  about  12  or  14 
years.  There  have  been  improvements  in  the  binders 
and  mowers  I  have  handled  in  the  last  ten  years.  They 
have  been  very  much  lightened ;  everything  is  more  sim- 
ple. I  learn  from  the  farmers  that  they  do  better  work. 
The  call  for  repairs  and  expert  help  is  A^ery  much  less 
now  as  compared  with  prior  to  1902.  I  know  of  no 
farm  tool  or  machine  which  has  been  in  general  use  for 
the  last  15  years  that  has  been  improved  more  in  the  last 
ten  years  than  the  binder  that  I  have  been  handling.  As 
to  whether  anything  else,  that  has  been  in  use  for  10 
years,  been  improved  more  than  the  binder,  I  would  say 
I  do  not  know  what  it  would  be.  There  is  no  implement 
that  has  advanced  less  in  price  in  the  last  ten  years. 

129  Cross-Exainination. 

1  am  the  only  dealer  in  the  town.  We  have  a  dealer 
about  a  mile  and  a  half  out  of  town.  There  are  900 
people  in  Quarry\'ille.  The  McCormick  and.  Deering 
binders  are  the  leading  ones  in  my  territory.  About  75 
per  cent,  of  the  binders  sold  in  my  territory  are  of  In- 
ternational make,  and  possibly  65  per  cent,  of  the  mowers, 
about  50  per  cent,  of  the  sulky  rakes  and  possibly  60  per 
cent,  of  the  tedders.  Very  few  com  binders  are  sold 
there.  Have  been  in  business  20  years.  There  are  al- 
ways improvements  on  the  machines,  but  I  think  not  as 
much  as  in  the  last  few  years. 

I  could  not  say  whether  the  I.  H.  Co.  invented  the 
idea  of  making  improvements  in  farm  machinery.  There 
have  been  more  or  less  improvements  on  all  makes  of 
agricultural  implements  since  I  have  been  in  business. 
They  have  not  always  been  improvements.  The  I.  H.  Co. 
hold  none  of  my  notes. 
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SOUTH   CAROLINA. 
XII 

372  GEORGE  F.  EPPERSON : 

Am  in  the  farm  machinery  line  and  coal  business  at 
Sumter,  S.  C.  Have  been  in  business  28  years.  Its  total 
volume  the  last  two  or  three  years  was  about  $40,000  to 
$50,000,  of  which  from  $25,000  to  $30,000  was  in  imple- 
ments, farm  machinery,  vehicles  and  twine.  Of  that  about 
$5,000  to  $8,000  is  with  the  I.  H.  Co.  It  has  run  $15,000— 
$8,000  is  about  the  average. 

I  handle  the  McCormick  binders,  mowers  and  sulky 
rakes,  the  S.  L.  Allen  &  Co.,  and  Keystone  cultivators, 

373  Bucher  &  Gibbs,  Avery  and  McOormick  disc  and  spike- 
tooth  harrows  and  Acme  harrows.  I  handle  the  Avery 
and  Cole  planters,  International  and  Gray  gas  engines. 
Buckeye  drills  made  by  the  American  Seeding  Machine 
Co.,  and  Hocking  Valley  shellers.  I  fix  the  prices  of  what 
I  sell. 

The  I.  H.  Co.  has  never  attempted  to  dictate  price  at 
which  I  sell  to  the  farmer.  Price  depends  on  the  circum- 
stances. If  I  am  selling  a  man  a  large  bill  of  goods  and 
can  make  it  larger  by  cutting  the  price  on  anything  I  do 
not  ask  anybody  whether  I  shall  do  it.  I  sell  goods  to  suit 
myself. 

The  I.  H.  Co.  has  never  intimated  that  I  could  not  han- 
dle their  binders  or  mowers  unless  I  bought  other  goods 
or  discontinued  handling  goods  of  other  manufacturers. 
If  they  had,  they  would  have  had  their  contract  in  two 
minutes.  Would  have  turned  over  their  business  to  them. 
Would  not  allow  any  man  to  suggest  what  I  shall  do.  I 
would  not  keep  the  agency. 

Have  been  handling  the  McCormick  binders  and  mowers 
twenty  odd  years.  Have  observed  wonderful  improve- 
ments in  the  last  ten  years  from  when  I  started  with  them. 

374  The  binder  is  a  very  much  better  machine  and  in  every 
way  superior  to  the  binder  of  10  or  15  years  ago.  The 
binder  has  increased  but  very  little  in  price  in  the  last  ten 
years — ^has  been  running  about  the  same.  Cannot  say 
that  I  remember  any  staple  farm  implement  that  has  im- 


492 
XII 

Testimony  of  Imphnnent  Dealers  (cont'd.). 

proved  more  in  efficiency  and  increased  less  in  price  than 
binders  in  the  last  ten  years,  because  they  have  improved 
a  great  deal  in  that  period.  The  McCormick,  Deering, 
Osborne  and  Walter  A.  Wood  binders  and  mowers  are 
handled  at  Sumter,  S.  C. 

Cross-Examiination. 

Our  wheat  crop  in  South  Carolina  is  very  small.  Our 
oat  crops  are  good.  The  state  is  beginning  to  raise  a  good 
many  oats.  As  to  whether  I  call  324,000  acres  of  oats  a 
large  crop  in  proportion  to  crops  raised  in  other  sections 
■of  the  country,  will  say,  we  are  not  in  the  regular  grain 
country.  That  is  a  good  crop  of  oats  for  South  Carolina, 
more  than  they  usually  raise.     Do  not  raise  much  small 

375  grain  down  there.  That  is  not  our  money  crop  there. 
The  cotton  crop  is  the  leading  crop  in  that  state.  I  sell 
from  8  to  12  grain  binders  a  year.  That  is  as  many  as  I 
ever  sold  in  a  season.  Most  of  the  grain  binders  in  South 
Carolina  are  sold  around  my  city. 

There  are  three  dealers  besides  myself,  one  handles  the 
Deering,  the  other  the  Osborne  and  another  the  Walter 
A.  Wood.  Thre  are  more  International  goods  sold  there 
along  that  line  than  any  other.  I  expect  75  or  80  per  cent, 
of  the  binders  sold  in  that  territory  are  International  and 
about  the  same  per  cent,  of  the  mowers  and  sulky  hay 
rakes.  Occasionally  a  corn  binder  is  sold  there.  They 
are  just  coming  into  that  territory.  I  try  to  sell  Inter- 
national spreaders.    Never  have  sold  but  one.    There  are 

376  very  few  in  that  country.  I  buy  binders,  mowers,  rakes, 
spreaders,  disc  harrows,  engines  and  a  few  separators 
from  the  International.    I  do  not  buy  wagons. 

Re-direct  Examination. 

I  do  not  know  of  a  single  machine,  of  any  type,  offered 
for  sale  around  Sumter,  that  is  not  offered  on  the  merits 
of  the  machine.  When  a  farmer  comes  into  my  place  I 
take  him  into  the  show  room.  I  have  there  the  Interna- 
tional, Avery,  Bucher  &  Gibbs  goods  and  others,  and  I 
show  him  my  stuff.  Whatever  he  likes  is  what  I  try  to 
sell  him.  He  takes  his  choice.  I  do  not  care  what  he  buys, 
so  I  sell  him  my  goods.    The  proportion  of  goods  sold'  in 
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that  territory  represents  the  choice  of  the  farmers.    We 
do  not  dictate  to  him  what  he  shall  'buy. 


SOUTH  DAKOTA. 
V 

210  H.  0.  ANDERSON,  being  duly  sworn  as  a  witness  on  be- 

half of  the  defendants,  testified  as  follows: 
My  home  is  at  Stnrgis,  South  Dakota.    I  have  resided 
there  since  1884.     My  business  is  hardware  and  imple- 
ments.    Our  total  annual  sales  are  about  $36,000.     Our 

211  total  implement  sales,  including  wagons,  aggregate  about 
half  of  that.  Of  the  International  goods,  we  handle 
mowers,  binders  and  rakes.  Other  than  those  >oi  the  In- 
ternational I  handle  plows,  harrows,  cultivators,  seeders, 
wagons,  hay  tools  and  stackers.  I  buy  plows  and  har- 
rows and  those  various  things  from  the  Moline  Plow  Com- 
pany and  I  buy  wagons  from  the  Lininger  Implement 
Company,  also  stackers,  sweeps  and  such  and  some  plows 
from  the  Oliver.  Ours  is  a  stock  country ;  our  chief  crop 
is  grass.  We  do  not  sell  very  many  binders.  The  per- 
centage of  our  total  implement  sales  from  International 
goods,  I  should  say,  is  about  20%. 

In  the  time  I  have  been  in  business  I  have  noticed  im- 
provements in  farm  machinery,  in  binders  and  mowers 
particularly.  The  improvements  in  binders  and  mowers 
in  the  past  12  years  has  not  been  so  very  much,  to  my 
knowledge,  except  that  they  work  easier  and  are  stronger. 
The  service  and  the  machines  now,  as  they  affect  the 
farmer,  are  very  good.  So  far  as  I  come  in  contact  with 
our  trade  I  find  the  farmers  in  our  community  satisfied 
with  the  service  they  are  getting  and  the  machines  they 
are  getting  and  the  treatment  received  generally.  I  am 
not  restricted  in  territory ;  I  can  sell  a  farmer  living  any- 
where if  I  can  induce  him  to  do  so. 

212  I  fix  the  retail  prices  on  the  machines  myself.  Craw- 
ford is  our  nearest  supply  house.  It  used  to  be  Council 
Bluffs.  I  guess  that's  about  100  and  some  odd  miles. 
There  has  been  a  supply  house  at  Crawford  about  three 
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years.  I  think  we  are  about  600  miles  from  Council 
Bluffs.  They  supply  us  in  the  spring  with  what  we  think 
is  necessary  to  carry  us  through  and  we  pay  for  them  in 
the  fall.  This  is  of  much  benefit  to  the  farmer,  espe- 
cially as  far  as  repairs  are  concerned.  We  always  have 
a  good  stock  of  repairs  and  they  can  come  and  get  fixed 
out  most  any  time  they  come  in  town. 

The  International  Company  has  never  objected  to  our 
carrying  these  other  lines  of  goods  in  competition  with 
their  make  of  goods.  They  have  never  indicated  to  me 
that  if  I  did  not  handle  their  other  makes  of  goods  I  could 
not  have  their  binders  and  mowers.  They  have  often 
wished  they  could  sell  us  more.  If  they  did  object  to  our 
carrying  other  lines  of  goods  I  would  not  carry  their  line 
at  all. 

213  Cross-Examination  h)/  Mr.  Grosvenor. 

The  mowers  and  binders — what  little  Innders  we  sell — 
wo  have  handled  since  1892,  I  think.  We  buy  nothing 
else  of  the  International  today  except  binders,  mowers 
and  rakes.  At  present  there  are  only  two  dealers  in 
Stur,nis,  but  there  had  always  ))ec'n  thi'ee  before.  The 
other  dealer  handles  the  Deering.  The  fellow  that  went 
out  of  business  handled  the  ^lilwaukee.  Around  Sturgis 
I  think  the  Deering  sells  the  most  mowers;  next  to  that 
the  r^IcCormick  and  after  that  the  Milwaukee.  Those 
three  mak?  up  nearly  all  the  business  in  mowers  just  at 
present.  I  think  the  Deering  sells  the  most  rakes  and 
after  the  Deering  the  ^itcCormick  and  then  the  Milwau- 
kee. There  have  been  quito  a  number  of  other  rakes 
sold,  but  I  think  at  "present  the  large  percentage  is  of 

214  the  International.  We  have  sold  other  makes  of  rakes 
quite  extensively  the  last  few  years.  The  percentage  of 
International  rakes  and  mowers  seems  to  be  growing; 
the  others  seem  to  be  gradually  ]5assing  away,  except  the 
Deere;  they  seem  to  be  coming  to  the  front  in  the  last 
year  or  so.  I  don't  know  much  about  the  improvements 
in  binders  in  the  last  12  years.  We  don't  sell  very  many. 
The  .AlcCormick  mowers  have  always  given  good  satisfac- 
tion with  our  eustom.ers ;  pretty  good  before  1902. 

It  is  about  40  years  ago  I  saw  the  first  binder;  that 
was  a  \^'ire  binder.    I  think  it  was  called  the  Marsh  Har- 
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vester.     It  looks  a  little  like  the  picture  shown.    I  can't 
say  that  I  afterwards  saw  another  harvester  entitled  "A 

215  Successful  Wire  Binder— (Locke's)."  I  believe  most  of 
the  improvements  over  the  old  Marsh  harvester  were 
made  before  1900.  The  sort  of  binder  that  you  see  now- 
adays I  have  seen  for  nearly  20  years  or  perhaps  longer ; 
that  is,  using  the  twine  knotter. 

VIII 

557  C.  J.  BACH : 

I  am  in  the  implement,  banking  and  farming  business 
at  Hurley,  South  Dakota.  My  average  business  in  farm 
implements  amounts  to  about  $20,000,  of  which,  in  1912. 

558  $2,000  to  $2,500  was  with  the  I.  H.  Co.  I  think  about  a 
tenth  of  my  business  has  been  with  the  I.  H.  Co.  I  handle 
the  McCormick  binder,  mower  and  hay  rake  and  the 
Thomas  mower.  I  handle  a  general  line  of  farm  imple- 
ments outside  of  harvesting  machinery,  including  those 
made  by  other  companies  and  sold  in  competition  with 
like  implements  of  the  International. 

Last  year  we  bought  Mitchell-Lewis  wagons,  Stough- 
ton  wagons  and  a  car  of  wagons  from  the  International 
which  came  in  for  next  fall's  use.  We  have  sold  the  Na- 
tional, made  by  the  Moline  Plow  Company,  manure  spread- 
ers. Are  not  selling  them  this  year.  We  buy  the  most 
manure  spreaders  in  the  fall.     Last  year  we   sold  the 

559  Fuller  &  Johnson  and  Waterloo  gas  en.gines,  the  Rock 
Island  and  Moline  disc  harrows,  and  the  Moline  drag 
harrows. 

The  1.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  machinery  if  I  did  not  re- 
fuse to  handle  this  other  mower  or  increase  my  pur- 
chases from  that  company  of  its  other  lines.  The  Inter- 
national has  never  attempted  to  coerce  my  action  as  a 
dealer  in  purchasing  either  from  that  company  or  from 
any  other  company.  Should  they  attempt  that,  I  would 
cut  them  out  absolutely.  The  man  who  would  make  such 
•a  proposition  to  me  I  would  throw  out  of  the  office  if  I 
Avas  able. 

Last  year  the  Acme  and  Deering  lines  were  handled  at 
Hurley.  I,  come  in  competition  with  towns  around  Hur- 
ley.    The   Independent   Company's   line  is   handled   at 
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Viborg,  eiglit  miles  from  Hurley,  and  the  Acme  is  handled 
at  Parlcer,  ten  miles  north  of  us,  and  the  dealer  there 
handled  the  Acme  Ijinder  last  year,  and  I  think  the  Dain 
nio"R"er  and  the  Johnston  Corn  binder.  I  think  the  Acme 
was  handled  at  Viborg,  and  T  think  there  were  some  John 
Deere  dealers  there  last  year  but  I  am  not  sure.    I  was 

560  so  infonned.  These  dealers  solicited  farmers  to  buy  har- 
vesting implements.  There  is  active  competition  in  the 
harvesting  trade  there. 

Have  been  in  business  twenty-nine  years.  Was  a  mem- 
ber of  the  Legislature  the  first  two  sessions  and  a  mem- 
ber of  the  House  of  Eepresentatives  from  my  county. 
I  was  Commissioner  of  Schools  and  Public  Lands  of  this 
State  in  1902  and  1904.    Served  four  years  at  Pierre. 

Cross-Exam  ination. 

Have  handled  ]\IcCormick  lines  twenty-nine  years  ex- 
cept the  four  years  I  was  not  in  active  business  while 
at  Pierre.    The  Deering  lines  have  been  handled  at  Hur- 

561  le}',  I  think,  twenty  years.  Champion  was  sold  for  sev- 
eral years,  also  tlie  Buckeye.  No  Pianos.  The  Walter  A. 
A\'^ood  was  sold  there  a  number  of  years  twenty  years 
ago;  Cliarapion  later  than  that,  and  the  Buckeye  later 
than  that.  In  the  mower  line  the  Emerson  was  the  leader 
there  qaite  a  number  of  years.  It  is  not  sold  there  at 
all  no\v.  Tlie  Deering  and  ]\lcCormick  lines  have  held 
their  own  and  been  the  principal  lines  for  twenty  years 
I  think.  There  are  two  dealers  at  Hurley.  John  Carna- 
lian  sold  the  Acme  last  year  and  for  three  or  four  years. 
He  has  left  there.  He  handled  the  Acme  lines,  their  stack- 
ers, mowers  and  binders,  and  was  a  blacksmith.  I  think 
he  handled  gasoline  engines.  He  did  not  carry  a  full  line. 
The  t-wo  regular  dealers  are  myself,  handling  the  Mc- 
Cormick,  and  Farnsworth  who  carries  the  Deering.  He 
does  not  carry  what  we  call  a  full  line.  I  am  the  only  one 
who  carried  what  we  call  a  full  line.    Have  been  asked  to 

562  earr^-  the  Acme  lines.  I  did  not  decline  them;  could  not 
offer  me  inducement  whereby  it  would  pay  me  to  change. 
It  was  offered  me  before  it  was  given  the  blacksmith, 
I  think.  Do  not  know  whether  the  Deering  man  was  ever 
offered  or  asked  to  take  the  Acme  lines. 

I  judge  perhaps  from  a  half  to  three-fourths  of  the 
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binders  sold  in  the  last  ten  years  have  been  of  Interna- 
tiona] make.  I  do  not  know  positively.  Other  than  the 
International  the  Acme  binders  have  been  sold  there  prin- 
cipally in  the  last  ten  years.  The  Acme  has  been  sold 
three  or  four  years.  Our  towns  are  close  together  and 
our  trade  crosses.  Did  not  have  exclusive  sale  of  a  cer- 
tain territory.    They  all  lap. 

I  think  there  were  some  John  Deeres  sold  at  Viborg 
last  year.  Was  told  twelve.  I  sold  five  or  six  binders 
last  year.    Do  not  know  what  per  cent,  of  the  com  bind- 

563  crs  sold  were  International.  Quite  a  number  of  John- 
stons have  been  sold  in  our  territory  out  of  Parker  ten 
miles  away.  All  of  those  sold  from  our  town  have  been 
International. 

I  was  in  the  Legislature  in  1899,  1890  and  1891.  That 
was  the  first  and  second  State  Legislature.  The  Inter- 
national holds  some  of  my  notes.  The  last  car  of  wagons 
that  was  shipped  in,  in  January  was  shipped  in  on  next 
fall's  terms  and  settled  with  a  note.  Outside  of  that  I 
pay  cash  for  everything  I  buy.  I  did  not  talk  with  counsel 
for  defense  about  percentages  of  business  before  I  went 
on  the  stand. 

Re-direct  Examination. 

Counsel  asked  me  nothing  about  these  percentages  at 
all.    This  is  the  first  time  it  was  presented  to  me. 

564  Whereupon  counsel  for  the  defense  handed  to  counsel 
for  the  Government  the  list  of  dealers  and  lines  handled 
in  Block  No.  8  of  the  Sioux  Falls  General  Agency. 

430  H.  M.  BLBBKEE: 

ilm  in  the  implement  business  at  Emery  and  Bridge- 
water,  S.  D.  The  annual  volume  of  my  business  in  the 
two  towns  is  about  $50,000.  They  are  in  the  same  terri- 
torv,  about  8  miles  apart.  In  both  towns  about  $20,000 
is  business  I  do  with  the  I.  H.  Co.,  or  about  40%  of  my 
business. 

At  present  I  handle  the  McCormick  mowers,  binders 

and  sulky  rakes. 

I  handle  a  general  line  of  farm  implements,  including 
those  made  by  other  companies  and  sold  in  competition 
with  like  implements  of  the  International.    In  those  lines 
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I  handle  the  Rock  Island,  Moline,  Sterling  and  North- 
wall  's. 

431  The  I.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  harvesting  machinery  unless  I  increased 
my  purchases  in  their  other  line  of  goods. 

The  I.  H.  Co.  has  never  attempted  to  coerce  my  action 
as  a  dealer  in  purchasing  from  that  company  or  any 
other.  If  they  should  say  that  I  could  not  handle  their 
harvesting  machinery  xinless  I  bought  this,  that  or  the 
other  as  a  condition  thereof,  I  would  tell  them  to  go  down 
to  the  creek;  iio  matter  how  polite  they  were  that  is  what 
they  would  get. 

There,  Deering,  McCormick  and  Acme  harvesting  ma- 
chinery were  handled  at  Emery  last  year  and  before. 
The  Dain  mower  is  handled  there.  There  is  another 
dealer  at  Bridgewater  beside  myself.  There  is  no  har- 
vesting machinery  handled  there  but  the  I.  H.  Co.  They 
handle  the  Deering.  The  Acme  is  handled  at  Alexandria, 
9  miles  from  Emery.  Competition  is  active  between  the 
Acme  and  other  makes  of  harvesting  machinery  sold 
there.    The  farmers  are  solicited  to  buy. 

That  is  true  of  the  Dain  mower  and  the  Emerson 
mower.  I  think  the  Emerson  mower  is  handled  at  Alex- 
andria. 

432  Cr  OSS-Examination. 

There  are  only  two  dealers  at  Bridgewater.  One  han- 
dles the  Deering  and  the  other  the  McCormick  and  Acme. 
He  handled  the  Acme  last  year,  but  cannot  say  as  to  this 
year.  There  are  three  dealers  at  Alexandria.  I  think 
all  of  them  handle  I.  H.  Co.  lines.  Most  of  the  business 
in  binders  in  my  territory  is  in  the  International. 

I  judge  about  85  per  cent,  of  the  binders  sold  in  my 
territory  in  the  last  five  or  six  years  have  been  of  Inter- 
national make;  65  per  cent,  of  the  mowers;  65  per  cent, 
of  the  rakes ;  practically  100  per  cent,  of  the  corn  binders ; 
60  per  cent,  of  the  twine  and  about  50  per  cent,  of  the 

433  headei's. 

From  the  International  I  buy  binders,  mowers,  rakes, 
engines  and  some  spreadets,  no  wagons  or  separators. 
]\Iost  of  my  account  Avith  the  International  is  made  up  of 
these  harvesting  lines. 
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162  PHILIP  M.  BONNIWELL: 

I  have  been  in  the  implement  and  hardware  business 
at  Whitewood,  S.  D.,  since  1897.  The  volume  of  my  busi- 
ness per  year  is  about  $45,000.  I  am  in  the  hardware 
business  and  furniture  business',,  wagons  and  ibuggies. 
About  60^0  of  this  $45,000  is  in  agricultural  implements, 
wagons  and  buggies.     I  sell  John  Deere  plows  and  Mo- 

163  line  plows  and  harrows.  I  handle  Deering  and  McCor- 
mick  binders  and  mowers,  and  rakes  of  the  I.  H.  Co. 
I  handle  the  Winona  wagon.  I  handle  the  Eushford 
wagon,  and  I  handle  the  Sehuttler  wagon.  That  is  all. 
I  handle  no  binders,  rakes  or  mowers  other  than  those 
of  the  International.  I  sell  Fairbanks-Morse  and  Inter- 
national engines.  I  have  sold  more  FairbanksrMorse  en- 
gines than  the  International.  I  have  never  sold  very 
many  manure  spreaders,  but  what  I  have  sold  have  been 
International.  I  sell  DeLaval  and  the  Sharpies  cream 
separators,  the  Moline  cultivators,  the  Moline  plows  and 
the  John  IDeere  plows.     About  one-fifth  of  my  business 

164  is  in  so-called  harvesting  lines,  binders,  mowers  and  rakes. 
About  one-fifth  portion  of  my  business  is  I.  H.  Co.  busi- 
ness. The  trend  of  prices  in  the  last  15  years  in  agricul- 
tural implements,  in  plows  and  harrows,  has  been  a  little 
advance.  Binders  and  mowers  in  the  last  10  years,  I 
don't  think  they  are  quite  so  high.  Binders  and  mowers 
have  not  advanced  as  much  as  the  other  things  in  our 
territory.  Wagons  have  advanced  about  25  or  30  per 
cent.  Cultivators  have  advanced  some.  No  important 
line  of  agricultural  implements  handled  by  me  has  ad- 
vanced less  in  price  to  the  farmer  than  the  binder  and 
mow^er. 

The  Deering  binders  and  mowers  have  improved  a 
great  deal  in  character,  efficiency,  appearance  and  dura- 
bility during  the  last  10  or  a  dozen  years.  I  average 
aboiit  4  or  5  binders  a  year.  It  is  a  small  business.  Our 
country  is  more  of  a  stock  country.    They  use  more  mow- 

165  ers  and  rakes,  cutting  wild  hay  mainly.  The  McCormick 
and  Deering  mowers  have  improved  a  great  deal  in  10 
years.  They  are  made  stronger,  more  durable  and  they 
run  lighter.  The  Deering  has  been  changed  more  than 
the  McCormick.    I  first  began  to  sell  the  Deering  mower 
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in  1897.  Our  trade  in  the  Deering  mower  compared 
with  10  or  a  dozen  years  ago  is  about  a  stand-off.  In 
1903  and  1904  the  McC'ormick  was  the  best  seller.  It 
was  the  best  mower.  About  1903,  '04,  '05,  they  improved 
the  Deering  very  much.  They  continued  to  make  those 
improvements.  The  Acme  and  the  Johnston  mowers  are 
sold  in  our  territory.  They  are  offered  for  sale  in  our 
territory.  The  1.  II.  Co.  has  not  attempted  to  force  me  to 
purchase  its  goods.  I  haA^e  been  just  as  free  to  buy,  or 
refuse  to  buy  its  goods,  as  I  have  those  of  John  Deere 
or  anybody  else,  just  as  free.  The  effect  of  any  attempt 
to  coerce  me  to  l3uy  a  certain  line  of  goods  in  order  to 
have  the  sale  of  anotlier  line,  I  would  have  to  quit  handling 
them,  that  is  all.  I  would  simply  throw  out  the  goods 
that  they  were  attempting  to  use  pressure  on  me  to  buy. 

166  The  May  in  which  I  buy  is  about  the  same  since  the  I.  H. 
Co.  was  organized,  as  it  was  before.  I  fix  the  prices  at 
which  I  sell  the  goods  I  have  in  my  store.  The  I.  H.  Co. 
never  tried  to  tell  me  what  I  could  see  its  brand  of  goods 
for. 

We  used  to  have  to  send  to  Council  Bluffs  for  our  re- 
pairs and  it  took  3  or  4  days  to  get  them  there.  We  get 
all  our  supplies  from  Crawford  now  and  we  can  send  for 
repairs  one  morning  and  get  them  the  next  noon,  where- 
as, before  we  would  ha^'e  to  send  to  Council  Bluffs,  it 
would  take  4  or  5  or  6  days  to  get  them  and  that  is  very 
essential  to  the  farmer. 

I  ne^er  heard  of  it  that  the  I.  H.  Co.  has  taken  away 
the  freedom  of  the  dealer.  Never  heard  or  know  of  any- 
thing of  that  kind.  I  did  not  know  that  I  had  been  robbed 
of  my  freedom  as  a  dealer  by  the  I.  H.  Co.  It  is  not  true 
in  our  territory  that  the  farmers  have  been  oppressed 
and  burdened,  and  their  opportunity  for  getting  machines 
freely,  on  ffood  terms,  and  proper  terms,  have  been  in- 

167  terfered  with.  I  don't  know  that  I  ever  heard  of  it  from 
the  politicians.     I  never  heard  of  it. 

Cross-Examinafion. 

I  farm  a  little  and  I  am  a  retail  dealer.  There  is  iust 
one  dealer  there  now.  In  1897  there  was  one  handling 
the  Deering  line  and  the  other  the  McCormick,  for  about 
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two  years  after  I  went  into  business.    In  1902  there  was 
just  one,  myself. 

The  towns  I  come  in  competition  with,  in  the  sale  of 
harvesting  machinery,  are  Sturgis,  8  miles  south  of  me; 
Saint  Onge,  8  miles  north;  Spearfish,  12  miles  west. 
There  are  two  dealers  at  Sturgis.  Mr.  Anderson  handles 
the  McCormick.     Mr.  Myer    handles    the    Deering.     At 

168  Saint  Onge,  just  one.  He  handles  either  a  Deering  or 
McCormick.  There  are  two  dealers  at  Spearfish.  Mr. 
Wolzmuth  handles  the  McCormick,  and  Mr.  Toomey, 
I  think,  handles  the  Deering.  Each  of  these  towns  handles 
either  Deering  or  McCormick  lines.  I  will  add  to  that, 
that  Mr.  Toomey  last  year  handled  the  Acme.  I  could  not 
say  how  many  he  sold.  In  1902  there  were  about  the 
same  number  of  dealers  in  those  four  towns.  Before  the 
International  Harvester  was  formed  there  was  competi- 
tion between  the  two  manufacturers — the  Deerings  and 
the  McCormicks.     Now  all  those'  dealers  'buy  from  the 

169  same  manufacturer.  I  should  judge  around  90  per  cent, 
of  the  binders  sold  in  these  four  towns  in  the  last  10  years 
were  Deering  or  McCormick.  Just  about  the  same  in 
mowers.  In  hay  rakes  I  should  judge  it  would  run  about 
the  same  proportion.  One  company  would  sell  as  large 
a  proportion  of  any  line  or  class  of  agricultural  imple- 
ments as  the  International,  if  they  could,  I  guess.  There 
is  no  demand  for  them.     John  Deere  and  Moline  and 

170  Rock  Island  sell  plows  in  those  four  towns,  and  I  should 
judge  the  Moline  sells  90  per  cent,  of  the  plows  in  our 
town  of  Whitewood.  They  have  been  selling  90  per  cent, 
of  the  plows  in  Whitewood  a  good  many  years  because  I 
have  handled  the  Moline  plows  and  John  Deere  plows 
ever  since  I  have  been  in  business.  The  John  Deere  are 
handled  in  Belle  Fourche  and  they  are  handled  in  Stur- 
gis. I  think  Mr.  Eckles  in  Belle  Fourche  handles  them, 
and  each  of  these  dealers  has  a  good  business  in  differ- 
ent kinds  of  plows. 

The  articles  which  I  buy  from  the  International  Har- 
vester Company  are  Deering  binders,  McCormick  bind- 
ers, Deering  corn  harvesters,  McCormick  corn  harvest- 
ers. Deering  twine,  and  repairs  for  the  binders  and  rakes 
and  everything. 

The  binders  and  mowers  have  not  advanced  in  price 
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171  very  much  since  1902,  if  any.  In  1902  a  6-foot  binder 
cost  me  $100  or  $101  besides  the  freight.  We  are  pay- 
ing now  about  the  same.  '  There  is  not  any  material  dif- 
ference, I  do  not  think. 

Tlie  agricultural  implements  have  improved  in  quality 
in  the  last  10  years.  I  carry  repairs  on  hand  now  at 
Whitewood.  I  carried  repairs  in  1902.  I  used  to  carry 
six  or  seven  hundred  dollars  worth  of  repairs,  just  in 
Deerings.  Today  I  carry  about  a  thousand  dollars  for 
the  two.  I  do  not  carry  as  much  now  because  it  is  much 
handier  to  get  it.  I  get  it  from  Crawford.  Before,  we 
used  to  seii<i  to  Omaha  or  Council  Bluffs.    For  that  rea- 

172  son  I  carried  more  stock.  The  train  goes  down  in  the 
evening,  gets  over  to  Crawford  and  comes  back  the  next 
day.  The  farmer  was  not  as  well  off  then  as  he  is  now 
because  lots  of  times  I  would  get  otit,  and  when  I  did 
get  out  it  took  much  longer  to  get  the  repairs.  I  did  my 
best  to  carry  on  hand  what  was  needed.  Lots  of  times 
there  is  delay  in  shipping  so  far.  You  see  it  is  a  long 
way  from  here  to  Council  Bluffs  or  Omaha  to  White- 
wood,  and  lots  of  times  repairs  would  get  side-tracked 
around  thesis  stations,  bv  shipping  so  far. 

VIII 

473  B.  T.  BOYLAN: 

I  am  in  the  hardware  and  implement  business  at  Ar- 
mour, S.  D.  Its  annual  volume  is  about  $30,000  of  which 
$18,000  is  in  implements,  vehicles  and  twine.     25  to  30 

474  per  cent,  of  it  is  with  the  I.  H.  Co.  I  handle  Deering 
binders,  Deering  and  Dain  sulky  rakes,  Deering  and  Dain 
mowers,  Deering  and  Penitentiary  twine. 

I  handle  a  general  line  of  implements  including  those 
that  are  made  by  other  companies  and  sold  in  competi- 
tion with  like  implements  of  the  International.  I  handle 
the  John  Deere  line  almost  exclusively. 

The  I.  H.  Co.  has  never  intimated  to  me  that  I  could 
not  handle  their  hai-vesting  machinery  unless  I  refused 
to  handle  the  John  Deere  rake  or  mower,  or  increased 
my  purchases  from  the  I.  H.  Co.  of  their  other  lines.  They 
have  never  attempted  to  coerce  my  action  as  a  dealer  in 
purchasing  from  that  or  any  other  company.  Should  they 
make  such  a  proposition  I  would  tell  them  to  go  straight 
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up  or  straight  down  with,  their  harvester.  The  McCor- 
mick,  Champion  and  Acme  harvesting  machinery  is 
handled  at  Armour;  Emerson  and  Thomas  mowers  are 

475  handled  there.  I  handle  Deering,  Penitentiary  and  Ply- 
mouth twine. 

1  do  business  in  the  territory  around  my  town  and 
come  in  competition  with  dealers  of  other  communities. 
The  Acme  is  handled  at  Dehnont,  Corsica,  and  Wagner. 
I  understand  that  the  Adriance-Platt  binder  of  the  Mo- 
line  Plow  Company  is  to  be  sold  at  Delmont  and  Corsica 
this  year.  Competition  is  very  active  and  keen  between 
these  various  makes  of  harvesting  machinery  on  the  mar- 
ket there.  Farmers  solicited  to  buy  them  all.  Competi- 
tion great  deal  more  active  in  last  three  years  than  prior. 
'Competing  harvesting  companies  have  opened  up  agencies 
and  absorbed  more  and  more  of  the  trade  in  the  last 
there  or  four  years. 

Cross-Exa/tnination. 

My  firm  name  is  B.  T.  Boylan  &  Sons.  I  do  not  know 
who  is  going  to  handle  the  Deere  line  in  Delmont.  Did 
not  testify  on  direct  that  Deere  line  was  coming  into  Del- 

476  mont,  I  said  Adriance-Platt  line  was.  None  have  been 
sold  that  I  know  of  there.  There  are  three  dealers  in 
my  town,  each  of  whom  handles  I.  H.  Co.  harvesting  lines. 
Acme  has  been  handled  there  probably  20  years.  Mc- 
Cormiek  and  Deering  lines  leading  brands  of  binders. 
The  Champion  is  the  other  harvesting  line  sold  there. 

In  the  last  ten  years  I  judge  80  per  cent,  of  the  bind- 
ers sold  in  the  territor}?-  where  I  sell  binders  in  competi- 
tion with  other  dealers  have  been  of  International  make, 
50  per  cent,  of  the  moyers.  Do  not  know  how  many  Dain 
mowers  I  sold  last  year.  I  pay  more  attention  to  hard- 
ware lines.  We  sell  mowers,  do  not  keep  those  things 
in  my  head.  Suppose  we  sold  five  or  sis  Dain  mowers 
and  four  or  five  Deerings.  All  of  the  corn  binders  sold 
around  there  in  the  last  ten  years  have  been  Interna- 
tional, and  I  judge  about  50  per  cent,  of  the  rakes. 
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TENNESSEE. 

XI. 

185  LEWIS  THOMPSON: 

Am  in  the  farm  implement  business  at  Eipley,  Ten- 
]iessee.  The  volmiie  last  year  was  from  $135,000  to  $140,- 
000.  I  think  around  $35,000  was  in  farm  implements, 
vehicles  and  twine.  Our  account  with  the  I.  H.  Co.  last 
year  was  about  $11,000,  or  about  a  third  of  my  imple- 
ment business.  I  handle  Deering  and  Osborne  binders, 
mowers,  and  sulky  rakes. 

186  I  handle  a  general  line  of  farm  implements,  including 
those  other  than  harvesting  machinery  made  by  other 
companies  and  sold  in  competition  with  like  implements 
of  the  I.  H.  Go.  I  handle  the  John  Deere,  the  Parlin  & 
Orendorff,  and  the  Oliver,  and  buy  various  implements 
from  various  companies. 

The  I.  H.  Co.  has  never  said  that  I  could  not  handle 
their  harvesting  machinery  unless  I  did  more  business 
with  them,  and  less  business  with  their  competitors.  If 
they  should  make  this  a  condition,  I  would  cut  them  out. 

The  Johnston  and  Thomas  mower  and  rake,  and  the 
Dain  mower  are  handled  at  Eipley.  I  do  not  know 
whether  the  Johnston  binder  has  ever  been  sold.  They 
have  the  agency  for  the  Johnston  line.  There  are  hardly 
any  binders  sold  in  our  territory;  two  or  three  a  season 
would  cover  all  the  binder  business.  There  is  some  hay 
here.  Rakes  and  mowers  are  the  International  makes, 
the  Thomas  and  Dain. 

187  Cross-Examination. 

Ripley  is  not  near  the  tobacco  section.  Its  principal 
crop  is  cotton  and  corn.  Tliere  are  five  or  six  dealers  in 
Ripley.  Two  handle  the  International  mowers.  I  handle 
the  Deering  and  the  Osborne,  and  the  other  man  handles 
the  McCormick.  The  other  two  dealers  handle  mowers; 
one  is  handling  the  Dain  and  the  other  the  Thomas.  Until 
recently  there  has  been  a  Champion  agency  there.  Eice 
fr  Tucker  sells  the  Johnston  mower.  They  handle  no  In- 
ternationa] mowers.  The  I.  H.  Co.  holds  none  of  my 
notes. 
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UTAH. 
V 

636  GEO.  P.  O'DELL: 

I  have  been  engaged  in  the  agricultural  implements  and 
vehicle  business  for  30  years  at  Salt  Lake  City,  Utah. 
Our  aggregate  annual  sales  of  agricultural  implements 
is  about  a  million  and  three-quarters  dollars.  We  have 
either  63  or  64  stores.  The  territory  covered  by  those 
stores  is  all  of  Utah,  southeastern  Idaho,  western  Wyom- 
ing and  eastern  Nevada.  The  territory  in  which  those 
stores  ai'e  located  is  approximately  500  miles  long  and 
perhaps  350  wide.     I  am  the  General  Manager  of  the 

637  business.  I  am  rather  familiar  with  the  condition  of  the 
agricultural  business  throughout  this  territory  covered 
by  our  stores  and  have  been  all  these  years. 

Of  implements  sold  by.  the  I.  H.  Co.,  I  handle  harvest- 
ers, and  binders,  mowers,  headers,  cream  separators, 
rakes,  manure  spreader,  some  wagons. 

I  buy  and  sell  implements  from  parties  other  than  the 
I.  H.  Co.,  practically  all  of  that  line  I  have  mentioned, 
excepting  the  binder  and  mower.  I  buy  those  from  the 
John  Deere  Plow  Co.,  and  the  Nichols  &  Shepard  thresh- 
ers. I  buy  about  15  per  cent,  of  our  total  sales  of  agri- 
cultural implements  and  vehicles  from  the  I.  H.  €o. 

I  handle  John  Deere  plows,  harrows,  sugar  beet  tools, 
wagons,  buggies,  manure  spreaders,  hay  balers,  cream 
separator,  I  can't  think  of  them  all.  I  handle  the  Inter- 
national and  U.  S.  cream  separators.  In  our  territory 
the  header  binder  is  used,  the  California  machine  and  the 
Idaho  machine,  one  made  at  Moscow  and  the  other  at 
Benicia,  California.    One  of  them  is  used  by  traction  or 

638  with  30  or  40  horses  and  the  other  with  6  or  7  horses. 
That  machine  is  not  manufactured  or  sold  by  the  I.  H. 
Co.  I  should  sav  about  25  or  30  per  cent,  of  the  grain  in 
our  territory  is  harvested  with  that  machine.  We  do  not 
handle  those  machines.  They  are  sold,  however,  in  our 
town,  they  are  sold  over  the  three  states,  mostly  direct 
by  the  manufacturer.  Up  to  1902  the  McCormick,  Deer- 
ing.  Champion,  Wood,  some  Acme's,  I  think,  and  Easterly, 
Piano  and  Minneapolis  twine  binders  were  sold  in  that 
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territory.  The  Champion,  the  Milwaukee,  the  Piano,  the 
Deering  and  McCormick — the  Acme  are  still  sold  there 
and  I  think  the  Johnston  people  have  a  binder  there.  I 
think  every  binder  that  is  made  is  available  in  our  terri- 
tory. 

1  fix  the  retail  prices  on  all  the  goods  that  I  sell  of  the 
liitfrnational  make.  The  International  has  not  said  to 
me  that  if  I  did  not  cease  handling  the  lines  of  goods  in 
a(•ti^'e  competition  with  their  goods,  they  would  not  let 
me  have  their  binders  or  mowers  or  harvester  machinery ; 
if  they  did  say  so  we  would  let  them  go. 

639  "We  handle  some  International  and  some  Plymouth 
twine,  we  buy  twine  in  the  open  market.  The  farmer  gets 
better  machines  now  from  all  dealers,  he  gets  more  prompt 
service  as  to  his  extras, .and  the  machines,  in  my  judgment, 
have  been  so  improved  in  the  15  or  18  years  that  he  does 
not  need  expert  service.  There  used  to  be  a  time  when 
there  was  plenty  of  expert  service  and  it  was  necessary. 
"We  do  not  have  any  experts  from  the  factory  now.  We 
do  not  need  them.  I  should  say  that  most  of  the  improve- 
ment in  the  binders  has  come  within  the  past  ten  years. 
There  has  been  some  slight  change  in  the  prices  of  binders 
within  ten  years.  For  a  number  of  years  there  was  no 
upward  tendency.  The  trucks  are  included  in  the  parts 
we  buy  now.  I  do  not  think  there  is  any  higher  price 
now. 

Cross-Examination. 

640  Those  stores  are  located  in  a  country  where  grain  crops 
ai-e  raised.  Snake  Kiver  Valley  is  one  of  the  largest  grain 
producing  countries  in  the  northwest.  I  never  knew  of 
but  one  or  two  or  three  corn  binders  being  sold  in  Utah 
and  no  corn  binders  in  Wyoming  to  speak  of.  I  believe 
there  has  been  one  or  two  corn  binders  sent  into  the  lower 
Snake  River  Valley.  In  Nevada  there  is  practically  no 
corn  binder  business.  I  supposed  the  acreage  of  small 
grain  in  those  states  is  small  when  compared  with  Ne- 
braska, Iowa  and  Minnesota. 

641  The  binders  that  we  sell  are  largely  in  Utah  and  the 
Snake  Kiver  Valley,  Idaho.  I  think  we  would  sell  around 
400  binders  in  our  64  stores  in  a  year.  The  mower  busi- 
ness is  larger  in  the  states  in  which  we  do  business  than 
the  binder  business.     In  those  states  the  acreage  of  hay 
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and  forage  is  behind  the  states  of  the  middle  west.     I 
would  not  say  that  we  have  more  ranches  in  the  four  states 

642  than  farms.  We  have  about  four  people  that  bid  for  our 
trade  in  the  plow,  and  we  have  three  that  bid  for  it  in  the 
harvester  and  mower  lines.  The  three  in  the  harvester 
and  mower  line  are  the  John  Deere  with  the  Dain  mower 
and  the  Deere  binder,  the  International,  and  the  Acme. 
Deere  have  been  offering  binders  to  us  for  the  past  eight 
months.  A  year  ago  the  P.  &  0.  and  the  John  Deere  and 
the  Oliver  were  in  position  to  furnish  us  plows. 

The  Moline  have  their  own  houses,  you  know.  They 
would  not  offer  us  their  goods. 

I  should  think  65  to  70  per  cent,  in  our  territory  in  the 

643  mower  business  is  the  International.  I  should  think  about 
the  same  per  cent,  in  binders  and  about  the  same  per 
cent,  in  rakes  is  done  by  the  International. 

We  are  agents  for  the  I.  H.  goods  in  this  respect — we 
buy  them. 

We  are  a  public  corporation  with  730  or  740  stockhold- 
ers. We  buy  them  at  the  lowest  price  possible  and  trans- 
fer to  our  stores  their  goods,  and  sell  to  the  farmers 
direct.  I  presume  we  get  the  best  wholesale  prices  they 
have.  In  speaking  of  prices  in  my  direct  examination,  I 
was  referring  to  wholesale  prices.  They  sell  binders  and 
mowers  in  the  territory  in  which  we  do  business  to  others 
besides  us.    In  1902  I  think  the  leading  brands  in  our  ter- 

644  ritory  were  McCormick,  Deering  and  Champion ;  the  three 
in  the  aggregate  done  the  larger  part  of  the  business; 
our  purchase  of  twine  last  year  was  probably  500,000  to 
600,000  lbs. 

Re-direct  Examination. 

We  have  exceedingly  severe  competition  in  our  retail 
binder  and  mower  business  at  times.  I  am  referring  to 
competition  with  stores  against  our  stores. 

Re-cross  Examination. 
We  don't  compete  with  ourselves. 
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VIRGINIA. 
XII 

200  GEORGE  W.  CASE : 

I  am  vice  president  of  the  Loudoun  Valley  Milling  Com- 
pany at  Purcellville,  Va.,  and  am  manager  of  the  imple- 
ment department  of  that  company.  Purcellville  is  in  Lou- 
doun County  in  the  northern  part  of  Virginia.  We  think 
it  is  a  good  agricultural  country.  Corn,  wheat  and  hay 
aro  the  principal  crops  there  and  there  is  some  dairying. 
It  is  considered  one  of  the  best  agricultural  districts  of 
Virginia. 

Have  been  in  the  agricultural  implement  business  since 
1892.  The  last  four  or  five  years  my  annual  average  busi- 
ness in  implements,  vehicles  and  twine  would  be  ahout 

201  $24,000,  of  which  about  $10,000  has  been  in  L  H.  Co.  goods. 
Afy  company  is  the  only  company  handling  harvesting 
lines  at  Purcellville.  We  sell  McCormick  binders  and 
mowers.  The  Adriance  is  sold  within  a  competitive  dis- 
tance at  Bluemont,  Va.,  and  Lovettsville,  and  Adriance 
mowers  at  Leesburg.  Plymouth  twine  is  handled  at  Blue- 
mont and  Lovettsville.  Do  not  know  as  to  Leesburg. 
Bluemont  is  7  miles,  Leesburg  9  miles,  and  Lovettsville 
12  miles  from  my  town. 

Outside  of  harvesters  we  handle  a  general  line  of  farm 
implements  made  and  sold  in  competition  with  like  imple- 
ments of  the  I.  H.  Co.  We  handle  Weber  wagons.  Thorn- 
hill — South  Boston  Buggy  Company  wagons,  DeLaval 
cream  separators,  Br-own-Manly  Manufacturing  Company, 
Ain(>rican  Seeding  Machine  Company  and  John  Deere 
Plow  Company  cultivators,  International,  Associated  Man- 

202  ufactnrers  Company  of  Iowa  and  Fairbanks-Morse  gas 
engines,  John  Deere  harrows  and  discs,  John  Deere  and 
American  Seeding  ^Machine  Company  planters  and  On- 
tario Drill  Company  and  American  Seeding  Machine 
Company  drills. 

We  fix  the  price  at  which  Ave  sell  our  harvesting  goods 
to  the  farmer.  The  I.  H.  Co.  has  never  attempted  to  dic- 
tate that  or  by  threat  or  intimidation  to  force  us  to  in- 
crease our  purchases  from  them  or  diminish  our  purchases 
from  others.     If  the  I.  H.  Co.  should  attempt  to  force 
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us  to  buy  goods  of  tliem  that  we  did  not  wisli,  or  state 
that  unless  we  bought  such  goods  of  them  we  could  not 
handle  their  binders  and  mowers,  we  would  close  our  ac- 
count with  them  at  once. 

Cross-Examination. 

In  the  course  of  a  season  we  sell  about  15  binders.    Mc- 

203  Cormick  and  Deering  are  the  leading  makes,  most  of  our 
business  is  in  them.  There  are  some  Osbornes  sold  there, 
no  Champions  at  present,  to  my  knowledge,  or  Pianos  or 
Milwaukees.  I  sell  binders  not  only  in  my  town  but  in  the 
territory  adjoining.  Could  only  give  a  guess  at  the  per 
cent,  of  binders  sold  there  which  are  International.  I 
stated  the  Deering  and  McCormick  were  the  leading  lines 
of  binders.  I  would  expect  that  the  per  cent,  of  binders 
would  be  90  per  cent,  and  about  the  same  per  cent,  of  the 

204  mowers.  I  sold  15  or  20  hay  rakes.  Am  not  able  to  an- 
swer what  per  cent,  of  the  sulky  hay  rakes  are  Interna- 
tional because  that  trade  is  largely  trade  that  comes  to 
us.  We  do  not  keep  track  of  it.  Have  never  sold  but 
two  corn  binders.  Tedders  are  sold  around  there.  Do  not 
know  whether  any  other  than  International  are  sold  or 
not.  I  do  not  come  in  contact  with  any  other.  At  this 
time,  so  far  as  I  know  100  per  cent,  is  International.  If 
you  go  back  a  year  or  two,  it  would  be  different.  We 
sold  then  anything  we  could  get  in  the  way  of  a  tedder — 
Hocking  Valley. 

We  handle  Weber  and  Thornhill  wagons.  Cannot  say 
what  per  cent,  of  the  tmne  in  my  territory  is  Interna- 
tional. Could  not  say  75  per  cent,  of  it  is.  My  memory 
goes  back  to  the  condition  of  things  in  the  harvester  busi- 
ness in  1901  and  1902.    The  Deering  and  McCormick  were 

205  the  leaders  then.  The  Osborne,  Milwaukee,  Piano,  Buck- 
eye and  Wood  were  sold  there.  The  I.  H.  Co.  hold  some 
of  my  notes.  I  buy  binders,  mowers,  rakes,  engines, 
wagons  and  twine,  a  few  spring-tooth  harrows,  spreaders, 
and  tedders  of  the  I.  H.  Co.    I  buy  no  cream  separators. 

Be-direct  Examination. 

I  do  not  know  what  make  of  tedders  various  dealers  in 
towns  surrounding  me  handle.  McCormick  and  Deering 
were  the  leading  binders  in  1902,  and  are  now.    I  believe 
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it  is  a  fact  that  the  proportion  of  the  business  I  have 
stated  was  enjoyed  by  the  I.  H.  Co.  machines  represents 
the  choice  of  the  farmers  as  to  the  machines  offered  for 
sale  in  my  neighborhood. 
206  I  know  of  no  machine  offered  there  that  is  not  offered 
to  the  trade  on  its  merits.  This  note  I  gave  was  given 
in  the  ordinary  course  of  business  for  goods  bought  this 
season  and  is  not  due  that  I  know  of.  It  will  be  paid  when 
due.  I  feel  under  no  obligations  to  the  I.  H.  Co.  on  ac- 
count of  taking  this  note.  Taking  notes  is  customary  in 
the  implement  business  and  has  been  ever  since  I  have 
been  connected  with  it. 

Re-cross  Examination. 

I  am  the  only  dealer  in  Purcellville. 
XI 

wiscoNsiisr. 

323  D.  W.  ALLALY: 

Am  in  the  retail  implement  business  at  Mauston,  Wis- 
consin. Its  annual  volume  is  from  $15,000  to  $20,000,  of 
which  about  a  third  is  with  the  International  Harvester 
Co.  At  the  present  time  I  am  handling  the  Deering  line 
of  binders,  the  Deering  mowers,  the  Deering,  MoCormick 
and  Moline  Plow  Company  sulky  hay  rakes.  I  handle  the 
Moline  Plow  Company's  full  line  of  goods. 

324  I  handle  a  line  of  implements  outside  of  harvesting  ma- 
chinery made  by  other  companies  and  sold  in  competition 
with  like  implements  of  the  International.  I  handle  the 
Johnston  and  Thomas  line.  Outside  of  harvesting  ma- 
chinery I  handle  the  J.  I.  Case,  the  Moline  Plow  Com- 
pany, the  Gale,  the  LaCrosse  full  line,  practically,  of  every- 
thing, the  Fairbanks-Morse,  Sta-Eite  and  the  Galloway 
gasoline  engines,  the  Moline  and  Lindsay  Bros,  wagons. 

The  I.  H.  Co.  has  never  said  to  me  that  I  could  not 
handle  their  harvesting  machinery  unless  I  bought  more 
goods  of  tliem  or  did  less  business  with  their  competitors. 
If  the  I.  H.  Co.  should  impose  this  condition,  I  would  tell 
them  to  take  their  goods. 

325  The  Acme  harvesting  machinery  has  been  sold  at  Maus- 
ton, and  the  Independent  and  a  few  other  odd  machines. 
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The  Independent  is  on  sale  there  now,  also  the  Acme. 
The  same  man  has  been  selling  both. 

Cross-Examination. 

I  last  sold  Johnston  grain  binders  about  four  or  five 
years  ago.  There  are  four  dealers  in  Mauston,  at  present. 
One  of  them  carries  the  Independent  and  the  Acme  and 
one  has  not  carried  any  binders  for  the  last  year.  The 
leading  binders  sold  in  my  territory  are  the  International. 
From  75  to  85  per  cent,  of  the  binders  sold  are  Interna- 
tional and  about  the  same  percentage  of  the  sulky  hay 
326  rakes,  75  per  cent,  of  the  twine  and  from  a  third  to  a 
half  of  the  spreaders.  I  handle  C.  B.  &  Q.  side-delivery 
rakes.  There  are  not  many  tedders  sold  there;  just  a 
few. 

209  JAMPJS  A.  BLANCHAED : 

210  I  am  in  the  implement  business  at  Blancliardville,  Wis- 
consin. Total  annual  volmne  is  about  $28,000  of  which 
about  $9,000  is  with  the  I.  H.  Co.  In  round  figures  about 
$6,000  is  in  binders,  mowers,  and  rakes  in  which  I  handle 
the  McCormick  lines. 

I  handle  a  general  line  of  farm  implements  including 
those  other  than  harvesting  machinery  made  by  other  com- 
panies and  sold  in  competition  with  like  implements  of  the 
I.  H.  Co.  I  handle  the  Stoughton  and  the  Columbus 
wagon;  the  Deere  and  Clover  Leaf  manure  spreaders; 
the  Sharpies  and  International  cream  separators;  the 
Deere,  Fuller  &  Johnson,  and  the  Gale  cultivators;  the 
Janesville  and  International  and  the  Van  Brunt  drills. 

The  I.  H.  Co.  has  never  said  I  could  not  handle  their 
harvesting  machinery  unless  I  bought  more  goods  of  the 
I.  H.  Co.  or  did  less  business  with  their  competitors.  If 
211- they  should  impose  such  a  condition  I  would  tell  them 
to  take  their  goods  out.  The  Independent  harvesting  line 
is  handled  at  my  town.  It  has  sold  lots  of  shares  of  stock 
around  there,  and  implements  sales  are  following  the 
stock. 

Cross-Examination. 

I  do  not  think  the  sale  of  Independent  implements  keeps 
pace  with  the  sale  of  stock.    There  are  three  dealers  in 
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Blanchardville.  One  of  the  others  handles  the  Deering 
lines,  and  the  third  the  Independent.  This  is  the  first 
year  for  the  Independent  dealer.  They  sold  some  ma- 
chinos  there  in  1912.  Whether  they  had  a  dealer  or  not 
do  not  know.  The  McCormick  and  the  Deering  are  lead- 
ing types  of  hinders  and  mowers  in  my  territory.     I  do 

212  not  know  what  per  cent,  of  the  binders  sold  have  been 
International.  The  Independents  and  Acmes  have  been 
sold  there.  I  should  think  a  great  deal  more  than  ma- 
jority have  been  International.  About  95  per  cent,  of  the 
corn  binders;  80'  per  cent,  of  the  mowers,  and  95  per 
cent,  of  the  sulky  hay  rakes  have  been  International. 

It  would  be  hard  to  give  the  per  cent,  of  grain  binders. 
I  do  not  think  it  would  be  80  per  cent.  As  to  twine  mail- 
order houses  are  quite  a  factor.  I  handle  International 
twine  and  so  does  the  other  dealer.  Plymouth  twine  is  sold 
by  our  competitors  in  competing  towns.    I  judge  over  one- 

213  half  the  twine  is  International.  The  I.  H.  Co.  holds  some 
of  mv  notes  which  are  not  vet  due. 

IX. 

31  H.  BLIESNER : 

I  am  in  the  farm  implement  business  at  Baldwin,  Wis- 
consin.   Last  year  our  business  amounted  to  $15,000,  of 

32  which  $7,600  was  with  the  I.  H.  Co.,  or  about  half  our 
business.  I  handle  Deering  binders,  Deering  and  Osborne 
sulk}'  rakes  and  Deering  mowers. 

I  handle  a  general  line  of  implements  including  those 
other  than  harvesting  machines  made  by  other  compa- 
nies and  sold  in  competition  with  like  implements  of  the 
I.  H.  Co.  In  these  I  handle  the  John  Deere,  Gale  and 
LaCrosse  Implement  Company's  goods.  The  I.  H.  Co. 
has  never  said  to  me  that  I  could  not  handle  the  harvest- 
ing ]]iachinery  unless  I  bought  more  goods  of  them  in 
this  other  line  that  they  make,  or  did  less  business  with 
competitors.  Should  the  I.  H.  Co.  put  such  a  condition 
to  me  I  Avould  cease  handling  their  line. 

The  Acme,  ]\rcCormick  and  Milwaukee  are  the  other 
lines  of  harvesting  machinery  sold  at  Baldwin.  John 
Deere  binder  not  put  on  the  niarket.  Do  not  think  it  will 
be  handled  there  this  vear. 
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33  Cross-Exam,ination. 

There  are  two  regular  dealers  and  one  blacksmith  han- 
dling some  implements  at  Baldwin.  The  other  regular 
dealer  handles  the  Acme  and  MeCormick.  I  handle  Deer- 
ing  and  Osborne.  We  have  handled  the  Deering  only.  We 
have  the  Osborne  rakes,  but  not  Osborne  binders  or  mow- 
ers. 

The  blacksmith  handles  no  harvesting  lines.  The  Deer- 
ing and  MeCormick  are  the  leading  types  of  binders,  sold, 
there,  in  the  time  I  have  been  in  business,  since  Febru- 
ary 1912.  Before  that  I  was  at  Spring  Valley,  "Wisconsin, 
selling  International  lines.  Was  in  business  13  years 
there.  There  were  two  dealers  in  S-pring  Valley  when  I 
left  there  in  1911.  They  handled  Deering,  Milwaukee  and 
MeCormick  harvesting  line  of  harvesting  implements. 
Those  were  the  only  ones  handled  there. 

In  the  ten  years  I  was  in  business,  96  per  cent,  of  the 
binders  sold  in  the  territory  where  I  did  business,  around 

34  Spring  Valley,  were  of  International  make,  90  per  cent, 
of  the  mowers,  90  per  cent,  of  the  sulky  rakes,  95  per  cent. 
of  the  corn  binders,  75  per  cent,  of  the  tedders,  50  per 
cent,  of  the  twine  and  75  per  cent,  of  the  spreaders. 

XI 

318  DANIEL  BOHAX : 

Am  in  the  implement  business  at  Avoca,  Wis.  Its  an- 
nual volume  is  about  $12,000,  of  which  from  $2,500  to 
$3,500  a  year  is  with  the  I.  H.  Co.,  it  averages  about 
j^3,000 — about  a  quarter  of  my  implement  business.  I 
handle  the  Deering  and  the  Milwaukee  binders,  the  Deer- 
ing and  Osborne  hay  rakes.  I  have  no  contract  for  mow- 
ers. I  handle  a  general  line  of  farm  implements,  includ- 
ing those  made  bv  other  companies  and  sold  in  competi- 
tion with  like  implements  of  the  I.  H.  Co.  I  have  a  con- 
tract with  the  John  Deere  Plow  Company,  the  J.  I.  Case 
Plow  Company,  the  Emerson-Brantingham  Implement 
Company.    I  handle  the  DeLaval  cream  separator.     The 

319  I.  H.  Co.'  has  never  said  to  me  that  I  could  not  handle  their 
harvesting  machinery  unless  I  sold  more  goods  of  the 
company."  If  they  should  impose  such  a  condition,  am  in 
position  to  tell  them  I  would  not  stand  for  it.    No  other 
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line  of  harvesting  machinery  than  the  International  make 
is  sold  at  A^'oca.  The  Acme  line  is  handled  in  neighboring 
towns,  and  they  work  the  same  territorv^  That  is  true  of 
twine.  I  handle  the  International  twine  and  the  Peoria 
twine. 

Cross-Examination. 

At  present  I  am  the  only  implement  dealer  in  my  town. 
At  least  95  per  cent,  of  the  binders  sold  in  my  territory 
are  of  International  make.  About  the  same  per  cent, 
of  the  corn  binders,  about  90  per  cent,  of  the  mowers,  and 
75  to  80  per  cent,  of  the  sulky  hay  rakes.  I  handle  Inter- 
national twine.  Xt  least  two-thirds  of  the  twine  is  Inter- 
national, and  25  per  cent,  of  the  spreader  business.  I 
handle  virtually  all  of  the  International  tedders.  There 
are  not  any  hay  press  trade;  there  is  considerable  hay 
loader  trade.  I  handle  a  few  International  hav  loaders. 
XII 

406  ALBERT  F.  BORNSHEIX: 

I  am  in  the  implement  business  at  Brandon,  Wis.  Its 
annual  volume  in  implements  is  from  $8,000  to  $10,000. 
I  do  between  $3,000  mjkI  $4,000  a  year  with  the  I.  H.  Co. 
I  handle  Deeiing  binders,  mowers  and  sulky  hay  rakes. 

Handle  a  general  hue  of  farm  implements  outside  of 
harvesting  machinery,  Dr-ering  rakes,  John  Deere  corn 
cultivators,  the  John  Deere  line  and  some  Plymouth 
twine. 

407  The  I.  H.  Co.  has  never  said  that  I  could  not  handle 
tlii'ir  harvesting  machinery  unless  I  bought  more  goods 
of  the  I.  H.  Co..  or  unless  I  did  less  business  with  their 
competitors.  If  they  should  say  that  to  me,  I  would  tell 
them  to  take  the  machine  and  I  would  try  to  get  some 
one  elso's. 

TlieAcme  is  sold  at  Brandon  and  the  Johnston  is  sold 
at  Fairwater,  within  four  miles. 

Cross-Exa  mination . 

There  are  2  dealers  in  Brandon,  and  two  blacksmiths 
who  handle  a  httle  goods  yearly.  The  other  dealer  han- 
dles the  Acme  binder  and  Appleton  spreader.  I  don't 
know  whether   the   blacksmith  handles   anv  McCormick 
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or  not.  There  are  quite  a  few  binders  and  corn  binders 
sold  there.  Deering  were  the  leading  binders  in  our  ter- 
ritory, after  that  comes  the  McCormick.  I  judge  80  per 
cent,  of  the  binders  sold  in  my  territory  are  International; 
50  per  cent,  mowers ;  70  to  75  per  cent,  corn  binders  and 

408  from  60  to  70  per  cent,  of  the  hay  rakes,  and  50  per  cent, 
of  the  twine  is  I.  H.  Co. 


TESTEMONY  OF  TEN  OF  THE  DEALERS  WHO  DO  NOT  HANDLE 
DEFENDANTS'  GOODS. 

X 

409' JOSEPH  BAKER: 

Am  in  the  implement  and  hardware  business  at  El 
Paso,  111.  Have  been  in  business  16  years.  Its  annual 
volume  runs  from  $20,000  to  $35,000,  average  about  $28,- 
000.  About  $20,000  is  in  implements  and  twine.  Have 
done  very  little  business  with  the  I.  H.  Co.  the  last  two 
years.  Handle  the  Acme  binders  and  sulky  hay  rakes, 
and  the  Acme  and  the  Standard  mowers,  and  Plymouth 
twine.  I  buy  some  rakes,  and  spreaders,  and  cream  sepa- 
rators from  the  I.  H.  Co.  As  to  whether  I  do  a  prosperous 
business,  I  am  able  to  meet  all  m;^  obligations  so  far.  Am 
able  to  do  that  as  an  implement  dealer  without  handling 
the  I.  H.  Co.  goods.    I  formerly  handled  them.    In  1902, 

410  1903  and  1904  handled  the  Piano,  the  Milwaukee  and  the 
Deering  harvesting  machinery  and  the  Piano,  the  Stand- 
ard, the  Milwaukee  and  the  Deering  mowers.  I  do  busi- 
ness with  implement  dealers  other  than  the  I.  H.  Co. 

I  usually  settle  for  all  straight  goods  in  the  fall  by 
note  due  on  the  nest  spring's  terms,  subject  to  the  condi- 
tion of  the  next  year's  contract,  that  is,  with  respect  to 

411  all  goods  unsold.  I  think  I  do  that  in  every  instance 
where  I  buy  goods  of  implement  houses.  It  is  the  ordi- 
nary and  usual  thing,  in  implement  business  so  far  as  my 
experience  goes.  I  always  did  that  when  I  was  selling 
goods,  and  I  always  do  it  now  that  I  am  in  the  retail 
business. 

Cross-Examination. 

I  last  did  business  with  the  I.  H.  Co.  in  harvesting 
lines    two  or  three  years  ago.     Have  been  handling  the. 
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the  ^Acme  harvesting  machines  for  two  years.  Still  have 
some  International  goods  in  straight  sale  stuff  and  I 
have  some  spreaders  which  I  got  two  years  ago.  There  is 
another  man  -n-ho  is  the  regular  Deering  agent  there,  but 
the  spreader  is  not  a  Deering  implement.  There  is  a  regu- 
lar ^IcCormick  dealer  there.  T  was  the  regular  Deering 
agent  until  two  years  ago,  then  took  on  the  Acme.    Never 

412  handled  the  Deering  and  the  Acme  at  any  one  time. 
Have  only  bought  repairs  of  the  I.  H.  Co.  in  the  last  two 
years.  Had  no  trouble  with  the  I.  H.  Co.  They  did  not 
seem  to  be  able  to  protect  a  man  in  the  matter  of  prices, 
and  I  stated  to  them  that  if  they  could  not,  I  would  try 
to  do  business  with  somebody  that  could.  Since  that 
have  been  selling  the  Acme.  Sold  nine  Acme  binders  last 
season,  and  seven  xicme  mowers.  There  are  a  very  few 
corn  binders  sold  in  my  territory. 

Be-direct  Examination. 

The  International  machines  are  practically  considered 
all  the  same  grade  and  there  was  a  man  in  a  near-by 
town  who  seemed  to  enjoy  selling  binders  for  the  fun  of 
the  thing,  or  the  accommodation  of  the  farmers,  and  of 
course  it  was  hard  for  me  to  sell  the  machine  I  was  sell- 
ing. The  blockman  Avouid  tell  me  he  was  not  selling  the 
same  machine  I  was,  and  I  was  not  in  competition  with 
him,  or  he  with  me;  that  the  binders  were  practically  all 
the  same  price,  and  it  was  impossible  for  me  to  sell  ma- 
chinery in  the  same  neighborhood  with  this  party  making 
the  i)rices  that  he  did.  He  was  selling  the  MeCormick. 
Pie  was  the  local  implement  dealer,  in  an  adjoining  town. 

413  He  was  cutting  the  prices  on  the  binders.  I  simply  told 
the  International  if  they  could  not  control  him,  I  would 
deal  with  somebody  else  that  could  control  such  a  con- 
dition. They  said  they  had  to  carry  a  stock  of  repairs 
there  for  the  accommodation  of  the  machines  that  had 
been  sold  and  that  they  could  not  consistently  withdraw 
the  agency.  I  never  heard  anything  about  power  to  coerce 
the  dealer  in  respect  to  retail  prices. 

IX 

150  H.  A.  BOYEB: 

Have  been  in  the  farm  implement  business  at  Fari- 
bault, Minn.,  four  years.    I  handle  the  John  Deere  binder. 


517 
IX 

Testimony  of  Implement  Dealers  (cont'd.). 

the  Dain  sulky  rake  made  by  the  John  Deere  people,  and 
the  Dain  mdwer.  Have  done  no  business  with  the  I.  H. 
Co.  in  the  last  two  years.  Am  a  retail  implement  dealer 
doing  no  business  whatever  with  the  I.  H.  Co.  I  think 
mine  is  a  successful  business  and  find  I  can  succeed  in 

151  establishing  a  successful  business  and  carry  it  on  without 
handling  any  harvesting  implements  or  other  implements 
of  the  I.  H.'  Co. 

I  sold  14  John  Deere  binders  last  year.  The  first  year 
I  handled  them  I  just  got  two.  Tt  was  a  brand  new  bindei*, 
first  put  on  the  market  at  that  time.  Have  found  it  as 
easy  to  sell  the  John  Deere  binder  as  any  other. 

Cross-Exa,mination. 

Have  been  in  the  implement  business  practically  all 
my  life,  only  four  years  at  Faribault.  Before  that  was  at 
Fountain,  Minn.  ^Handled  the  McCormick  line  there,  then 
sold  out  and  moved  to  Faribault.    I  think  there  are  five 

152  dealers  at  Faribault  handling  farm  machinery.  P.  J. 
Moran  handles  the  McCormick  line ;  C.  M.  Wall  the  Deer- 
ing  line;  Mahoney  the  Champion,  and  the  Fdribault  Im- 
plement Company  handles  the  Acme  and  Johnston  lines. 
I  never  tried  to  get  McCormick  to  handle  there  or  any 
other  I.  H.  Co.  lines.  The  first  two  years  I  was  in  busi- 
ness I  handled  the  Milwaukee  lines  and  there  were  four 
dealers,  including  myself,  handling  International  lines. 
I  gave  up  the  Milwaukee  and  took  on  the  Deere. 

Re-direct  Examination. 

The  man  who  handles  the  Acme  is  an  active  r.gent  in 

153  its  sale.  Sells  a  good  many  Acme  binders.  Sold  12  or 
15  there  last  year.  The  Johnston  corn  binder  is  exten- 
sivelv  sold  there. 

VII 

290  GEORGE  H.  CAETER : 

I  am  with  T.  J.  Carter  &  Son.  We  are  in  the  hard- 
ware, grocery  and  implement  business  at  Windsor,  Mo. 
The  annual  volume  of  our  business  is  from  $50,000  to 
$70,000.  I  judge  $10,000  represents  the  business  in  im- 
plements, vehicles  and  twine,  none  of  which  is  done  with 
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291  the  I.  H.  Co.  Have  made  a  little  money  without  handling 
any  of  the  I.  H.  Co.  goods.  "We  are  not  complaining.  We 
do  not  handle  any  binders;  I  demonstrate  the  fact  that 
it  is  possible  to  do  a  successful  business  in  farm  imple- 
ments without  handling  a  binder.  We  handle  the  Thomas 
sulky  rakes  and  mowers,  and  Plymouth  twine  and  a  gen- 
eral line  of  farm  implements.  1  did  buy  a  little  bill  of 
rope  from  the  International  once. 

Cr  OSS-Examination. 

Have  been  in  business  15  or  18  years.  There  are  four 
implement  dealers  at  Windsor.  The  others  handle  all 
lines  including  binders.  McKee  &  C'orman  Hardware 
Co.  handle  the  ^IcCormick,  Arnold  &  Hayden  handle  the 
Deering  and  .lohnston  and  Tompkins  handles  the  John 
Deere  and  Acme.     Windsor  has  about  2500  population. 

292  Sold  5  or  6  mowers  last  year.  The  implement  part  of 
our  business  is  the  smallest.  AVe  do  business  in  groceries, 
hardware,  wire  and  bugsies.  In  the  last  10  years  I  expect 
there  have  been  more  McCormick  mowers  sold  in  the 
territory  around  Windsor  where  we  sell  mowers  than  of 
any  other  kind.  In  the  last  two  or  three  years  we  have 
sold  quite  a  few  Thomas  and  Acme.  Quite  a  few  Deer- 
ings  have  been  sold ;  except  they  are  pretty  evenly  divided, 
take  it  all  around  the  last  two  or  three  years. 

B f -direct  Examination. 

The  man  who  handles  the  AfcCormick  harvesting  ma- 
chinery handles  a  general  line  of  farm  implements,  that 
are  not  made  by  the  I.  H.  Co.,  the  Oliver  line.  The  man 
who  handles  the  Deering  handles  tlie  Johnston  harvester 
line.  The  other  man  handles  the  John  Deere  and  Acme, 
the  John  Deere  mower  or  the  Dain.    All  of  these  machines 

293  are  offered  to  the  farmers  and  patronage  solicited  for 
all  of  them.  Business  in  mowers  is  evenly  divided  among 
tlie  various  makes  on  an  average  the  last  few  years — 
Thomas,  Acme,  Dain  and  Deering  about  equally  divided. 
There  were  more  Acme  binders  sold  out  of  our  town  last 
year  than  any  other.  Years  ago  the  McCormick  had  the 
lead;  think  they  were  practically  the  only  people  there 
at  that  time.  In  latei-  years  the  competition  has  increased 
until  each  one  has  its  relative  share  of  the  business. 
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C.  D.  CHAPMAN: 

I  reside  at  Giltner,  Neb.     I  am  in  the  hardware  busi- 

111  ness  and  ]ast  year  I  took  on  tlie  Acme  binder  and  hay 
tools.  Last  year  I  sold  20  Acme  binders.  There  are  other 
dealers  at  Giltner,  exclusive  implement  dealers.  One  han- 
dles the  McCormick  and  the  other  the  Deering.  The> 
handle  various  lines  of  agricultural  implements,  made  by 
John  Deere,  the  Emerson  and  these  other  people.  I  think 
I  sold  just  as  many  binders  as  both  of  the  others,  to  my 
knowledge.  Sixteen  McCormieks  and  four  Deerings  >vere 
sold  there. 

Cross-Examination. 

112  The  other  two  dealers  handle  all  agricultural  Imple- 
ments, and  liave  been  doing  that  for  some  years.  I  do 
not  know  whether  the  Acme  tried  to  get  them  to  take  on 
their  lines  before  offering  them  to  me.  One  of  the  argu- 
ments which  helped  me  in  the  sale  of  the  Acme  imple- 
ments is  that  the}^  are  made  by  a  company  unconnected 
with  any  trust.  I  have  found  that  a  reasonably  strong 
argument. 

Re-direct  Examination. 

But  back  of  everything  else  is  the  quality  of  the  ma- 
chines and  tlie  quality  of  the  salesman  who  sells  the  goods, 
we  think  that  is  the  point. 

Re-cross  Examination. 
I  handle  Plymouth  twine. 

743  B.  0.  FAKMER : 

I  am  a  farmer  and  also  in  the  implement  business  at 
Anthony,  Kan.  I  handle  the  Independent  harvesting  ma- 
chine. I  have  succeeded  very  well  in  business.  I  sold 
five  of  their  binders  the  first  year  and  last  year  I  sold  14. 

744  ]\Iy  sales  in  other  lines  have  gone  on  very  well. 

Cross-Examina  tion. 

I  did  not  sell  anything  besides  Independent  Harvester 
goods.  There  are  "three  dealers  there  including  me.  I 
guess  both  of  the  other  dealers  sell  International  stuff. 
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One  of  them  sells  the  Acme,  however.  That  is,  he  carries 
the  jVcme  with  Ms  International.  Most  of  the  machines 
that  have  been  sold  there  in  recent  years  have  been  Inter- 
national ;  anyhow  half.    I  use  the  Penitentiary  twine. 

HENRY  GROSSHANS : 

I  ha^'e  been  in  the  implement  business  and  farming  at 
Sutton,  Xeb.,  35  years.  I  do  very  little  business  with 
the  I.  H.  Co.  I  sell  Acme  and  Deere  harvesting  machinery. 
I  have  been  selling  the  Acme  machinery  about  ten  years 
continuously  and  the  Deere  machinery  one  year.    I  handle 

53  Acme  binders,  mowers  and  rakes.  And  the  John  Deerfe 
binder  and  the  Dain  mower. 

I  ha\e  succeeded  in  my  business.  I  have  found  the 
field  open  for  the  sale  of  these  binders  and  mowers.  I 
sell  about  half  of  the  harvesting  machinery  in  our  ter- 
ritory. The  question  of  selling  a  binder,  mower  or  rake 
to  the  farmer  is  one  largely  of  the  machine  and  the  sales- 

54  man.  I  sold  15  Deere  binders  the  last  year  and  21  Acme 
binders. 

Cross-Exam  Ination. 

There  are  three  dealers  at  Sutton  in  1902.  Before  1902 
I  was  handling-  the  Piano  and  the  other  dealers  the  Deer- 
ing  and  the  MeCormick  and  in  addition  the  Milwaukee  and 
the  Champion  were  sold  around  there. 

I  discontinued  handling  the  Piano  as  soon  as  they  or- 
ganized as  the  I.  H.  Co.    I  then  took  on  the  Osborne  be- 

55  cause  they  were  independent.  I  handled  it  until  they 
went  in  with  the  I.  H.  Co.  I  handled  it  for  more  than 
three  years. 

When  the  Osborne  went  into  the  I.  H.  I  took  on  the 
Acme,  and  have  handled  the  Acme  ever  since.  I  guess 
they  are  still  offering  the  Piano  for  sale  but  have  not 

56  i)ushed  them.  They  have  not  sold  any  Champions  the 
last  ^evi:  >-ears  to  amount  to  anything.  I  think  they  have 
sold  a  few  Milwaukee.  The  I.  H.  Co.  has  pushed  the  Mc- 
Cormick  and  Deering  lines  in  our  territory.  There  are 
two  dealers  at  Sutton  today.  I  handle  the  Plymouth 
twine. 
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221  H.  r.  HEINE : 

Have  been  in  tlie  farm  implement  business  at  Paribanlt, 
Miim.,  seven  years.  The  first  year  we  did  about  $20,000; 
last  year  over  $33,000  worth.  We  do  not  do  any  business 
with  the  I.  H.  Co.  We  handle  Acme  and  Crown  binders, 
mowers  and  rakes,  and  a  few  Johnstons,  including  John- 
ston corn  binders.  We  have  a  growing  and  successful 
business  without  handling  any  line  of  the  I.  H.  Co.  goods. 
Have  had  good  success  in  the  sale  of  the  Acme  and  John- 
ston harvesting  machines. 

Cross-Examination. 

The  $33,000  worth  of  business  constitutes  everything — • 
binders,  mowers,  rakes,  com  buskers  and  twine.    I  do  no 

222  business  other  than  in  agricultural  implements.  There 
are  four  dealers  altogether  at  Faribault.  I  think  there 
are  two  who  do  business  with  the  I.  H.  Co.  We  have 
handled  the  Acme  seven  years  and  the  Johnston  five  years. 
We  do  not  handle  International  goods  because  we  thought 
we  could  get  along  without  them.  We  have  two  good 
lines.  They  give  us  good  satisfaction.  I  am  not  the 
Deere- Webber  agent. 

VII 

276  E.  D.  MAETIN: 

I  have  been  in  the  implement  and  harness  business  at 
Lathrop,  Mo.,  for  about  10  years.  The  annual  volume 
of  my  business  is  about  $15,000,  of  which  about  $10,000 
is  in  farm  implements,  including  vehicles  and  twine.  Not 
a  penny  of  it  is  done  with  the  I.  H.  Co.  I  do  a  success- 
ful farm  implement  business  in  my  town  without  doing 
any  with  the  I.  H.  Co.  I  do  not  find  it  necessary  to  do 
business  with  the  I.  H.  Co.  to  succeed  as  a  dealer  in  farm 
implements ;  I  can  find  plenty  without  them.  I  handle  the 
Acme  and  Johnston  binders,  sulky  rakes  and  mowers.  My 
business  seems  to  be  growing  from  year  to  year. 

277  Cross-Examination. 

Have  been  in  business  for  myself  about  10  years.  There 
are   two   dealers   at  Lathrop  besides  myself.     Each   of 
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them  lianrlles  International  lines  of  harvesting  imple- 
ments, one  the  ]\IeCormick  and  the  other  the  Dain  and 
Deeiins — that  is  Armstrong  &  Elwood. 

I  have  never  handled  any  of  the  International  lines. 
I  started  in  business  about  the  time  the  International  was 
formed.  ;\[ade  up  my  mind  I  ■nould  have  nothing  to  do 
with  them ;  reckon  that  is  what  I  done,  made  up  my  mind 
that  way.  Nex'or  bought  anything  from  them ;  got  started 
with  the  Johnston  people,  had  good  success  and  no  rea- 
son to  cliange.  Sold  the  Acme  too.  As  to  whether  I  sell 
the  machine  using  as  one  ar,gument  that  the  Acme  is  not 
made  l)y  the  trust,  will  say  that  I  fight  them  as  hard  as 
I  know  liow.  Yes,  sir,  that  is  one  of  the  arguments  I 
27S.  make ;  sometimes  it  helps.  Tlie  reason  I  have  not  handled 
any  International  goods  is  I  started  with  the  Johnston 
people ;  tliey  treated  me  nice  and  I  have  had  no  reason 
to  (|uit  tliem.  The  Acme  is  a  good  machine;  it  gives  good 
satisfaction. 

Ne-fJircrt  E.ramhiation. 

I  so  out  and  work  as  hard  as  I  can  to  sell  my  goods, 
but  as  a  rule  it  is  true  the  farmer  buys  a  machine  on  its 
merits.  I  sell  it  to  the  farmer  by  showing  it  to  him  and 
making  him  believe  I  liave  the  best  machine.  The  trust 
proposition  does  not  cut  much  ice;  they  don't  respond  to 
that.  They  want  to  know  aliont  the  machine.  I  don't 
do  business  on  that  basis ;  I  fight  my  own  battle. 

Ri'-eross  Exainiiiatioii. 

I  expect  60  or  70  per  cent,  of  the  binders  sold  around 
Lnthrop  in  the  territory  in  which  I  do  business  have  been 
International  in  the  last  10  years,  about  one-half  of  the 
2/9  mowers,  and  I  have  given  them  a  pretty  even  shave  on 
the  corn  Innder.  I  handle  Plymouth  twine  and  sold  about 
one-third  of  the  twine  in  town,  I  have  cut  it  up  pretty 
even. 

Ee-dirert  Eiauiinaiion. 

Have  done  a  very  snecessfnl  lousiness ;  have  demon- 
strated the  fact  risht  there  in  my  town  that  a  man  repre- 
senting the  Acme  and  Johnston  machines  can  do  a  suc- 
cessful business  in  opposition  to  the  International.     The 
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only  trouble  I  have  with  the  International  is  they  have 
more  money  than  I  have,  but  man  for  man  between  me 
and  the  other  agents  I  have  demonstrated  it  to  be  a  fact 
that  a  man  can  take  those  machines  and  successfully  sell 
them.    I  am  satisfied. 

Be-cross  Eo:amination. 
1  never  heard  of  another  dealer  anywhere  in  my  part 
of  the  country  who  does  not  buy  some  goods  of  the' Inter- 
national. 

IX 

17  JOHNPADDEN: 

I  amin  the  farm  implement  and  hardware  business  at 
New  Richmond,  M^is.  Have  been  in  the  business  about 
two  or  three  years.  The  annual  volume  of  my  business 
is  from  $45,p00  to  $55,000,  of  which  from  $10,000  to  $12,000 
is  in  farm  implements.  Have  done  no  business  to  speak 
of  with  the  I.  H.  Co.  for  some  little  time.  My  machinery 
business  is  done  practically  without  doing  any  business 

18  with  the  I.  H.  Co.    Handle  no  harvesting  machinery  at  all. 

I  handle  Plymouth  twine  and  the  -  Acme  mowers  and 
rakes.  Have  not  handled  a  binder  since  1906,  I  think. 
I  have  demonstrated  that  I  can  do  a  successful  business 
without  handling  any  binder  and  that  is  the  reason  I 
quit  it. 

Cross-Examination. 

There  are  two  dealers  in  New  Eichmond  besides  our- 
selves. Each  of  the  other  dealers  handles  harvesting  lines ; 
one  handles  McCormick  and  the  other  the  Deering.  Ours 
is  quite  a  small  grain  territory.  There  is  a  good  sale  for 
binders  there.  Since  we  quit  handling  the  Acme  the  only 
binder?  sold  in  my  town  in  the  last  5  or  6  years  have  been 

19  International.  Have  handled  International  lines;  handled 
the  binder  up  to  1906,  previous  to  the  time  we  handled 
the  Acme.  I  may  not  be  right  about  the  date  we  quit 
handling  International  goods.  Handled  McCormick  20 
years,  that  is,  since  after  20  years  back  up  until  the  com- 
pany was  taken  over  by  the  I.  li.  Co.,  and  we  handled 
it  for  two  years  afterwards.  I  do  not  remember  the  dates. 
Since  we  gave  up  the  ^McCormick  we  handled  the  Acme. 
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I  found  it  unprofitahlo  to  sell  the  Acme.  As  to  whether 
that  was  because  the  sales  in  that  territory  were  McCor- 
mick  and  Deering,  I  could  not  say  as  to  that.  We  quit 
in  the  first  place  because  we  felt  as  though  the  binder 
business  was  not  profitable.  Afterwards  we  decided  we 
would  try  a  binder  again  and  took  on  the  Acme  and  found 
after  ^\"e  sold  for  one  year  or  so  that  we  would  give  up 
the  business  entirely  and  did  not  take  on  a  hinder  any 
more. 

The  number  of  binders  sold  in  my  town  varies.  There 
have  been  100  or  125  sold  there.  There  was  no  money 
for  us  in  carrying  ^McCormick  lines.  In  the  last  7  or  8 
years  the  greater  portion  of  the  binders  sold  in  the  ter- 
ritory where  I  do  business,  with  the  exception  of  the 
two  years  we  handled  the  Acme,  have  been  International. 
20  More  than  90  per  cent,  would  be  International.  The  Mc- 
cormick and  Deering  are  the  leading  lines  of  mowers  in , 
our  territory.  In  the  last  ten  years  90  per  cent,  of  the 
mowers  have  been  McCormick  and  Deering;  about  the 
same  ))roportion  of  sulky  rakes  and  60  per  cent,  of  the 
t'\\iTiP  have  been  International. 

In  1901  the  principal  binders  in  the  territory  were  the 
]^[cCormick  and  Deering.  I  gave  up  the  MeCormick  line 
voluntarily. 

2.'^     F.  E.  SEBENTHAL: 

Have  lieen  in  the  agricultural  implement,  farm  ma- 
chinery and  vehicle  business  for  20  years  at  Eau  Claire, 
Wis.  The  annual  volume  of  my  business  is  from  $20,000 
to  $.30,000.  Do  not  do  any  business  with  the  I.  H.  C*o. 
We  ha^'o  the  Johnston  line  of  binders,  mowers  and  sulky 
rakes,  and  some  Thomas  mowers. 

As  to  whether  I  have  demonstrated  that  a  man  can 
make  a  success  of  the  retail  implement  business  without 
24  doing  any  business  with  the  I.  H.  Co.,  I  try  not  to  let  a 
thing  go  out  of  my  place  without  I  get  a  profit  on  it.  I 
sell  harvesting  machines  to  the  farmers  and  consider  I  do 
a  good  trade. 
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Cro  ss-Examination . 

If  the  farmer  wants  anything  the  International  people 
have  I  go  and  get  it,  otherwise  I  handle  no  International 
goods.  I  do  not  go  on  the  principle  that  that  is  a  com- 
pany I  had  better  leave  alone.  Have  been  there  in  busi- 
ness a  great  many  years  and,  years  ago,  handled  some 
McCormick  and  Champion  goods.  Have  not  handled  any 
International  goods  since  the  International  was  formed. 
Was  not  handling  the  McCormick  when  the  International 
Avas  organized. 

Did  not  sell  many  Johnston  binders  last  year;  sell  a 
great  many  corn  binders  and  mowers ;  sold  three  John- 
ston binders;  14  Johnston  corn  binders;  and  3  Thomas 
mowers,  I  think.  The  Johnston  line  has  been  sold  at  Eau 
25  Claire  for  quite  a  while;  I  think  about  6  or  7  years.  We 
handle  only  one  kind  of  Thomas  mower  that  is  adapted 
to  some  of  our  trade;  have  had  that  about  4  years. 

I  know  some  agents  who  do  not  handle  International 
goods;  could  not  tell  how  many. 
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The  following  dealers  testified  that  the  defendants  do  not 


fix  retail  prices : 

Name 

Aaclite,   Wm 

Achteriiev.L'.    A.    E. 
Adams,  Eamuud  H. 


A'ol. 

VI 
.  .      VII 

VI 

Alley,  Johu  VII 

Allison,  W.  C 

AnclersDii,  Ii.  O 

Anderson,  Hoy  K 

Armfleld,   (ieo.   AV 

Ashbrook,  W.  JI 

Austin,  F.  A 

Austin,  AV.  A 

Ayers,   Edward  A 


VII 
V 

VII 
A' 

VII 

VII 

VI 

A' 


Page 
474 
531 
.■"]'.  II I 
lis 
]2."> 
2111 
:!27 
356 
114 
4(52 
54S 


Balib,  C.  L XII  42 

Bachelor,  J.  (i VII  37.i 

Baker.   Francis    XII  lis 

Ballovv,   William    VII  2Si; 

Banfield,  Clias.   E XI  .".1(1 

Barton,   R.    (' VII  110 

Beal.  I.  W VI  74.1 

Beavers,    W.    L IX  2.->(l 

Beckemeir,  Henry VII  24(1 

Beerline.   Henry    A'  2(1 

Belcher,    Wm V  ."i24 

Bender,    Jacob     ^'  4(j7 

Bennett.    U.   L IX  40 1 

Benton.  L.  R VI  S14 

Berpce.  Kolleff    X  n 

Bertseh,  Christian   IX  513 

Biufjbam.   I>.   W A'lH  11» 

Blandinj;,   W.   R VII  53!l 

Bloucb.    (Mint VII  2!I3 

Bond,  H.   E VII  105 

Bonniwell.  riiilip  II V  ]Ci2 

Book,    Siunuel    XII  121! 

Bott,   Fred    IX  1.5(1 

I'.resnahan,  1'.  W X  105 

Bri-^s.    F.    S VIII  14(1 

Brim.   .1.   A VIII  135 

Rrnlist.  Harvey   XI  500 

Brooks.  Geo.  AV XII  4.i3 

Brown,  H.  M XII  l.jl 

Brown.   Jas A'l  3.i7 

Browning'.   Frank  A VII  360 

Bucheit,    .Tohn    VIIT  140 

Bnchner,  Edw.  F VIII  169 

Buck.  W.   H A'  .304 

Buckley.  (;eo.  C V  .345 

Bunz.   C4ust V  2R0 

Bnpp.  Edward   XII  122 

Burns,   Eobt.   N VIII  98 


Xame 

Burt,  AA'.  It 

Buseh,  Edw.  G.    .  .  . 
Butterfield,  Fred  F. 


Vol.  I'age 

XII     .57(1 

A'l  1 1       43 

VII        .54 


Callau,  T.  It.  . 
Case.  (ieo.  AA'. 
Casteeu,  AV.  F. 


VI 

XII 

A'l 


Clmmplin,    J.    B VII 

Cherny,    John    A'l 

<  "hristenson,   Edgar  O.    ..  XII 

Clarke,  S.  .S VI 

('lass.  P.  G A'lII 

Claussen,  Peter   XII 

Clavtou.   .Tohn  A A'll 

Clift,  C.  E VI 

Coates,  AA'.   X ..  V 

Coburn,  D.  D V 

Cochrane,  DeWitt A'lII 

Coffey,  Theodore A' 

( 'olenian,  (iuy A''II 

Coleman,  I'.  E Aail 

Collier,  T.  J VII 


Collins,  Geo.  W. 

Cook.  AV.  E 

Cooper,  Frank  E. 
Cotten,  Arthur  (4. 

( 'ozatt,  J.  A 

Crary,  Arthur  R. 

Crisler,  .1.  S 

( "iirrie,    Alex 

Curtis,  J.  H 

Curtis.  Orrin  M.  . 


VII 

VI 

X 

A^I 
VI 

XII 
IX 
IX 

VII 

XII 

A' 
A' 
Dauforth.  W.  il VIII 


Dahl,  .T.  P.   . 
nally,   JI.   C. 


I)avis.   Silas    

Deacon,  R.  E 

DeCon.  A.  E 

Dillingham,  David 

Doliyns,  F.   L 

Dodds.  A.  C 

Dooley.  AV,  A 

Doyle.   M.   .\ 

Dunford.  J 

Dunkerton,   E.   AA'. 

Dunton.  L.  H 

Dusenberry,  E.  A.  . 
1  twyer,  Thomas  J. 
Dyer,   A.    W 


VIII 

VII 

A' 

VTI 

VI 

VII 

VII 

XII 

IX 

VI 

A'l 

VII 

XIT 

A' 


119 
20O 
452 
451 

30 
433 
7(13 

Sli 
5S4 
52(1 
7(i2 
ISi) 
4l),S 
247 
201 
198 
140 
443 
437 

511 
ISS 

87 
((26 
563 

14 
404 
20s 
531 


I'll 
65 
220 
2.54 
272 
738 
84 
184 
206 
.324 
585 
621 
.319 
78 
139 
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Xame 

\o\. 

Eason,  T.  T 

TI 

Eaton,  AY.  E 

..    VIII 

Echtenkamp,  Fred   

V 

Edgington,  C.  W 

. .      XII 

Edwards,  Daniel  0.   . . . 

VI 

Edwards,  E.  J 

A" 

English,   W.  E 

.  .      VII 

Epperson,  George  F.   . . 

.  .      XII 

Eriekson,  E.  J 

.  .      XII 

Esden,  C.  J 

V 

Eskeldson,  S.  V 

..    VIII 

Evans,  J.  A 

VI 

Everts,  E.  D 

XI 

Fawley,  A.  F 

.  .      VII 

Fearno,  It.  M 

XI 

Fitzgerald,  J.  T 

.  .       VII 

Fitzsimmons,  G.  W.   .  . . 

V 

Flood,   John    

.  .       VII 

Flora,  Frank   

X 

Ford,  John   

V 

Ford.   W.   X 

\ 

Francis,  F.  E 

y 

French,  J.  P 

IX 

Frizell,   E.   E 

VI 

Gaines,   A.   A 

Y 

Geisendorf,  L.  S 

VI 

(Jensmau,  Geo.  J 

VI 

Gillan,    C.    D 

.  .      XII 

Glazier.  C.  F 

V 

..       XII 

Gooding,   J.    O 

.  .       XII 

Giu)dner.  Geo.  E.  H.  . .  . 

VI 

Gorfler,  August   

y 

Gossard,    O 

VI 

Graham,  W.  P 

.  .       VII 

Gra.v.  Howard  

VI 

Griffith.  H.  A 

.  .      VII 

Groth,   John   

V 

Gnnn,  H.  J 

y 

J-Jadden,  Charles  H.  .  . . 

..       XIT 

Hamilton.   Chas.  P.    .  . . 

VI 

Hanson.  Hans   

VI 

Hanson,  J.  O 

VI 

Hartman,    J.   F 

.  .      XIT 

Haskard,    H.    J 

VI 

Hansen.   C.   n 

X 

Havens,  C.  10 

y 

Haynes,    L.    D 

.  .       VII 

Havnes.   W.   E 

.  .       VII 

Hecknian,   P.   F 

VI 

Heeney.   Ed    

.  .       VII 

Held,    John    W 

. .      XII 

Heitschmidt,  A.  C 

.  .       XII 

Helvern,   Tj.   E 

..    VIII 

Retail  Prices  (cont'd.). 

Page  Name  Vol.  Page 

4(j0      Hertel,  William  P Y  542 

128      Hewitt,  John  C VIII  282 

335       Hibbs,   S.  J VII  417 

56S      Hillery,  R.  H VI  4S() 

773       Hinde,   A.   C VI  7.j2 

231       Hobart,  H.   W XI  484 

215       Hodgson,    Fred    VII  447 

372       Hodson,  James    IX  180 

57!)       Horney,  Fred  H VII  412 

629      Howard,  W.  J \'  1 

17       Hubbard,  W.  H VI  778 

41(i       Hunter,   W.   H XII  91 

531 

Ireland,  G.  L X  G 

584      Ireland,    Joseph    XI  538 

176       Iverson,  Iver  L IX  417 

344 

133  Jackman,  AV.  W A'l  444 

(18      James,   Ed    VII  349 

50      James,  It.  H VII  515 

686       Jameson,  J.  II V  28 

66       Jerard,   S.  E VII  315 

417       Johnson,  C.  J. VIII  363 

509       Johnson,  CO VI  91 

397       Johnson,  Curtis  II '  X  92 

Johnson,  John   IX  307 

195      Johnson,  Thomas   IX  .521 

758       Jones,   Ed   S VII  189 

794      Jones,  J.  C "S'  094 

134  Jones,   L.    A VI  7S9 

36       Jurgensen,  P.  A XII  5i:0 

481 

99      Kelly,  James   X  12 

329       Kennedy,   T.    K A'l  407 

204      Keonlngs,  Theodore   XII  450 

571       Kirchner,    J.    R VII  385 

78      Kok.ier,  M,  SI V  300 

542  Koppenbrink,  Peter  H.   ..  A'll  236 

401       Kreamer,  J.  H Vll  534 

385       Kronquest,  X.  H Y  79 

340  Kropp,  II.  F Y  C59 

Krueger,    George    IX  550 

18 

341  Lavelle,  Frank  J IX  34 

66       Lease.   M.   B VII  431 

840       Lee,    J.    C VIII  317 

181       Leonard,  J.  B XII  505 

411       Lilly,    Raymond    VIII  414 

202       I,iudabl,    Al XII  516 

145       Lindner,   H.   L XTI  130 

358       Linnebur,   H.   C VI  843 

563       Loekstrom.  J.  A VII  481 

087       Longley,  O.  G XII  508 

323       Loughran.   S.   L V  234 

383       Lowe,  H.  J Y  184 

518     Lvie.  w.  c y  nra 

1.53 
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Dealer's  Testimony  a^  to  Beta 


E. 


Name 
Machens,  J.  H. 
Hack,  Harry  .  . 
JIagee,  R.  ^Y.  . . 
Jlalr,  John  .... 
Mann,  .T.  A.  .  . 
JlanvIUe,  (ieo.  . , 
Mar.sliall,  Albert 
llartens,  C.  D.  .  .  . 
Matthews,  O.  D.  Jr. 
Jlatthen-s,  W.  H.  .  . 

Maylott,  A.  J 

Mayo,  < '.  X 

Max,  Louis   

MoCarger,  Hugh  . . 
JlcConiiick,  T.  C.  . 
McPreiidy,  ('.  H.  . . 
Mclionon.gh,  John  . 
McGeehau,  <t.  T.  . 
McCJiltnn.  John  X. 
Mclntyre,  Janies  .  . 
McMahon,  I<:.  R. 
McMichael,  J.  W 
McMillan,  David 
McMillan,  J.  E. 
ircXiiul,  Geo.  L. 
JlcPherrin,  J.  A. 
Meyer,  Ernest  . 
Me.ver,  C.  A.  .  . 
Millei-.  Miles  .  . 
Jliller,  Oscar  .  . 
Miller,  W.  K.  .  . 
-Mills,  J.  H.  .  .  . 
Mills.  .Tosejih  .  . 
Miner.  1-'.  W.  .  . 
iliuick,  O.  W.  .  . 
Minter.  ( '.  A.  .  . 
Misliler,  John  H. 
:\:o(llin.  .T.  F.  . 
iXollenkamp.  E.  "tt' 
Morehouse,  W.  PI. 
Morton,  Edwin    . . 

Jlotle.y.  S.  T 

Jlosinian,   John 
Mulvey,  M.  Y. 
Miniro.  .1.  M.  . . 
Mnrjihy,  J.  W. 
Murray,  D.  R.   , 


Jr. 


X'elson,  Jas.  M 

Xelson.  Martin 

?s'euhanser,  Jonas  M. 
X'ewlierrv,  C    A.    . .  . 

Xise,   P.    H 

Xisnoll,   J.  J 

Xoll,   Frank    

X'oone.    W.    1' 

Xorris,  R.  M 


Vol. 

YIII 

YIII 

YII 

YII 

VII 

VII 

XII 

XII 

VIII 

VI 

X 

VII 

YIII 

V 

XII 

A" 

X 

XII 

IX 

IX 

VII 

A' 

XII 

VI 

VII 

V 

VII 

IX 

IX 

YIII 

VI 

YIII 

XII 

YII 

YII 

YI 

YII 

YTI 

VII 

XTI 

IX 

VI 

YII 

VI 

YIII 

Y 

X 

YIII 

A' 

XTI 

Y 

VII 

YI 

TX 

YII 

A'l 


Page 

47 

107 

l."2 
334 

142 
01 
24 
74 

iin 

(;i)7 
1(14 
,-,(1!) 
110 

n.- 

94 

fi40 

41  .S 

4SS 

1 

43 
l.-)(l 
700 
."II?, 
3S7 
20.- 

IX 

(i1 
200 
410 
,313 
4Kr, 

442 

477 
."177 
303 
74 
,394 
223 
"31; 

isn 
(■92 

2S3 
440 

n.-. 
37s 

292 

ISl 
403 
107 

S6 
.330 

74 
0 

42i; 
402 


;7  Prices  {co)it'd.). 

Name  Vol.  Page 

Norton,  R.  M XII  27 

Xorquist,  O A'll  ."iSl 

Xuss.  Geo YI  .S20 

Xuttiug,    W.   W VII  .J19 

Olier,  S.  K VII  400 

O'-Dell,   George  T V  630 

O'Grady,  Joseph    VII  204 

Oldham,   John    YIII  161 

O-Xeill,  D.  (' YIII  l."i7 

O'Rorke,    John    XII  03 

Osterholm,  August  E.   .  .'.  Y  79.") 

Ostrander,  W.  ( 1 VII  4.-i7 

Owen,   Rasmus    IX  437 

Packer,  W.  I> VI  3(jS 

Parsons.    J.    R V  519 

Patterson,  J.  W V  96 

Pemherton,  E.  R YII  ml 

Peters,  H.  ( ' y  274 

I'etevson,  E.  \Y IX  2S 

Peterson,  M.  (' VI  69 

Pflng,  .1.  <■    VI  113 

Phalen,  B.  A XII  ."4 

Phillips,   W.  II VII  146 

Porter,  Henry    IX  422 

Powell,  Janies   A'll  297 

Powell,   J.   O YI  749 

Proscott,  F.  II VIII  10 

I'rice,   T.   E VII  179 

I'ritclmrd.  All  ert  H YI  373 

Proctor,  Edward  T YIT  149 

Pullyhlank,  R XII  12 

Raliius,     (i.    H AMI  2li.S 

liankin,    AA'.    AX XU  170 

Reading,    AX.    AI XII  ."S2 

Redfern,    AY.    E \'III  ISC 

Ridge,    R.    F A'l  .346 

Riegel,   H.    B XII  174 

Ringe,    Louis     '.  A'lII  72 

Roberts,    Een     \'II  321 

ItoliertsDM.    Geo.    AA'.    .  .  .  A'lII  3s 

Robinson,    ( '     D XI  .-i23 

Robinson.    J.    P. A'l  613 

Rodeman,    John    II.     ...  VIII  90 

Rood,   H.   (I '\'III  62 

Roof,  A.  J VII  OS 

Itiiss,  AVnIter  I) XIT  s 

Itoth,  .Jas.   S A'lII  S2 

Ruge,  F.   F XII  ri66 

Rumpel,   W.    J VII  2.S(I 

Sackerson,  X.  X v  .14(1 

Saltsman,  George  E XII  16 

i^ajip,  ('    S XTI  ,S1 

Sather,  A.  O jx  ."OO 
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Dealer's  Testimony 

Name 
Scandrett,  iX.  H. 
Seliauer,  A.   F.    . 
Scliililey,  J.  11.    . 
Schlect,    Wm.    . . 
Schneider,  E.  L. 
Selmeider,  Geo.    . 
Schrader,  A.  L.   . 
Selirieber,  Fred  . 

Schriner,  L 

Schulman,  S.    ... 
Scliulte,  J.  L.  ... 
Scott,  Alexander 
Scott,   W.   O.    ... 
Scorille,  A.  L.  L. 
Sealiiiry,  D.  H.    . 
Secrest,  William  H, 
Seer.v,  Harry   . 
Seger,   JI.  D.    . 
Sellers,  George  T, 
Sellers,  S.  JI.  ... 
Sewell,  John  H.  . 
Shannon,   T.    B. 
Shlnkle,   J.   S.    . . 
Shoestall,   J.   A. 
Shoffuer,  F.  M.   . 
Shnltz,  John  .... 

Skalak,  W 

Skilliter,  Thos.  .  . 
Skinner,  H.  D.  . . 
Slattery,  James  . 
Smith,  Murray  . . 

Smith,  T.  J 

Smith,  Wm.  F.  . 
Sorenson,  Peter  . 
Sparling,  J.  R.  . . 
Spillman,  Jas.  A. 
Spoonheim,  E.  K. 
Spraglns,  J.  B.    .  . 

Sproul,  JI.  H 

Staab,    Victor    .  . . 

Stall,  L.  A 

Stanton,  Hugh  . .  . 
Stearns,  F.  D.   ... 

Stelloh.  Fred   

Stelzner,  Otto 

Stewart,.  F.  W.  .  . 
Stewart,  William  . 
Stewart.  W.  H.  .  . 
Stockwell,  J.  W.  . 
Stonback,  J.  S.  .. 
Stone,  Walter  P.  . 

Stoner.  C.  W 

Strattmann,  William 
Stri!-l)ling,  O.  B, 
SiTowig,  A.  R.   . 
'Stnltz.  H.  L.  ... 
Summe,  John  . . 


as  to  Retail  Prices  {cont'd. 


Vol. 

Page 

Name 

VI 

498 

Sutherland,   A.   E. 

XII 

42o 

Sylvester,   Albert  E 

XII 

14!) 

XI 

480 

Tamisiea,  \.  S.   . .  . 

VII 

1.34 

Tannahill,  G.  H.  .. 

VIII 

2.5 

Taylor,  J.  M 

VIII 

].-. 

Taylor,  J.  W 

V 

lOo 

Terhuue,  Ben  ..... 

VII 

428 

Thomas,  T'.  C 

VI 

4.-JS 

Tiedt,  Fred 

VIII 

21 

Tomlinson,  James  . 

\ 

463 

Tongish,  L.  L 

XII 

n2n 

Towner,  W.  J 

VII 

220 

Trembley,  J.  S.   ... 

A' 

71 

Trusler,  William  . . 

VII 

54() 

Tucker,  H.  J 

VIII 

30 

Tullis,  J.  0 

\l 

217 

Turner,   .Josiah    . . . 

XII 

113 

Tygart,  J.  M 

XII 

(>7 

T^-rholm,  J.  A 

VII 

201 

VI 

633 

Van  Berg,  A.  E.  ... 

VII 

381 

Van  Deventer,  J.  C. 

VI 

116 

Varns,  E 

VIII 

124 

■\'ogt,   Julius    

XII 

33 

VII 

280 

Waehter,  George  A. 

XI 

495 

Wade,  J.  G 

VII 

232 

Wagner,  C.  A 

VII 

485 

Walte,  H.  P 

VII 

543 

Walker,  A.  F 

IX 

404 

Walker,  William  . . 

V 

.311 

Wallace,  R.  L.    ... 

VIII 

297 

Watson,  James  B. 

VI 

609 

Webb,  Frank   

VIII 

77 

Webster,  0.  E 

IX 

497 

Weir,  W.  S 

VI 

351 

West.  E.  E 

XII 

316 

Wheeler,  Montie  . . . 

XII 

.-72 

Wherry,  D.  E 

VI 

683 

Whiting,  W.  G.   ... 

VII 

311 

Whitman,  A.  C.  . . . 

\ 

17S 

Wilder.  E.  W 

IX 

49 

Wiles,  T.  G 

VIII 

34 

Wilkening,  W.  J.  . . 

VI 

768 

Wilson,  James 

^• 

508 

Winzer,  Oscar   

XII 

419 

Wolter,  Fred   

XI 

527 

Woodford,  B.  C.   .. 

VIII 

539 

Woolley,  H.  H 

IX 

460 

Wright,  R.  L 

VTII 

30.-, 

XII 

437 

Zeck,  Fred   

VIII 

345 

Zimmerman,  W.  H. 

VII 

497 

XII 

178 

XII 

527 

Vol. 

Page 

VI 

22 

IX 

505 

V 

247 

VI 

644 

VIII 

1 

XII 

142 

VII 

246 

VII 

388 

IX 

413 

VII 

253 

VII 

470 

IX 

399 

VI 

538 

VII 

.551 

VI 

711 

VI 

784 

XII 

58 

VII 

365 

IX 

327 

'\' 

529 

XI 

520 

XII 

513 

A'll 

193 

V 

421 

VII 

306 

V 

261 

V 

53S 

VII 

339 

VII 

397 

VI 

491 

XII 

448 

V 

361 

VII 

502 

VI 

494 

V 

645 

VIII 

179 

VII 

137 

V 

451 

VI 

595 

VII 

163 

VI 

504 

VIII 

166 

V 

215 

VII 

2.57 

XII 

476 

XII 

439 

VII 

465 

VII 

494 

XII 

^07 

V 

368 

530 

SUMMARY    OF    TESTIMONY    OF    IMPLEMENT    DEALERS. 

The  summary  of  the  testimony  of  implement  dealers, 
on  the  next  imge,  shows : 

That  823  implement  dealers  were  called  by  the  defend- 
ants from  24  states; 

That  the  total  volume  of  business  of  748  dealers  (all 
who  testified  on  this  point)  was  $41,382,715; 

That  the  amount  of  business  in  farm  implements,  ve- 
hicles and  twine  of  810  dealers  (all  who  testified  on  this 
point)  was  $24,118,403 ; 

That  the  lausiness  in  I.  H.  Co.  goods  of  798  dealers  (all 
who  testified  on  this  point)   was  $6,186,928; 

That  the  business  in  harvesting  machinery  of  108  deal- 
ers (all  who  testified  on  this  point)  was  $390,534; 

That  804  witnesses  testified  to  no  co'.n-cive  practices  by 
the  International.  ( )f  the  19  other  dealer  witnesses  10 
wci-e  not  handling  I.  H.  Co.  goods,  5  were  not  interrogated 
on  this  point,  4  testified  that  requests  were  made  to  them 
not  to  handle  cora])eting  goods,  which  were  disregarded, 
and  one  such  rei|uest  in  1902  resulted  in  the  dealer  refus- 
ing to  handle  I.  H.  Co.  goods. 

Tliat  73  dealers  stated  they  handled  competing  binders, 
mowers  or  rakes  while  handling  I.  H.  Co.  line,  1903-1905. 
inclusive. 

That  49S  dealers  stated  that  they  handled  competing 
Inndei's.  mowers,  rakes  or  twine  while  handling  I.  H.  Co. 
line,  ir!0()-1913,  inclusive. 

That  21  dealers  stated  that  they  handled  I.  li.  Co.  bind- 
ers, mowers  and  rakes  and  competing  twine  (and  no  I.  H. 
Co.  twine),  1903-1913,  inclusive. 

That  425  witnesses — all  who  testified  on  this  point — 
stated  that  the  dealer  fixes  his  own  prices. 

That  56  dealers  stated  tbat  there  had  been  practically 
no  advance  in  prices  of  harvesting  machinery. 

That  41  dealers  stated  that  there  had  been  less  advance 
in  prices  of  harvesting  machinery  than  in  prices  of  other 
agricultural  imyilements. 

'fhat  12S  dealers  stated  tbat  harvesting  machinery  had 
been  improved  since  1902. 

That  77  dealers  stated  that  business  conditions,  repair 
and  exiiert  service  have  been  better  since  1902. 

Following  the  summary  are  tables  giving  the  names  of 
the  witnesses,  arranged  alphabetically  by  states,  who  testi- 
fied as  to  their  volume  of  business  and  the  handling  of 
competing  machines. 
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Testimony  of  Farmers. 


In  All  228  Farmers  Testified  for  Defendanis;  No  Farmer  Was 
Called  By  Petitioner.  The  Testimony  of  !^asse.  Farmers 
from  Each  of  the  15  Principal  Grain  Groiving  States  Fol- 
lows : 

ILLINOIS. 
X 

432  C.  E.  HILL,  Manito : 

Have  300  acres,  raise  corn,  wheat,  oats  and  hay,  use 
Milwaukee  binder  and  Deering  mower;  used  Milwaukee 
binder  six  years,  previous  to  that  the  McCormick.  In  the 
past  ten  years  binders  have  been  improved  with  the 
tongue  truck,  they  run  considerably  lighter,  no  neck 
weight ;  they  bind  better ;  we  do  not  have  the  trouble  with 
them  we  used  to  have ;  they  have  not  got  the  side  draft. 
I  would  not  have  one  on  the  farm  without  a  tongue  truck 
at  any  price.  You  can  buy  binders  and  mowers  other  than 
of  International  make  around  us.  The  witness'  farm  im- 
plements cost  $1177.50;  binder,  mower  and  rake  $210.00, 
being  17.8  per  cent,  of  the  total  cost  of  implements. 

450  JAMES  HOUCHIN,  Mason  City: 

Have  300  acres,  raise  corn,  wheat  and  oats  and  some 
clover ;  have  used  Deering  binder  four  years ;  previous  to 
that  I  used  tlie  Milwaukee  and  the  Wood;  have  been 
familiar  with  the  grain  binder  30  years.  The  binder  you 
get  now  is  better  than  the  one  made  ten  years  ago,  the 
same  as  everything  else;  it  runs  easier  and  does  better 
work.  You  can  buy  binders  and  mowers  other  than  of 
International  make  near  us.  The  repair  and  expert  serv- 
ice for  the  International  binder  and  mower  have  been 
number  1.  The  repair  service  is  better  and  quicker  on 
all  our  machinery  than  ten  years  ago.  Binders  and  mow- 
ers and  engines  are  about  the  only  things  for  which  you 
need  repair  service.  The  witness'  farm  implements  cost 
$1562.00;  binder,  mower  and  rake  $263.00,  being  16.8  per 
cent,  of  the  total  cost  of  implements. 
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422  A.  D.  MOEGAX,  Lewistowii : 

Farmer;  have  160  acres;  been  farming  35  years;  raise 
corn,  wheat,  oats.  Use  McCormick  corn  binder  and  Acme 
grain  binder;  been  using  Acme  grain  binder  four  years; 
the  Acmes  are  scattered  all  through  our  country — lots  of 
them.  The  International  has  given  good  service  for  my 
corn  binder,  the  expert  and  repair  service  has  been  en- 
tirely satisfactory.  There  has  been  no  discrimination  of 
any  kind  against  me  liecause  I  did  not  use  an  Interna- 
tional make  of  grain  binder.  The  witness'  farm  imple- 
ments cost  $1198.50;  binder,  mower  and  rake  $207.00,  be- 
ing 17.3  per  cent,  of  the  total  cost  of  implements. 

INDIANA. 

429  U.  S.  HOLLTXGSW(  )RTH,  New  Augusta: 

Been  farming  all  my  life,  have  165  acres,  raise  corn, 
wheat,  hay  and  oats;  am  using  the  McCormick  binder, 
have  been  familiar  with  its  use  since  I  have  been  using 
any.  Have  noticed  improvements  the  past  ten  years,  tb.e 
tongue  truck,  the  reel  is  better,  the  lower  platform  is  bet- 
ter, the  binder  does  nicer,  better  work  than  the  older  ma- 
chine. You  can  buy  binders  and  mowers  other  than  In- 
ternational at  Indianapolis,  nine  miles  away.  Everything 
is  satisfactory  in  repairs  and  expert  sei-^ice.  The  wit- 
ness' farm  implements  cost  $2082;  binder,  mower  and 
rake  $265,  being  12.7  per  cent,  of  total  cost  of  implements. 

425  FRAXKB.  MANX,  West  Xewton: 

Have  100  acres,  raise  corn,  wheat,  oats;  use  Deering 
grain  binder,  it  does  better  work  and  runs  easier  than  the 
binder  of  ten  years  ago.  The  repair  and  expert  service 
for  the  binder  is  entirelv  satisfactory,  so  far  as  the  I.  H. 
Co.  is  concerned,  in  mv  dealings  witl/it  and  its  machinery. 
The  witness'  farm,  implements  cost  $3370.00;  binder, 
mower  and  rake  $180.00;  implements  used  in  part  on 
other  farms, — threshing  machine  $2325.00.  The  per  cent, 
of  money  invested  in  the  binder,  mower  and  rake  is  17.2 
per  cent,  of  the  amount  invested  in  machinery  used  en- 
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tirely  on  farm  and  5.3  per  cent,  of  the  total  investment 
in  machinery. 

327  CHARLES  M.  McPHEETERS,  Terre  Haute : 

Have  300  acres,  raise  corn,  wheat  and  clover,  some  tim- 
othy. I  have  a  traction  engine  and  do  a  little  work  for 
my  neighbor,  but  do  not  make  a  practice  of  it.  I  have 
been  using  the  McCormick  grain  binder  the  last  ten  years ; 
my  present  binder  bought  four  years  ago,  runs  lighter 
and  does  better  work  than  the  other  binder.  You  get 
better  service  now  than  ten  years  ago  for  the  binder  and 
the  mower ;  I  am  entirely  satisfied  with  the  service.  There 
are  three  or  four  farmers  who  have  traction  engines  in 
that  neighborhood.  Help  is  a  tough  proposition  with  us 
and  we  are  trying  to  do  as  mudi  ))y  machinery  as  we  can. 
I  owe  the  International  $700.00  on  this  tractor.  The  wit- 
ness' farm  implements  cost  $3145.00,  binder,  mower  and 
'  rake  $263.00,  being  8.3  per  cent,  of  the  total  cost  of  farm 
implements. 

IOWA. 

XI' 

52     H.  H.  BAILEY,  New  Hampton : 

I  have  500  acres  and  farm  300;  used  the  Deering  binder 
six  years ;  used  the  Champioij  immediately  preceding  it ; 
have  been  familiar  mth  the  binder  previous  to  and  since 
1902.  The  improvements  have  been  marvelous,  like  going 
from  the  wagon  to  the  automobile.  It  does  better  work 
than  the  make  of  ten  years  ago.  It  runs  lighter,  three 
horses  run  it  now,  and  we  usd  to  put  on  four  and  six. 
The  repair  and  expert  work  is  almost  perfection  itself; 
live  7  miles  from  town  and  in  one  hour  can  have  an  ex- 
pert or  repairs  on  the  farm  and  ready  to  work;  do  not 
know  any  period  when  the  farmer  has  been  as  fully  taken 
care  of  in  his  harvesting  machinery  a's  in  the  period  of 
the  last  ten  years. 
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439  R.  T.  BUE^^S,  Whiting: 

Farm  160  acres ;  have  a  MeCormick  binder,  bought  last 
season;  used  a  Milwaukee  bought  in  1900  or  1901  before 
that.  The  Acme  is  on  sale  at  Whiting.  The  man  who 
sells  the  Acme  solicits  farmers  to  buy  it;  he  solicited  me. 
My  purchase  of  the  McCormiek  was  my  choice  as  between 
the  machines  offered  me ;  there  was  no  compulsion  on  me 
to  buy  one  or  the  other.  The  witness  has  $1,030  invested 
in  machinerv,  of  which  21.8  per  cent,  is  harvesting  lines. 
V 

714  FEANK  ZAHNER,  Modale : 

I  was  in  the  implement  business  until  1903;  have  530 
acres,  cultivate  230  acres ;  have  used  a  Deering  binder  five 
years,  before  that  I  used  the  Champion.  Have  observed 
the  binders  used  in  our  country;  used  to  handle  a  great 
many,  have  helped  start  a  good  many  different  makes 
for  farmers.  In  the  last  ten  years  they  have  made  them 
lighter  in  some  respects,  and  th'-y  work  more  scientific- 
ally. In  various  ways  tliev  have  been  improved.  I  do  not 
see  that  there  is  much  difference  in  price  now  than  in 


1896  to  1900. 


KANSAS. 


VI 

518  LI'] VI  RAYL,  Hutchinson: 

Own  3.500  acres.  Cultivate  1450  acres.  Have  bought 
binders  and  mowers  of  several  people.  Of  late  years  I 
have  bought  most  of  them  from  the  International.  They 
have  been  satisfactory;  have  noticed  improvements  in 
Ijinders  and  mowers  over  those  I  had  ten  years  ago ;  have 
had  occasion  for  expert  service  and  repairs  a  good  many 
times.  It  has  be^n  furnished  satisfactorily.  The  wit- 
ness has  $3709  invested  in  farm  machinery,  of  which  13.4 
per  cent,  is  in  harvesting  lines. 
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527  JAMES  HASTON,- Sterling: 

Own  3400  acres;  cultivate  400  acres;  raise  corn,  wheat, 
alfalfa,  broom  corn,  Kaffir  corn  and  cane ;  have  been 
using  binders  and  mowers  of  the  International.  I  have 
been  solicited  to  buy  the  Acme.  I  have  been  furnished 
expert  service  promptly.  It  has  been  efficient.  $2831.50 
is  invested  in  implements,  of  which  9.9  per  cent,  is  in  har- 
vesting machinery. 

671  MEL  SAXON,  Cherryvale : 

Farm  200  acres.  I  have  lately  bought  a  McCormick 
binder.  I  think  it  is  better  than  the  one  I  had  been  using 
before.  The  witness  has  $1138  invested  in  machinery, 
25.4  per  cent,  of  which  is  in  harvesting  lines. 

MICHIGAN". 


595  ADELBEET  T.  BORDINE,  Dundee : 

Farm  310  acres,  raise  corn,  barley,  oats,  hay  and  wheat. 
I  have  used  a  Deering  binder  three  years,  used  Milwaukee 
previous;  quite  an  improvement  in  the  last  over  the  first 
one  I  ever  used;  there  is  better  balance  and  the  knotter 
is  better  and  the  canvas  tighter,  and  several  improve- 
ments. Can  get  any  repairs  that  we  want  from  local 
agent;  a  good  stock  is  carried;  have  not  needed  any  ex- 
pert service  in  the  last  few  years ;  can  buy  makes  of  bind- 
ers and  mowers  other  than  International  if  I  want  them. 
I  like  International  m_achines  all  right,  and  you  can't  buy 
the  others  any  cheaper.  The  witness'  farm  implements 
cost  $1188.00  ;'binder,  mower  and  rake  $243.00,  being  20.4 
per  cent,  of  the  total  cost  of  implements. 

599  JOHN  O'LEAEY,  Algonac: 

Farmed  200  acres  since  1874;  raise  wheat,  corn,  oats, 
beans  and  some  sugar  beets.  I  have  an  Osborne  and  a 
Johnston  grain  binder  and  the  same  in  mowers.  On  the 
binders  and  riiowers  we  have  never  needed  an  expert, 
when  we  wanted  some  repairs  we  always  got  them  and 


564 
X 

Testimony  of  Fanners  {cont'd.). 

put  them  on  ourselves,  tlie  service  was  good.  The  mt- 
ness'  farm  implements  cost  $2020.00;  binders,  mowers 
and  rakes  $407.00,  being  20.1  per  cent,  of  the  total  cost 
of  implements. 

513  J.  F.  SPAFARD,  Manchester: 

Been  farming  45  years,  have  160  acres,  raise  wheat, 
oats,  corn,  some  alfalfa,  hay,  clover  and  timothy.  Use 
MeCormick  grain  binder;  been  familiar  with  its  use  35 
years.  In  the  past  ten  years  there  has  been  great  im- 
provement in  them;  it  runs  lighter  and  there  is  not  so 
much  side  draft.  Can  buy  makes  of  binders  and  mowers 
other  than  International  around  us.  I  have  been  per- 
fectly satisfied  with  repair  service  and  the  expert  serv- 
ice. The  witness'  implements  cost  $1057.00;  binders, 
mowers  and  rakes  $215.00,  being  20.3  per  cent,  of  the  to- 
tal cost  of  implements. 

MINNESOTA. 

143  J.  W.  ANDERSON,  Braham: 

Engaged  in  farming  all  my  life;  have  280  acres  of 
which  70  acres  is  cultivated,  the  rest  pasture  and  meadow. 
Generally  I  raise  oats,  corn  and  liay — not  much  wheat. 
I  have  used  the  MeCormick  binder  13  years.  In  the  past 
10  years  I  have  noticed  improvements  in  it.  The  later 
machine  does  better  work  tlian  the  older  one.  The  Acme 
machinery  can  be  bought  in  our  county.  I  have  been 
sohcited  to  buy  an  Acme.  I  bought  the  MeCormick  be- 
cause I  thought  it  the  best  machine.  If  some  one  else 
would  get  up  a  machine  I  thought  was  as  good  or  better, 
I  would  just  as  soon  buy  it.  The  witness  has  $1189  in- 
vested in  farm  machinery ;  $196  or  16.5  per  cent,  is  in  the 
binder,  mower  and  rake. 
IX 

91     LEVI  GILLIFORD,  Big  Lake: 

Have  been  farming  20  years;  have  114^  acres  and  raise 
corn,  oats,  potatoes  and  hay;  use  a  Deering  mower  and 
binder  and  a  Keystone  side  delivery  rake;  have  used  the 
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Deering  binder  and  mower  eight  years ;  before  that  I  used 
the  McCormick.  I  was  familiar  with  a  grain  binder  be- 
fore 1902.  The  International  grain  binders  have  im- 
proved since  1902  to  the  present  time.  I  do  not  know 
of  any  farm  implement  in  general  use  10  years  ago  that 
has  improved  more  than  the  makes  of  International  bind- 
ers and  mowers.  The  facilities  for  getting  binders  and 
mowers  and  repairs  are  quite  a  little  better  in  our  neigh- 
borhood than  they  were  ten  years  ago.  The  farmers  have 
better  service  with  respect  to  binders  and  mowers  than 
they  had  before  1903.  The  Acme  grain  binder  and  the 
Johnston  corn  binders  are  sold  in  our  neighborhood.  The 
witness  has  $1388,50  invested  in  farm  machinery  and 
$225,  or  16.2  per  cent,  in  a  binder,  mower  and  rake. 

346  T.  T.  JOHNSON,  Whalen: 

There  are  1000  acres  in  my  farm.  I  cultivate  800  acres ; 
raise  barley,  oats,  timothy  and  corn.  The  first  harvester 
we  had  was  the  Marsh  harvester,  and  as  soon  as  the  Deer- 
ing came  out  we  got  the  Deering.  I  have  had  different 
makes,  but  now  I  have  got  the  Deering  again..  In  the 
past  10  years  the  Deering  binder  has  been  improved. 
The  first  one  we  had  was  a  6-ft.  cut;  the  ones  we  have 
now  are  8  ft.  and  they  have  the  tongue  truck  and  you  can 
raise  and  lower  easier  than  you  could  before,  and  the  reel 
is  better.  On  the  new  ones  we  have  not  got  the  side  draft 
we  had  on  the  old  machine;  it  is  easier  on  the  horses' 
necks.  There  is  no  neck  weight  on  the  new  ones.  We 
can  buy  the  Acme  and  tlie  Minnesota  in  our  neighbor- 
hood. I  have  had  others  but  I  would  not  have  now  any 
but  the  Deering.  The  repair  service  has  been  very  good 
in  the  past  ten  years.  We  always  got  experts  when  we 
needed  them.  I  havp  heard  no  complaint  on  that  score. 
The  witness  has  $3673  invested  in  farm  machinery  and 
$557  or  15.2  per  cent,  in  the  harvesting  lines.  I  have 
three  grain  binders,  one  corn  binder  and  two  mowing 
machines.  All  the  machinery  I  have  is  needed  on  my 
farm. 
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MISSOURI. 

36     JAMES  R.  Mc:\rAHON,  Burlington  Junction : 

Am  farming  160  acres.  I  have  obser^'ed  improvements 
in  binders  during  the  last  ten  years.  It  does  not  miss  as 
many  bundles,  and  the  bundle  carrier  we  have  now  is  an 
ad\'antage  as  to  what  we  used  to  have.  The  expert  serv- 
ice and  repairs  are  good.  Have  a  Walter  A.  Wood  mow- 
ing machine.  The  Acme  is  sold  around  there  now.  The 
witness  has  $916  invested  in  farm  machinery  of  which 
21.3  per  cent,  is  in  the  harvester  line. 

31     J.  F.  :\IINOR,  St.  Joseph : 

Farms  300  acres.  The  service  has  been  good  all  the 
time.  There  ha\'e  been  improvements  during  the  last  30 
years,  the  whole  of  it.  The  witness'  farm  machinery 
cost  $4126 ;  binder,  mower  and  rake  $274,  or  6.6  per  cent, 
of  total  cost  of  machinery. 

27     J.  EAEL  LYONS,  Higginsville : 

Have  been  farming  all  my  life ;  farm  400  acres ;  used  a 
McCormick  binder  the  last  eight  years;  have  noticed  a 
right  smart  improvement  in  tJie  binder  during  that  time. 
It  is  more  simple  now;  the  binding  part  of  it  is  some- 
what lighter  than  it  was  and  it  has  the  tongue  truck.  We 
can  buy  several  makes  of  binders  in  our  territory.  The 
repair  service  is  good.  When  we  need  expert  service  it 
is  always  there.  The  Acme  and  Johnston  binders  are 
sold  at  Higginsville.  1  buy  the  McCormick  binder  be- 
cause I  prefer  it.  The  witness  has  $1952  invested  in  farm 
machinery ;  $209  or  10.7  per  cent,  in  harvesting  lines. 

NEBRASKA. 

V 

670  CHARLES  BURMEISTER,  Yutan  : 

Farm  a  half  section ;  have  Ix'en  farming  24  years.  The 
Deering,  McCormick,  Piano,  Champion  and  Acme  binders 
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are  for  sale  in  our  territory ;  first  had  a  Champion  binder 
in  1896 ;  it  gave  xne  more  or  less  trouble  right  along,  could 
not  elevate  the  grain  in  heavy  places;  it  missed  more  or 
less  of  the  bundles,  did  not  make  the  knots  right.  I  had 
an  expert  three  or  four  times,  it  seemed  hke  he  could  not 
improve  it  much.  I  then  bought  a  Deering  in  1905  or 
1906 ;  then  I  never  had  an  expert  on  the  place ;  it  worked 
good  until  last  yaar  and  then  1  got  a  new  binder  head  and 
it  works  just  as  good  as  ever  now.  The  witness  has  in- 
vested $1138  in  farm  machinery,  16.6  per  cent,  of  which 
is  harvesting  lines. 

152  GEOKCIE  SWANSO.N,  Crawford: 

Have  7000  acres;  600  acres  cultivated.  Have  been 
farming  20  years  and  used  various  kinds  of  farm  imple- 
ments. There  has  been  quite  an  improvement  in  agricul- 
tural implements  as  compared  with  12  years  ago,  so  far 
as  it  affects  the  farmer.  The  binder  is  a  lighter  draft 
machine,  easier  to  handle  and  easier  on  the  horses.  It 
lasts  longer  than  they  used  to.  We  use  less  repairs.  It 
is  easier  to  get  repairs  today  than  it  used  to  be.  It  is 
of  great  importance  to  have  repairs  promptly.  I  have 
used  McOormick  binders  20  years:  bought  one  two  years 
ago  and  one,  ten  or  twelve  years  ago.  It  is  a  little 
cheaper  today  than  ten  or  twelve  years  ago.  Other  im- 
plements have  gone  up  a  little.  Everything  a  farmer 
raises  has  gone  up  so  that  he  can  buy  a  better  binder 
today  for  half  the  grain  than  he  could  twelve  years  ago. 
Can  buy  any  kind  of  a  binder  I  want  to.  The  reason  I 
buy  a  McCormick  binder  is  that  it  is  best  lasting  binder, 
the  simplest  to  run,  and  calls  for  less  repairs.  The  wit- 
ness has  $3,212  invented  in  farm  machiner3^,  14  per  cent. 
of  which  is  in  harvesting  lines. 


VI 


AMOS  FEIEDEN,  Shickley: 

Have  240  acres.  Purchased  a  McCormick  binder  two 
years  ago  because  I  tliought  it  was  the  best.  The  dealer 
at  Shickley  said  I  have  a  good  Acme  here  that  we  will  let 
you  liave  for  tlie  same  money;  I  told  him  I  would  not 
have  an  Acme  under  any  consideration,  so  I  'phoned  Mr. 
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Spear  at  Geneva  and  got  a  McCormick,  used  a  Deering 
before  that:  bought  a  Deering  in  1898,  and  another  four 
years  ago;  used  it  two  years  and  shipped  it  to  Canada, 
i  did  not  u«e  much  repairs.  The  Acme  Queen,  John- 
ston and  John  Deere  are  all  sold  around  there. 


NEW   YORK. 
XII 

87     GEORGE  B.  BROPHY,  Oneida : 

Have  190  acres;  use  a  McCormick  binder  bought  in 
1905;  previous  to  that  used  McCormick  binder  bought  in 
1896 ;  the  1-ast  machine  was  the  more  efficient,  works  more 
perfect,  and  easier,  and  has  no  side  draft.  We  raise  oats, 
peas,  sweet  corn,  yellow  corn  and  raise  some  wheat.  When 
I  bought  this  ^fcCormick  there  were  Johnston  and  Wood 
machines  on  sale  in  our  vicinity.  The  witness'  farm  im- 
plements cost  $1082.50:  binder,  mower,  and  rake  $336.00, 
being  31.5  per  cent,  of  the  total  cost  of  implements. 

20     C.  R.  CHERRY,  Tonawanda : 

^fy  principal  crops  arc  wheat,  oats,  hay,  cabbage  and 
potatoes;  have  290  acres;  use  McCormick  binder,  Mc(^r- 
mick  mower.  Champion  mower.  Champion  rakes  and  Os- 
borne rake.  The  binders  bought  in  the  last  ten  years, 
compared  with  the  ones  bought  earlier,  have  better  ma- 
terial and  are  ligliter  draft;  I  bought  my  last  McCormick 
six  years  ago.  I  have  cut  about  100  acres  each  yeai',  on 
the  averasic,  of  grain  with  tlu>  binder  during  the  last  six 
years;  with  the  exc('])tit>n  of  what  I  spent  for  sections,  I 
liave  spent  only  aboul:  .'"5  to  50  cents  for  repairs.  I  know 
of  no  other  farm  implement  tliat  has  been  used  by  me  on 
the  farm  that  has  improved  more  in  the  last  eight  or  ten 
years  than  the  binder  and  I  do  not  know  of  any  that  has 
increased  less  in  price.  The  repair  service  is  very  good; 
we  do  not  need  expert  work.  The  Johnston  and  the  Ad- 
rianre-Platt  Jiinders  are  offered  for  sale  in  our  neighbor- 
hood. l\rcCormick  binders'  are  7nostly  usc-d  in  our  neigh- 
borhood;  I  do  not  know  the  reason  outside  of  good  results 
they  get  out  of  them.    The  witness'  farm  implements  cost 
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$1699.00 ;  binder,  mower  and  rake  $368.00,  being  21.7  per 
cent,  of  the  total  cost  of  implements. 


NORTH  DAKOTA. 


IX 

466  J.  E.  BAKER,  Devils  Lake ; 


") 


Have  800  acres  in  farm,  700  acres  under  plow;  raise 
wheat,  oats,  barley,  flax,  rye,  a  little  corn,  sometimes  Uki- 
othy,  and  millet;  use  the  McCormick  binder  and  Deering 
mower;  have  used  the  McCormick  binder  for  the  last  ten 
years  altogether;  used  them  off  and  on  on  the  old  home 
farm  before  that.  Have  noticed  a  big  improvement  in  the 
McCormick  binder  and  Deering  mower  in  the  last  ten 
years, — adding  the  reel  support,  a  change  in  the  knotter 
head,  automatic  chain  tighteners  and  one  thing  and  an- 
other like  that.  The  repair  service  is  all  right:  never 
had  to  call  for  experts;  can  buy  makes  of  binders  and 
mowers  other  than  International  in  our  neighborhood; 
buy  the  McCormick  binder  and  Deering  mower  because  I 
prefer  those  makes;  have  three  grain  binders,  a  corn 
binder  and  a  mower.  The  witness  has  $2942  invested  in 
farm  machinery,  17.6  per  cent,  of  which  is  in  harvesting 
machinerv.  $500  of  my  machinery  is  used  for  threshing 
for  neighbors  after  mine  is  done. 

480  J.  E.  EASTGATE,  Larimore : 

Have  365  acres  and  farm  300  acres ;  now  use  McCor- 
mick binders  and  mowers;  have  been  familiar  with  the 
use  of  them  13  or  14  years;  it  is  a  better  machine  now, 
and  does  better  work  than  ten  years  ago ;  get  good  repair 
and  expert  service  with  the  McCormicks ;  can  buy  binders 
and  mowers  other  than  International  14  miles  away;  buy 
the  McCormick  because  I  prefer  that,  and  not  because  I 
have  to.  The  witness  has  $1586.20  invested  in  farm  ma- 
chinery of  which  $215  or  13.6  per  cent,  is  in  harvesting 
lines. 

482  CHARLES  W.  PLAIN,  Milton  : 

I  have  between  9,000  and  10,000  acres  in  my  farm.  I 
have  been  farming  25  years.     I  started  with  320  acres. 
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From  1881  to  1888  I  Avas  employed  as  an  expert  macMnist 
by  William  Peering  &  Co.    From.  1888  to  1900,  I  was  in 
the  implement  business  as  well  as  farming,  at  Milton,  X. 
D.    I  have  used  the  McUormick  and  Deering  binders,  at 
present  I  have  22  binders.     I  have  a    considerable    ac- 
quaintance with  the  farmers  in  my  county  and  the  sur- 
roimding  counties.    I  have  canvassed  considerably  among 
the  electors  there.    I  was  elected  to  the  House  of  Eepre- 
sentatives  20  years  ago.    The  next  year  I  was  elected  to 
the.Senate,  and  four  years  after  I  was  defeated,  but  have 
been  since  twice  elected,  and  am  a  State  Senator  now.    In 
my  canvass  among  the  electors,  in  a  general  way  I  have 
become  acquainted  with  the  conditions  of  farm  machinery 
and  farmers  generally,  what  machinery  is  used,  and  gen- 
erally how  the  farmers  are  treated  and  have  heard  them 
express  themselves  as  to  conditions  there.     In  a  general 
wav  I  have  always  understood  that  the  farmers  were  very 
well  satisfied  with  the  treatment  of  the  I.  H.  Co.  in  our 
county.    For  instance,  a  year  ago  there  was  a  great  twine 
scare  with  us  up  there  and  it  was  generally  acknowledged 
that  tmne  was  going  to  be  awfully  scarce  and  awfully 
high,  and  I  believe  it  was  very  scarce.    Twine  was  shipped 
in  there  liy  express  in  carloads;  car  after  ear  came  into 
that  part  of  the  state  by  express.    The  I.  H.  Co.,  as  I  un- 
derstand it,  kept  the  same  old  price,  and  the  only  addi- 
tion that  the  dealers  ard  the  farmers  had  to  pay  was 
the    difference    between    freight    charges    and     express 
charges.    The  farmers  seeo  to  be  satisfied  with  the  treat- 
ment they  are  getting,  and  that  is  generally  true  so  far 
as  I  know.    In  the  past  ten  years  the  Deering  and  Mc- 
Cormick  machines  have  been  wonderfully  improved — the 
lightness  of  the  draft,  and  tli>^  taking  away  of  the  side 
draft  from  the  machines.    The  repair  service  has  always 
been  good.    I  do  not  know  of  anybody  who  has  ever  been 
refused  expert  serAdce.    They  do  not  require  as  much  ex- 
pert service  now  an  account  of  the  machines  being  simriler 
and  better,  and  many  farmers  are  expert  themselves.  The 
reason  I  use  22  Deerins  and  McCormick  binders  is  that 
they  are  standard  machines  and  you  can  always  get  re- 
pairs for  them.    I  know  by  exiDerience  that  they  are  good 
machines  and  give  good  service.     I  have  something  like 
8000  acres  in  small  grain,  wheat,  oats,  barley  and  rye, 
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about  100  acres  would  be  tame  hay.  I  use  about  16,000 
pounds  of  twine  a  season;  the  price  varies  sometimes. 
Figure  it  about  10  cents  a  pound.  I  bought  my  twine 
from  Lindsay  Brothers  last  season — ^Plymouth  twine.  If 
the  service  was  not  kept  up  and  the  excellency  of  the  ma- 
chines constantly  improved  and  perfected  they  would  not 
remain  popular  very  long  on  the  trade  name  of  McCor- 
miek  and  Deering.  I  should  say  farmers  would  soon  find 
it  out  and  quit  them. 

OHIO. 

XI 

194  HENRY  HAEEIS,  Wilmington: 

Have  200  acres;  raise  corn,  wheat,  oats;  use  Milwau- 
kee binder,  bought  in  1904.  The  repair  service  rendered 
in  connection  with  the  Milwaukee  binder  has  been  good; 
I  have  had  breaks,  but  have  never  been  delayed  to  amount 
to  anything:  the  repair  service  has  been  satisfactory. 
Could  have  bought  other  makes  of  binders  at  the  time  I 
bought  the  Milwaukee.  The  agricultural  implement  busi- 
ness taken  as  a  whole  today  is  better  compared  with  ten 
years  ago  so  far  as  it  affects  the  farmer.  The  witness' 
farm  implements  cost  $3341.00,  harvester,  mower  and 
rake  $170.00;  implements  costing  $1200.00  are  used  in 
part  on  other  farms.  The  cost  of  the  binder,  mower  and 
rake  is  7.9  per  cent,  of  the  cost  of  the  implements  used 
on  farm  and  5.8  per  cent,  of  the  total  cost  of  my  imple- 
ments. 
XII 

262  CHAELES  F.  KEEITLEE,  Warren : 

Have  208  acres,  use  McCormick  binder  purchased  1904 ; 
mower  purchased  1906;  bought  repairs  for  farm  ma- 
chinery before  and  since  1902;  facilities  for  getting  re- 
pairs are  better  than  prior  to  1902.  The  Adriance-Platt 
and  Johnston  binders  and  Thomas  mowers  are  sold  in 
our  locality;  the  farmers  are  canvassed  to  buy  them.  The 
witness'  farm  implements  cost  $1507.00;  binder,  mower 
and  rake  $189.00,  being  12.5  per  cent,  of  the  total  cost  of 
implements. 
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258  F.  C.  YODEE,  Lewisville : 

Been  farming  16  years:  have  191  acres;  use  McCor- 
mick  binder  bought  three  years  ago ;  used  MoCormick  be- 
fore that  I  bought  sis  years  ago  and  before  that  a  Mc- 
Cormick  bought  in  1897.  I  purchased  one  binder  before 
1902  and  two  binders  since  1902,  the  last  one  is  the  best. 
I  use  McCormiek  mower  purchased  three  years  ago  and 
used  a  McCormick  before  that  purchased  eight  or  nine 
years  ago,  the  last  line  is  the  best.  I  purchased  repairs 
for  farm  implements  before  and  since  1902 ;  the  repair 
service  since  1902  is  better  than  it  was  before.  The  wit- 
■  ness'  farm  machinery  cost  $2210.00;  harvester,  mower 
and  rake  $220.00,  being  10  per  cent,  of  the  total  cost  of 
implements. 

OKLAHOMA. 
VI 

393  (JEORGE  L.  BISHOP,  Cor.lell: 

Have  480  acres,  cultivate  300  acres.  The  condition  of 
tile  farm  implement  business  today  generally  has  im- 
proved very  much  during  the  past  12  years,  so  far  as  it 
affects  the  farmer;  it  is  satisfactory.  Bought  my  Deer- 
ing  grain  binder  and  my  McCormick  mower  and  rake  be- 
cause they  are  standard  and  I  liave  known  them  all  my 
life.  I  have  been  solicited  to  bnv  otlier  makes  and  could 
have  done  so  in  my  county.  The  witness  has  $2544  in- 
vested in  farm  machinery  of  which  $237  or  9.3  per  cent, 
is  in  the  harvester  lines. 

().14  JOHX  F.  S^riTH,  Oolagah: 

Have  600  acres,  cultivate  ."lOO  acres;  lived  there  20 
years.  I  have  an  Acme  and  a  Deering  grain  binder.  I 
bought  the  Acme  a  year  ago  last  summer,  at  Oolagli.  Have 
liad  occasion  to  call  an  expert  to  adjust  machinery  made 
by  the  I.  H.  Co.  several  times :  the  last  time  was  two  vears 
ago.  It  was  furnished  free.  The  witness  has  $1840.50  in- 
vested in  farm  machinerv  and  $372  is  in  harvesting  lines, 
which  is  20.2  per  cent,  of  the  total. 
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361  JOHN  WELTER,  El  Eeno: 

Raise  wheat,  oats,  corn,  alfalfa,  Kaffir  corn — most  any- 
thing that  grows.  My  farm  is  1760  acres— 1200  to  1300 
under  cultivation.  I  have  had  occasion  to  call  for  repairs 
for  binders  and  mowers  recently  and  got  them  promptly. 
The  last  five  years  we  used  nothing  but  McCormick  bind- 
ers. The  binders  have  been  improving  considerably.  I 
find  improvement  in  all  the  machinerjr  I  have  bought  the 
last  12  or  15  years.  The  witness  has  invested  in  his  farm 
machinery  $3,267 ;  of  this  $483  is  in  binders,  mowers  and 
rakes — 14.8  per  cent,  of  his  total  agricultural  machinery 
investment. 

PENNSYLVANIA. 
XII 

297  L.  A.  PECK,  Fort  Hill: 

Have  1100  acres,  farm  400  acres ;  we  use  two  7-foot  Mc- 
C!ormick  binders,  one  purchased  five  years  ago  and  one 
two  years  ago;  the  o^.e  pureliased  last  is  the  better.  The 
first  binder  I  had  was  a  Walter  A.  Wood,  the  next  a  Mc- 
Cormick; I  had  a  McCormick  which  I  purchased  along  in 
1898.'  The  two  binders  purchased  five  years  ago  and  two 
years  ago  are  better  binders  than  the  one  purchased  in 
1898.  I  have  two  Walter  A.  Wood  mowers  and  one 
Champion  mower;  I  purchased  the  Champion  mower  two 
years  ago.  I  had  a  second-hand  McCormick  mower  pur- 
chased in  1903.  The  Champion  mower  is  a  better  mower 
and  does  better  work  than  the  old  McCormick  mower.  I 
have  bought  repairs  for  farm  machinery  before  and  since 
1902  for  my  binders  and  mowers ;  I  consider  the  repair 
service  since  1902  much  better  than  before  1902 ;  I  con- 
sider the  repair  service  better  now  than  it  used  to  be.  The 
witness'  farm  implements  cost  $2681.00;  binders,  mowers 
and  rakes  $426.50,  being  15.9  per  cent,  of  the  total  cost  of 
implements. 

167  JOSEPH  KIIjMORE,  Bowmansdale : 

Have  81  acres ;  have  been  farming  since  1872 ;  have 
used  the  Deering  and  Buckeye  binders  on  the  farm  I  now 
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live  on;  bought  the  Buckeye  in  18S9;  the  first  Deering  I 
got  in  1903 ;  I  bought  another  Deering  last  year  ^'hich  is 
the  best  binder  I  ever  owned.  I  have  a  Deering  mower 
which  is  the  best  T  ever  had,  it  is  an  improvement  over 
all  the  others.  I  have  been  cared  for  in  the  matter  of  re- 
pairs and  help  in  the  last  ten  years  better  than  prior  to 
ten  years  ago.  I  know  of  no  farm  implement  of  general 
use  "for  the  last  '20  years  that  has  increased  in  price  less 
than  the  binder  in  the  last  ten  years.  There  is  no  imple- 
ment on  the  farm  that  has  improved  more  in  the  last  ten 
years.  I  could  have  liought  the  Adriance-Platt  binder, 
tlie  Osborne  or  the  Johnston,  but  I  preferred  the  Deering. 
The  witness'  farm  implements  cost  $710.25;  binder, 
mower  and  rake  $158.00,  being  22.2  per  cent,  of  the  total 
cost  of  implements. 

155  H.  E.  RIDDLEMOSER,  McKnightstown : 

Have  been  farming  33  years :  the  first  binder  I  bought 
32  years  ago  was  a  Deering;  I  have  bought  five  or  six 
different  binders  since ;  I  have  purchased  three  since 
1902;  T  bought  my  last  binder  last  March,  a  Deering;  I 
bought  one  two  years  ago,  that  was  a  Johnston ;  I  bought 
one  a  year  or  two  before  that,  a  McCormick.  I  bought 
two  binders  immediately  prior  to  1902.  I  buy  implements 
for  four  or  five  farms.  The  Deering  binders  bought  since 
1902  were  better  than  tlie  Deering  binders  bought  prior 
to  1902.  I  have  purchased  repairs  for  implements  bi'- 
fore  1902  and  repairs  from  the  I.  H.  Co.  since  1902.  Tlio 
repair  service  furuislicd  since  1902  by  the  International 
is  better  than  the  repair  pc'rvice  which  was  furnished  by 
the  othrr  companies  prior  to  1902.  The  witness'  farm  im- 
plements cost  $2197.00;  binrler,  mower  and  rake  $180.00, 
being  8.2  per  cent,  of  the  total  cost  of  implements. 

SOUTH  DAKOTA. 
VIII 

360  J.  A.  CARR,  Webster: 

Have  been  farming  30  years;  have  320  acres.  I  bought 
my  last  binder  in  1904.  If  a  man  is  buyina-  a  machine 
he  generally  looks  over  the  quality  of  the  machine,  whether 
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it  is  of  heavy  or  light  draft.  They  would  naturally  buy 
of  a  company  that  keeps  their  extras  on  hand,  or  close 
by,  for,  if  a  man  breaks  down  he  might  have  to  wait  a 
week  for  an  extra,  and  it  would  be  a  big  damage  to  him 
to  let  his  grain  stand;  delay  means  probable  loss.  The 
Deering,  McCormick  and  Acme  are  on  sale  at  Webster  at 
the  present  time.  Tlie  farmers  around  Webster  are  so- 
licited to  buy  Acme  as  well  as  other  machines  and  the 
merits  of  the  various  machines  are  discussed,  and  the 
competition  is  active  down  to  the  farmer.  The  repair 
service  has  been  good. 

326  JOHN  MEYERS,  Aberdeen: 

Have  490  acres.  If  harvesting  machinery  breaks  in 
harvest  time  it  is  very  important  to  have  repairs  promptly. 
The  repair  service  provided  for  a  particular  binder  is  a 
very  important  consideration  to  the  farmer  in  determin- 
ing his  choice  of  the  binder  he  will  buy.  At  Aberdeen  the 
Deering,  Johnston,  Acme  and  the  Deere  binders  are  sold. 
The  Deere  was  on  the  market  last  year ;  one  of  them  was 
sold  in  my  neighborhood.  The  durability  of  a  binder  and 
the  lightness  of  the  draft  compared  to  its  strength  enter 
into  the  question  of  the  value  of  a  binder  to  the  farmer. 
The  binder  bought  last  was  improved  over  the  one  bought 
16  years  ago.  The  repair  service  furnished  has  been  very 
good ;  have  never  needed  any  expert  service.  The  rispair 
service  is  in  furnishing  parts  that  wear  out;  it  has  been 
very  satisfactory.  The  witness  has  $5978  invested  in 
farm  machinery,  $413  is  in  harvesting  lines  which  is  7.3 
per  cent,  of  the  total  investment. 

273  JOHN  McBODEN,  Henry: 

I  farm  between  800  and  900  acres.  The  Acme  and 
Champion  binders  and  mowers  are  handled  at  Henry,  and 
the  Deering  and  Acme  rakes,  and  the  Dain  mower.  Prior 
to  1902  I  had  the  Buckeye,  Piano  and  Wood  binders.  I 
have  had  experience  with  them  all.  Since  then  I  have 
bought  the  Deering  ^iltogether;  bought  my  last  binder  5 
or  6  years  ago,  a  Deering;  had  a  Deering  ahead  of  that 
and  a  Deering  ahead  of  that  again.    The  only  thing  there 
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was  improved  on  mine  was  the  tongue  truck,  it  pulled  the 
easiest;  springs  around  the  corners  easier  and  is  easier 
on  the  horses'  necks.  Had  an  Acme  about  18  years  ago; 
the  Acme  has  been  sold  there  continuously  for  18  years. 
Most  of  my  neighbors  have  a  McCormick  or  a  Deering. 

WISCONSIN. 

XI 

369  H.  E.  FAIRBANKS,  Plainfield: 

Farm  160  acres;  use  a  McCormick  binder,  bought  two 
years  ago.  Previously  used  an  Osborne  bought  in  1890. 
The  one  I  bought  two  years  ago  is  one  foot  wider  and 
is  as  easy  draft  as  the  6-ft.  of  older  make ;  repair  service 
is  better  than  ten  years  ago;  bought  the  McCormick  from 
choice  and  not  compulsion.  I  was  canvassed  to  buy  other 
binders.  Witness'  farm  machinery  cost  $1874  and  har- 
vesting lines  $188,  or  10.3  per  cent,  of  the  total. 
IX 

9       ANTHONY  P.  STEPHENS,  Baldwin : 

Have  420  acres,  cultivate  240  acres ;  have  a  McCormick 
grain  and  Deering  corn  binder;  have  been  familiar  with 
the  grain  binder  since  1882,  or  1883.  In  the  past  ten  years 
the  grain  binder  has  been  so  improved  that  the  older 
binder  is  outclassed  altogether,  runs  smoother  and  lighter 
and  does  better  work.  I  have  found  the  repair  service 
good  and  satisfactory  the  last  ten  years.  You  can  buy 
binders  other  than  International  around  there,  Baldwin, 
New  Eichmond,  Ceylon.  I  buy  the  International  because 
I  am  sure  I  am  never  stranded  for  extras.  (List  shows 
machinery  $1679.  Harvesting  machinery  $367,  or  21.9 
per  cent,  of  the  total.) 

9       JOHN  QUILLING,  Elk  Mountain : 

Have  300  acres  and  cultivate  200  acres ;  use  the  Cham- 
pion Harvester  and  McCormick  mower.  I  have  used  the 
Champion  about  18  years.  It  has  improved  quite  a  little 
in  the  last  ten  years;  it  runs  lighter  and  does  its  work 
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better.  I  think  the  repair  service  is  better  than  ten  years 
ago.  I  got  all  the  expert  service  I  wanted  the  last  ten 
years;  can  buy  other  makes  of  binders  and  mowers.  I 
buy  the  International  make  because  I  prefer  it.  Witness ' 
list  of  machinery  shows  investment  of  $2196  and  harvest- 
ing lines  $188,  being  8.6  per  cent,  of  the  total  investment. 


IMPLEMENTS  ON  THE  FlA.EM. 

BBOPOKTIOUr    OF    COST    OF    BINDEiBS,    MOWERS   AND    SULKY 
HAY  RAKES  TO  TOTAL  COST  OF  FARM  EQUIPMENT. 


487  JOHN  L.  COULTER— expert  statistician  of  the  Census 
Bureau — called  by  Petitioner : 

492  -'I  should  say  the  harvester,  mower  and  rake  for 

taking  oft  the  crop  would  be  somewhat  more  than 
half  of  the  total  mechanical  equipment  of  the  average 
farm,  between  100  and  175  acres." 

Experts  Called  By  Defendants. 
VI 

40  L.  W.  CHASE : 

Am  Head  Professor  of  Agricultural  Engineering  at  the 
University  of  Nebraska,  and  a  member  of  the  Society  of 

41  Mechanical  Engineers  and  Agricultural  Engineers.  Part 
of  my  duties  are  to  teach  students  how  to  select  and  care 
for  farm  machinery. 

45  The  witness  gave  a  list  of  implements  needed  on  an 
averao-e  160  acre  farm  in  the  middle  west.  Omitting  the 
eras  engine  ($150)  and  the  shredder  ($150),  the  total  cost 
of  the  farm  implements  on  that  list  amounts  to  $956;  the 
cost  of  binder,  mower  and  sulky  hay  rake  $196  or  19.4%. 
The  witness  gave  a  list  of  the  implements  and  their  cost 
for  enuipping  a  240  acre  farm  in  the  middle  west  which 
shows  a  total  investment  of  $1433;  the  cost  of  the  binder, 
mower  and  suJky  rake  was  $220  or  15.4%. 


VI 
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Cross-Examination. 


48  The  witness  prepared  a  list  of  macMnes  and  their  cost 
for  an  80  acre  farm  devoted  entirely  to  small  grain,  show- 
ing a  total  investment  of  $612,  of  which  the  cost  of  the 
binder,  mower  and  hay  rake  was  $196  or  33.9%. 

49  The  witness  prepared  a  list  of  implements  necessary 
for  a  240  acre  farm  devoted  entirely  to  small  grain,  which 
shows  an  investment  of  $919  in  agricultural  implements, 
of  which  less  than  40'/'-  is  represented  by  the  cost  of  the 
binder,  rake  or  mower. 

X 

20     FREDERICK  R.  CRANE: 

I  am  in  cliarge  of  the  agricultural  extension  work  for 
the  Great  Xorthern  Lines. 

23  The  witness  gave  a  list  of  t]]e  farm  machinery  and  its 
cost  on  his  290  acre  ]^linnesota  farm,  showing  a  total  in- 
vestment of  $963.50;  tlie  cost  of  the  binder,  mower  and 
rake  was  $223  or  23.1^/.. 

XIII 

67  J.  B.  DAVIDSON : 

I  am  Professor  of  Agricultural  Engineering  at  the  Iowa 

68  State  College,  and  a  member  of  the  American  Society  of 
Agricultural  Engineers.  I  teach  students  at  the  College 
what  farm  machinery  is  necessary  to  operate  a  farm. 

71  The  witness,  gave  a  Ust  of  machines,  and  their  cost,  in 
use  on  the  average  Iowa  farm,  showing  a  total  investment 
of  $884;  the  cost  of  the  binder,  mower  and  rake  was  $196 
or  22.2 ^'r. 


XI 


L.  T.  JOHNSON: 


I  am  Superintendent  of  the  Insane  Asylum  at  Richland 
363  Center,  Wisconsin.  That  Asylum  has  a  farm.  I  have 
made  a  study  of  the  farming  industry  for  15  years.  The 
average  size  farm  in  Richland  County  is  91  acres.  I  know 
the  amount  of  machinery  found  upon  such  farms. 
365  The  witness  gave  a  list  of  implements  found  upon  a 
91  acre  farm,  showing  a  total  investment  of  $725 ;  the  cost 
of  the  binder,  mower  and  rake  was  $191  or  26.3'/r. 
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The  witness  gave  a  list  of  implements  found  npon  40 
acre  farms,  showing  a  total  investment  of  $677;  the  cost 
of  the  binder,  mower  and  rake  was  $191  or  28  y^ . 

Farmers'  Lists. 

201  of  the  228  farmers  called  by  the  defendants,  all  of 
whom  came  from  the  15  principal  grain-growing  staets  of 
this  comitry,  gave  lists  showing  their  total  investments  in 
agricultural  implements.  The  sum  of  their  investments  in 
agricultural  implements  as  shown  by  these  lists  was 
$469,481.40;  the  sum  of  the  amounts  invested  in  binders, 
headers,  mowers  and  sulky  hav  rakes  was  $61,687.45  or 
13.1%. 

It  appears  from  the  testimony  that  $66,290.50  of  the 
sums  given  by  the  lists  was  invested  in  implements  used 
in  part  upon  neighbors '  farms.  The  lists,  therefore,  show 
an  investment  of  $403,190.90  in  machinery  used  exclu- 
sively by  the  farmers  upon  their  own  farms;  $61,687.45, 
the  cost  of  the  binders,  headers,  mowers  and  sulky  hay 
rakes,  therefore,  amounts  to  15.2%  of  the  investment  in 
machines  used  wholly  upon  the  witnesses'  own  farms. 
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TRADE  IS  NOT  RESTRAINED;  THE  FIELD  IS  FREE 

AND  OPEN. 

Competitors  of  International  Harvester  Co. 

C'LAEEXCE  S.  FUNK  (witness  for  petitioner)  : 


1  I  am  general  manager  of  the  I.  H.  Co. 

20  I  had  a  share  in  preparing  the  figures  on  page  55  of 
defendants'  answer  (the  list  of  various  machines  manu- 
factured by  I.  H.  Co.  with  number  of  competitors  in  each 
machine).  I  will  prepare  an  itemized  statement  of  the 
names  of  the  different  manufacturers  who  are  broadly 
classified  on  page  55. 

22  In  1902,  besides  the  companies  which  went  into  the 
Harvester  Company,  of  New  Jersey,  there  was  the  John- 
ston, of  Batavia,  N.  V.,  the  Walter  A.  Wood,  of  Hoosick 
Falls,  X.  Y.,  the  Adriance-Platt,  of  Poughkeepsie,  N.  Y., 
and  the  Acme,  of  Peoria,  111. 

Competitors  of  the  I.  H.  Co. 

56  The  paper  you  hand  me  is  a  list  of  competitors  in  the 
various  lines  of  goods  manufactured  l>y  the  I.  H.  Co.  I 
made  it  from  what  I  consider  the  best  available  sources 

57  of  information — largely  from  two  standard  directories, 
the  Buyers'  Guide  of  1912,  issued  l)y  the  Farm  Imple- 
ment News,  and  the  Implement  Blue  Book  of  1912,  pub- 
lished l)y  the  Midland  Publishing  Company,  of  St.  Louis. 

I  have  a  general  knowledge  on  the  subject,  gained  from 
my  experience  in  the  business.  Based  on  my  investiga- 
tion and  personal  knowledge,  the  number  of  competitors 
in  motor  vehicles  in  the  Cnited  States  in  1912  was  about 
40,  but  I  have  cut  my  estimates  down  to  25,  because  they 
are  going  in  and  coming  out. 

In  corn  binders  the  number  of  competitors  is  4.  The 
corn  binder  business  is  essentially  an  emergency  business. 
The  demand  fluctuates  widely  from  year  to  year,  depend- 
ing on  the  corn  crop  primarily,  and  on  the  ha^^  crop 
largely.  Farm^ers  use  corn  binders  g(>nera]ly  in  a  year  of 
a  short  hay  crop,  to  save  corn  stalks  for  fodder.     ]\Ianv 
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farmers  buy  corn  binders  wbo  probably  would  not  do  so 
were  the  bay  cbeap  and  plentiful.  The  demand  develops 
about  the  time  the  hay  crop  matures,  speaking  generally, 
late  in  the  summer. 

58  In  corn  buskers  and  shredders  we  have  15  competitors ; 
in  corn  pickers  3.  The  corn  picker  I  would  regard  as 
barely  out  of  the  experimental  stage ;  its  sale  is  very  small. 

In  corn  shellers  we  have  40  to  50  competitors.  The 
International  makes  a  very  small  amount  of  them.  We 
have  55  competitors  in  corn  planters.  The  International 
makes  a  very  insignificant  line  of  them. 

In  cream  separators  we  have  15  to  20  competitors ;  in 
cultivators  75.  The  International  makes  a  small  quan- 
tity of  riding  and  two  wheel  sulky  cultivators. 

In  gasoline  engines  we  have  150  to  175  competitors,  this 
estimate  being  based  on  the  best  information  I  could  get. 
I  do  not  remember  what  are  the  largest  engines  we  build. 

59  I  should  say  from  one  to  thirty  horsepower.  Speaking 
generally,  they  are  built  for  farm  use,  but  the  20,  25  and 
30  horsepowers  are  frequently  bought  for  cheese  fac- 
tories, dair>"  plants,  and  small  electric  lighting  establish- 
ments. 

The  feed  grinder  grinds  corn  for  feed.  That  is  a  very 
insignificant  line.  Grenerally  they  are  hand  grinders.  I 
have  found  78  competitors  in  that  line  of  manufacture. 

In  grain  binders  we  have  8  competitors ;  in  harrows  85. 
Broadly  speaking,  harrows  may  be  divided  into  peg  tooth 
and  disc.  There  is  a  variety  of  combinations  of  those. 
There  is  also  a  spring  tooth  harrow.  In  making  these  esti- 
mates, I  put  them  all  together.  A  manufacturer  usually 
makes  all  "kinds  if  he  makes  any. 

There  are  27  competitors  in  hay  stackers;  15  to  20  in 

60  hay  tedders ;  14  in  hay  loaders ;  25  in  hay  presses.  I  think 
that  is  low.  The  I.  H.  Co.  makes  a  power  press  and  a 
belt  press';  the  latter  are  used  with  gasoline  engines.  They 
are  rated  by  the  weight  of  the  bale  they  press. 

In  maAure  spreaders  there  are  28  competitors;  in 
mowers  14. 

In  side  delivery  rakes  we  have  15  competitors ;  in  sulky 
rakeSi  50  to  60.  Both  are  riding  rakes.  No  other  kinds  of 
rakes  are  manufactured  for  farm  use  in  large  quantities. 
There  is  also  the  walking  rake. 

In  reapers  there  are  3  competitors.    A  very  limited  and 
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dwindling  number  are  sold  in  the  United  States,  in  locali- 
ties where  crop  conditions  are  uncertain  and  a  farmer 
does  not  want  a  self-binder — some  in  the  East,  South  and 
extreme  West,  where  farms  are  small  and  rough.     The 

61  reaper  preceded  the  binder.  In  t!ie  earlier  times  all  har- 
vester manufacturers  made  reapers ;  binders  gradually 
supplanted  them. 

In  tractors  there  are  45  competitors;  in  wagons  103, 
who  make,  say  over  1000  wagons  apiece.  There  are  no 
statistics  as  to  how  many  small  dealers,  blacksmiths  and 
wagon  makers  there  are  in  the  country  making  a  few 
wagons  each  year. 

In  binder  twine  there  are  16  other  manufacturers.  Be- 
sides sisal  and  manila,  istle  is  used  for  binder  twine. 
This  cohies  from  Mexico.  Tlie  I.  H.  Co.  uses  a  small 
amount  of  it.  It  is  more  like  sisal  than  manila.  It  is  of 
a  finer  texture  and  comes  in  limited  quantities.    It  is  only 

62  grown  in  portions  of  Mexico. 

64  In  1902  the  Deering  Company  conducted  extensive  ex- 
periments on  gas  engines,  and  the  McCormick  and  Deer- 
ing Companies  had  quite  ambitious  plans  prior  to  1902 
for  extending  into  the  general  implement  business. 

I  think  the  ^McCormick  Company  was  making  some  corn 
pickers,  and  buskers  and  shredders.  In  volume  these  do 
not  compare  in  importance  with  binders  and  mowers. 

Generally  speaking,  the  old  companies'  businesses  were 
confined  to  the  harvester  line. 

The  other  articles  on  my  list  are  non-harvesting  imple- 
ments, upon  the  manufacture  of  which  the  Harvester 
Company  has  entered  since  1902. 

The  principal  lines  of  harvesting  implements  are  bind- 
ers, mowers,  reapers,  rakes,  twine  and  corn  binders. 

65  The  list  was  i^repared  under  my  direction  and  checked 
over  by  me. 

G-rain  binders  are  the  most  important  branch  of  har- 
vesting implements.  The  Implement  Blue  Book,  p.  27, 
shows  5  competitors  of  the  International  Harvester  Com- 
pany in  grain  binders — the  Acme,  the  Adriance-Platt,  the 
Seiberling-Miller,  the  Johnston  and  the  Wood. 

It  is  impossible  for  any  one  to  have  an  accurate  knowl- 
edge on  the  proportion  of  grain  binders  m.ade  in  this,  coun- 
try by  the  I.  H.  Co.  My  best  estimate  would  be  about 
70  per  cent. 

66  The  Adriance-Platt,  the  Johnston  and  the  Wood  were 
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doing  business  in  1902.    I  think  the  Seiberling-Miller  have 
come  in  since.    It  is  a  small  company  so  far  as  binders  go. 

My  best  estimate  would  be  that  the  International  does 
60  per  cent,  of  the  mower  business. 

Corn  binders  are  an  important  line  in  special  years. 
The  Blue  Book,  p.  27,  shows  the  Adriance-Platt,  the  John- 
ston and  Wood  make  corn  binders.  I  might  explain  that 
where  I  have  knowledge  that  there  are  others  which  are 
not  listed  in  the  Blue  Book,  I  have  included  them  in  my 
list.  Though  the  Blue  Book  is  a  standard  in  the  trade, 
in  some  cases  its  lists  are  incomplete. 

New  Competitors  in  Binders  and  Mowers. 

69  I  think  the  State  of  Minnesota  has  about  $1,000,000 
worth  of  equipment  applicable  to  the  manufacture  of  bind- 
ers and  mowers.  The  Independent  Harvester  Company 
has  a  small  plant  at  Piano,  111. 

Deere  &  Company  has  a  new  plant  for  building  binders 
and  mowers  at  Moline,  111.  They  took  over  the  line  of 
mowers  made  by  the  Dain  people.  They  started  first  at 
Kansas  City,  Mo.  They  are  also  building  Dain  mowers 
at  Moline.  They  have  built  a  new  plant  for  making  bind- 
ers. This  plant  is  the  best  and  most  modern  harvester 
plant  in  this  country  outside  of  some  of  the  Harvester 
Company's. 

I  do  not  know  definitely  how  many  binders  Deere  & 

70  Company  have  sold.  They  are  planning  to  build  5000 
binders  for  1912.  This  is  their  second  season  in  the  busi- 
ness. They  did  not  sell  that  many  last  year.  We  regard 
them  as  being  sufficiently  established  in  the  binder  busi- 
ness to  be  classed  as  manufacturers  of  binders. 

I  do  not  know  accurately  how  many  binders  the  Minne- 
sota State  Prison  sells.  They  ship  some  machines  out  of 
Minnesota,  but  the  principal  part  of  their  product  is  sold 

there. 

The  Independent  Harvester  Company  was  organized 
in  Chicago  and  has  since  been  selling  stock  to  farmers. 

The  Minnesota  prison  and  the  Deere  both  entered  the 
business  within  a  few  years. 
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Testimony  of  competitors  of  the  I.  H.  Co.  who  testified  as 
to  the  condition  of  the  agricultural  implement  trade. 


WITNESSES  FOR  PETITIONER. 
Ill 

362  HARDING  ALLEN :  ^ 

I  reside  in  Barre,  Massaclmsetts,  and  do  iDusiness  as 
Charles  G.  Allen  Company.  The  business  was  established 
by  my  father  about  1873.  I  make  sulky  rakes  and  knife 
grinders  for  use  on  mowing  machines.  I  sell  the  output 
to  the  Whitman  &  Barnes  Manufacturing  Company  and 
have  done  so  since  1899.  The  grinders  are  used  for  sharp- 
ening the  knives  or  sections  on  mowing  machines. 

Output  of  Chas.  G.  Allen  Co. 

I  have  prepared  a  statement  from  our  books  showing 

363  the  number  of  mowing  machine  knife  grinders  manufac- 
tured : 

In  the  year  1902  we  made  4000;  1903,  10000;  1904,  2000; 
1905,  3000;  1906,  6000;  1907,  6000;  1908,  6000;  1909,  3000; 
1910,3000;  1911,3000. 

Wo  sell  our  rakes  in  New  England  and  New  York  State; 
hardly  any  outside  of  those  .states.  The  business  was 
started  in  lS7o  and  we  took  it  over  in  1896.  I  have  pre- 
pared a  statement  of  the  hav  rakes  sold  bv  us,  as  follows : 
1902,  655  machines;  1903,  674;  1904,  832;  1905,  1039;  1906, 
1024;  1907,  1203;  1908,  1200;  1909,  1334;  1910,  1523;  1911, 
1411. 

377  A.  C.  ATWATEK: 

American  Sales  of  Johnston  Harvester  Co. 

I  live  at  Bata^-ia,  N.  Y.,  and  am  seeretan^  of  the  John- 
ston Harvester  Company.  Its  principal  business  is  in 
harvesting  machines,  but  it  also  manufactures  tillage  im- 
plements. It  has  a  foreign  as  well  as  a  domestic  busi- 
ness. I  produce  a  statement  showing  our  sales  in  cer- 
tain implements  in  the  United  States  (Petitioner's  Exhibit 
246): 
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378  "The  Johnston  Harvester  Co. 

American  Sales. 

1902  1903  1904  lOd.j  190B  1907  190S  1909  1910  1911 

Mowers   211(i  2527  3300  44r,(i  5.S14  6047  6386  7U11  S457  702(> 

Reapers   270  272  267  341  306  263  228   265  352  235 

Binders    780  1002  918  1766  2655  2(i53  2528  3026  3468  3027 

Corn  Bdrs.  711  528  625  474  781  983  1015  1576  1638  3150 

Headers   220  208  202  155  35  5  7  46 

Rakes    2056  1855  2237  2802  4368  5030  4905  .5497  6098  520O 

Tedders   623  1051  2017  1982  2552  1(J75  2250  1889  2232  OLO 

Cultivators  763  931  1308  11!)S  ,SS7  767 

Harrows  4198  .3869  5164  5333  5713  5605  2977  4348  4399  4087 
Spring 
Tooth 

Harrows  1048  2117  2610  2764  2825  2490" 

We  have  seven  general  agencies  from  which  we  dis- 
tribute our  products.  One  is  in  St.  Louis ;  the  remainder 
are  in  the  East.     We  sell  in  the  West  through  jobbers. 

Capital  Stock  of  Johnston  Co. 

The  capital  stock  of  the  Johnston  Company  is  $2,000,- 
000,  of  which  $1,800,000  has  been  issued.      The  Massey- 

379  Harris  Company  is  a  Canadian  manufacturer  of  harvest- 
ing machines.  It  owns  about  two-thirds  of  the  capital 
stock  of  the  Johnston  Harvester  Company.  The  busi- 
nesses of  the  two  corporations  are  conducted  entirely 
separately. 

C  ross-Exnminafion. 

In  Exhibit  246  I  gave  all  tJie  machines  the  Johnston 
Harvester  Company  makes  for  this  country.  I  do  not 
think  they  have  taken  on  any  new  lines  in  the  United 
States  since  1902.  We  do,  however,  market  other  lines, 
such  as  manure  spreaders. 

Massey-H arris,  Consolidation    of    Canadian    Manufacturers, 
Controls  Johnston. 

I  understand    that    the    Massey-Harris  Company  is  a 

380  Canadian  corporation  which  resulted  from  a  consolida- 
tion of  certain  Canadian  manufacturers.  Massey-Harris 
acquired  the  controlling  interest  in  the  Johnston  Com- 
pany's stock  in  December,  1910. 

Our  business  in  mowers,  reapers  and  binders  steadily 
increased  from  1902  to  1910.  The  increase  in  binders  is 
about  as  extreme  as  any  of  them.  I  listed  the  corn  bind- 
ers separately.      There  has  been  a   steady  increase  in 
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that  business  also  in  tlie  United  States.      The  same  is 
also  true  of  rakes. 

381  At  the  time  Massey-Harris  people  bought,  I  was  secre- 
tary of  the  Johnston  Company.  All  that  I  know  about  the 
reason  they  purchased  was  what  I  got  out  of  newspaper 
interviews,  notably  one  with  Sir  Melvin  Jones  in  the  To- 
ronto Globe. 

The  paper  handed  me,  according  to  my  judgment,  is  a 
correct  statement  of  the  interview. 

382  Defendant's  Exhibit  12,  objected  to  as  incompetent, 
purports,  to  be  an  intei'view  in  the  Toronto  World  of 
January  12,  1910,  with  Sir  Melyin  Jones,  President  and 
General  Manager  of  the  Massey-Harris  Company,  giving 
as  reasons  for  the  purchase  of  the  Johnston  plant  at 
Batavia,  N.  Y. ; 

Its  ideal  situation  for  export  trade ;  low  freight 
rates  to  the  Atlantic  seaboard ;  goods  can  be  manufac- 
tured there  more  cheaply  and  delivered  abroad  than 
from  Canada.  The  Massey-Harris  Company  can 
compete  with  the  American  Harvesting  Companies 
abroad  because  the  prices  in  foreign  countries  are 
higher  than  in  Canada. 

383  Since  the  Massey-Harris  purchase  we  have  consider- 
ably enlarged  the  capacity  of  our  plant,  and  put  up  new 
buildings,  one  about  500x80,  another  was  a  small  gray 
iron  foundry.  We  also  made  an  addition  to  the  malle- 
able plant.  We  employ  in  the  plant  about  400  or  500 
more  men  than  when  the  Massey-Harris  bought.  Our 
buildings  were  constructed  with  reference  to  an  expected 
increase  even  beyond  that. 

East  of  the  Mississippi  we  market  our  output  through 
general  agents  and  then  through  the  local  dealers.  That 
is  also  true  of  St.  Louis,  whose  general  agency  covers 
Missouri  and  parts  of  Illinois,  Kentucky  and  Tennessee. 
Undoubtedly  the  number  of  our  local  implement  dealers 
has  increased.  West  of  the  ^lissouri  river,  except  in 
Missouri,  we  handle  our  business  through  jobbers;  at 
Omaha,  through  the  Liniger  Implement  Company. 

384  Be-direct  Examination. 

Since  1902  sales  of  headers  have  decreased  and  we 
have  discontinued  cultivators  and  spring  tooth  harrows. 
Our  sales  of  the  other  harrows,  principally  disc  harrows, 
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has   not  increased.      Our   foreign  business  is   approxi- 
mately the  same  as  our  clom_estic  business. 

Re-cross  Exam ination. 

385       In  1902  the  foreign  business  was  very  mucli  larger  than 

the  domestic  business. 
II 

181  A.  H.  BAYSTON: 

182  I  am  an  officer  of  the  Independent  Harvester  Company 
located  at  Piano,  111.,  which  is  engaged  in  the  agricul- 
tural implement  business.  Our  company  was  organized 
in  1904  or  1905. 

Business  of  Independent  Harvester  Co. 

In  1905  we  made  only  a  sample  mower.  No  mowers 
were  made  until  1910.  In  1910  we  made  194;  in  1911, 
1121.  We  made  no  grain  binders  until  1909.  That 
year  we  made  6.  1910,  135;  in  1911,  560.  In  1905  we 
made  5  corn  binders;  in  1906,  21;  in  1907,  16;  in  1908, 
4.  We  made  none  in  1909  and  1910  but  we  made  6  in 
1911.  A  grain  elevator  and  dump  is  a  machine  which 
operates  by  power  and  conveys  the  grain  to  the  second 
story  of  a  barn  or  granarv.      In  1909  we  made  50;  in 

183  1910,  250;  in  1911,  550.  'The  Independent  Harvester 
Company  was  organized  under  the  laws  of  Maine.  Wil- 
liam C.  Thomson  is  president.  L.  Lye,  Ning  Eley,  C. 
W.  Powers  and  myself  are  the  officers. 

Cross-Examinotion. 

Paid  up  Capital  Nearly  $5,000,000. 

Our  company  was  organized  to  enter  the  business  of 
manufacturing  agricultural  implements.  The  author- 
ized capital  is  $10,000,000.  The  paid  up  capital  at  pres- 
ent is  nearly  $5,000,000.  Our  company  took  over  the 
business  of  the  Kellogg  Harvester  Company;  is  virtually 

184  a  reorganization  of  that  company.  Commercially  our 
corporation  has  only  existed  actively  since  1907. 

I  am  the  head  of  the  Accounting  Department;  I  have 
never  been  a  director.  I  think  in  1912  the  company  made 
a  little  less  than  2750  mowers. 
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II 

Output  of  Various  MacMnes. 

185  I  tliink  in  1912  we  made  1921  binders.  In  1912  we 
made  690  portable  elevators.  The  leading  article  of 
manufacture  from  tlie  start  has  been  manure  spreaders. 

186  Their  manufacture  has  2,'rown  enormously:  In  1906  we 
made  13;  1907,  48;  1908,  341;  1909,  1169,  1910,  1505; 
1911,  1305 ;  the  year  1912  is  incomplete. 

We  also  make  plows,  cultivators  and  harrows;  in  all 
about  eighteen  different  lines.  I  think  this  year  we  made 
something  less  than  2000  plows — from    1500    upwards. 

187  We  were  not  in  the  plow  game  until  1910. 

We  have  been  maldng  harrows  two  years.     There  is  a 
■  line   of  pipe  harrows  for  which  the   schedule   runs  up 
pretty  high,  about  2500.      Taking  in  all  the  harrows,  I 
think  we  make  between  3,000  and  4,000. 

187  AVe  make  listers,  but  that  is  a  small  element  with  us. 

188  We  are  commencing  to  make  corn  planters,  but  they 
are  still  in  the  experimental  stage.  We  expect  to  go 
ahead  and  make  a  success  of  it. 

We  make  cultivators  and  have  been  making  them  since 
1910.  There  has  been  a  decided  increase  this  year  over 
last  year;   we  made    a   couple   of   thousand   cultivators. 

189  This  is  our  first  active  season  in  gasoline  engines  and 
we  have  met  with  good  success. 

This  present  year  we  have  made  close  to  three-quarters 
of  a  million  dollars  of  gross  sales.  The  last  three  years 
the  output  has  been  doiibling  eaeli  year  over  the  preced- 
ing one. 

Be-direct  Examination. 

190  AVe  have  about  23,000  farmer  stockholders  and  have 
created  our  own  market  lari^ely  amongst  our  stockhold- 
ers. 

Re-cross  Examination. 

We  have  used  local  dealers  to  some  extent  but  not  in  the 
sense  the  International  does.  In  selling  to  farmers  we 
have  to  meet  the  competition  of  the  other  manufacturers. 
A  farmer  will  not  Ijuy  of  us  unless  it  is  to  his  interest 
to  do  so.  We  have  branch  houses  in  a  dozen  or  more 
states. 
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216  H.  H.  BEAM : 

Secretary  of  _  the  Thomas  Manufacturing  Company  at 
Spring-field,  Ohio.  We  make  hay  or  grass  harvesting  ma- 
chines, but  no  grain  hai-vesters ;  a  steel  tooth  hay  rake ;  a 
cylinder  side  delivery  rake,  and  a  hay  loader  and  tedders. 
We  do  not  make  any  sweep  rakes.  l"^have  produced  state- 
ment showing  the  output  o'f  our  company  in  the  lines 
named  (Petitioner's  Exhibit  191) : 

Output  of  Thomas  Mfg.  Co. 

217  Output  of  Thomas  Manufacturing  Company,  Spring-field, 

Ohio. 
Mowers  Eakes 

6000 

3300 

2300 

2400 

2700 

2500 

2800 

2600 

2900 

2400 

We  manufacture  other  implements.  We  were  obliged  to 
take  on  other  lines  of  seeding  machines,  grain  drills,  etc. 
The  basis  of  our  business  before  that,  however,  had  al- 
ways been  grass  harvesting  machines.  The  old  firm  which 
preceded  the  Thomas  Company  was  organized  as  a  rake 
company. 

218  I  am  familiar  with  the  competitors  of  our  company 
selling  seeding  machinery.  The  largest  single  manufac- 
turer of  grain  drills  and  kindred  machines  is  the  Amer- 
ican Seeding  Machine  Company.  They  have  two  plants, 
one  at  Springfield,  Ohio,  in  which  they  manufacture  three 
lines  of  drills,  and  the  other  at  Eichmond,  Indiana,  in 
which  they  manufacture  the  "Hoosier,"  and  "Kentucky'" 
and  the  "Empire"  lines. 

At  the  Springfield  plant  they  manufacture  the  "Su- 
perior," the  "Bigford  and  Huffman"  and  the  "Buck- 
eye." Those  are  the  trade  names  under  which  these  ma- 
chines were  originally  made  and  sold  at  each  factory,  and 
the  American  Seeding  Machine  Company  has  kept  the  old 
names. 


1902 

1903 

1904 

1905 

1906 

275 

1907 

900 

1908 

1400 

1909 

2200 

1910 

3200 

1911 

3400 

Tedders 

Loaders 

2800 

1500 

3600  ■ 

2000 

3500 

2000 

2100 

1700 

2100 

1700 

600 

1200 

1200 

1800 

1200 

1400 

800 

1200 

400 

400 
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Ill 

Of  the  domestic  trade  in  seeding  machines,  I  should  say 
the  American  Company  does  60  per  cent,  on  the  average, 

219  possibly  more.  I  think  the  Springfield  plant  turns  out  a 
little  more  now  than  the  Eichmond  plant;  about  three- 
fifths  as  against  two-fifth  of  the  output.  The  Springfield 
plant  has  always  done  a  larger  business.  The  division 
may  be  closer  to  half  and  half. 

A  grain  drill  is  a  machine  mounted  on  wheels  with  a 
hopper  and  outlet  through  which  the  grain  is  conveyed 
into  the  furrows.  A  seeder  is  a  machine  that  broadcasts 
seed.  It  is  largely  passing  out  of  use.  A  sower  is  a  ma- 
chine that  broadcasts  grass  seed.  Its  sale  is  decreasing 
to-day  because  betters  results  are  obtained  in  drilling  the 
seed  and  getting  it  into  the  ground.  Timothy  and  clover 
seed  are  being  drilled  largely  by  a  special  machine  made 

220  for  that  purpose.  We  appreciated  the  fact  that  we  were 
gradually  losing  out  on  the  grass  harvesting  machine  line, 
and  we  had  to  do  sometbing  or  else  we  Avould  soon  see  our 
finish,  so  we  started  in  on  the  grain  drill  line  which  prom- 
ised a  better  field  for  us  at  that  time. 

226  Cross-Exaniinafion. 

AVe  put  drills  on  the  market  in  1903  or  1904,  I  have  for- 
gotten just  the  year.    We  put  out  about  100  the  first  year. 

Thomas  Co.  Entered  Mower  Business  in  1906. 

227  In  1906  we  went  into  the  mower  business  by  purchas- 
ing the  mower  wliicb  had  been  developed  and  sold  for 
many  years,  liy  tiie  Janesville  Machine  Company.  It 
was  originally  built  about  50  years  back.  The  first  year, 
1906,  we  put  out  comparatively  few  mowers.  We  were 
experimenting,  and  wanted  to  get  acquainted  witk  the 
machine  and  did  not  want  to  chance  it,  you  know. 

There  has  been  a  constant,  steady  and  healthy  increase 
in  our  business  in  the  manufacture  of  mowers.  Our 
business  has  increased  in  seeding  machines  in  proportion 
somewhat  like  to  the  mowers.  The  growth  of  our  business 
in  mowers  would  fairly  and  in  general  reflect  the  growth 

228  in  our  seeding  machinery. 

We  did  not  want  to  take  on  larger  lines,  but  the  longer 
line  seemed  to  be  the  policy  of  our  competitors.  Wliether 
it  was  advantageous  or  not  was  a  question.  In  business 
generally,  the  longer  line  is  being  attempted.  It  seems 
to  be  the  notion  of  some  people,  but  this  machine  business 
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is  a  complicated  business,  and  the  less  you  have  the  better 

229  it  is  for  you.    It  gets  too  complicated.    That  is  the  reason 
we  fought  it  off  so  long. 

Our  new  hnes  are  a  full  line  of  seeding  machines,  grain 
-  drills  and  kindred  machines.  They  are  many  in  styles 
and  sizes,  particularly  in  the  multiplicity  of  sizes.  It  is 
a  very  complicated  business.  We  have  always  made  disc 
harrows  in  a  limited  way,  and  lawn  mowers.  They  are  a 
side  line. 

230  Re-direct  Exmination. 

Q.  What  caused  the  drop  in  the  output  of  rakes  from 
6,000  in  1902  to  2,400  in  1911?  A.  Well,  we  were  in- 
adequate to  meet  the  selling  conditions  of  the  market, 
practically.  We  have  been  in  this  business  about  35 
years ;  ever  since  I  was  a  kid. 
II 


52  WILLIAM  BUTTBRWORTH : 

I  reside  at  Moline,  111.;  am  president  of  Deere  &  Co., 
manufacturers  of  agricultural  implements. 

Our  principal  lines  are  plows,  cultivating  machinery 
and  planting  machinery. 

Deere  &  Go's  Sales  of  Binders  and  Mowers. 

We  manufacture  and  sell  in  the  United  States  grain 
harvesting  machines,  grass  harvesting  machines,  mowers, 
hay  loaders,  rakes  and  hay  tedders.  We  have  been  selling 

53  binders  about  two  years.  I  have  figures  showing  the  ex- 
tent of  our  sales  in  the  United  States.  In  1911  we  sold  27 
binders,  and  in  1912,  933. 

The  Dain  Company,  which  makes  mowers,  has  made 
them  since  1905.  Deere  &  Co.  bought  out  the  Dain  Com- 
pany about  two  years  ago. 

I  have  figures  showing  our  total  sales  of  mowers  since 

1905.  A  very  small  per  cent,  were  sold  out  of  this 
country — 2  per  cent.  Avould  cover  the  outside  sales 
made    in     Canada.     The     sales    were    as    follows:    In 

1906,  39  mowers;  in  1906,  490;  in  1907,  1,930;  in  1908, 
3,092;  in  1909,  4,660;  in  1910,  6,930;  in  1911,  7,314.  I  have 
not  got  the  record  for  1912.     I  have  not  the  figures  on 

54  rakes,  hay  loaders  and  tedders ;  I  will  have  figures  on  those 
prepared. 
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Deere  &  Company  is  engaged  in  business  generally 
throughout  the  United  States,  in  selling  the  implements 
named  in  the  beginning  of  my  testimony,  and  the  other 
lines  I  have  just  mentioned. 

Cross-Examination. 

Deere  &  Co's  CapUalization  $65,000,000. 

Deere  &  Co.  was  organized  in  1868;  it  was  really 
started  about  1837.  It  began  with  plows  and  has  con- 
tinued in  that  linsiness  ever  since ;  I  guess  it  is  the  larg- 
(^st  plow  manufacturer  in  the  United  States. 

The  nominal  capitalization  of  the  comjaany,  as  now  or- 
ganized, is  $65,000,000;  it  is  not  all  issued;  in  the  neigh- 
borhood of  $40,000,000  of  preferred  is  issued;  that  is  not 
exact.  I  do  not  refer  to  the  total  investment  of  Deere  & 
Co.;  I  could  not  give  you  that. 

Corn  planters  were  added  to  the  plow  line  back  in  the 

55  early  seventies,  then  followed  disc  liarrows.  Since  1900, 
wagons,  manure  spreaders,  mowers  and  hay  loaders  have 
been  added;  hay  loaders  were  added  before  that  time. 

Deere  &  Co.  now  make  six  or  seven  distinct  different 
lines  of  agricultural  implements.  We  have  corn  shellers, 
manure  spreaders,  the  Dain  mower,  Dain  stackers  and 
Dain  loaders;  also  binders,  plows  and  wagons. 

Fifteen  Thousand  Dealers  Sell  Deere  Lines. 

We  market  our  goods  through  our  branch  houses  and 
one  jobber.     Cfenerally  throughout  the  United  States  we 

56  market  them  ourselves.  The  branch  houses  dispose  of  the 
goods  to  local  implement  dealers;  they  are  nearly  all  dis- 
posed of  on  sales  contracts.  We  may  have  a  very  few 
commission  contracts,  where  the  dealer's  condition  would 
not  justify  a  straight  sale.  Our  plow  business  has  been 
carried  out  on  the  sales  contract  basis. 

Approximately,  15,000  local  dealers  in  the  United 
States  sell  lines  manufactured  by  Deere  &  Co.  We  have 
l)etween  twenty  and  thirty  branch  houses,  small  and 
large. 

Tende)ieij  of  Business  Toward  Long  Lines. 

T  think  the  tendency  in  the  business  of  agricultural  im- 
plements is  toward  the  long  line  of  manufaojure,  and  has 
been  for  a  number  of  years — T  mean  a  variety  of  farm 
implements.    It  is  for  that  and  other  reasons  that  our  com- 
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pany  has  taken  on  the  manufacture  of  the   mower  and 

57  binder.  In  manufacturiug  these,  I  cannot  say  whether 
any  obstacles  were  encountered  on  account  of  patents  out- 
standing on  either  of  these  machines.  I  do  not  know  of 
any  such  obstacles. 

The  Deere  &  Company  binder  is,  in  general  character- 
istics, quite  similar  to  the  type  of  binder  made  by  the  I. 
H.  Co.  The  same  is  true  as  to  the  mower;  there  are 
some  differences;  I  do  not  know  whether  they  are  basic 
or  fundamental. 

The  last  increase  in  the  capital  stock  of  D'eere  &  Co. 
was  made  a  little  over  a  year  ago.  It  was  for  the  purpose 
of  enabling  us  to  do  more  business — not  necessarily  to 
enter  into  these  new  lines. 

We  make  rakes  and  hay  tools.  We  manufactured  the 
rakes  some  years  ago,  but  have  gotten  out  of  that  line. 
The   Deere   and   Mansur  plant  which  made   them  now 

58  make  only  hay  loaders.  We  ceased  to  make  rakes  three  or 
four  years  ago — perhaps  longer.  In  the  last  ten  years 
our  business  has  generally  increased  in  every  line  except 
rakes.  We  made  quite  a  number  of  rakes  ten  years  ago. 
In  the  last  ten  years  it  has  not  been  an  important  line;  it 
has  gradually  decreased.  I  do  not  remember  how  many 
rakes  we  made  ten  3'ears  ago;  it  was  a  pretty  good  line 
for  that  factory  at  that  time. 

We  went  into  the  mower  business  about  five  years  ago, 
in  the  Dain  plant.  We  make  no  mowers  except  at  that 
plant,  and  have  made  no  plans  for  making  mowers  at  our 
Moline  plant. 

Deere  &  Go.  Starting  in  Binder  Business:  Expect  to  Develop. 
I  would  not  be  able  to  tell  you  what  output  of  binders 

59  we  have  planned  for  1913 ;  I  estimate  the  probable  out- 
put for  1912  at  1,980,  in  the  United  States  and  Canada 
both.  933  of  those  were  in  the  United  States  and  the  bal- 
ance in  Canada.  We  are  just  starting  into  the  binder  busi- 
ness. 

We  regarded  it  as  a  proper  business  field  for  the  enter- 
prise of  our  company  and  went  into  it  as  a  business 
proposition.  We  expected  it  to  develop,  and  expect  that 
it  will  develop  into  much  larger  proportions  than  it  now 
has. 

I  will  file  a  list  of  the  different  lines  of  machines  now 
manufactured  by  Deere  &  Co.,  and  sold  in  the  United 
States. 


II 
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Re-direct  Examination. 


The  output  of  huskers  and  shredders  manufactured  by 

60  Deere  &  Co.  was  as  follows :  In  1902,  146;  in  1903,  150; 
in  1904,  39 ;  in  1905,  43 ;  in  1906,  25 ;  in  1907,  23 ;  in  1908, 
4;  in  1909,  5;  in  1910,  8;  in  1911,  10;  in  1912,  3. 

These  implements  are  large  and  expensive.  The  plow 
is  simpler  and  less  expensive  than  the  binder.  Cultivators 
also  are  much  less  expensive.  I  do  not  know  whether  that 
is  the  one  reason  why  in  the  plow  trade  implements  are 
,  sold  on  a  direct  sales  basis  instead  of  on  a  commission 
agency  basis. 

Our  principal  idea,  was  to  get  into  the  Canadian  mar- 
ket. We  started  to  manufacture  these  implements  to  meet 
the  Canadian  competition. 

61  The  companies  with  which  we  were  competing  in  Can- 
ada were  selling  both  plows  and  binders.  Before  that 
time  we  had  been  selling  plows  with  our  other  lines,  and 
they  had  been  selling  binders  with  their  side  lines.  Our 
competitors  took  on  the  plow  line,  and  we  were  obliged  to 
take  on  the  binder,  in  order  to  compete.  The  I.  H.  Co. 
of  A.,  or  its  Canadian  subsidiary,  was  one  of  the  competi- 
tors which  had  entered  the  plow  line.  We  have  confined 
our  business  in  binders  and  mowers  principally  to  Can- 
ada. 

Re-cross  Examination. 

The  competitor  in  Canada  that  first  combined  in  their 
long  line  of  plows  and  binders  was  a  Canadian  company, 
the  ^Massoy-Harris  Company,  I  think.  Ten  years  ago  it 
was  the  strongest  and  largest  company  doing  business  in 
Canada,  and  our  strongest  competitor.  I  would  not  say 
that  it  was  the  strongest  five  years  ago;  it  was  certainly 

62  v(>ry  string.  The  Massey-Harris  Company  had  been  in 
the  binder  and  plow  lines  several  years  prior  to  the  In- 
ternational entering  those  lines  in' Canada;  I  would  not 
know  how  long  before. 

^  Deere  &  Co.  had  built  up  their  large  business  in  the 
United  States  with  their  long  line  of  agricultural  imple- 
ments, as  have  stated,  with  plows  at  the  head  of  the 
list,  and  without  any  binder  or  mower.  The  I.  H.  Co. 
business  in  the  United  States  has  been  built  up  and  car- 
ried on  with  the  binder  and  mower  at  the  top,  without  anv 
plow. 


Testimony  of  Competitors. 

Deere' s  Output  of  Rakes,  Hay  Loaders  and  Presses. 
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Statement  of  annual  prodnction  of  Deere  &  Co.  for  the 
years  1902  to  3911,  inclusive,  of  the  following  articles: 


Year 

Rakes 

Hay  Loaders 

Hay  Presses 

1902 

7,709 

5,671 

109 

1903 

9,341 

8,886 

299 

1904 

10,836 

11,443 

313 

1905 

10,064 

11,374 

233 

1906 

^  8,431 

10,471 

353 

1907 

10,719 

8,264 

536 

3908 

.  13,338 

13,567 

424 

1909 

15,679 

11,792 

838 

1910 

15,847 

11,645 

892 

1911 

9,562 

7,403 

1,332 

111,526  100,516 

Deere  S  Co.  Line  of  Implements. 


5,329 


List  of  goods  manufactured  by  Deere  &  Co. : 


Plows 
Cultivators 
'Harrows 
Planters 
Hay  Loaders 
Corn  Shellers 
Grain  Elevators 


Jlaniire  Spreaders 

Wasnns 

Buggies 

Mowers 

Stackers 

Rakes 

Grain  Harvesters 


Seed- 


ni 


Grain  Drills  and 

ing  Machinery 
Hay  Balers 
Sugar  Beet  Tools 
Speed  Jacks 
Disc  Harrows 
Huskers  and  Sliredders 
Corn  Harvesters 
(Experimental) 


385  JOHN  D.  CURTIS: 

Business  of  Richardson  Mfg.  Co. 

My  residence  is  Worcester,  Massachusetts,  and  I  am 
Vice-President  of  the  Richardson  Manufacturing  Com- 
panj.  It  is  engaged  principally  in  making  mowers,  rakes, 
tedders,  manure  spreaders  and  a  few  other  tillage  tools. 
My  first  recollection  of  their  manufacturing  was  in  1864 
but  I  think  they  existed  before  that.  The  trade  name  of 
our  mowers  is  the  "Buckeye"  and  they  were  distinguished 
from  the  other  "Buckeye"  mower  by  calling  them  the 
"Worcester  Buckeye." 

Since  1902,  I  am  sorry  to  say,  the  sales  of  mowers  by 
our  Company  have  decreased. 

586      In  1902  we  made  two  kinds  of  rakes — a  steel  and  a 
wooden  one.    They  are  the  ordinary  dump  rake.    We  dis- 
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continued  about  1904  the  manufacture  of  the  steel  rake 
because  they  were  not  profitable  and  we  could  not  com- 
pete with  the  Osborne  rake.  At  that  time  the  Osborne 
Company  was  advertising  itself  in  New  England  as  inde- 
pendent. I  think  our  business  in  harvesting  implements 
has  decreased  since  1902. 

In  my  opinion  the  mower  has  not  improved  since  1902 
though  there  have  been  additions  to  mowing  machines 
in  what  is  called  selling  points.  So  far  as  cutting  grass 
is  concerned,  there  has  been  no  improvement  in  20  years. 
I  think  the  hay  rake  reached  its  highest  point  of  perfec- 
tion 15  years  ago. 

387  We  have  sold  manure  spreaders  since  1878.  We  have 
sold  them  under  a  trade  name  of  "Worcester  Kemp." 
Mr.  Kemp  was  the  first  man  who  made  a  practical  manure 
spreader. 

We  got  a  license  under  his  patent  for  the  New  England 
territory  in  1878.  It  is  desirable  in  our  business  for  us 
to  know  the  competing  spreaders  and  the  names  of  them. 
(Over  objection  of  defendants)  I  should  say  that  the 
International  Harvester  Company  sells  60%  of  the  manure 
spreaders  in  the  United  States. 

Approximate  Output  of  Richardson  Co. 

388  Petitioner's  Exhibit  247:  Statement  from  the  books  of 
the  Eirliardson  j\Ianufacturing  Company  showing  ap- 
proximate numbe]'  of  mowers,  rakes  and  tedders  built  in 


the  following  vears : 


1902 

2333  2  horse  mowers 

4K,  1      " 

390  Tedders 
1000  Rakes 


1903 

197(1  2  borse  mowers 

.5.30  1      " 

fl.'iS  Tedders 
1720  Rakes 

1906 

llTiO  2  horse  mowers 

3.50  1      " 

!»S(;  Rakes 

471  Tedders 

1909 

792  2  horse  mowers 

2.50  1       " 
inon  Rakes 

150  Tedders 
1911 
]2(J0  2  horse  mowers 

435  1       " 
1200  Rakes 

200  Tedders" 

The  possibility  of  a  manufacturer  being  able  to  success- 


1905 

S7H  2  horse  mowers 

3.52  1      " 

5.54  Tedders 
1000  Rakes 

1908 
(i7N  2  lior.se  mowers 
350  1      " 
GOO  Rakes 
450  Tedders 


1004 

1200  2  horse  mowers 

353  1      " 

.532  Tedders 

20O  Rakes 

1907 

1650  2  horse  mowers 

400  1      " 
1250  Rakes 

4f;0  Tedders 

1910 

910  2  horse  mowers 

315  1      " 
]300  Rakes 

340  Tedders 
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fulty  start  selling  mowers  today  in  the  United  States 
would  depend  upon  Ms  capitalization  and  Ms  selling  metM 

389  ods.  There  is  more  canvassing  to  do  than  in  1902.  The 
International  has  the  principal  selling  organization.  We 
have  to  put  in  more  canvassers  to  compete  for  a  smaller 
volume  in  trade  than  we  did  in  1902.  The  International 
Harvester  canvassers  solicit  for  all  the  lines,  not  merely 
harvesting  implements.  '    ' 

Cross-Examination. 

We  do  our  mower  business  in  the  New  England  States. 
The  Johnston  Harvester  Company  does  business  there; 
so  does  the  Walter  A.  Wood.    I  do  not  know  whether  they 

390  have  increased  their  business  or  not.  We  do  not  make 
any  secret  of  the  fact  that,  there  has  been  no  improve- 
ment in  the  mower  for  20  years. 

iSFone  of  the  companies  are  doing  as  large  a  business 
as  the  International  in  rakes  in  our  territory  but  there 
are  companies  doing  a  successful  business. 

To  obtain  a  large  share  of  the  business  in  mowers,  a 
company  would  have  to  have  an  exceptionally  large  capi- 
tal, would  have  to  work  through  a  series  of  years.     As 

391  far  as  the  mowing  machine  trade  is  concerned,  I  am  fa- 
miliar only  with  the  New  England  States,  and  in  stating 
that  a  company  would  have  to  have  a  large  capital  to  get 
a  large  share  of  the  trade,  I  was  referring  to  New  Eng- 
land. 

Manure  Spreader  Trade. 

I  cannot  name  all  the  companies  who  make  manure 
spreaders.  The  Deere,  the  Rock  Island  and  the  Moline 
are  about  all  I  recollect.     I  cannot    answer    how    many 

392  manure  spreaders  the  Deere  Company  sold  in  Nebraska 
last  year  nor  how  many  they  sold  East  or  West  of  the 
Missouri  River.  I  simply  know  how  many  they  manu- 
factured. They  now  make  100  spreaders  a  day  on  an 
average.  In  1911  they  were  not  making  spreaders  to  a 
great  extent.  At  that  time  the  spreaders  were  made  by 
the  Kemp  &  Burphy  ]\Ianufacturing  C'ompany  of  Syra- 
cuse. They  made  about  6,000  a  year  in  1910  and  kept  at 
about  that  average  for  three  years  preceding  that.  The 
Deere  organization  acquired  the  Kemp  &  Burphy  stock. 
I  do  not  know  how  many  manure  spreaders  the  Rock 
Island  sold  last  year  or  the  year  before.    The  year  before 
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that  tliey  did  not  have  a  spreader.  I  do  not  know  how  many 
they  sold  either  "West  or  East  of  the  Mississippi.  I  do  not 
know  how  many  manure  spreaders  the  International  sold 
West  of  the  Missouri  last  year  nor  East  of  it.    I  estimate 

393  the  number  of  manure  spreaders  the  International  sold 
in  the  United  States  in  1909  as  about  45,000.  In  1910  they 
sold  something  near  the  same  amount.  I  have  no  accurate 
information  about  this.     It  is  merely  an  estimate. 

^lore  of  the  New  Idea  manure  spreaders  have  been  sold 
in  the  last  three  years  than  ever  before.  I  think  they 
started  selling  them  in  the  last  five  years.  The  New  Idea 
is  not  made  by  the  International.  Whatever  company 
made  that  manure  spreader  has  put  it  on  the  market  suc- 
cessfully and  had  a  growing  and  steadily  increasing  busi- 
ness. The  sales  of  the  Litchfield  spreader  have  deteri- 
orated in  the  general  market.    It  does  not  have  as  large 

394  a  percentage  as  it  did  a  few  years  ago.  I  do  not  know 
whether  its  business  has  increased  or  not.  The  Galloway 
manure  spreader  has  been  sold  in  very  large  quantities. 

Re-direct  Examinntion. 

It  is  not  sold  in  as  large  a  proportion  to  the  total  num- 
ber of  spreaders  as  formerly.  The  spreader  business  has 
increased  a  great  deal  the  last  seven  or  eight  years. 

I  do  not  know  Mr.  Glass  of  the  Walter  A.  Wood  Com- 
pany.   The  difficulty  in  selling  mowers  in  New  England  is 

395  as  follows :  Tlie  customer  is  a  little  different  from  any 
other  class.  He  is  a  farmer  and  his  world  is  his  farm. 
You  might  say  that  a  large  proportion  of  the  sales  made 
to  a  farmer  are  forced  sales.  Hence,  agricultural  tools, 
especially  mowing  machines,  are  sold  mostly  through  can- 
vassing and  canvassing  costs  money. 

303  DANFOETH  GEEE: 

Harrcster  Business  of  Walter  A.  Wood  Co. 

I  am  president  of  the  Walter  A.  Wood  Mowing  &  Heap- 
ing Machine  Company,  located  at  Hoosiek  Falls,  New 
York.  The  business  began  in  1852  and  the  Company  was 
incorporated  in  1865.  Our  business  is  principally  done 
in  the_  eastern  part  of  the  United  States.     The  territory 

304  in  which  we  have  what  we  call  an  active  organization 
would  not  go  west  of  Ohio,  and  would  include  Louisiana  in 
the  South.    West  of  there  we  have  no  defined  organiza- 
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tion.  We  do  not  do  business  in  the  Middle  West,  except 
that  here  and  there  we  may  have  a  jobbing  arrangement. 
We  do  not  make  corn  binders'.  Self -dumping  rakes  and 
305  side  delivery  rakes  are  all  we  make.  I  did  not  know  they 
made  any  more  of  those  old  fashioned  things  (referring 
to  wooden  sweep  rakes). 

Output  of  Wood  Harvesting  Machmes. 

Petitioner's  Exhibit  217.  (The  statement  produced  by 
the  witness  is  a  statement  of  the  harvesting  machines  man- 
ufactured by  the  Walter  A.  Wood  M.  &  E.  M.  Co.,  for  sale 
in  the  United  States  for  the  12  months  ending  Sept.  1st 
of  each  of  the  following  years)  : 


Corn 

Mowers 

H.&B. 

Rakes 

Reapers 

Tedders  Har. 

1902 

4916 

919 

7078 

108 

1526    106 

1903 

5140 

67 

3831 

163 

1917 

1904 

6199 

763 

3802 

153 

2525     91 

1905 

6352 

980 

5040 

210 

2802 

1906 

9356 

1817 

6037 

216 

3297 

1907 

6019 

1807 

3910 

198 

605 

1908 

5560 

515 

2561 

68 

534 

1909 

7898 

778 

3442 

182 

1700 

1910 

7401 

1229 

4214 

172 

400 

1911 

6612 

1043 

5173 

189 

1169 

1912 

6074 

820 

2893 

105  - 

-   53 

Chain  Rake  Reapers  Headers  Side  Delivery  Rakes 

1902 

38 

1903 

1904 

1905 

1906 

1907 

1908 

1909 

5 

1910 

20 

389 

1911 

1912 

Cross-Examination. 


In  Active  Competition  with  I.  H.  Co. 

We  are  doing  business  in  active  competition  with  the 
306  I.  H.  Co.  and  have  been  since  its  organization.    Our  busi- 
ness has  been  fairly  prosperous.    The  competition  is  nor- 
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mal.  "When  we  need  a  new  agent  in  a  place  we  have  no 
more  trouble  in  getting  an  agent  against  the  Interna- 
tional than  against  anybody  else.  The  opportunities  be- 
fore us  for  the  development  and  conduct  of  our  business 
are  normal  and  in  business  lines. 

355  ALBEET  J.  GLASS: 

Harvester  Business  of  Adriance,  Piatt  Go. 

Eeside  at  Poughkeepsie,  New  York.  Have  been  Gen- 
eral Manager  of  the  Adriance,  Piatt  Company  aTjout  21 
years.  The  firm  commenced  the  manufacture  of  harvest- 
ing machinery,  particularly  mowers,  about  1855.  It  was 
incorporated  in  1882.  We  manufacture  mowers,  grain 
binders,  com  binders,  hay  rakes  and  reapers.  We  do 
business  principally  in  the  Eastern  States,  coming  as  far 
west  and  including  Ohio,  and  as  far  south  as  Virginia, 
with  a  trade  on  the  Pacific  Coast  and  a  limited  trade  in 
the  Southwest  through  a  jobbing  house  in  St.  Louis.  We 
do  not  do  business  at  all  in  the  middle  west.  Our  mower 
was  originally  known  as  the  Buckeye,  but;  since  the  ex- 
piration of  the  patents  they  have  become  more  generally 
known  as  the  Adriance.  The  binders  have  always  been 
known  as  the  Adriance. 

The  larger  proportion  of  our  sales  in  this  country  are 
under  commission  agency  contract.  I  think  the  firm  com- 
menced exporting  machines  in  1858  and  the  larger  share 
of  its  business  is  export.  The  leading  lines  of  harvester 
implements  sold  in  competition  with  us,  are  the  machines 
of  the  International,  such  as  the  McCormick,  Deering,  Os- 
borne and,  to  a  limited  extent,  the  Champion;  the  John- 
ston machines  and  the  Wood  machines.  Those  concerns 
build  both  mowers  and  binders.  There  are  some  other 
manufacturers  of  mowers  only  doing  business  in  the  same 
territory.  The  Acme  does  no  business  in  that  territory. 
I  think  they  do  not  sell  any  machines  east  of  Ohio. 

Competition  ivlth  International. 

In  1902  the  ]\rcCormick,  Deering,  Champion,  Osborne 
and  a  limited  number  of  Milwaukee  and  Piano  machines 
were  sold  in  the  eastern  states.  The  other  concerns  do- 
ing a  large  Inisiness  were  the  Wood,  Johnston  and  Adri- 
ance Piatt  Companies.     The  domestic  business     of     our 

..07  Company  since  1902  has  rather  decreased.     In  Pennsvl- 


356 
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vania,  Ohio  and  New  York  we  sell  binders,  mowers  and 
hay  rakes.  We  sell  hinders  in  New  England  only  to  a 
limited  extent.  Very  little  wheat  is  grown  there.  Bind- 
ers are  used  there  more  for  oats.  I  think  the  International 
has  five  general  agencies  and  two  factories  in  New  York, 
and  three  general  agencies  in  Pennsylvania.  It  is  our  un- 
.  derstanding  that  the  Osborne  Division  has  a  separate  sell- 
ing organization  in  that  territory.  We  hear  of  Osborne  ma- 
chines being  sold  at  lower  prices  than  the  McCormick  and 
Deering,  and  it  gives  the  impression  that  the  Osborne  ma- 
chine is  used  to  cut  prices.  (Gbunsel  for  defendants  moves 
to  strike  out  the  answer  as  being  hearsay.) 

As  General  Manager,  I  indirectly  have  charge  of  the 
sales  in  the  territory  described.  I  have  general  executive 
supervision.  We  have  a  domestic  sales  manager  who  is 
directly  in  contact  with  the  sales  in  this  country  and  works 
under  the  directions  of  the  President  and  myself. 

358  For  ntfiny  years  a  fair  has  been  held  in  Dutchess  County 
at  Poughkeepsie.  Up  to  three  and,  possibly,  four 
years  ago  the  International  entered  quite  large  exhibits 
at  that  fair.  On  one  occasion  our  Domestic  Sales  Man- 
ager found  thirty  of  their  salaried  men  that  he  knew  on 
the  fair  grounds. 

Aroostook  County  in  Northeastern  Maine  is  being 
cleared  off  and  there  has  been  quite  a  little  binder  trade 
there,  more  than  all  the  rest  of  New  England,  I  think. 
We  have  had  occasion  to  criticise  the  fact  that  the  Mc- 
Cormick and  Deering  machines  are  sold  up  there  on  the 
same  schedule  of  prices  as  in  Ohio;  for  example,  absorb- 
ing freight  in  both  cases,  while  the  freight  to  Aroostook 
County  from  Chicago  is  considerably  higher  than  it  is  to 
either  Ohio  or  New  York.  I  should  say  there  was  a  dif- 
ference of  upward  to  $5.00  a  binder  between  freight  from 
Chicago  to  Ohio  and  to  Aroostook  County. 

Our  Company  brought  two  suits  in  1903  and  1904 
against  certain  men  employed  by  the  International.  I  do 
not  recall  the  names  now. 

359  It  was  reported  to  me  that  these  men  were  saying  to  our 
agents  and  customers  "It  is  foolish  for  you  to  contiriue 
selling  the  Adriance  machines  as  the  International  has 
bought  that  factory  and  will  take  it  over  in  a  year  or  two." 
We  heard  those  reports  so  continuously  that  we  finally 
picked  two  eases  where  we  could  produce  the  evidence 
that  they  had  made  such  statements,  and  brought  suit  for 
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$10,000  damages.  The  men  very  soon  made  abject  apol- 
ogies and  paid  the  costs,  and  we  dropped  the  matter.  That 
sort  of  stories  were  discontinued  from  that  time  on. 

Witness  Believes  Binder  Has  Not  Improved  in  Ten  Years. 

I  should  say  that  the  binder  has  not  improved  in  qual- 
ity in  the  last  ten  years.  I  believe  that  they  have  been 
cheapened  somewhat  and  perhaps  some  desirable  features 
have  been  eliminated  in  the  endeavor  to  standardize  bind- 
ers of  different  makes.  They  are,  perhaps,  as  efficient  as 
they  ever  were,  but  not  quite  so  substantially  made. 

The  development  of  the  binder  continued  for  about  ill] 
years,  and  then  stopped  about  10  or  12  years  ago  and 
there  has  been  no  change  in  the  binder  in  the  method  of 
doing  work  since  that  time.     The  first  automatic  binder 

360  used  wire  and  then  Appleby  invented  the  twine  binder. 
That  was  in  the  early  eighties.  I  think  Deering  brought 
out  the  first  commercially  successful  twine  binders  about 
1880. 

Sales  of  Adriance,  Piatt  1900  to  1911. 

Petitioner's  Exhibit  232  is  a  statement  taken  from  our 
books  of  the  sales  of  Adriance,  Piatt  &  Co.  in  the  United 
States : 

Corn      Grain 

Bdrs.       Bdrs.       Rprs.    Mowers  Rakes 
Season      1900  551  278    .     4572 

1901  829  316         6075 

1902  43  732  340        6276  11 

1903  243  816  344         540]  443 

1904  202  615  250        5792  657 

1905  223  879  286        5871        1637 

1906  296        1155  387        6443        1768 

1907  257        1126  325         6659        1969 

1908  151  583  196        4471        1498 

1909  238  882  219        4959        1724 

1910  3(jO         1051  2!)8         5660         2151 

1911  330        1056  252        4763        1792 

361  In  1902  the  Johnston,  Walter  A.  Wood  and  Massey- 
liarris  Companies,  the  last  a  Canadian  Company,  were 
doing  a  foreign  business,  besides  our  Company;  also  the 
McCormick,  Deering,  Osborne  and  Champion."  I  do  not 
know  whether  the  Piano  and  Milwaukee  were  doing  any 
foreign  business  or  not. 
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Improvements  in  Binders. 

In  1911  our  sale  of  binders  was  higher  than  the  aver- 
age. The  same  was  true  in  1910.  What  I  meant  on  direct 
examination  was  that  the  binders  of  our  principal  com- 
petitors since  1902  have  been  cheapened  in  the  effort  to 
standardize  them.  I  think  our  binders  are  as  good  as 
they  were.  It  would  not  be  modest  for  me  to  say  that  we 
are  selling  a  better  machine  than  our  competitors.  The 
Wood,  Johnston  and  International  companies  are  all  com- 
362  petitors  of  ours  in  the  territory  where  we  do  business.  We 
do  not  'sell  any  binders  throughout  the  northwestern  or 
central  west,  and  we  sell  mowers  only  to  a  very  limited 
extent  through  a  jobber  in  St.  Louis.  We  have  not  tried 
to  develop  our  trade  in  that  section. 

312  WILLIAM  S.  HOWE  : 

Business  of  Granite  State  Mowing  Machine  Co. 

M.J  home  is  in  Hinsdale,  N.  H.  My  business  is  manu- 
facturer of  lawn  mowers,  under  the  name  of  The  Granite 
State  Mowing  Machine  Company.  We  have  manufactured 
field  mowing  machines  in  a  small  way,  but  have  prac- 
tically discontinued  it.  The  last  ten  years  we  manufactured 
286  field  mowers.  In  1912  we  built  two  and  in  1911  one 
— simply  a  question  of  using  our  stock.  I  should  say  that 
a  statement  to  the  effect  that  we  are  competitors  of  the 
International  Harvester  Company  in  the  sale  of  mowers 
is  not  a  true  statement. 

313  Cross-Examination. 

I  am  not  familiar  with  the  Blue  Book  of  Implement 
Manufacturers.  I  do  not  know  whether  the  name  of  our 
Company  is  in  that  or  not.  We  have  advertised  within 
recent  years  that  we  were  selling  field  mowers.  There 
have  been  current  advertisements,  in  a  small  way,  in  local 
manuals  like  almanacs  and  one  thing  or  another,  and 
county  fairs.  We  are  not  extensively  in  the  mower  busi- 
ness and  never  were.  Years  ago  we  had  a  good  business, 
in  a  small  way,  on  a  few  mowers  when  the  price  was  up, 
but  today  we  do  not  consider  ourselves  manufacturers. 
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178  E.  E.  MASOX: 

I  have  been  manager  of  the  Acme  Company  at  Omaha, 
Nebraska,  since  1909.  From  1899  to  1903  I  was  general 
agent  of  the  Piano  Company  at  Grand  Island,  Nebraska. 
We  covered  practically  the  west  half  of  Nebraska.  The 
McCormick,  Deering,  Champion  and  Milwaukee  were  our 
competitors  in  1899  and  until  1907.  I  think  they  did  all 
the  business  in  that  territory.  According  to  the  state- 
ments the  home  office  sent  us  each  year  we  increased  the 
Piano  business  while  I  was  there.  1  remained  as  general 
agent  of  the  Piano  Division  at  Omalia  after  the  Piano 
Company  sold  to  the  International,  until  that  office  was 
closed. 

179  The  contract  price  of  the  Piano  Company  was  always 
written  the  same  to  the  various  dealers  but  sometimes 
concessions  were  made.  We  made  allowances  for  old 
machines  and  also  gave  away  repairs.  In  a  town  where 
we  bad  prett\-  hard  competition  we  would  do  things  to  get 
business  that  were  not  strictly  legitimate,  that  is  regular. 
I  do  not  remember  that  while  I  was  with  the  Piano  Divi- 
sion we  made  allowances  for  old  machines.  That  year  the 
prices  of  the  McCormick,  Deering,  Piano,  etc.,  were  the 
same. 

In  the  spring  of  1903  there  was  a  meeting  of  agents  at 
the  Deering  Division  headquarters  in  Omaha,  to  fix  the  re- 
tail prices.    There  were  in'esent  Mr.  Lane,  Piano  general 

180  ai^eiit  at  Lincoln,  Xeb. ;  "W.  H.  Blakeman,  Piano  agent  at 
Norfolk,  Xeb.;  F.  ( ).  Wil><on,  Piano  general  agent  at  Coun- 
cil Bluffs;  AV.  H.  Towne,  Ab'Cormick  general  agent  at 
Council  Bluffs;  ( '.  E.  Haynie,  ^McCormick  general  agent  at 
Lincoln;  C.  D.  Hibl)ard,  Deering  general  agent  at  Omaha 
for  tlie  Xorth  Platte,  and  W.  R.  Lnmry,  Deering  general 
aucnt  for  the  South  Platte;  C.  0.  Aspinwall,  Champion 
general  agent  at  Lincoln.  That  is  all  of  them  that  I  re- 
meni):cr.  We  estabhshed  a  price  that  we  suggested  to  the 
agents  they  should  get  for  the  machines. 

There  may  have  been  a  few  Johnston  and  Wood  agents 
in  that  territory  but  I  did  not  figure  them  as  entering  into 
competition  at  all.  I  do  not  think  the  Adriance-Platt  ever 
did  any  business  in  the  state. 

As  general  agent  of  the  Acme  Company  I  covered  south- 
western Iowa,  i^ractically  all  of  Xebraska,  a  little  of  Kan- 
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sas  and  some  of  Colorado  and  Wyoming.    In  that  territory 

181  we  sell  headers,  binders,  mowers  and  hay  tools ;  very  few 
headers  are  sold ;  there  is  a  large  sale  of  grain  binders. 

International's  Percentage  of  Business  in  Platte  Territory. 

In  the  territory  north  of  the  Platte  about  80  per  cent, 
of  the  business  in  grain  binders  is  done  by  the  Interna- 
tional. We  do  more  business  south  of  the  Platte.  I  think 
we  do  as  much  as  they  do — about  50  per  cent.  I  think 
the  International  does  probably  90  per  cent,  of  the  busi- 
ness in  Colorado  and  Wyoming.  We  do  not  manufacture 
any  corn  binders.  The  International  and  Johnston  sell 
corn  binders.  I  do  not  know  of  any  others  who  sell  them. 
I  think  the  International  does  75  per  cent,  of  the  business 

182  in  mowers  north  of  the  Platte.  There  is  not  a  large 
mower  trade  in  the  southern  territory. 

We  have  difficulty  in  getting  agents  in  the  North  Platte 
territory.  I  think  the  policy  of  the  International  in  di- 
viding their  harvesting  implements  among  the  different 
dealers  in  the  town  has  an  effect  on  us  because  the  larger 
the  line  they  have  the  easier  it  is  to  get  agents.  In  an 
ordinary  town  there  will  be  two  and  sometimes  three 
dealers.  Turning  a  farmer  or  a  blacksmith  into  a  good 
dealer  is  often  tried  but  it  does  not  work  out  very  well. 

I  understand  that  the  International  has  two  or  three 
different  kinds  of  manure  spreaders,  and  they  will  sell 
one  to  one  man  and  one  to  another ;  the  same  holds  good  in 
wagons,  so  they  can  sell  to  all  of  the  dealers  and  give 
each  a  full  line.  My  observation  as  to  large  manufactur- 
ers is  that  they  make  it  a  policy  to  sell  to  one  man  as 
much  as  possible. 

183  Cross-Examination. 

In  1899  to  1901  Big  Dealers  Given  Lower  Prices  than  Little 
Dealers. 

I  went  to  Grand  Island  in  1899  for  the  Piano  Company 
and  stayed  until  the  fall  of  1903.  In  1899,  1900  and  1901 
prices  varied  so  as  to  get  the  business.  A  dealer  who 
did  a  lot  of  business  would  get  his  machines  at  a  lower 
price  than  the  little  dealer ;  that  is,  we  made  concessions, 
which  amounted  to  the  same  thing.    The  effect  of  that  was 

184  that  the  big  man  got  the  advantages  and  the  discrimina- 
tion was  iiir  his  favor.  Vejfy  often  the  taking  back  of  'old 
machines   and   giving  free   repairs   resulted  in  farmers 
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bnyins'  new  machines  before  the  old  ones  were  worn  out; 
that  was  an  ordinary  occurrence. 

Acme  Business  Increusi))(i. 

J  understand  that  the  Acme  Company  had  gone  through 
bankruptcy,  and  in  1907  and  1908  was  taken  over  by  the 
company  now  headed  by  Mr.  Midcllekauff.  Its  busi- 
ness in  our  territory  lias  increased  greatly.  I  have  heard 
that  its  binder  sales  have  increased  from  1908  to  1912 
from  i',500  to  11,000.  In  the  south  Platte  territory  we 
do  about  50  per  cent,  of  the  business  in  binders.    That  is 

185  the  big  grain  territory  in  Nebraska.  The  McCormick, 
Deering,  Piano,  Champion  and  Milwaukee  companies  in 
1901  and  1902  did  about  all  the  business  in  that  territory. 

I  do  not  know  that  the  competition  of  the  International 
in  mowers  has  been  increasing  in  Colorado  and  Wyoming. 
I  know  that  ^Ir.  Plattner  has  a  firm  there.  The  custom 
of  tlie  other  manufacturers  is  to  have  one  representative 
sell  their  full  line.  I  do  not  think  that  it  is  the  practice 
for  companies  generally  to  have  one  representative  sell 
only  their  machines — their  full  line.  There  are  a  lot  of 
eases  where  the  implement  dealers  handle  more  than 
one  line. 

186  In  the  north  Platte  territory  we  have  increased  our 
mower  business  a  little  since  1909.  We  have  extended  our 
territory  and  gotten  new  agents.  I  could  not  tell  the  per- 
centa.ne  of  this  increase  because  the  territory  has  been 
changed  around.  The  Acme  Company  has  not  a  full  line 
of  agricultural  implements. 

187  lie-divert  Examination. 

The  Plattner  Company  is  not  considered  a  big  factor 
in  the  mower  trade.  I  know  that  they  only  sell  a  small 
number.  Cp  to  1909  our  prices  have  been  lower  on 
binders  than  those  of  the  International,  about  $5  lower  on 
a  binder,  and  $2  or  $2.50  on  a  mower. 

In  the  north  Platte  territory  we  have  not  been  able  to 
get  all  of  the  best  agents.  We  have  a  few  of  the  good  ones 
but  not  all  of  them.    The  International  has  most  of  them. 

Be-cross  Examination. 

I  was   a  salesman  for  the  Moline  Plow  Company  in 
ISS  1905.    We  would  have  liked  to  have  our  agents  handle  our 
line  exclusively  but  we  did  not  succeed  in  doing  it. 
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III 

Re-re-dit  ect  Examination. 

The  Moline  Plow  Company  is  only  one  of  a  large  num- 
ber of  plow  companies. 
II 

343  B.  A.  McALEEE : 

Reside  at  Oklahoma  City.  Have  been  in  agricultural 
implement  business  about  16  years ;  a  canvasser,  or  trav- 
eler practically  all  the  time.  Commenced  as  a  canvasser 
for  the  McCormick  Co.  at  Lincoln,  Nebraska,  in  1896;  the 
season  was  about  two  and  a  Jialf  to  four  montlis.  For  the 
rest  of  1896  I  sold  the  line  of  Kingman  Plow  Co.  of 
Omaha,  Nebraska. 

In  Various  Employments. 

344  For  the  McCormick  Company  I  sold  a  line  of  grain  anrl 
hay  harvesting  machinery;  for  the  Kingman  Co.  tillage 
tools  and  vehicles.  With  the  McCormick  I  covered  the 
southeast  and  south  central  portions  of  Nebraska.  With 
the  Kingman  Co.  I  covered  Nebraska,  western  Iowa  and 
Northwestern  Missouri.  For  a  portion  of  each  year  I 
canvassed  for  McCormick  Co.  from  1896  to  1900.  I  usually 
put  in  from  five  to  seven  months  with  the  plow  company. 

I  was  with  the  Deering  Harvester  Co.  in  1900,  1901  and 
1902  as  blockman  at  Wichita,  Kansas,  covering  south  cen- 
tral Kansas. 

345  In  1905  I  went  back  with  the  Kingman  Plow  Co.,  as 
territorial  salesman,  covering  northern  Nebraska  and  a 
portion  of  South  Dakota.  Was  with  them  until  January 
1,  1907.  Mv  next  experience  in  the  business  commenced 
March  1,  1908,  with  the  Grand  Detour  Plow  Co.  Their 
Kansas  City  branch  was  then  called  the  Big  Four  Imple- 
ment Company,  covering  northern  Kansas  territory.  I 
stayed  with  them  until  March  1,  1911. 

Am  now  salesman  for  Eoek  Island  Plow  Co.  with  head- 

346  quarters  at  Oklahoma  City,  covering  western  Oklahoma 
and  a  portion  of  northern  Texas. 

During  entire  period  I  have  been  in  business  I  have 
been  with  the  selling  end  and  have  come  in  contact  with 
practically  all  the  implement  dealers  in  the  States  of 
Texas,  Oklahoma,  Kansas,  Missouri,  Iowa,  Nebraska, 
M7  Soutli  Dakota,  Colorado.  Have  been  making  sales  direct 
to  these  implement  dealers. 
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II 

In  a  town  of  about  a  thousand  inhabitants  in  Kansas, 
Missouri,  Xebraska,  Iowa  and  South  Dakota,  generally 
speaking,  there  would  be  two,  occasionally  three  imple- 
ment dealers.  The  size  of  the  town  cuts  very  little  figure 
as  to  the  number.  There  are  usually  about  two  in  all 
towns;  even  the  smallest  hamlets.  In  large  towns  there 
will  be  not  to  exceed  three  or  four.  These  dealers  gen- 
erally handle  a  line  of  tillage  tools,  harvesting  machinery, 
threshing  machinery,  vehicles  of  all  kinds,  pumps,  v/ind- 
mills  and  other  smaller  articles. 

I  have  learned  the  names  of  my  competitors  selling 
these  different  lines  in  the  territory  covered,  and  their 

348  methods.  That  is  a  paii;  of  my  business.  I  know  many 
implement  dealers  in  this  country.  In  Kansas,  Nebraska 
and  Iowa  every  dealer  will  handle  harvesting  implements 
of  one  kind  or  the  other.  The  principal  lines  are  the  T 
H.  Co.  's  line  in  grain  and  corn  harvesting  machinery.  The 
principal  machines  in  those  states  are  the  grain  harvesting 
machinery,  corn  harvesters,  mowing  machines,  hay  rakes. 
There  are  not  as  many  grain  harvesters  in  Oklahoma  as 
farther  north.  In  western  Oklahoma  the  trade  is  very 
little.    The  corn  'binder  trade  is  extremely  heavy  there. 

Importance  of  Harvester  Line. 

I  have  sold  in  competition  with  the  I.  H.  Co.  tillage 
tools,  such  as  disc  harrows,  peg  tooth  or  drag  harrows, 
wagons  and  hay  sweeps.  The  tillage  implements  consist 
of  plows,  cultivators,  disc  harrows,  listers,  stalk  cutters, 
and  various  articles  used  for  working  soil.    There  is  an- 

349  other  class, — the  seeding  machinery.  From  the  dealer's 
point  of  view  the  harvesting  line  is  the  most  important, 
because  it  is  a  necessity  on  the  farm,  and  there  is  a  vast 
amount  of  them  sold,  and  the  selling  does  not  stop  with 
the  harvesting  machine.  The  selling  of  the  machine  en- 
tails a  vast  amount  of  repairs  for  a  number  of  years 
thereafter.  That  brings  the  farmer  hack  to  where  he 
bought  the  machine  very  frequently  during  the  harvesting 
season.  That  is  because  the  grain  binder  is  a  large  and 
complicated  piece  of  machinery  involving  many  parts. 
It  is  different  in  that  way  from  any  other  kind  of  agricul- 
tural machine.  The  repair  feature  of  the  harvester  busi- 
ness is  one  of  the  most  important  to  the  dealer.  No  other 
part  of  the  business  is  as  important  to  get  the  farmer 
to  come  into  the  store. 
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The  harvester  implement  necessarily  costs  more  than 
the  plow  or  seeding  implements.  I  sold  the  McCormick 
principally  in  southern  half  of  Nebraska,  and  the  Deering 
3oO  line  m  south  central  Kansas.  I  left  the  Deering  Company 
January  1,  1903.  The  principal  competitors  in  that  ter- 
ritory besides  the  ]McCormicks  and  Deering,  were  the 
Piano,  Milwaukee  and  Champion  Companies  and  in  a  very 
small  way,  the  Osborne  Co.  and  the  Acme  Co. 

In  1901  and  1902  I  judge  the  six  companies  named  first 
did  987c  of  the  business  in  binders  and  85  to  90%,  if  not 
more,  of  the  business  in  mowers.  The  Emerson  Talcot 
Manufacturing  Co.  was  in  the  mower  business.  They  made 
a  line  of  mowing  machinery  and  hay  rakes  but  no  har- 
vesters. 

I  left  the  Deering  Co.  three  months  after  it  had  gone 
into  the  I.  H.  Co.  The  trade  was  light  after  the  1st  of 
August,  1902.  What  few  contracts  were  made  by  me 
after  the  change  were  at  exact  contract  prices ;  no  shaving 
of  prices  whatever. 

Percentages  of  Sales. 

351  In  Oklahoma  in  1911  I  should  judge  the  I.  H.  Co.  did 
nearly  if  not  fully  as  large  a  per  cent,  of  the  harvester 
business  as  before;  possibly  95%  or  better.  There  was 
practically  no  competition  in  that  territory  as  to  the  Acme 
Co.  In  1911  the  same  per  cent,  of  the  mower  business  was 
being  done  by  the  Harvester  Company, — about  75  to  90%. 
The  International  did  about  90%  of  the  sulky  or  steel  rake 
business  in  1911,  and  about  50%  of  the  side  delivery  rake. 

352  There  is  a  great  sale  of  sweep  rakes  there.  From  60  to 
70%  of  that  business  was  controlled  in  191]  by  the  I.  H. 
Co. 

In  Oklahoma  they  sell  corn  binders  principalh";  99^% 
are  sold  by  the  International.  There  are  a  very,  very 
few  Johnston  corn  harvesters  sold  in  that  territory. 

About  60  to  61%  of  the  mower  business  down  there  in 
Oklahoma  is  done  by  the  International.  In  the  central 
western  states  there  is  practically  nothing  done  by  east- 
ern manufacturers,  such  as  "Walter  A.  Wood;  by  Adriance, 
Piatt,  absolutely  nothing. 

Lines  Sold  by  Witness. 

There  does  not  exist  in  any  other  line  of  agricultural 
implements  the  same  concentration  of  control  by  one  com- 
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paiiy  as  exists  in  the  harvesting  line.     Xo  one  company 

353  controls  as  large  a  percentage  of  the  tillage  tool  business 
as  I  liave  testified  respecting  the  harvesting  lines. 

I  have  been  selling  wagons  in  these  states,  and  a  very 
few  cream  separators,  manure  spreaders,  seeding  ma- 
chinery and  plows.  There  is  no  such  concentration  of 
control  in  any  one  of  these  lines.  Since  1903  the  Interna- 
tional has  entered  the  manufacture  of  the  wagon,  tillage 
tool,  gasoline  engine,  manure  spreader  and  cream  sepa- 
rator lines,  hay  sweeps  and  stackers,  seeding  machinery. 
These  lines  are  sold  to  the  same  dealers  as  harvesting 
lines. 

In  these  new  lines  there  has  been  a  phenomenal  increase 

354  of  sales  by  the  I.  H.  Co.,  due  in  part  to  the  concentration 
of  control  acquired  by  the  I.  H.  Co.  in  harvesting  imple- 
ments. I  have  been  selling  these  lines  in  competition  with 
them.  It  has  been  part  of  my  business  to  observe  their 
methods  of  competition,  as  well  as  the  methods  of  my 
other  competiors.  The  competition  of  the  I.  H.  Co.  in 
respect  to  these  new  lines  has  been  very  disreputable. 

Should  say  the  I.  H.  Co.  does  60  to  65  per  cent,  of  the 
farm  wagon  business  in  the  territory  in  which  I  have 
been  doing  business.  They  make  different  lines.  The 
Wel)er,  Columbus,  Bettendorf,  and  Iron  King. 

In  tlieso  different  towns,  there  are  generally  two  deal- 
ers, sometimes  more.     The  Harvester  Company  divides 

355  its  lines  of  wagons  among  the  dealers  where  it  is  possi- 
ble to  do  so,  and  it  is  generally  possible.  The  same  policy 
is  followed  respecting  wagons  as  has  been  followed  for 
many  years  respecting  harvesting  machinery.  They 
manufacture  three  lines  of  manure  spreaders;  the  Twen- 
tieth Century  Kemp,  the  Clover  Leaf,  and  the  Corn  King. 
The  agencies  for  these  three  lines  are  distributed  among 
the  different  dealers.  That  is  the  general  rule  in  states 
where  there  is  a  considerable  amount  of  manure  spreader 
trade. 

They  manufacture  more  than  one  line  of  tillage  imple- 
ments ;  the  Osborne  line  and  the  Keystone.  These  two  are 
distributed  where  there  are  two  dealers ;  one  dealer  is  gen- 
eralh'  given  one  line  and  another  dealer  another. 

This  distribution  of  lines  has  the  effect  of  reducing  the 
amount  of  business  done  by  independent  manufacturers 
iust  that  much,  and  in  a  large  portion  of  the  Central 
AYest.    It    atfects    the    supply    of    available    retail  im- 
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plement    dealers     very    much.     It  usually  supplies    the 

356  trade  for  the  two  dealers  in  a  town  and  there  is  none  left 
for  the  other  fellow.  With  a  dealer  that  has  handled  a 
popular  line — Deering  or  McCormick — for  a  great  many 
years  at  one  stand,  the  repair  business  is  quite  a  portion 
of  his  business  and  the  most  valuable  of  the  harvester 
business,  and  with  the  methods  used  generally  by  the 
representatives  of  the  1.  H.  Co.  in  threatening  to  remove 
the  agency  of  their  machines  it  is  a  very  good  club  to 
make  the  dealer  buy  other  portions  of  their  lines  besides 
harvesters.  1  am  able  to  describe  some  of  the  methods 
adopted  to  which  I  object;  their  threatening  to,  and  actu- 
ally withdrawing  contracts  for  their  machines  from  deal- 
ers who  had  handled  them  for  years,  in  case  they  would 
not  purchase  their  wagon  line,  disc  harrow  line  and  also 
several  other  lines  such  as  cream  separators  and  gasoline 
engines. 

357  Cross-Examination. 

Since  1905  I  have  been  in  active,  constant  and  sharp  com- 
petition in  my  business  with  the  I.  H.  Co.  in  the  territory 
covered  on  certain  lines.  I  am  not  particularly  hostile  to 
that  company. 

Has  Written  Articles  for  Press  Attackimg  I.  H.  Co. 

Q.  You  have  made  a  ntimber  of  bitter  attacks  on  the 
company,  have  you  not?  A.  Not  particularly  bitter,  oo, 
sir.  I  have  written  some  articles  attacking  the  company 
which  were  printed.  I  wrote  them  to  get  them  into  the 
newspapers.  I  have  not  written  any  of  these  articles  for 
pay,  nor  had  them  advertised  and  printed  in  newspapers 
in  Iowa  and  other  states  while  I  was  living  in  Nebraska, 

358  other  than  in  the  paper  that  originally  printed  them. 

I  have  been  interesting  myself  in  this  lawsuit  in  a  meas- 
ure. Have  not  been  particularly  active  in  it.  Have  not 
been  to  Washington.  The  first  United  States  official  I 
ever  saw  was  Mr.  Darling,  less  than  six  weeks  ago.  My 
first  communication  from  the  Department  of  Justice  was 
less  than  six  months  ago.  I  wrote  Mr.  Stanley  of  the 
United  States  Steel  Investigation  Committee  a  letter 
■something  like  a  year  ago.  That  was  the  first  letter 
written  to  any  puislic  official  respecting  this  matter  that 

359  I  recall  at  this  time.  Have  written  some  since  but  very 
few.    I  wrote  the  letter  of  my  own  motion. 
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]\Iy  last  connection  with  the  International  was  in  Jan- 
uary, 1903.  I  had  been  with  the  Deerings  and  continued 
with  the  new  company  until  January  1st.  I  was  not  dis- 
charged. There  was  absolutely  no  bitterness  with  respect 
to  the  severance  of  my  relations  with  the  company.  The 
most  friendly  relations  existed  at  the  time  I  left. 

Cross-Examination  as  to  IVitness'  Actual  Knoidedge. 

The  control  of  the  I.  H.  Co.  over  all  lines  by  virtue  of 
their  harvesting  lines  makes  it  impossible,  I  think,  for  any 
small  concern  to  begin  and  build  up  a  harvesting  line  by 

360  itself.  I  did  not  know  that  the  Acme  Company,  which  was 
an  insolvent  concern  in  1907,  had  increased  its  output  of 
binders  from  2500  in  1907  to  11,000  in  1912.  I  knew  they 
had  increased  their  output  but  not  exactly  how  much.  I 
did  know  that  the  Acme  Company  has  nothing  but  a  line 
of  grain  and  hay  harvesting  machinery.  I  know  that  the 
Eumely  Company  purchased  a  number  of  lines  other  than 
they  had  been  operating  for  a  number  of  years,  and  had 

361  increased  the  number  of  their  agents  in  the  United  States 
since  they  took  over  these  new  lines.  T  did  not  know  they 
had  increased  them  by  two  thousand.  I  can't  figure  that 
there  is  much  of  an  increase  in  business  for  the  Eumely 
Co.  I  seriously  question  whether  there  is  any  consider- 
able increase  in  the  output  of  the  Eumely  plants.  I  did 
not  qualify  as  an  expert  on  the  thresher  or  gasoline  en- 
gine line,  and  that  is  practically  all  the  Eumely  Company 
handles. 

362  I  know  that  the  John  Deeie  Company  has  recently  gone 
into  the  binder  business ;  putting  out  a  few  of  them. 

(}.  When  yon  speak  of  an  increase  in  business,  an  in- 
crease in  two  years  from  nothing  to  2,000  it  does  not  mean 
anything  to  you?  A.  In  the  magnitude  of  the  implement 
and  machine  business  I  consider  it  absolutely  nothing,  in 
a  measure. 

Q.  But  leaving  out  of  view  the  magnitude  of  the  busi- 
ness, and  bearing  in  mind  the  (|uestion  whether  there  is  an 
opening  for  the  putting  out  of  a  binder,  and  whether  con- 
ditions are  sueli  that  no  competitor  can  come  in  and  suc- 
cessfully enlarge  his  business, — you  do  not  think  that  an 
increase  from  nothing  to  2,000  machines  in  two  years  has 
any  significance  especially;  is  that  it?  A.  From  a  finan- 
cial standpoint  I  seriously  question  whether  he  can  or  not. 

I  would  not  exactly  call  it  foolish  for  the  John  Deere 
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Company  to  invest  large  sums  of  money  in  an  attempt  to 
establish  a  binder  trade;  if  they  remain  in  the  agricul- 
tural implement  business  they  will  have  to  do  something 
of  _  that  kind  if  they  have  money  to  do  it.  Whether 
it  is  foolish  for  any  concern  to  take  on  a  new  line  where 

363  the  International  is  a  strong  competitor  would  depend 
largely  on  the  standing  in  the  trade.  In  regard  to  a  bank- 
rupt concern  like  the  Acme  developing  a  trade  in  binders, 
there  are  a  few  retail  implement  dealers  in  the  territory 
mentioned  that  refuse  to  handle  any  portion  of  the  Inter- 
national's output,  consequently  are  open  for  such  lines  as 
the  Acme  Company,  and  evidently  that  is  where  they  have 
gotten  their  increase  in  business. 

Q.  And  those  are  the  best  agents'?  A.  In  some  cases, 
yes,  sir.  There  are  a  few  agents  that  refuse  to  handle 
any  portion  of  the  International's  output  in  some  isolated 
cases. 

The  company  I  now  represent,  the  Eock  Island  Plow 

364  Co.,  manufactures  corn  planters.  In  the  territory  I  cov- 
ered myself  we  sold  in  the  neighborhood  of  300  corn  plant- 
ers ihis  year.  They  sold  considerably  less  than  that  last 
year;  I  doubt  if  more  than  100.    I  do  not  know  the  per- 

365  centage  of  sales  in  1910 ;  I  was  not  there ;  was  selling  the 
Grand  Detour  line  out  of  Dixon,  Illinois,  with  their  branch 
house  at  Kansas  City;  was  working  in  northern  Kansas. 
The  Eock  Island  people  put  out  between  300  and  400  list- 
ers in  that  territory  then. 

A  corn  planter  in  that  territory  means  a  two-row 
planter.    There  was  practically  nothing  of  that  kind  sold 

366  there.  I  am  selling  this  year  corn  and  cotton  cultivators. 
I  put  out  200  to  225  this  year  and  a  few  more  than  that 
last  year.  The  year  before  a  considerable  number  less ;  I 
was  not  in  that  particular  territory  and  am  unable  to  state. 

We  turn  out  a  line  of  disc  harrows.  Less  than  75  were 
marketed  in  my  territory  this  year,  and  the  year  before, 
possibly  the  same  number,  or  even  less.    We  also  put  out 

367  a  line  of  steel  drag  harrows.  I  put  out  this  year  about 
125 ;  about  same  number  last  year.  That  is  about  all  the 
lines  of  tillage  tools  sold  in  that  territory.  We  sold  pos- 
sibly 25  plows  this  year  and  last  year.  I  put  out  about 
150  wagons  this  year;  last  year  a  very  few,  possibly  75 
to  100.  We  also  sell  light  vehicles,  buggies  and  spring 
wagons;  put  out  possibly  200  last  year. 

Our  year  ends  the  first  of  August;  it  is  pretty  hard  to 
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368  deteiinine  just  what  has  been  put  out  in  what  I  term  the 
vear.  My  trade  in  light  vehicles  last  year  was  about  125 
to  150.  The  total  amount  of  business  I  did  in  my  terri- 
tory this  calendar  year  was  about  $40,000 ;  last  year  about 
the  same. 

Cross-Examination  as  to  Actual  Knowledge  of  Percentages. 

When  I  gave  the  percentage  of  the  binder  trade  done  by 

the  Internationa],  I  referred  to  the  territory  that  I  had 

369  been  covering;  Oklahoma,  Kansas,  Nebraska,  the  western 
portion  of  Iowa,  about  three  counties  and  the  western 
corner  of  Missouri,  about  three  or  four  counties.  In  giv- 
ing specific  percentage  of  the  business  in  the  binder  line 

370  done  by  the  I.  H.  Co.,  the  conditions  are  practically  the 
same  now  as  they  were  when  I  was  actually  covering  the 
territory. 

I  have  not  the  slightest  idea  how  many  McC'ormick, 
Deering  or  Champion  binders  were  marketed  in  that  ter- 
ritory in  1911.  Very  few  Acme  binders  were  marketed  in 
that  territory  in  1911.  I  do  not  know  exactly  how  many. 
I  have  no  way  of  knowing.  My  observation  and  what  I 
based  my  testimony  on  was  my  calling  on  the  trade  and 
knowing  at  what  points  the  I.  K.  Co.  line  was  sold,  and  in 

371  what  per  cent,  of  the  points  it  was  sold  at. 

Was  traveling  in  Oklahoma  in  1911.  I  assumed  condi- 
tions in  the  rest  of  the  territory  were  practically  as  they 
were  when  I  liad  been  traveling  through  it.  Cannot  give 
exact  number  of  binders  marketed  in  that  territory  in 
1911.  Storm  Lake,  Iowa,  I  presume  is  in  the  territory  re- 
ferred to.  I  have  not  been  there  for  four  years  or  more; 
never  made  that  specific  town.  I  do  not  know  anything 
about  the  actual  conditions  there. 

Sioux  City,  Iowa,  is  also  in  that  territory.     I  do  not 

372  know  how  many  ^Mct'onnick  or  Acme  or  Deering  binders 
were  sold  in  Sioux  City  in  1911.  or  the  number  of  any  kind 
of  binders  sold  there.  I  was  not  there.  Have  not  been 
there  for  five  years.  I  do  not  think  I  was  ever  in  Algona, 
Iowa.  My  business  in  western  Iowa  was  principally  spe- 
cial business  and  I  was  not  making  all  the  towns.  I  have 
made  Council  Bluffs  a  great  many  times.  Have  not  been 
there  for  more  than  five  years.  From  personal  knowledge 
I  know  nothing  about  conditions  in  the  agricultural  busi- 
ness there  for  the  last  five  years. 

I  was  in  Lincoln,  Nebraska,  last  sum.mer.    Do  not  know 
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the  exact  number  of  McCormick  binders  sold  there  in  1911, 
and  do  not  remember  whether    the    Acme    harvester    is 

373  handled  there.  I  have  nothing  upon  which  to  base  even 
an  impression  as  to  the  sale  of  Acme  binders  at  Lincoln, 
Nebraska.  The  Acme  Company  has  no  general  agent  at 
Lincoln,  unless  they  put  one  in  just  recently.  They  have 
at  Omaha.  The  Acme  binders  sold  out  of  Omaha  would 
be  sold  through  the  general  agency  throughout  the  entire 
state.  I  do  not  know  the  exact  number  sold,  nor  the  ex- 
act number  of  McCormick  binders  sold  in  1911. 

I  do  not  know  about  the  Deering.  I  was  not  in  Grand 
Island,  Nebraska,  in  1911.  I  do  not  know  about  the  Acme 
or  any  of  them.  I  was  not  in  Wellington,  Kansas,  in  1911. 
I  do  not  know  anything  about  conditions  there  that  year, 
or  how  many  binders  of  any  make  were  sold  in  that  year. 

374  I  could  not  tell  you  as  to  A¥ichita,  Kansas,  in  1911  either, 
because  I  was  not  there.  The  same  applies  for  the  year 
1911  to  Seward,  Wayne,  Bloomfield,  Norfolk,  Emerson  and 
Beatrice  in  Nebraska.  The  towns  named  are  all  repre- 
sentative towns  in  Nebraska.  Wellington,  Lawrence,  In- 
dependence, Parsons,  Dodge  City,  Fort  Scott  are  good 
representative  towns  in  Kansas.  I  do  not  know  the  out- 
put of  any  make  of  binders  in  those  towns  in  1911. 

Q.  Can  you  name  one  town  in  all  the  territory  you  have 
described  in  which  you  can  tell  us  exactly  the  number  of 
binders  put  out  in  1911?  A.  Mangum,  Oklahoma.  I  un- 
derstand your  question  to  call  for  any  kind  of  binder, 

375  grain  or  corn.  The  percentage  of  binder  business  that  I 
gave  on  direct  examination  in  Oklahoma  was  practically 
speaking,  on  corn  binders ;  some  grain  binders.  I  cannot 
give  you  the  output  exactly  on  grain  binders  for  the  year 
1911  in  any  town  in  all  the  territory  named.  I  can  give 
you  within  a  very  few  of  what  it  is. 

376  "  In  Davidson,  Oklahoma,  about  10  machines  were  sold 
in  all.  My  recollection  is  that  they  were  all  McCormick. 
There  might  have  been  some  Deering.  I  know  that  all  ma- 
chines sold  out  of  the  town  were  I.  H.  Co.  It  is  a  town  of 
two  or  three  hundred. 

Q.  Now  name  another  town.  A.  Well,  take  Freder- 
ick, Oklahoma.  There  were  in  the  neighborhood  of  15  or 
20  machines  sold  there  in  1911. 

I  would  not  want  to  name  one  town  where  I  knew  ex- 
actly the  number  put  out.  I  could  have  gotten  the  exact 
amoimt,  but  I  was  not  interested  in  it.     I  would  not  be 
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exact  as  to  the  number  of  binders  put  out  at  Mangum;  it 
is  an  estimate.  I  was  there  on  tlie  ground  and  while  I 
had  tlae  opportunity  to  learn  the  exact  number,  I  did  not 

377  at  the  time  do  so. 

Q.  In  all  the  territory  which  yon  have  described,  con- 
cerning which  you  testified,  giving  the  proportion,  there 
is  not  a  single  town  with  respect  to  which  yon  have  exact 
and  definite  and  positi^'e  knowledge  of  the  output  of  bind- 
ers for  the  year  1911?  A.  The  exact  number  I  would  not 
swear  to,  no,  sir. 

The  Standard  mower  manufactured  by  Emerson,  Brant- 
ingham  &  Co.,  was  sold  to  a  certain  extent  in  the  terri- 
tory covered  by  my  answer  during  the  years  mentioned. 

379  The  Dain  mower  was  sold  in  a  very  small  way.  No  Dain 
mowers  were  sold  in  1911  in  the  territory  covered  by  me 
which  I  am  familiar  with. 

My  testimony  yesterday  was  that  I  covered  certain  ter- 
ritories at  certain  stipulated  periods  and  that  I  have  been 
covering  western  Oklahoma  from  March  1,  1911,  up  to  the 
present  time.  I  want  to  modify  my  statement  as  to  cov- 
<!ring  this  jiarticular  territory  from  March  1,  1911,  up  to 
the  present  time,  1912. 

380  I  do  not  wish  to  be  understood  as  testifying  to  the  per- 
centage of  business  done  liy  the  I.  IT.  Co.  in  1911  in  the 
sale  of  binders  in  the  three  western  tiers  of  counties  of 
Iowa  or  in  Nebraska,  Kansas  or  the  four  northwestern 
counties  of  Missouri,  nor  do  I  wish  to  be  understood  as 
testifying  to  tlie  percentage  of  business  in  the  sale  of 
mowers,  rakes  or  wagons  done  by  the  I.  H.  Co.  in  1911  in 
the  same  territory. 

I  do  not  know  the  number  of  mon-ers  sold  in  that  terri- 
tory in  1911  liy  the  Emerson  Co.,  the  Deere  Co.,  the  Acme 
Co.,  or  tlie  I.  IT.   Co.     My  testimony  yesterday  did  not 

381  gi\-e  the  percentage  of  business  done  by  the  I.  H.  Co.  in 
said  territory  for  1902.  The  years  covered  by  my  testi- 
mony yesterday  were  from  1905  to  1907  in  a  portion  of 
that  territory. 

AMien  I  gave  the  percentage  of  sales  of  binders  by  the 
T.  H.  Co.  for  1905,  I  had  in  mind  specifically  northern  Ne- 
braska (the  territory  north  of  the  Platte  river  excepting 

382  from  Grand  Island  west  along  the  main  line  of  the  Union 
Pacific)  and  a  portion  of  South  Dakota  and  of  western 
Iowa. 

In  South  Dakota  I  had  in  mind  tlie  Chicago  and  North- 
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western  branch  from  Xorfolk,  Nebraska,  to  New  Dallas, 
■South  Dakota.  I  cannot  give  the  names  or  numbers  of 
counties.  While  I  made  a  portion  of  western  Iowa  in  1905 
it  was  at  long  drawn  out  intervals  and  only  a  few  of  those 
towns.  My  information  so  far  as  Iowa  is  concerned  is  a 
great  deal  less  than  the  territories  west  of  the  Missouri 
river.  The  towns  on  the  Northwestern  branch  to  Dal- 
las, S.  D.,  were  Bonesteel,  Gregory,  Burke,  Herrick  and 
one  other.    It  is  a  short  line,  possibly  100  miles. 

383  Practically  all  of  the  harvesting  machinery  sold  in 
northern  Nebraska  in  the  territory  just  defined  by  me  in 
1905,  was  sold  by  the  T.  H.  Co.  I  do  not  recall  a  single 
instance  where  there  were  Acme  binders  sold.  There 
were  a  few  of  their  Harvester  King.  I  cannot  tell  you 
how  many  Acme  binders  were  sold  in  that  territory  in 
1905  within  two  or  three  or  fifty  machines.  My  knowl- 
edge is  general.  What  I  said  about  the  northern  half  of 
Nebraska  is  true  with  respect  to  the  territory  mentioned 
in  South  Dakota  and  in  Iowa  except  that  in  the  Iowa  ter- 
ritory there  were  no  12  foot  binders  sold  at  that  time. 
There  may  have  been  an  isolated  case. 

384  I  cannot  tell  you  how  many  Acme  binders  were  sold 
in  the  Iowa  territory  in  1905.  There  were  practically  no 
harvesters  in  the  western  Iowa  trade  at  that  time  but  the 
I.  H.  Co.  machines.  Practically  all  the  mowers  sold  in 
1905  in  the  territory  in  Nebraska,  South  Dakota  and  Iowa 
last  described  were  I.  H.  Co.  machines. 

I  would  not  testify  that  I  knew  the  exact  number  but 
I  have  known  it  in  many  of  those  places.    I  do  not  know 

385  the  number  sold  in  that  territory  in  1905  by  the  Emerson 
or  Dain  or  Acme  Companies.  My  recollection  is  there 
was  none. 

In  1905  my  business  relations  in  Iowa  were  very  lim- 
ited. While  I  was  with  the  Kingman  Co.  I  traveled  spe- 
cially over  a  considerable  portion  of  that  territory  but 
that  was  before  the  time  of  the  I.  H.  Co.  I  do  not  think 
that  I  remember  a  single  town  made  by  me  in  the  three 
western  tiers  of  counties  in  the  State  of  Iowa  in  1906.  My 
knowledge  so  far  as  that  territory  is  concerned  is  almost 
confined  principally  to  Nebraska  and  a  small  portion  of 
South  Dakota. 

So  far  as  my  actual  knowledge  of  the  harvester  line  in 
those  two  territories  in  the  years  from  1905  to  the  pres- 
ent time,  eliminate  Iowa,  the  four  northwestern  corners 
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of  Missouri  and  the  western  portion  of  Iowa,  because  my 
business  relations  with  the  trade  there  were  so  small  in 
those  days  that  I  would  scarcely  wish  to  make  any  state- 
ment in  reference  to  that  particular  territory. 

The  territory  that  I  have  in  mind  and  Avish  to  include 
in  testifying  regarding  the  business  of  the  I.  H.  Co.  and 

387  harvesting  machinery  from  3905  to  1910  is  the  northern 
part  of  the  State  of  Nebraska  practically  north  of  the 
Platte  river  to  a  line  drawn  through  Central  City  except 
the  main  line  of  the  Chicago  &  Northwestern  to  the  west 
boundary  of  the  state.  Holt  county  is  included  in  that  ter- 
ritory. 

During  those  years  I  made  O'Neill  in  Holt  county. 
Stewart  is  just  at  the  western  edge  of  Holt  county  and 
there  is  a  small  town  east  of  0  'Neill.  Inman  is  the  name, 
I  am  jn-etty  sure.    As  far  as  I  can  recall  I  have  given  the 

388  names  of  the  towns  in  Holt  county  that  I  made  during 
those  years.  It  seems  to  me  tbat  there  is  an  inland  town 
in  the  northern  part  of  the  county. 

Q.  How  many  men  in  1905  were  engaged  in  Holt 
county  in  whole  or  in  part,  in  selling  agricultural  imple- 
ments? A.  Frank  Dobney  was  in  the  business  at  Stew- 
art. 

I  do  not  recall  tbe  name  of  the  other  dealer  or  possibly 
two  dealers  that  were  there-,  can  not  state  positively  how 
many  others  there  were.  There  were  two  dealers  at 
O'Xeill ;  can  name  one  of  them;  would  not  state  positively 

389  whether  there  were  more  than  two.  At  the  other  town 
in  Holt  county  my  recollection  is  there  was  only  one 
dealer. 

I  never  made  the  inland  town  referred  to.  It  was  just 
a  postoffice,  a  small  store  and  very  small  business  done  in 
the  implement  line  so  I  understood.  My  testimony  so  far 
as  the  percentage  of  business  in  the  harvesting  line  is  con- 
cerned in  tbe  county  of  Holt  in  1905  is  based  on  knowl- 
edge of  five  or  six  men  doing  business  there. 

390  Holt  is  a  fair  agricultural  county.  It  is  not  representa- 
tive so  far  as  agricultural  implements  go  in  Nebraska. 
Madison  County,  Nebraska,  is  fairly  typical ;  it  is  a  good 
type  of  agricultural  county  in  the  State  of  Nebraska. 

In  ]\radison  county  in  1905,  I  made  Norfolk,  Madison, 
Humphrey  and  Ilowells  and  Battle  Creek  if  my  memory 
is  correct  are  in  Madison  county,  as  near  as  I  can  recall 

391  now.     In  1905  there  were  three  men  selling  agricultural 
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implements  including  liai^vesting  machinery  in  Xorfolk, 
three  at  Madison  and  two  in  Howells. 

I  would  not  care  to  be  specific  as  to  Humphrey.  The 
business  there  was  all  shot  to  ruin  by  a  bunch  of  traders 
and  they  were  going  in  and  out  of  business  in  1905  and 
1906.  There  were  two  that  I  recall  in  1905.  There  were 
two  at  Battle  Creek  and  a  blacksmith  that  handled  a  little 
stuff  but  he  was  not  generally  termed  a  dealer.     That 

392  makes  thirteen  in  all  in  the  county  counting  the  black- 
smith. So  far  as  I  can  now  recall,  my  acquaintance  with 
the  business  in  1905  of  selling  harvesting  machinery  in 
Madison  county  was  in  relation  to  business  with  these 
thirteen  people.  Outside  of  the  business  done  by  those 
thirteen  I  have  no  precise  recollection  or  knowledge. 

The  testimony  I  have  given  as  to  my  acquaintance  with 
the  business  at  Madison  county,  Nebraska,  is  very  much 

393  the  same  as  to  the  other  counties  throughout  the  territory 
and  through  the  years  covered  by  my  testimony.  It  would 
differ  in  the  years  in  the  percentage  of  business  that  the 
I.  H.  Co.  did. 

The  county  is  typical;  the  year  1905  a  typical  year  so 
far  as  the  harvesting  machinery  line  is  concerned.  I  vis- 
ited the  territory  defined  in  northern  Nebraska  and  Da- 
kota up  to  July,  1907,  as  much  as  in  1905.  After  July, 
1907, 1  was  not  there  as  much.  The  1905  experience  would 
be  typical  up  to  1907  and  my  personal  knowledge  would 
be  less  after  that  date  than  before.  The  Emerson  people 
in  1905  sold  a  considerable  number  of  mowers  in  Madison 

394  county  through  H.  H.  Sadler,  their  dealer;  always  did 
while  I  made  that  territory. 

It  is  my  recollection  that  the  Dain  people  sold  a  few 
Dain  mowers  through  their  agency  there.  The  Acme  mower 
to  the  best  of  my  recollection  was  not  sold  in  the  county  at 
all.  A  number  of  Standard  mowers  were  sold ;  cannot  give 
exact  number  at  this  late  date.  My  testimony  as  to  mow- 
ers and  binders  will  apply  to  rakes.  "When  I  testified  to 
the  percentage  of  wagon  trade  done  by  the  I.  H.  Co.  in 
1911  intended  to  cover  by  my  answer  the  northern  por- 
tion of  Kansas  in  1911  with  mv  knowledge  of  1908,  '9  and 
'10,  and  general  knowledge  of  the  business  of  that  par- 

395  ticular  territory.  My  answer  was  based  largely  on  my 
knowledge  of  the  Oklahoma  trade  if  you  put  it  for  1911. 

My  information  covering  the  wagon  business  covered 
by  niy  testimony  comes  from  a  wagon  manufacturer  who 
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keeps  in  toucli  with  the  wagons.  Eeferring  to  my  direct 
testimony  that  the  International  did  60  to  65  per  cent, 
of  the  farm  wagon  business  in  certain  territory  I  based 

396  my  answer  on  my  own  knowledge  of  the  territory  in  the 
past  and  also  statements  made  by  two  different  wagon 
manufacturers.    My  statement  was  based  largely  on  what 

397  I  could  soe  and  my  judgment  of  the  number  of  wagons 
sold  in  a  portion  of  the  State  of  Kansas.  I  did  not  in- 
tend to  give  the  percentage  of  the  I.  H.  Co.  trade  in 
wagons  throughout  Kansas.  I  referred  to  pretty  nearly 
the  northern  half  from  the  Blue  river  west,  including  the 
main  line  of  the  Union  Pacific  west  from  Kansas  City, 
west  of  Manhattan.  I  did  not  intend  to  include,  in  that 
answer  for  that  particular  time,  Nebraska  or  the  three 
western  tiers  of  counties  of  Iowa  or  the  four  northwestern 
counties  of  the  State  of  Missouri.  My  actual  knowledge 
for  these  specific  years  is  in  respect  to  Kansas.  That  is 
the  only  actual  personal  knowledge,  not  hearsay,  from 
which  1  answered  that  question.  The  conditions  sur- 
rounding that  class  of  trade  are  practically  the  same 
throughout  Kansas  and  Xelu'aska. 

It  is  largely  so,  that  having  personal  knowledge  with 
respect  to  the  northern  part  of  Nebraska,  I  spread  that 
knowledii'(>  out  through  Nebraska  and  these  other  States 
and  applied  it. 

398  Re-direct  Examination. 

I  have  testified  on  direct  examination  to  canvassing 
from  1902  to  1911  when  I  went  down  to  Oklahoma.  In 
those  years  I  covered  different  sections  of  the  states 
named,  certain  territorA'  with  the  Kingman  Plow  Co. ;  an- 
other with  the  Grand  Detour  Plow  Co.,  and  another  in 
Oklahoma  with  the  Rock  Island;  still  other  territory  with 
the  Deering  and  McCormick. 

My  wagon  experience  extended  from  the  year  1897  prac- 
tical Iv  continuously  until  the  present  time  except  for  the 

399  years  190;'  and  4.  (The  witness  was  then  shown  a  map 
of  Madison  county,  Nebraska.)  Tilden,  Meadow  Grove, 
Battle  Creek,  Norfolk  and  Madison  appear  as  railroad 
towns  in  Madison  county.  T  visited  all  of  them  in  1905. 
In  Norfolk  there  were  three  dealers,  in  Battle  Creek  two 
and  a  blacksmith,  in  ^leadow  Grove  two,  Tilden  two; 
Madison  three.  To  the  best  of  my  recollection  every 
dealer  in  those  towns  handled  I.  H.  Co.  goods.    My  visits 
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in  Madison  county  give  a  fair  description  of  the  sort  of 
canvassing  I  did  in  the  states  named.  1  have  covered  in 
this  way  in  the  years  1902  to  1911  principally  a  portion 
of  South  Dakota,  Nebraska,  Kansas,  Oklahoma,  a  small 
portion  of  Texas  and  a  portion  of  Eastern  Colorado. 

400  The  testimony  I  gave  respecting  the  per  cents,  of  out- 
put is  based  on  information  gained  from  visiting  the  deal- 
ers in  these  different  towns  in  some  respects  and  in  other 
ways.  As  a  general  thing,  most  traveling  men  in  the  agri- 
cultural implement  hne  carry  a  small  ledger  and  as  set- 
tlements are  made  the  amount,  numbers  of  different  har- 
vesters, the  kinds,  mowers,  reapers,  rakes  and  all  down 
through  the  line  of  stuff  they  are  selling  are  recorded 
in  that  ledger.  I  have  recently  had  access  to  one  of  those 
which  I  based  my  percentages  on  largely.  During  these 
years  I  would  meet  these  other  canvassers  of  other  com- 
panies. 

The  percentage  of  business  given  in  my  testimony  yes- 
terday was  not  given  on  Nebraska,  Towa,  Missouri  and 
Kansas  for  1911.  I  had  formed  my  basis  for  that  percent- 
age of  business  on  the  actual  business  that  I  know  the  I. 
H.  Co.  has  done  in  the  particular  territory  that  I  am  cov- 
ering at  the  present  time  and  which  will  apply  largely  to 
all  portions  of  the  territory  mentioned.  That  was  my 
idea  and  so  testified;  based  statements  upon  the  infor- 
mation acquired  in  the  manner  described.  In  the  course 
of  a  year  I  visit  a  great  many  towns  and  a  great  many 

401  counties,  but  of  course  a  salesman  is  largely  going  over 
the  same  territory  throughout  the  year.  I  was  subpoenaed 
in  this  suit  at  Oklahoma. 

Re-cross  Examination. 

I  said  that  practically  all  of  these  agents  in  Madison 
county,  Nebraska,  sold  agricultural  implements  of  the  I. 
H.  Co. 

It  is  my  recollection  tJiere  was  one  concern  at  Battle 
Creek  that  was  at  that  time  at  outs  with  the  International 
and  I  think  for  a  time  they  discontinued  the  sale  of  their 
machines.  All  of  these  agents  sold  implements  other  than 
those  manufactured  by  the  I.  II.  Co. 
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398  G.  F.  ]^JESSIXaEE: 

Output  of  Messinger  Mfg.  Co. 

I  live  at  Tatamy,  Pa.  My  company  has  been  called 
ilessinger  Manufacturing  Company  since  1900;  before 
that  S.  S.  ^vlessinger  &  Son.  :My  father  died  in  1900.  He 
started  in  business  in  1857  and  I  became  a  partner  in  1874. 

399  We  make  some  agricultural  machinery.  The  statement 
I  produce  shows  the  number  of  mowers,  rakes,  tedders, 
corn  shellers,  etc.,  made  by  our  company  (Petitioner's 
Exhibit  250) : 

I!j02-1903-100rt-l!ill.l-1008-lll(i7-1008-1909-ini0-1011-l!ll2 
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We  sell  the  small  number  of  mowers  we  make  mostly 
around  home.  The  rakes  we  make  are  horse  rakes — com- 
bined wood  and  steel.    The  shafts  are  wood  but  the  wheels, 

400  axles  and  teeth  are  steel.  They  are  sold  around  home  and 
so  are  the  tedders.  The  shredder  we  made  in  1911  was 
small,  a  shredder  to  take  the  place  of  a  knife  cutter.  It 
was  no  busker. 

I 

147  P.  U.  MTDDLEKAUFF: 

President  of  the  Acme  Harvester  Machine  Com.pany 
with  factories  at  Peoria,  111.  Have  been  engaged  in  the 
harvesting  machinery  business  for  thirty  years,  with  an 
interim  of  about  five  years. 

Aone  Co.  and  Territory  Covered. 

168  Tbe  Acme  Company  makes  binders,  mowers,  headers, 
sweep  rakes,  sulky  rakes  and  stackers.  All  of  these  im- 
plements are  harvesting  machines.  The  Acme  Company 
does  business  from  the  eastern  line  of  Illinois  west  to  the 
Rocky  ^Mountains,  and  from  the  northern  boundary  of 
Texas  to  the  Canadian  line. 

169  In  that  territory  we  do  the  largest  harvester  business 
next  to  the  International.     I  should  sav  that  the  Inter- 
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national  in  that  territory  did  85  to  87  per  cent,  of  the 
business  in  binders.  We  ship  from  our  factory  to  the 
warehouses  located  at  our  general  agencies,  and  distribute 
from  the  general  agencies  to  the  retail  dealers  embraced 
in  the  territory  covered  by  the  respective  general  agen- 
cies. Our  general  agencies'  are  located  at  Peoria ;  Evans- 
ville,  Ind.;  Kansas  City,  Wichita,  Hutchinson,  Omaha, 
Sioux  City,  Aberdeen,  Fargo,  Minneapolis,  Mankato; 
Freeport,  111.;  Waterloo,  la.,  and  Billings,  Mont.  We 
sell  to  the  farmers  through  implement  dealers  entirely. 
Some  of  the  goods  we  sell  under  commission  contracts  and 
some  are  straight  sales. 

Harvesting  Machines  Sold  Under  Trade  Names. 

172  Binders,  mowers,  reapers,  rakes  and  headers,  are  sold 
under  trade  names.  Such  names  apply  not  only  to  bind- 
ers, but  to  mowers,  reapers  and  rakes.  The  word  "Mc- 
Cormick"  applies  not  only  to  binders,  but  to  mowers, 
reapers,  rakes,  tedders  and  other  lines.  That  has  always 
been  true  in  the  harvesting  machine  business.  The  lead- 
ing trade  names  are  "McCormick"  and  "D'eering. " 
Other  trade  names  are  "Champion"  for  the  Warder, 
Bushnell  &  Grlessner  Co.,  "Osborne,"  "Milwaukee"  and 
"Piano." 

173  There  are  from  one  to  five  dealers  in  a  town — small 
towns  have  one  or  two.  My  observation  is  the  I.  H.  Co. 
of  A.  gives  one  binder  to  one  agent  and  another  to  another 
agent,  and  keeps  distributing  them  as  long  as  the  agents 
last  in  the  town;  one  will  have  the  McCormick,  one  the 
Deering,  another  the  Piano  and  so  on.  That  policy  makes 
it  difficult  for  other  manufacturers,  and  for  my  company, 
to  get  a  suflficient  number  of  agents. 

A  number  of  our  dealers  also  handle  I.  H.  Co.  of  A. 
lines ;  we  always  try  to  get  dealers  who  do  not  handle  their 
lines,  but  it  is  not  possible  in  every  locality.  Our  dealers 
who  handle  International  lines  are  not,  as  a  rule,  as  satis- 
factory. 

174  Gross-Examination. 

The  estimates  I  gave  as  to  the  percentage  of  the  har- 
vester business  done  by  the  I.  H.  Co.  and  that  which  was 
done  in  1902  prior  to  its  organization  by  the  various  com- 
panies that  were  taken  over  were  merely  estimates  based 
on  my  general  knowledge  of  the  harvester  business. 
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I  have  been  President  of  the  Acme  Harvesting  Ma- 
chine Company  four  years.  Before  1908,  when  I  became 
president,  I  was  for  nearly  a  year  a  director  in  that  com- 

175  pany  but  not  actively  interested  in  the  business.  When  I 
became  president  I  made  a  larger  investment  in  the  Acme 
Company  than  I  had  before.  My  personal  investment 
went  into  the  Acme  Company  after  1908. 

As  president  I  have  had  personal  and  active  charge  of 
the  business,  and  personal  and  definite  knowledge  of  the 
manner  in  which  it  is  carried  on.  The  Acme  Company 
does  a  very  small  foreign  business.  Practically  all  its 
business  is  in  the  United  States. 

There  is  no  community  of  interest  between  the  Acme 
Company  and  the  Harvester  Company  and  has  never 
been.  There  has  never  been  any  agreement  between  the 
Acme  Company  and  the  Harvester  Company  as  to  prices, 
division  of  territory  or  anything  else.     The  Acme  Com- 

176  pany  is  in  active  competition  with  the  Harvester  Com- 
pany in  the  United  States  and  has  been  since  I  have  been 
connected  with  it. 

Field  Open  in  1907  for  Successful  Harvester  Business. 

In  1907  and  1908  I  thought  there  was  a  field  for  a  suc- 
cessful business  in  the  harvesting  machine  lines,  in  active 
competition  with  the  International  Harvester  Company 
in  the  United  States,  and  in  that  belief  I  invested  money 
in  the  Acme  Company.  Our  business  has  been  growing. 
Harvesting  machines  are  tlie  only  thing  we  make,  so  that 
in  active  competition  with  the  Harvester  Company  we 
have  been  doing  a  growing  and  successful  business,  al- 
though our  line  is  limited  to  harvesting  machinery. 

177  In  1908  we  made  2588  binders;  in  1909,  4352;  iii  1910, 
6195;  in  1911,  7829;  in  1912,  11,000.  This  last  figure  is 
estimated  but  the  estimate  is  very  close.  From  1908  the 
Acme  Company  has  increased  its  output  from  2588  bind- 
ers to  11,000.  AVe  do  not  make  any  reapers  because  those 
are  used  in  the  foreign  trade  almost  exclusively.  We 
make  mowers.  In  1908  we  manufactured  and  marketed 
3488  mowers;  in  1909.  5694;  in  1910,  6196;  in  1911,  6092; 
in  1912  we  estimate  that  we  have  marketed  9,000  and  this 
estimate  is  very  close;  so  that  the  Acrne  Company  has 
increased  its  output  of  mowers  from  3488  in  1908  to  9000 
in  1912. 

178  (3ur  hay  tools  include  rakes  and  stackers.     Our  output 
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in  hay  tools  in  1908  was  5359 ;  in  1909,  7500 ;  in  1910,  9293 ; 
in  1911,  8888;  in  1912,  9600;  so  that  the  output  of  hay 
tools  has  increased  from  5359  in  1908  to  9600  in  1912.   ' 
Our  output  in  headers  in  1908  was  673 ;  in  1909,  798 ;  in 

179  1910,  1300;  in  1911,  794;  in  1912,  1305  estimated.  All 
these  figures  are  based  on  our  books  except  those  for 
1912,  which  are  gathered  from  reports  of  our  managers 
of  branch  houses. 

In  1908  the  Acme  Company  had  four  general  agents. 
Now  they  have  fourteen.  They  have  about  3000  local 
agents.  They  did  not  have  that  many  in  1908.  I  would 
say  we  have  two  and  one-half  times  as  many  now  as  in 
1908. 

Based  on  my  knowledge  of  the  general  conditions  of  the 

180  business,  my  impression  is  that  the  output  of  harvesting 
machines  marketed  in  the  United  States — in  the  lines  we 
manufacture — is  in  the  aggregate  about  the  same  now  as 
in  1902. 

Re-direct  Examination. 

181  Petitioner's  Exhibit  73  was  furnished  by  our  Treasurer 
in  Peoria: 

Machine  Sales  of  Acme  Harvesting  Machine  Company. 

Year   Binders   Headers  Mowers  Hay  Tools      Volume 


1905 

2920 

1515 

4174 

6520 

1906 

3884 

1770 

6047 

6714 

1907 

2002 

816 

4186 

5000 

1908 

2588 

673 

3488 

5359 

$  779,672.00 

1909 

4352 

798 

5694 

7500 

1,176,716.44 

1910 

6195 

1300 

6196 

9293 

1,475,519.41 

1911 

7829 

794 

6092 

8888 

1,596,000.00 

1912 

11000 

1305 

9000 

9600 

2,100,000.00 

182  The  only  hay  tools  we  make  are  sulky  rakes  and  sweep 
rakes,  and  stackers.  We  have  not  made  any  side  delivery 
rakes. 

Ill 

351  HAELAN  G.  NEWCOMER : 

Output  of  Eureka  Mower  Co. 

I  am  President  of  the  Eureka  Mower  Company  located 
at  Utica,  New  York,  manufacturers  of  planting  machinery, 
potato,  corn  and  bean  planters,  weeders  and  seeders,  hard- 
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ware  specialties  and  a  few  mowers.  Our  type  of  mower  is 
a  center  draft  mower,  the  cutter  bar  being  in  the  center 
instead  of  at  the  side  as  usually  constructed.  "We  do  not 
make  any  side-draft  mowers.  The  International  does  not 
make  center  draft  mowers,  to  my  knowledge.    It  is  a  very 

352  old  st}le  of  mower ;  it  can  be  used  for  the  same  purposes 
as  a  side  draft,  but  as  we  sell  them  they  are  used  largely 
for  special  purposes,  either  cutting  in  narrow  places  or 
cutting  crops  grown  in  beds,  or  cutting  grass  and  weeds 
above  the  crops. 

I  have  prepared  a  statement  showing  the  number  of 
center  draft  mowers  manufactured  by  our  Company  for 
the  years  1902  to  1911,  as  I'ollows :  1902,  49 ;  1903,  2  ;"l904, 
50;  1905,  54;  1906,  8;  1907,  29;  1908,  20;  1909,  24;  1910, 
20,  1911,38. 

In  a  sense  we  are  competitors  of  the  International  in 
mowers,  but  we  do  so  little  in  that  line  that  we  liave  not 
regarded  ourselves  as  being  in  competition  with  them. 
The  figures  given  show  our  entire  output  of  all  kinds  of 
mowers. 

353  Cross-Exanii  nation. 

We  advertise  our  business  and  the  name  carries  the 
idea  that  we  are  in  tlie  mower  inisiness,  and  in  the  Blue 
Book  list  of  implement:  manufacturers  we  are  listed  as  one 
of  the  manufacturers  of  mowers. 
II 

514  JOI-IX  PLATTXER: 

I  am  connected  with  the  Plattner  Iniplement  Company 
of  Denver,  Colorado.  It  has  been  in  the  business  since 
1895.  From  then  until  1902  it  did  a  general  jobbing  im- 
plement business.  Prior  to  1900  it  handled  the  Piano 
^lanuf acturing  Company 's  harvesting  implements.  After 
1900,  one  year  we  handled  the  ]\Iinnie  Harvester  Com- 
pany's goods,  and  tlie  next  the  Keystone  ^Manufacturing 

515  Company's  mowers.  After  that  we  entered  upon  tli'' 
manufacture  of  mowers.  ^Ye  also  manufacture  other 
harvesting  machinery.  The  statement  I  hand  you  is 
accurate. 

Plattner  Implement  Co's  Output  of  Harvesting  Machines. 

Petitioner 's  Exhibit  182  :  Statement  showing  the  num- 
ber of  binders,  mowers,  corn  buskers  and  shredders,  hay 
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1906 

Mowers    140 

Stackers 05 

Sweeps  : . .  112 

1909 

Mowers    390 

Stackers 156 

Sweeps 360 


1905  Plattner  Goods. 

Mowers   CO 

Stackers 38 

Sweeps ! . . . .  70 

190S 

Mowers    312 

Stackers 128 

Sweeps  240 

1911 

Mowers    542 

Stackers 193 

Sweeps  516 


rakes  and  other  harvesting  machines  manufactured  by 
Plattner  &  Company  for  sale  in  the  United  States. 

"1908  in  the  spring  1904  in  the  spring 

2  cars  of  machines  3  cars  of  mowers. 

Minnie  H.  Company         Keystone  Co., 
Sterlinig,  Ills. 
51G      1906  igOT 

Mowers    220 

Stackers 102 

Sweeps  180 

1910 

Mowers    430 

Stackers 175 

Sweeps 420 

1912 

Mowers 587 

Stackers 303 

Sweeps 550" 

We  sell  our  output  in  Colorado,  Western  Nebraska — 
anywhere  west  to  the  coast.  The  freight  rate  from 
Denver  to  California  on  our  hay  tools,  mowers,  stackers 
and  sweep  rakes  is  $1.25  per  hundred  carload  lots;  from 
Chicago,  it  is  $1.30.  Denver  is  half  way  between  Chicago 
and  California.  We  are  rather  at  a  disadvantage  in 
freight  rates  as  compared  with  C'hicago,  because  we  have 
517  certain  material  we  have  to  ship' in  to  Denver  and  pay 
a  freight  rate  of  approximately  60  cents  per  hundred  car- 
load lots.  Adding  that  to  the  manufactured  article 
from  there  to  California  makes  it  a  higher  rate  than  the 
Chicago- California  one. 

The  International  does  the  largest  per  cent,  of  the 
mower  business  in  the  territorj^  we  cover.  After  that 
it  is  divided  up  pretty  evenlj^  I  am  one  of  the  smallest 
manufacturers. 


C  ross-Examination. 

With  I.  H.  C.  Competition  Sales  of  Mowers  Are  Increasing. 

Since  1905  I  have  been  manufacturing  mowers  and 
harvesting  machines  and  selling  them  incompetition  with 
the  I.  fl.  Co.  I  think  the  freight  rates  are  those  which 
)18  have  been  approved  by  the  Interstate  Commerce  Com- 
mission. I  entered  into  this  competition  with  the  I. 
H.  Co.  as  a  business  proposition.  The  only  way  we 
could  get  what  we  considered  satisfaction  was  to  make 
our  own  machines.  We  thought  we  could  make  a  market 
on  machines  and  deA'elop  a  growing  business,  notwith- 
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standing  the  opposition  of  the  Harvester  Company,  and, 
to  a  certain  extent,  it  has  been  proven  that  we  Avere 

519  right.  TVe  put  out  twice  as  many  in  1906  as  in  1905. 
We  increased  each  year  since.  Our  output  in  1912  is 
practically  1000  per  cent,  greater  than  in  1905.  Our 
manufacture  of  stackers  has  increased  from  year  to  year. 
The  same  is  true  of  sweep  rakes. 

In  the  marketing  of  machines  we  have  agencies.  Every 
year  we  have  increased  the  number  of  our  agents,  ap- 
proximately in  the  same  ratio  as  the  increase  of  the  busi- 
ness. 

Be-direct  Examination. 

520  I  do  not  know  how  many  mowers  the  Harvester  Com- 
pany have  sold  in  our  territory.  At  an  estimate  I  should 
say  they  do  from  75  to  85%  of  the  business  in  the  har- 
vester line. 

Re-cross  Examination. 

My  statement  as  to  the  percentage  of  output  of  the  In- 
ternational is  purely  an  estimate.  I  have  no  data  upon 
which  I  can  be  at  all  certain.  We  manufacture  other  lines 
besides  what  is  shown  on  this  statement;  hand  and  wind- 
mill pumps,  and  irrigation  pumps,  water  tanks,  tools,  etc. 

129  FEEDEEICK  EOBINSON : 

Business  of  Case  Threshing  Co. 

I  reside  at  Eacine,  Wisconsin,  and  am  Vice-President 
■of  J.  I.  Case  Threshing  Machine  Company.    Its  factories 

130  are  at  Eacine.  The  principal  lines  we  sell  in  the  United 
States  are  threshing  machinery,  steam  and  gas  traction 
engines,  hay  balers,  road-making  machinery  generally.  The 
company  is  not  a  manufacturer  of  harvesting  machinery, 
and  does  not  manufacture  binders  or  mowers. 

Case  Company  Has  Completed  an  Experimental  Binder. 

Q.  So  far  as  it  relates  to  your  company,  is  the  follow- 
ing a  true  statement:  "They  aver  that  of  the  foregoing 
competitors  of  the  International  Harvester  Company  the 
following  have  become  manufacturers  and  sellers  of  har- 
vesting machines  since  1902,  and  their  respective  per  cents 
of  the  total  trade  in  the  United  States  in  these  machines 
has  been  and  is  rapidly  increasing :  Binders ;     *     *     * 
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J.  I.  Case  ThresMng  Machine  Co.,  Racine,  Wis.  ?  Is  that 
statement  true  so  far  as  your  company  is  named? 

A.  There  is  ground  for  that  statement,  Mr.  G-ros- 
venor,  as  we  have  completed  an  experimental  binder  and 
it  has  been  in  the  field. 

We  have  sold  no  binders. 

As  a  statement  of  present  fact  it  is  not  true  that  our 
per  cent,  of  the  total  trade  of  the  United  States  in  har- 
vesting machines  has  been  and  is  rapidly  increasing.  We 
have  hope  that  it  will. 

Cross-Examination. 

Q.  I  will  ask  you  whether  this  statement,  which  in  our 
answer  precedes  what  the  counsel  read  to  you  is  true: 
"They  deny  that  there  are  only  three  or  four  manufac- 
turers of  harvesting  machinery  in  the  United  States  other 
than  the  International  Harvesting  Company,  and  they 
aver  that  the  following  corporations  (except  J.  I.  Case 
Company,  which  has  an  experimental  Ijinder  and  is  oon- 

137  structing  a  large  plant  for  its  manufacture,  but  has  not 
yet  effectively  entered  the  harvester  trade)  are  engaged 
in  the  manufacture  and  sale  of  harvesting  machinery  in 
the  United  States," — whether  that  statement  correctly 
states  the  position.    A.    Yes,  sir. 

Our  experimental  binder  is  perfected  and  practical,  and 
has  been  tested  out  in  the  fields.  We  have  not  yet  got 
ready  to  place  it  on  the  market.  The  J.  I.  Case  Company 
does  a  very  large  business  throughout  the  United  States. 

Case  Co.  Has  About  10,000  Local  Agents. 

We  have  a  very  large  and  efficient  force  of  local  agents, 
about  ten  thousand.  Wheii  we  decide  to  put  this  binder 
out  upon  the  market  we  hope  that  all  of  this  force  will  be 
available  to  be  utilized  in  the  marketing  of  those  binders. 
During  the  past  ten  years  the  number  of  local  agents  of 
the  J.  I.  Case  Company  has  grown  very  largely  and  con- 

138  tinuously.  When  we  decide  to  put  this  binder  upon  the 
market  we  believe  that  we  can  do  it. 

Re-direct  Examination. 

I  believe  wp  are  building  about  300  shredders  this  year. 
Frank  K.  Bull  is  president  of  otir  company.  He  also  is 
president  of  the  Belle  City  Manufacturing  Company,  lo- 
cated at  Eacine,  Wisconsin.     It  manufactures  feed  cut- 
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ters  and  silo  filling  machinery  as  the  principal  lines  and  a 
small  threshing  machine.     I  do  not  know  whether  the 

139  Belle  City  Company  has  a  contract  with  the  I.  H.  Co. 
for  the  sale  of  its  output  of  threshers. 

The  only  lines  with  which  we  comyjete  with  the  I.  H.  Co. 
are  in  com  shredders,  which  is  not  very  extensive  with 
us,  and  the  gas  tractor,  which  we  have  only  been  making 
the  last  18  months.  We  have  made  about  1,200  gas  trac- 
tors this  year.  We  have  no  j^lans  to  put  out  any  other 
binder  than  the  experimental  one  which  we  call  the  Case 
binder.    We  would  like  to  have  a  plant  that  would  pro- 

140  duce  it  and  name  it  the  Case.  In  our  enlargement  now 
under  way  we  have  provided  certain  capacities  which  will 
permit  us  to  elaborate  and  touch  upon  the  binder  field. 
This  enlargement  is  primarily  for  the  other  lines  which 
we  are  now  making. 

Re-cross  Examination. 

We  manufacture  two  sizes  of  gas  tractors ;  one  is  called 
the  30-60,  weight  25,000  pounds,  list  price  $2,800,  of  which 
we  are  having  manufactured  for  us  about  500.  The  other 
is  the  20-40,  list  price  $2,000,  of  which  we  are  producing 
1,200.  We  went  into  the  business  of  manufacturing  and 
marketing  gas  tractors  after  the  I.  H.  Co.  had  engaged  in 
that  business,  and  there  is  active,  strong  competition  be- 
tween our  company  and  that  company.  Our  business  in 
gas  tractors  is  growing. 

There  is  active  and  strong  competition  between  our 
comi)any  and  the  I.  H.  Co.  in  the  matter  of  shredders 
and  our  business  in  that  line  is  growing  somewhat.  We 
inanufacturo  but  one  size  of  shredder  called  the  10  roll. 

141  In  general  appearance  it  is  not  unlike  a  threshing  ma- 
chine.   It  is  a  big  machine  which  sells  for  $650  to  $700. 

Case  Co's  Authorized  Capital  $40,000,000. 

The  J.  I.  Case  Companv  has  an  authorized  capitaliza- 
tion of  $40,000.000— $20,000,000  preferred  and  $20,000,- 
000  common.  At  the  present  time  there  is  approximatelv 
$12,000,000  of  preferred  and  $8,000,000  of  common  issued. 

156  EDWAED  A.  RUMELY: 

I  am  Treasurer  and  General  Manager  of  the  Rumely 
Company  of  La  Porte,  Indiana,  manufacturers  of  agricul- 
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tural  implements.  The  company  has  been  in  business  as 
such  since  1887.  As  a  partnership  it  existed  since  1853. 
Originally  we  manufactured  threshers  and  steam  engines ; 

157  then  traction  plowing  engines,  clover  hullers,  wind  stack- 
ers, feeders,  corn  shredders  and  buskers,  corn  shellers, 
sawmills  and  other  smaller  parts.  In  addition,  we  are 
jobbing  cream  separators,  gas  engines  and  smaller  ar- 
ticles. 

Business  of  Bumely  Co. 

We  neither  manufacture  nor  job  harvesting  machinery. 
We  are  not  selling  rakes  today  but  we  shall  this  year. 
We  make  buskers  and  shredders.  That  is  a  machine 
which  takes  the  entire  corn  stalk,  removes  the  ear  of  corn 
and  shreds  the  stalk  for  fodder.  It  is  a  large  and  ex- 
pensive machine  and  is  not  used  generally  on  small  farms, 
jjut  in  the  corn  belt  it  has  been  a  fairly  important  ma- 
chine. 

158  Ensilage  cutters  are  beginning  to  take  their  place  on 
the  farm.  This  is  a  machine  which  works  up  the  green 
corn  stalk  for  fodder  in  place  of  working  up  the  dry  fod- 
der, as  a  shredder  does.  Tt  is  a  less  expensive  but  more 
generally  used  machine  and  is  far  safer  to  handle.  The 
number  of  buskers  and  shredders  we  have  manufactured 
in  the  last  ten  years  is  as  follows ; 


1901 

50 

1907 

138 

1902 

130 

1908 

105 

1903 

142 

1909 

11 

1904 

100 

1910 

124 

1905 

104 

1911 

492 

1906 

96 

1912 

575 

The  1912  frame  is  only  the  finished  product  up  to  this 
date.  We  have  material  on  hand  for  about  400  more, 
which  we  are  holding  in  suspense  to  see  whether  the  mar- 
ket will  take  them. 

We  manufacture  tractors.  There  are  two  kinds  of  trac- 
tors— steam  and  internal  combustion.  The  plowing  en- 
gine originally  was  a  steam  engine  but  within  the  last 
four  or  five  years,  the  internal  combustion  engine  has 
been  so  developed  that  it  offers  advantages  over  the  steam 
engine.  Tractors  for  jilowing  are  largely  internal  com- 
bustion motors,  mounted  on  wheels  with  gearing  so  as  to 
159  be  self-propelling  and  able  to  draw  from  4  to  12  plows  in 
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a  gang.  Tractors  are  also  used  for  propelling  threshers, 
C0311  shredders  and  similar  tools. 

I  am  not  quite  certain  who  manufactures  the  most 
tractors  today.  Either  the  International  Harvester  Com- 
pany, Eumely  Company,  J.  I.  Case  &  Company,  Emerson- 
Brantingham  Company,  Ilart-Parr  Company  or  Aultman- 
Taylor  Company.  There  are  numerous  small  concerns — 
The  Pioneer  Tractor  Company,  Nichols  &  Shepherd  Com- 
pany, ]kIinneapolis  Threshing  Machine  Company,  Hackney 
Co.,  and  other  smaller  ones.  Either  the  International  or 
the  Rumely  Company,  I  think,  is  the  largest  manufac- 
turer. 

We  are  jobhing  gas  engines  but  not  manufacturing 
them.  A  gas  engine  is  a  small  internal  combustion  motor 
arrangement  from  1}  to  25  H.  P.,  with  a  fly  wheel  for  de- 
livering its  power  to  power-driven  machinery.  It  is  used 
for  pumping,  churning,  threshing  and  similar  work  on  the 
farm.  Its  fuel  is  gasoline  or  kerosene.  We  have  a  line 
of  gas  engines  manufactured  for  us  exclusively.  Prob- 
ably the  largest  manufacturer  of  gas  engines  in  the  United 
States  is  the  I.  H.  Co. 

We  are  also  jobbing  cream  separators.    By  "jobbing" 

160  I  mean  the  sale  of  products  which  are  ^purchased  by  us, 
ready-made,  from  other  manufacturers.  We  job  the  Olds 
cream  separator  marie  by  the  Omega  Separator  Company 
of  Lansing,  Mich.  The  largest  manufacturers  of  cream 
separators  are;  the  DeLaval,  Sharpies,  United  States, 
Vermont,  International  Harvester  Company,  Sears-Roe- 
buck. The  largest  is  the  DeLaval;  the  next  largest  is 
either  the  United  States,  tlie  International  or  Sears-Eoe- 
buck. 

We  manufacture  tlireshers  on  a  very  large  scale.  We 
understand  that  the  I.  H.  T'n.  has  entered  on  the  sale  of 
threshers.  They  have  sold  different  threshers  at  differ- 
ent branch  houses,  on  the  jobbing  basis — the  Belle  City 

161  and  the  Aultman-Taylor,  and  in  Canada,  I  think,  the 
Buffalo-Pitts.  The  tendencv  among  manufacturers  of 
agTicnltural  imiolements  todav  is  toward  distributing  a 
full  line  of  implements.  Bv  that  I  mean  not  confining  the 
business  to  one  article  salable  only  at  a  particular  time. 
In  tlie  early  spring  the  farmer  needs  the  plow;  a  little 
later  the  harrow,  then  the  seeder,  later  the  harvester  and 
finallv  the  thresher.     A  "full  line"  is  known  technicallv 
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as  the  dealing  in  enougli  implements  to  have  something  to 
sell  at  every  season  of  the  year. 

Cross-Examination. 

Business  Prosperous  and  Growing  in  Competition  with  I.  H. 
Co. 

Our  business  is  prosperous  and  rapidly  growing.  It  has 
grown  with  particular  rapidity  during  the  last  five  years. 

162  Last  year  we  did  $10,586,000  worth  of  business.  Six 
years  ago  our  business  was  about  $800,000'.  'That  growth 
went  on  notwithstanding  the  competition  of  the  I.  H.  Co. 
It  is  a  competitor  of  ours  in  shredders,  threshers,  tractors, 
gang  plows,  cream  separators  and  gas  engines. 

The  Advance  Thresher  'Company  began  making  thresh- 
ers in  1901.  We  purchased  their  assets  in  1911.  From 
1901  to  1911  there  was  an  increase  in  the  shredder  busi- 
ness of  from  50  to  492.  In  1912  we  completed  575  shred- 
ders with  400  additional  waiting  to  see  whether  the  mar- 
ket will  take  them.  That  growth  occurred  while  we  were 
in  active  competition  with  the  I.  H.  Co. 

We  went  into  the  tractor  business    three    years    ago. 

163  The  I.  H.  Co.  was  in  the  business  then.  The  fact  that  it 
was  making  and  marketing  tractors  did  not  convince  us 
there  was  no  opening  in  that  business.  We  have  gone  into 
the  tractor  business  and  developed  it  in  active  competi- 
tion with  the  I.  H.  Co.  We  ma"de  50  tractors  the  first 
year.    This  year  we  made  about  3,000. 

We  went  into  the  gas  engine  business  in  1911.  The  I. 
H.  Co.  was  in  the  business  at  that  time.  We  went  in  be- 
cause we  thought  the  oil  enarine  we  were  maldng  would 
enable  us  to  compete  with  the  engine  manufactured  by 
the  Harvester  Company.  We  sold  several  hundred  last 
year.    We  are  selling  now  on  the  basis  of  15,000  a  year. 

We  began  jobbing  cream  separators  this  year.    We  feel 

164  that  we  shall  succeed  in  selling  a  reasonable  number  of 
them. 

My  grandfather  started  the  thresher  business  in  1858. 
We  are  still  carr^'ing  on  that  manufacture  and  expanding 
the  trade.  We  neither  manufacture  nor  job  harvesting 
machinery,  but  our  business  has  been  successful  and  rap- 
idly developing  in  the  lines  we  do  handle.  The  fact  that 
the  International  makes  a  considerable  proportion  of  all 
the  harvesting  machinery  sold  in  this  country  has  not 
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prevented  our  expanding    our    business    in    those    other 
lines. 

I  understand  that  the  thresher,  the  cream  separator, 
the  shredder,  the  tractor  and  the  gas  engine  are  included 
in  the  term  agricultural  machiner}'.     We  have  taken  up 

165  various  implements  that  have  been  dealt  in  by  the  Har- 
vester Company  successively.  We  have  succeeded  in 
building  up  a  profitable  business  in  each  line  we  under- 
took to  deal  in.  Our  company  had  12,000  local  agents  in 
the  United  States  in  1912.  We  estimate  we  will  have 
15,000  for  the  coming  year.  This  includes  Canada,  where 
approximately  20  per  cent,  of  our  agents  are. 

Reasons  for  Long  Line. 

AVe  formerly  found  it  difficult  to  secure  local  agents, 
when  we  had  but  one  line  of  machinery,  because  the  local 
agent  felt  the  contract  which  we  gave  him  was  not  suffi- 
cient for  him  to  make  a  good  living  on.  As  we  added  to 
our  line  and  were  able  to  offer  the  agent  a  variety  of 
things,  we  found  it  easier  to  increase  the  number  of  local 
agents  from  400  to  our  present  number. 

166  In  order  to  manufacture  cheaply  and  economically,  we 
must  manufacture  in  large  quantities.  To  sell  the  output 
of  a  factory  turning  out  a  larger  quantity  one  must  cover 
the  entire  market.  AVlTen  yon  have  covered  that  market 
and  have  located  branch  houses  and  a  corps  of  traveling 
salesmen  over  a  very  wide  area,  to  hold  good  men  you 
must  be  able  to  keep  them  the  entire  year.  To  secure  dp- 
sirable  branch  house  locations  in  the  principal  distribut- 
ing centers,  von  must  rent  buildings  for  the  entire  year 
or  else  build  them  yourself.  Having  secured  an  adequate 
market  for  one  particular  implement,  in  order  to  use  the 
idle  time  with  results,  you  must  add  additional  implements 
to  fill  in  the  other  ten  or  twelvp  months  that  are  slack  for 
the  particular  implement  on  which  you  started. 

We  found,  aft^r  recognizing  that  as  an  underlving  fact 
and  shaping  our  business  policy  in  accordance  with  it,  that 
our  business  imraediatelv  expanded  in  volume  and  profits. 
I  do  not  know  what  proportion  of  the  shredder  business 
in  the  United  States  the  I.  R.  Co.  does.    I  think  the  Har- 

167  vester  Company  does  from  12  to  15  per  cent,  of  the  tractor 
business:  bpfween  15  and  20  rer  cput.  of  the  gas  engine 
business:  about  16  2 '.3  ner  cent,  of  the  ^refim  sepprato-^ 
business  in  the  United  States.    These  estim.ates  are  based 
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on  information  available  to  me.  The  International  Har- 
vester Company  does  not  do  over  4  per  cent,  of  tlie 
thresher  business.  Dealers  in  agricultural  implements  in 
the  United  States  other  than  the  I.  H.  Co.  have  in  the  last 
ten  years  as  a  rule  increased  their  businesses,  their  capaci- 
ties and  their  organization. 

Re-rJArect  Examination. 

I  find  that  I  omitted  the  name  of  the  Avery  Company 
from  my  list  of  manufacturers  of  threshing  machines, 
tractors  and  gang  plows.  I  find  also  that  I  forgot  to  in- 
clude hay  balers  as  among  the  line  of  goods  which  we  job. 
A  hay  baler  is  the  same  as  a  hay  press. 

177  J.  L.  SMALLEY: 

Output  of  Smalley  Mfg.  Co. 

I  reside  at  Manitowoc,  Wisconsin,  and  am  engaged  in 
the  agricultural  implement  business  with  the  Smalley 
Manufacturing  Company  of  which  I  am  Vice-President. 
That  company  has  been  in  business  about  fifty-seven  years 
under  different  names.  We  make  no  binders,  mowers, 
rakes,  reapers,  corn  binders  or  hay  tools. 

178  We  make  an  ensilage  cutter,  which  is  a  machine  with 
knives  and  rollers  to  feed  the  fodder  into  the  knives  to 
be  cut  up  into  short  lengths.  It  is  a  sort  of  shredder  but 
it  is  not  a  husker.  Tlie  knives  of  our  machines  are  inter- 
changeable with  the  shredder.  They  can  be  taken  out  and 
a  shredding  head  put  in.  About  5  to  8  per  cent,  are  sold 
with  this  attachment  I  should  say.    We  used  to  manufac- 

179  ture  buskers  but  we  abandoned  it  two  years  ago.  A 
husker  and  shredder  is  verv  expensive  and  complicated. 
The  implement  we  sell  is  less  complicated  and  less  ex- 
pensive. 

The  witness  -produces  a  statement  labeled  "Feed  Cut- 
ter Sales",  giving  figures  for  three  different  things,  as 
follows:  Hand  Feed,  Snappers  and  Specials.  The  "hand 
feed"  applies  to  a  feed  cutter  that  simply  has  the  cut- 
ting head  and  the  roll  with  a  flat  table  to  throw  the  fibre 
on.  The  snapper  has  smaller  rolls  to  snap  off  the  corn, 
to  the  feed  rollers.  The  shredder  attachment  can  be  at- 
The  Special,  which  we  have  now  changed  to  the  name  of 
Forc^.  has  a  traveling  feed  table  to  bring  the  fodder  up 
tached  to  all  of  these  implements. 
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180  Tile  total  feed  cutters  of  all  kinds  manufactured  by  our 
company  for  the  vears  named  are  as  follows : 

■  1902      934        1907     1135 

1903  1047        1908       773 

1904  778        1909     1006 

1905  690        1910     1772 

1906  706        1911     1918 

I  think  the  International  Harvester  Company  has  man- 
ufactured ensilage  cutters  for  several  years. 

C  ross-E'XuminatioH . 

"We  advertise  ourselves  as  manufacturers  of  huskers 
and  shredders.  This  year  we  added  a  small  husker  to 
our  output. 

181  Re-direct  Examination. 

Our  capitalization  is  $52,000.     I  do  not  know  whether 
we  have  an  authorized  capitalization  of  $100,000.    $52,000 
is  all  that  has  been  issued. 
Ill 

397  HAEEY  MX Y DEE: 

Business  of  Bateman  Mfg.  Co. 

I  live  at  Greenloch,  Xcw  Jersey,  and  am  treasurer  of 
the  Bateman  ^fanufacturing  Company,  makers  of  farm 
and  garden  tools,  orchard  implements,  potato  planters, 
hay  rakes  and  a  few  ottier  tilings.  Hay  rakes  are  not  a 
large  part  of  their  business.  This  is  the  77th  year  they 
have  been  engaged  in  Irasiness.  I  produce  a  statement 
showing  our  sales  of  hav  rakes  which  commenced  in  the 
.".98  year  1909.     (Petitioner's  Exhibit  249)  : 

Tear  EndiDg  Year  Eliding  Year  Ending  Year  Ending 
.7uly  31st,       .July  31st,       .Tulv  31st,       .Tulv  31st, 
moo.  1910.  •  1011.  1912. 

Xuintier  sold  ]02(!  1220  1198  989 

II 

14  MATT  SPROUL: 

Business  of  DeSoto  Mfg.  Co. 

I  have  resided  at  Sparta,  111.,  about  55  years.  I  am  a 
manufacturer  of  huskers  and  shredders  in  a  small  way. 

15  I  bought  out  the  DeSoto  Mfg.  Co.,  of  DeSoto,  Mo.,  late  in 


II 
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the  fall  of  1907  and  since  then  have  conducted  that  busi- 
ness. 

We  have  two  distinct  machines,  both  for  use  after  the 
corn  is  shocked — ^one,  a  shredder,  takes  the  corn  off  the 
stalks;  the  other  is  a  combination  machine  which  shreds 
or  snaps  the  ears  off  and  also  takes  off  the  husks. 

The  first  year  I  only  manufactured  one,  which  was  the 
De  Soto  Company  pattern — a  shredder  and  snapper 
only.  In  1908  I  made  a  combination  machine  and  manu- 
16  factured  two ;  in  1909  I  manufactured  three  machines  and 
sold  them.  In  1910  three;  1911  three;  1912  two.  The 
combined  machine  was  an  experimental  one.  The  figures 
given  cover  the  entire  output  of  both  kinds  of  machines. 
Ill 

395  FEANK  S.  TAYLOR : 

Business  of  Belcher  &  Taylor  Ag.  Tool  Co. 

I  am  agent  and  treasurer  at.Chicopee  Falls,  Mass.,  of 
the  Belcher  &  Taylor  Agricultural  Tool  Company.  We 
make  and  sell  wooden  hay  rakes.  That  is  only  a  small  per 
cent,  of  our  business  but  we  have  been  making  those  rakes 
for  a  great  number  of  years.  Our  total  annual  business 
in  those  rakes  is  between  $2200  and  $2300.    We  sell  our 

396  output  mostly  in  New  England.  I  understand  that  the  In- 
ternational make  a  steel  rake.  We  think  that  the  wooden 
rake  is  better  suited  for  the  hilly  parts  of  New  England. 
A  rake  made  by  the  Charles  G.  Allen  Company  of  Barre, 
Mass.,  is"  similar  to  ours — a  wooden  rake.  I  have  pro- 
duced a  statement  (Petitioner's  Exhibit  248),  showing  the 
number  of  binders,  mowers,  corn  buskers  and  shredders, 
hav  rakes,  manufactured  for  sale  by  us  in  the  United 
States,  1902  to  1911  inclusive. 

397 


1902 

1903  1904  1906  1906  1907  1908 

Eakes       62 

65    73  ■  94    87    58    89 

1909 

1910  1911 

94 

94   125 

We  were  in  the 

business  of  selling  hay  rakes  before 

1902. 

II 

191  J.  D.  WHITE : 

Business  of  Emerson-Brantingham  Co. 

I  am  Sales  Manager    of    Emerson-Brantingham  Com- 
pany, manufacturers  of  farm  machinery  at  Rockford,  lUi- 
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nois-  That  concern  has  been  in  business  since  1852.  I 
have  been  with  the  company  since  1889.  Its  principal  line 
has  l)een  farm  machinery  excluding  the  harvesting  ma- 
chines,— plows,  cultivators,  hai'rows,  mowers,  rakes,  plant- 
ers and  disc  harrows.  It  is  not  manufacturing  binders  or 
sweep  rakes  nor  until  last  year  side  delivery  rakes.  Many 
years  ago  we  made  reapers. 

192  Our  company  has  made  the  Emerson  mower,  also  known 
as  the  Standard  mower,  since  1S85.  This  mower  has  al- 
ways sold  at  a  slightly  advanced  price  from  the  Deering 
and  McCormick.  That  was  true  in  1902  and  it  is  true  to- 
day. It  is  a  more  expensive  machine  to  build  and  a  more 
desiralile  machine  for  the  consumer  to  purchase.  Its  pecu- 
liar feature  is  that  it  carries  the  entire  weight  of  the  cut- 
ter bar  ami  the  operator  on  the  drive  wheels,  thereby  in- 

193  creasing  the  traction  power.  That  device  was  originally 
patented.  There  is  no  other  mower  that  I  know  of  which 
can  have  a  cutter  bar  this  length  in  a  side  cut.  I  could 
not  say  how  long  ago  it  was  that  that  patent  expired. 

Sales  of  Moivers  and  Rakes. 

194  Witness  produced  a  statement  showing  the  sales  of 
mowers  and  rakes  from  1902  to  1912: 

1902-03 
1903-04 
1904-05 
1905-06 
1906-07 
1907-08 
1908-09 
1909-10 
1910-11 
1911-12 

Cross-Examinatiov. 
"Largest  Line  of  Farm  Macliinery  in  the  World." 

194  I  am  the  head  of  the  Sales  Department.  Our  company 

195  makes  a  large  line  of  farm  machinery.  We  advertise  that 
we  make  the  largest  line  of  farm  machinery  in  the  world. 
We  have  plants  at  Columbus,  Ind.,  Roekford,  III, 
Marion,  Ind.,  Minneapolis,  Minn.,  Batavia,  111.;  also  two 
other    plants    at    Roekford,    111.;    at   Winnipeg,  Canada, 

196  Chicago  Heights,  and  ^Vaynesboro,  Pa.     The  Columbus, 
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Ind.,  plant  makes  threshing  maehinery,  steam  tractors, 
steam  plows,  clover  hnllers,  corn  sliellers,  bailing  presses, 
gas  tractors  and  sawmills.  One  of  the  plants  at  EocMord, 
111.,  makes  Emerson  mowers,  walking  plows,  foot  lifts, 
sulky  and  gang  plows,  also,  engine  plows,  deep  furrow 

197  plows,  harrows,  roll  puherizers,  listers,  planters,  stallc 
cutters,  cultivators  and  rakes.  At  the  Marion,  Ind.,  plant 
we  make  grain  drills,  fertilizer  drills,  single  and  double 
disc  drills  and  hoe  drills.  At  the  Minneapolis,  Minn., 
plant  we  make  Big  Four  tractors.  At  the  Batavia,  111., 
plant  we  make  Newton  wagons.  Rock  City  wagons  and 
Sandow  trucks.  At  the  second  Bockford,  111.,  plant  we 
make  Emerson  gas  engines,  both  stationary  and  portable. 
At  the  third  Eoekford,  111.,  plant  we  make  Emerson  bug- 
gies, surreys  and  spring  wagons.  At  the  Chicago  Heights 
plant  we  make  hay  loaders,  spreaders,  sweep  rakes,  stack- 

198  ers,  side  delivery  rakes  and  tedders.  In  Waynesboro, 
Pa.,  we  make  steam  tractors,  road  rollers,  portable  en- 
gines, hay  presses  and  sawmills. 

Our  line  of  machinery  is  widely  advertised  as  the  larg- 
est line  of  farm  machines  in  the  world.  The  subpoena 
asked  me  only  to  bring  the  figures  with  reference  to  mow- 
ers and  rakes  and  that  is  all  I  have  brought. 

Business  Increasing  Notivithstanding  I.  H.  C.  Competition. 

At  present  we  have  12,000  retail  implement  dealers 
handling  our  goods.  The  business  of  our  company  is 
growing  and  has  been  growing  during  the  last  ten  years. 
200  0\"ir  mowers  sell  in  increasing  quantities.  The  patent  that 
I  spoke  of  on  it  has  expired.  In  all  the  lines  of  business 
that  our  company  does,  where  we  handle  machines 
handled  by  the  Harvester  Company,  we  are  in  active  com- 
petition with  that  company.  Notwithstanding  that  com- 
petition, we  have  increased  our  business. 

Ill 

188  W.  I).  WORNEE: 

I  have  been  general  agent  for  the  Acme  Harvesting  Ma- 
chine Company  at  Aberdeen,  South  Dakota,  since  De- 
cember 1,  1908.  I  have  been  engaged  in  the  harvesting 
implement  business  for  a  number  of  years  besides  that. 
My  territory  embraces  the  northern  part  of  South  Dakota 
and  the  lower  counties  of  North  Dakota. 

189  I  think  the  International  does  about  70  per  cent,  of  the 
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business  in  grain  binders  in  that  territory.  The  balance 
is  done  by  the  Johnston,  Acme  and  Independent  Har- 
vester Companies.  I  do  not  know  that  the  Adriance- 
Platt  or  Wood  companies  do  business  in  that  part  of  the 
country. 

I  tliink  the  International  does  70  per  cent,  of  the  mower 
business.  The  International  and  the  Johnston  sell  corn 
binders  in  that  territory.  I  think  the  International  does 
95  per  cent,  of  that  business. 

There  are  about  two  implement  dealers  to  a  town  in 
my  territory,  sometimes  there  are  three,  and  occasionally 
there  are  four.  As  a  general  rule,  one  of  the  dealers 
handles  the  McCormick  and  the  other  the  Deering.  The 
different  lines  of  wagons,  manure  spreaders,  tillage  im- 
plements and  cream  separators,  are  divided  by  the  Inter- 
national in  the  same  manner  between  the  different  deal- 
ers.   This  policy  has  an  effect  upon  the  supply  of  dealers 

190  available  to  our  company  and  makes  it  difficult  for  us  to 
get  good  dealers.  Some  of  the  dealers  who  handle  our 
lines  also  handle  those  of  the  International.  I  judge 
about  20  per  cent,  of  them  do  that  but,  on  the  whole,  they 
are  not  as  satisfactory  as  other  agents.  I  do  not  know 
of  any  other  manufacturer  in  our  territory  which  divides 
its  lines  among  tlie  different  dealers  in  this  manner.  We 
rarely  can  take  a  farmer  or  a  blacksmith  and  turn  him 
into  a  satisfactory  dealer. 

C  ross-Examiiiation. 

Acme  in  Active  Competition  with  I.  H.  Co. 

191  I  took  the  agency  of  the  Acme  in  December,  1908.  The 
business  of  the  Acme  Company  has  been  carried  on  in 
active  competition  with  the  International.  Our  business 
has  grown  in  a  measure.  The  Johnston  Company  sells 
binders  in  our  territory  but  I  do  not  tliink  its  business  is 
growing.  The  Independent  Harvester  Company's  busi- 
ness is  growing.  In  a  very  few  years  it  has  made  sub- 
stantial progress  and  the  indications  are  that  its  prog- 
ress will  continue. 

I  could  not  state  whether  we  have  more  agents  in  our 
territory  now  than  in  1908,  because  the  territory  was  re- 

192  arranged.  We  have  more  agents  now  than  we  had  in 
1909 — 10  per  cent.  more.  The  reason  the  20  per  cent,  of 
our  agents  who  handle  our  and  International  machinery 
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are  not  as  satisfactory  agents  as  the  others  is  that  they 
give  too  much  attention  to  the  International  lines.  We 
certainly  would  like  to  have  all  of  their  time  and  efforts. 
The  effort  is  to  get  men  who  will  put  in  their  whole  time 
selling  our  machines. 

Re-'direct  Examination. 

The  business  of  the  International  has  grown  in  our 
territory  in  these  years.  The  Independent  has  not  done 
any  great  amount  of  business  except  in  certain  towns. 


WITNESSES   FOR    BEFBNDANTS. 
XI 

202  C.  H.  ALLYN: 

Business  of  Madison  Plow  Co. 

I  reside  at  Madison,  Wisconsin.  Am  vice-president 
and  manager  of  the  Madison  Plow  Co.,  Avhich  makes 
jtlows,  haiTows,  cultivators  and  corn  planters,  and 
does  _  business  principally  in  Wisconsin,  Northern 
Iowa,  Southern  Minnesota,  Central  Minnesota  and  some 
little  jobbing  trade  in  the  Southwest.  Prior  there- 
to was  for  20  years  with  the  Puller  &  John- 
son ^Manufacturing  Co.  of  Madison,  Wisconsin,  which 
manufactures  the  same  line  of  goods,  and  en- 
gines. I  was  in  their  sales  department.  They  sold 
throughout  practically  the  same  territory  we  do;  their 

203  business  was  a  little  more  widely  extended.  Dur- 
ing the  whole  period  I  have  been  in  business  in  com- 
petition with  the  I.  H.  Co.  in  certain  implements.  While 
with  Fuller  &  Johnson  people  it  was  cultivators,  harrows 
and  engines, — the  last  two  years  it  has  been  cultivators, 
harrows  and  corn  planters. 

The  Madison  Plow  Company  is  a  small  concern — our 
business  is  growing  satisfactorily. 

/.  H.  Co.  Competition  Fair. 

We  found  the  competition  of  the  I.  H.  Co.  throughout 
those  10  years  fair  and  businesslike.  We  sold  and  sell 
our  implements  in  the  main  to  retail  implement  dealers 
who,  ill  a  great  many  instances,  handle  I.  H.  Co.  harvest- 
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ing  machinery.  I  think  that  is  true  of  the  majority  of 
our  sales.  We  have  not  found  that  fact  an  impediment  to 
selling  them  implements  we  handle  in  competition  with  the 
I.  H.  Co.  and  we  have  found  the  field  open  in  the  ter- 

204  ritory  where  we  have  done  business  in  competition  with 
the  L  H.  Go. 

Aiteittpts  to  Coerce  Would  Lmw  Vast  ilajoiity  of  Dealers. 

In  uiy  experience  I  have  become  fairly  well 
acquainted  with  a  great  many  implement  dealers  in 
the  section  named  and  know  their  methods  of  doing  busi- 
ness. If  the  1.  H.  Co.  should  adopt  and  enforce  policy 
of  saying  that  dealers  could  not  handle  I.  H.  Co.  har- 
vesting machinery  unless  they  handled  their  long  line 
exclusiAoly  I  would  say  I  think  that  policy  eventually,  if 
not  right  away,  would  curtail  their  business.  The 
stronger,  more  <lesirable  and  vast  majority  of 
the  dealers  would  refuse  to  do  business  with  the  I.  H.  Co. 
on  til  at  condition. 

C  ross-E.ramination. 

We  do  not  make  harvesting  implements,  and  are  not  in 
competition  with  the  I.  H.  Co.  on  that  line.     Our  prin- 

205  cipal  line  is  plows,  riding  cultivators,  disc  harrows,  corn 
planters  and  transplanters.  The  I.  H.  Co.  makes  no  plows 
and  sells  none  in  my  territory  that  I  know  of.  They  sell 
corn  planters;  could  not  say  as  to  the  quantity  they  sell 
in  my  territory. 

There  is  an  advei'tisement  of  my  company  on  page  422 
of  the  Implement  Bine  Book  and  Trade  Journal  as  fol- 
lows : 

]\radison  Plow  Co.  President,  Jackson  Renter;  Vice- 
President,  C.  H.  Allyn;  Treasurer,  J.  M.  Bo3^d. — Walking, 
Breaking,  Sulky  and  Gang  Plows,  Breaker  Attachments, 
Harrows,  Harrow  Carts,  Tongue  Trucks  for  Disc  Har- 
rows, Cultivators,  Corn  Planters  and  Transplanters. 

Witness :     I  haA'e  never  been  in  the  employ  of  the  T.  H. 

206  ( 'o.  $76,200  of  the  capital  stock  of  ray  company  is  issued, 
there  is  a  surplus  of  $6,250,  and  undivided  profits  of 
$13,418. 
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370  JOHN  F.  APPLEBY : 

I  live  at  Davenport  and  my  business  is  manufacturing 
harvesting  implements.  I  invented  the  knotter  and  many 
essential  parts  of  the  self-binder.      I  have  heen  inter- 

371  ested  in  harvesting  machinery  for  54  years — since  I  was 
17  years  old;  1  worked  on  the  knotter  and  the  self-sizing 
of  the  bundle.  I  completed  the  invention  of  the  knotter 
before  1858,  but  I  was  too  poor  to  take  out  a  patent.  I 
went  into  the  army  during  the  war  and  worked  on  the 
binder  while  there.  I  patented  a  magazine  firearm 
and  sold  my  patent  after  the  war  and  with  the  money  I 
worked  on  the  binder  at  Mazomanie,  Wis. 

Experience  in  Harvester  Business  54  Years. 

372  There  was  then  a  sentiment  against  binding  with  twine 
and  I  catered  to  it  by  building  a  wire  binder.  No  one 
would  believe  in  the  knotter  ]  had  completed  because  they 
feared  the  insects  would  eat  the  strings  from  the  bundles. 

I  built  a  ^vire  binder  as  an  experiment  at  Mazomanie, 

373  Wis.  A  year  or  two  after  I  got  the  Beloit  Eeaper  Company 

374  to  build  a  twine  binder.  I  completed  the  binding  attach- 
ment in  1876.     Four  twine  binders  were  built  that  year. 

375  In  1877  I  got  Blanchard  &  Arnold  of  Milwaukee  to  kiild 
some  self-binders,  and  we  sold  one  of  them.  I  improved 
them  and  in  1878  I  built  115  of  them  for  the  Parker  & 
Stone  Eeaper  Works.  In  1879  I  built  75  for  Gammon  & 
Deering  at  Piano,  Ilhnois.  In  1880  the  Deering  people 
built  3,000.  After  1880  all  the  patents  issued  were  for 
mere  improvements,  for  the  essential  fundamental  prin- 
ciples of  the  binder  were  all  contained  in  my  patents. 

376  In  1893  I  built  a  binder  at  Harvey,  111.,  called  the 
Harvest  King,  for  Graver  &  Steele.  At  that  time  it  was 
possible  to  build  a  complete  successful  self-binder  without 
infringing  any  patents.  I  was  familiar  with  the  condi- 
tion of  harvesting  machines  when  the  I.  H.  Co.  was  or- 
ganized, for  I  was  then  working  for  the  Deering  peo- 

377  pie.  I  was  connected  with  the  International  one  year 
building  a  12-foot  har^^ester  and  binder — binding  header 
and  binder.  For  the  last  ten  years  I  have  been  engaged 
chiefly  in  experimenting  on  cotton  pickers.  At -present 
am  manufacturing  cotton  picket's  at  Davenport  and  be- 
ginning on  harvesters,  binders,  shockers  and  traction  farm 
engines. 
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My  company  is  the  AYestern  Implement  &  .Motor  Co. 
We  have  recently  built  another  hinder  harvester.  Am 
building  it  now  and  will  complete  it  within  a  month,  I 
gness,  shocker  and  all  complete.  "Wlien  finished  I  expect 
it  will  be  better  than  any  binder  harvester  now  in  exist- 
ence. It  wiir  infringe  upon  no  patent  on  any  feature  it 
embodies,  that  I  know  of. 

i\o  Obstacles  in  the  Field. 

From  my  experience  and  knowledge  of  the  harvestijig 
machine  business,  I  feel  that  the  field  for  making  and 

378  selling  of  harvesting  machinery  is  free  and  open.  I  pro- 
pose to  go  into  it  again.  I  know  of  no  obstacles  or  ob- 
structions to  my  doing  so. 

Cross-Exa  ni  ination. 

379  The  Western  Implement  Company  was  organized  a  lit- 
tle over  a  year  and  a  half  ago.  J.  E.  Bermeister,  a  Da- 
venport man,  and  W.  M.  Smith  were  founders  of  it. 

XII 

47  GEORGE  W.  BAKER  : 

Johnston  Harvester  Co.  No    Difft'culftj  in  Getting  Local  Deal- 
ers. 

I  reside  at  Batavia,  Now  York.  Have  been  assistant 
sales  manager  of  the  Johnston  Harvester  Company 
since  1900.  Have  been  ac![uainted  with  their  business  east 
from  Indiana,  which  has  been  under  my  particular  charge 

48  for  the  last  five  years.  I  ha^'e  been  making  frequent  trips 
in  the  territory  west  of  Indiana,  on  the  business  of  the 
Johnston  Company,  and  in  that  way  have  become  in  a 
general  way  ac(|uainted  with  their  business  in  the  rest 
of  the  United  States — to  the  AVest. 

Until  the  first  of  last  January,  the  Johnston  Harvest- 
ing Company  made  only  harvesting  machinery  in  the 
United  States,  then  we  added  some  lines.  During  the  past 
12  years  these  goods  have  been  marketed  in  the  United 
Statf-s  through  local  dealers.  In  my  territory  I  have  had 
to  do  with  the  securing  of  tliose  local  dealers  to  handle 
their  goods.  During  past  ten  years  have  had  no  diffi- 
culty in  getting  local  dealers  to  handle  the  Johnston  har- 
vesting lino  in  my  territory.  The  number  of  machines 
that  the  managers  of  the  business   would    allot    for   the 
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American  trade  has  determined  the  quantity  of  binders 
and  mowers  and  rakes  of  the  Johnston  brand  sold  in  my 
territory  during  the  past  8  or  10  years.  I  could  easily 
have  obtained  other  agents  and  have  sold  more  of  those 
machines  if  it  had  been  the  pohcy  to  expand  in  that  di- 
rection. Our  machines  have  been  sold  during  all  that  pe- 
riod in  the  United  States  in  competition  with  like  ma- 
chines of  the  International.  The  competition  of  the  In- 
ternational had  been  fair  and  businesslike. 

Impracticable  to  Try  to  Coerce  Dealers. 

Am  familiar  with  the  trade  that  handles  agricultural 
implements,  especially  harvesting  lines,  and  with  the  lo- 
cal dealers  in  different  parts  of  the  TJnited  States.     It 

49  would  not  be  practicable  or  beneficial  for  any  company 
dealing  in  such  goods  to  attempt  to  coerce  the  local  dealer, 
either  by  trying  to  compel  him  to  buy  other  lines  than  the 
harvesting  line,  or  to  compel  him  not  to  handle  any  com- 
petitive goods  of  any  sort.  T  should  say,  it  would  be  det- 
rimental to  the  company  that  tried  it. 

The  Massey-Harris  Company  of  Canada,  is  now  a  large 
holder  of  the  stock  of  my  company.  It  became  a  promi- 
nent factor  in  the  conduct  of  the  Johnston  Harvester 
Company's  business  nearly  two  years  ago.  Since  that 
time  the  capacity  of  the  Johnston  Harvester  Co.  has 
doubled.  The  greater  part  of  our  business  is  in  export 
trade.  Batavia  is  very  favorably  located  for  that  busi- 
ness. 

In  my  territory  there  are  a  few  instances  where  local 
dealers  handle  our  product  and  I.  H.  Co.  goods.  I  do  not 
find  that  any  obstruction  to  my  business,  or  interference 
with  it.  Have  been  famiUar  with  the  harvesting  machine 
business  in  the  United  States  since  1877.  At  the  request 
of  the  defendant  Harvester  Com^pany  have  had  prepared 
a  list  under  my  direction,  of  towns  west  of  Pennsylvania 
in  which  my  goods  are  sold,  and  excluding  the  Pacific 
Coast  and  the  portions  of  the  country  where  it  is  handled 

50  by  jobbers.  In  my  territory  the  business  is  all  conducted 
through  local  dealers,  and  on  the  Pacific  Coast  it  is  through 
jobbers ;  also  by  jobbers  in  "Wisconsin,  Minnesota,  the  Da- 
kotas,  Nebraska,  and  some  little  in  the  South;  in  Texas 
and  Georgia  there  is  a  little.  Pennsylvania  is  not  in- 
cluded in  the  list  I  made  up.  There  are  400  dealers  there 
anyway,  and  500  in  New  York.     The  list  which  I  hand 
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the  counsel  is  a  correct  list  of  the  towns  in  the  states  of 
Illinois,  Indiana,  Iowa,  Kansas,  Michigan,  Missouri,  and 
Ohio,  in  which  the  .lohnston  Harvester  Company  has 
agencies  for  the  sale  of  its  goods,  or  dealers  who  handle 
them  this  season.  It  is  taken  from  our  contract  record. 
Said  list  otfered  in  evidence  (subject  to  objection  re- 
served), appears  in  full  in  Vol.  XIV,  pp.  244-251,  and 
shows:  Total  number  of  agencies,  1018,  distributed 
throughout  said  territory  as  follows:  Illinois,  177;  In- 
diana, 204 ;  Iowa,  twelve ;  Kansas,  sixteen ;  Michigan  177 ; 
Missouri,  169;   Oklahoma,  two;   Ohio,  261. 

C  I'oss-Examination. 

Have  been  with  the  Johnston    Co.    continuously    since 

51  1896.  Am  assistant  sales  manager.  A.  P.  Campbell  is 
sales  manager.  I  assist  in  domestic  sales  only.  The  for- 
eign business  is  handled  from  the  same  office,  in  charge  of 
L.  D.  Collins,  treasurer.  We  have  no  foreig-n  export  agent 
in  New  York  City,  except  as  forwarders.    They  are  Wil- 

52  Hams  tic  Terhune. 

My  company  has  not  to  my  knowledge  made  several 
efforts  to  sell  out  to  the  I.  H.  Co.  in  the  past^S  or  9  years. 
I  think  my  position  is  such  that  I  would  be  advised  whether 
or  not  such  had  been  the  case.  I  have  had  no  occasion  to 
desire  the  information  as  to  the  name  of  our  forwarding 
agent  in  New  York  Citv,  or  whether  they  act  for  the  I.  H. 
Co. 

All  of  our  general  aaeneies,  for  domestic  business  are 
located  east  of  the  Mississippi  river,  other  than  the 
agencies  at  St.  Louis  and  Kansas  City.    I  started  the  busi- 

53  ness  in  Kansas  City  in  1896.  We  have  nine  branch  offices 
in  the  United  States,  located  at  Batavia,  New  York;  Al- 
bany, New  York;  Harrisburg,  Pennsylvania;  Eichmond, 
Virginia;  Columbus,  Ohio;  Lansing,  Michigan,  Indian- 
apolis, Indiana;  St.  Louis,  Missouri;  Kansas  City,  Mis- 
souri. The  large  bulk  of  our  domestic  business  is  done 
east  of  the  Mississippi. '  The  bulk  of  our  business  in  1901 
and  1902,  when  the  International  was  organized,  was  east 
from  Indiana.  We  were  not  doing  any  direct  business  to 
speak  of  west  of  Indiana  then.  Whatever  business  we 
did  was  through  jobbers.  Thedist  I  have  produced,  giv- 
ing the  names  of  towns  in  Illinois,  Indiana,  Iowa,  Michi- 
gan, Kansas,  Missouri  and  Ohio  are  towns  that  are  all 
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handled  directly  from  the  general  agencies,  and  not 
through  jobbers. 
54  We  have  contracts  with  the  dealers  in  these  towns  for 
the  season  of  1913.  I  have  made  no  comparison  as  to  how 
many  of  these  dealers  I  had  contracts  with  in  1912.  We 
have  not  a  good  many  more  contracts  for  1913  than  we 
had  for  1912.    It  is  about  the  same. 

Re-direct  Examination. 

Our  business  has  expanded  into  the  central  west  since 
the  International  was  organized.  Our  present  sales  man- 
ager became  such  on  March  1st,  1912.  He  was  not  con- 
nected with  the  Johnston  Company  before  that. 

Re-cross  Examination. 

A.  P.  Campbell  is  the  name  of  our  sales  manager.    He 
came  from  Canada,  and  was  employed  over  there  by  the 
Massey-Harris  Companv. 
VIII 

189  GEORGE  E.  BALCH : 

I.  H.  Co.  Competition  In  Hay  Presses  Fair. 

Am  with  the  Kansas  City  Hay  Press  Co. ;  am  secre- 
tary and  assistant  treasurer;  have  been  with  company 
ten  years ;  am  in  touch  with  its  business.  Our  principal 
business  is  manufacturing  hay  presses  and  gasoline  en- 
gines.     They  are  handled  together  as  a  rule;  largely 

190  power  presses.  We  ship  hay  presseSi  west  of  California 
and  east  to  Ohio.  In  the  hay  press  business  we  are  in 
active  competition  with  the  I.  H.  Co.  and  have  been 
during  the  years  the  I.  H.  Co.  has  been  making  the  hay 
press  and  engines.  Our  competition  with  the  I.  H.  Co., 
as  I  have  found  it,  has  been  the  same  as  any  other  com- 
petition, fair  and  businesslike.  During  the  past  ten  years 
many  companies  have  gone  into  the  manufacture  of  en- 
gines and  hay  presses.  Competition  during  that  period 
in  the  business  has  increased.  Notwithstanding  the  in- 
crease .of  competition,  our  company  has  maintained  its 
business  during  the  last  ten  years. 

C  ross-Exnmination. 

We  make  gasoline  engines  from  5  to  20  H. 
P.    We  make  more   from  6   to   10    in  connection  with 
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liay  presses.      We  are  mainly  in  the  engine  business  to 

191  meet  demand  for  power  presses.  Tlie  sale  of  power 
presses  is  comparatively  new;  largely  developed  in 
the  last  ten  years.  My  company  was  incorporated 
in  1889;  had  been  selling  presses  since  1886;  think 
we  put  out  500  or  600  hay  presses  in  1912.  Do 
not  know  how  many  in  1911.  1  have  charge  of 
the  sales.  A  large  portion  of  the  territory  we 
cover  is  jobbed.  In  Oklahoma,  part  of  Kansas 
and  Missouri,  we  work  direct  through  local  dealers. 
Cannot  tell  how  many  machines  are  sold  through  local 
dealers  in  1912.  Do  not  think  it  would  be  half  of  our 
business.  Cannot  say  just  what  percentage  was.  Do 
not  divide  business  uj)  that  way.  Only  report  I  get  is 
at  the  end  of  the  year,  total  sales.  Do  not  know  how 
International  sells  its  hay  presses.     In  some  of  my  terri- 

192  tory  they  sell  through  local  dealer.  As  to  whether  I  know 
much  about  trade  conditions  and  conditions  in  the  country, 
I  am  in  touch  with  conditions  concerning  the  hay  press 
business  of  my  company.  As  to  what  I  know  about  how 
the  I.  II.  Co.  sells  its  presses,  I  know  that  in  the  matter 
of  meeting  competition  they  sell  to  dealers  in  the  territory 
in  which  I  am  working. 

Re-direci  Excnnuiation. 

I  know  of  some  cases  where  we  sell  hay  pres.ses  to 
firms  that  handle  International  goods.  I  have  not  found 
the  fact  that  a  dealer  handles  I.  H.  Co.  harvesting  ma- 
chinery is  an  impediment  to  my  sales,  if  I  got  there 
first. 

Re-noss  Examination. 

If  I  did  not  get  tbere  first,  it  was  a  matter  of  com- 
petition. The  fellow  that  gets  there  first  generally  gets 
the  business;  I  mean  whether  I  get  to  the  dealer  or  the 
other  man  gets  to  the  dealer  first  in  the  selling  of  hay 
presses. 
XI 

334  ALBERT  C.  BARBEE : 

Have  been  sales  manager  for  the  Moline  Plow  Company 
and  its  branches  for  six  years.  Prior  to  that  time  for 
three  years  was  assistant  sales  manager  at  Moline;  prior 


Testimony  of  Competitors.  649 

to  that  manager  at  Kansas  City,  Minneapolis,  and  prior 
to  the  Minneapolis  management,  was  assistant  manager 
at  St.  Louis;  all  for  the  Moline  Plow  Company.  That 
company  sells  quite  a  long  line  of  agricultural  implements. 

/.  H.  Co.  Competilion  Clean  and  Fair. 

As  sales  manager  and  assistant  sales  manager  for  the 
past  nine  years  have  been  in  executive  charge,  directly 
while  sales  manager,  and  under  the  manager  as  assistant 
sales  manager,  of  the  implement  sales  of  the  Moline  Plow 
Co.,  which  sells  its  products  throughout  the  entire  United 
States.  During  that  period,  or  part  of  it,  we  have  been 
in  competition  with  the  I.  H.  Co.  in  the  sale  of  imple- 
.335  ments;  wagons,  hay  loaders,  and  that  class  of  goods,  as 
well  as  disc  harrows,  lever  harrows,  grain  drills,  and  corn 
planters  and  manure  spreaders.  I  have  never  found  the 
competition  of  the  I.  H.  Co.  other  than  clean  and  fair. 

The  field  in  United  States  has  been  open  to  successful 
business  in  competition  with  the  I.  H.  Co.  in  the  imple- 
ments I  named.  Business  of  the  Moline  Plow  Co.  and 
the  sale  of  those  implements  have  been  growing;  our  busi- 
ness has  been  ver}',  veiy  good. 

Moline  Plow  Co.  Output. 

In  1902  the  output  of  the  Moline  Plow  Company  wagons 
was  6,419;  in  1903,  9,390;  in  1904,  10,876;  in  1905,  11,871; 

336  in  1906,  18,830;  in  1907,  23,468;  in  1908.  18,829;  1909, 
21,386;  1910,  24,175;  1911,  19,461;  1912,  22,814. 

For  1913  we  have  two  months  to  go ;  for  the  ten  months 
it  was  27,034.  In  giving  these  numbers  I  refer  to  the 
fiscal  year  of  my  company,  ending  June  30th  of  each  year. ' 

We  went  into  the  manufacture  of  hay  loaders  in 
1910,  putting  out  that  year  100.  In  1911  we  put  out  470 ; 
in  1912,  1,096;  in  1913,'about  3,000.  Went  into  the  manu- 
facture of  manure  spreaders  in  1905.     Put  out  249  "that 

337  year;  in  1906,  2,384:  1907,  4,201;  1908,  1,700;  1909,  3,594; 
1910,  5,618;  1911,  2,135;  1912,  2,140;  1913,  about  4,000. 
In  191t)  we  abandoned  the  construction  we  had  up  to  that 
time,  and  began  another  one.  We  had  to  begin  over 
again  in  the  business.  In  1910  the  large  sale  of  5,618  was 
due  to  the  very  low  price  we  made.  We  cleaned  up  the 
stock  we  had  of  those  old  machines  and  raw  stock  we  had 
on  hand,  that  we  manufactured  into  machines  that  year,  so 
that  we  started  in  with  the  remodeled  machine. 

We  began  making  disc  harrows  many,  many  years  ago. 
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In  1902  we  made  6,477;  1903,  7,234;  1904,  8,459;  1905,  9,923; 

338  1906,  12,891;  1907,  15,056;  1908,  11,728;  1909,  12,576;  1910, 
14,936;  1911, 10,746;  1912, 13,140;  1913,  about  15,000. 

Lever  harrows  are  composed  of  two,  three 
or  four  sections,  so  we  keep  account  of  output  by 
sections.  The  output  by  sections  is  as  follows:  1902, 
29,839;  1903,  31,498;  1904,  29,702;  1905,  30,085;  1906,  35,- 
295;  1907,  38,439;  1908,  32,380;  1909,  36,348;  1910,  43,927; 
1911,  32,681;  1912,  36,971;  1913,  about  45,000. 

339  We  bought  the  grain  drill  plant  in  October,  1908.  In 
1909  the  number  of  grain  drills  was  6,950.  That  was  for 
the  year  ending  June  30,  1909.  The  output  by  years  is 
as  follows:  1910,  15,232;  1911,  9,447;  1912,  9,182;  1913, 
about  12,000.  /  _ 

The  business  of  iloline  Plow  Co.  is  manufacturing  farm 
implements.  Its  business  has  had  a  steady  and  constant 
growth.  Its  capital  in  1892  was  $800,000.  'in  1902  it  was 
$2,400,000.  In  1902  we  increased  our  capital  stock  from 
that  to  $3,200,000;  in  1904  we  again  increased  it  to  $4,- 
000,000;  in  1906  we  increased  to  $6,000,000;  in  1909  we 
increased  from  $6,000,000  to  $7,000,000;  in  1910  we  in- 
creased from  $7,000,000  to  $9,000,000',  and  in  1913  we  in- 
creased from  $9,000,000  to  $18,000,000.     Outside  of  the 

340  increase  in  1913,  the  increases  of  the  capital  stock  were 
effected  from  tlie  profits  of  the  business  and  represented 
those  profits. 

Moline  Ptoiv  Co.  Sells  to  Dealers  Handling  I.  H.  Co.  Goods. 

We  sell  our  implements  throughout  the  United  States 
to  retail  implement  dealers  in  the  country.  That  includes 
implements  w^hich  we  sell  in  competition  with  the  I.  H.  Co. 
We  have  sold  them  in  quite  a  large  proportion  to  retail 
dealers  who  handle  I.  H.  Co.  harvesting  machinery.  We 
did  not  find  that  fact  an  obstacle  to  selling  them  our  ma- 
chinery. We  found  no  attempt  on  the  part  of  the  I.  H.  Co. 
to  prevent  dealers  from  buying  our  implements.  Without 
the  figures  at  hand,  should  say  we  sell  our  goods  to  from 
25,000  to  30,000  dealers  in  the  United  States. 

In  the  years  named,  while  I  was  general  sales  manager 
and  assistant  sales  manager  of  the  Moline  Plow  Co.,  and 
General  agent  at  Kansas  City,  Minneapolis  and  St.  Louis, 
have  kept  in  close  touch  with  retail  dealers,  and  am  thor- 

341  oughly  familiar  with  their  methods  and  manner  of  doing 
business.  If  thel.  H.  Co.  should  adopt  and  put  into  effect 
the  policy  of  saying  to  the  dealers  of  the  country  that  they 


XI 
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could  not  handle  I.  H.  Co.  machinery  unless  they  handled 
that  exclusively  or  unless  they  carried  the  full  long  line 
of  I.  H.  Co.  implements  and  carried  those  exclusively, 
there  is  no  question  but  what  the  I.  H.  Co.  would  lose  their 
good  dealers.  There  are  some  with  whom  they  might  be 
able  to  do  that,  but  it  would  not  be  a  dealer  with  very 
much  self-respect.  Do  not  think  they  could  do  it.  The 
Moline  Plow  Co.  has  manufactured  no  harvesting  ma- 
chinery during  the  time  I  have  been  with  them  until  this 
year. 

Reasons  for  Moline  Co.  Going  Into  Tlarvester  Trade. 

Q.  From  your  knowledge  of  the  implement  business  and 
the  trade  conditions  during  the  past  ten  years,  what  is 
and  was  your  judgment  as  to  whether  the  field  was  open 
to  a  successful  business  in  harvesting  lines  in  opposition 
to  the  I.  H.  Co.  in  the  United  States? 

(Objected  to.    No  foundation  has  been  laid.    Witness 
has  no  experience  in  harvesting  lines.) 

A.  My  judgment  is,  and  has  been  for  a  considerable 
time,  that  the  field  was  open,  and  that  is  the  reason  we 
are  now  engaged  in  the  harvesting  machinery  business. 
The  Moline  Plow  Co.  has  just  entered  upon  that  line 
through  the  purchase  of  the  Adriance-Platt  Company's 
plant  at  Poughkeepsie,  New  York,  where  we  make  a  full 
line  of  harvesting  machinery.  I  have  been  a  stockholder 
342  and  director  of  the  Moline  Plow  Company  for  some  years. 
I  was  consulted  and  took  part  in  the  deliberations  which 
resulted  in  the  decision  to  purchase  the  Adriance-Platt 
plant. 

Q.  What  is  the  fact  as  to  whether  the  Moline  Plow 
Company  bought  the  Adriance-Platt  plant  and  entered 
upon  the  business  of  manufacturing  and  selling  harvesting 
machinery  as  a  necessity,  or  as  an  opportunity? 

(Objected  to  as  incompetent,  irrelevant  and  imma- 
terial.) 

A.  We  felt  the  field  was  open  in  the  harvester  line, 
that  there  was  less  competition  in  that  line,  perhaps,  than 
in  any  others,  and  a  chance  to  make  some  money.  The 
purchase  of  that  plant  was  simply  an  expansion  of  our 
business  into  a  field  of  opportunity.  We  had  arranged 
for  quite  an  increase  in  our  capital,  and  felt  the  harvester 
line  was  open  as  a  field  for  expansion.  The  business  of 
the  Moline  Plow  Co.  has  not  been  hampered  in  any  man- 
ner by  the  fact  that  it  did  not  have  a  harvesting  machinery 
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line.  There  has  never  been  a  year  I  have  'been  with  the 
Moline  Plow  Company  when  we  have  not  done  all  the 
business  our  capital  would  warrant.  Made  arrangement 
for  harvester  plant  the  latter  part  of  November,  1912; 
took  over  plant  January,  1913. 

Competinrj  Harvester  Business  Expanding. 

Q.     AYhat  success  have  you  had  in  expanding  the  busi- 
343  ness  of  the  Adriance-Platt  Company  in  the  nianufacture 
and  sale  of  harvesting  machinery  in  the  United  States 
since  you  took  it  over! 

A.  A^'e  had  increased  sales  of  Adriance-Platt  Co.  in  the 
United  States  some  10,000  machines  up  to  May  1st.  In 
deciding  to  go  into  the  manufacture  and  sale  of  harvest- 
ing machinery  and  purchase  of  Adriance-Platt  Co.,  we 
were  not  influenced  in  any  way  Ijv  this  suit  of  the  United 
States  against  I.  IT.  Co.  We  never  thought  of  such  a 
thing. 

Cross-Exa  m  ination. 

I  should  say  this  advertisement  in  the  Implement  Blue 
Book  for  1912  is  the  advertisement  of  my  company  for  that 
year.  That  book  is  recognized  as  one  of  the  standard 
trade  directories : 


3J4 
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1 

345      It  is  an  advertisement  of  our  principal  lines  of  imple- 
ments  as   they  were  in   1912.     The  plow  line  was  the 
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foundation  of  our  business.  Our  company  has  been  in 
business  perliaps  55  years. 

The  Implement  Blue  Book  for  1912,  at  page  343,  is  a 
correct  statement  of  the  officers  of  the  Moline  Plow  Co. 
and  the  implements  manufactured  by  it  at  that  time,  ex- 
cept, perhaps,  there  should  be  added  more  implements 
than  what  shows  there.  This  statement  contains  the  prin- 
cipal lines. 

"Moline  Plow  Co.:  President,  G.  A.  Stephens;  Vice- 
President,  F.  Gr.  Allen ;  Secretary,  C.  E.  Stephens ;  Treas- 
urer, C.  A.  Banister. — Plows,  Harrows,  Cultivators,  Po- 
tato Diggers,  Grain  Drills,  Seeders,  Planters,  Stalk  Cut- 
ters, Farm  Wagons  and  Vehicles." 

My  impression  is  that  in  1902  the  I.  H.  Co.  were  not 
competitors  on  any  of  those  lines  I  named;  would  not  say 
for  sure.  To  go  over  the  articles  named  in  respect  to 
which  we  are  in  competition  with  the  I.  H.  Co.  and  to  cor- 
rectly state  if.  the  I.  H.  Co.  was  making  any  of  those 
articles  in  1902,  it  would  be  necessary  to  know  what  year 
the  International  took  over  the  Osborne  Works.  Do  not 
know  when  they  first  acquired  them.  My  remembrance 
is  that  the  Osborne  Company  was  not  one  of  the  five  com- 

346  piinies  that  went  into  the  International  on  its  organiza- 
tion. We  have  been  competitors  of  the  I.  H. 
Co.  on  hay  loaders  and  side-delivery  rakes  prior 
to  the  present  year.  The  sale  of  the  latter  is 
small  in  the  entire  country  compared  to  that  of  binders, 
mowers  and  hay  rakes,  but  there  is  a  very  growing  de- 
mand for  that  class  of  tools.  I  have  no  idea  how  many 
corn  planters  the  I.  H.  Co.  made  in  1911.    I  have  no  means 

347  of  knowing  Avhat  they  manufactured.  Their  corn  planter 
competition  has  been  recent,  within  the  last  year  or  two, 
and  on  grain  drills  within  the  last  three  or  four  years. 
In  1911  we  sold  9,447  grain  drills.  We  have  had  very 
little  competition  from  the  International  on  grain  drills; 
perhaps  we  may  hear  from  the  competition  in 
one  locality  pretty  often,  and  get  the  idea  that  they  sell 
more  than  they  do.  We  have  not  had  a  great  deal  of 
competition  on  grain  drills  with  the  I.  H.  Co. 

Of  the  different  kinds  of  steel  plows  we  sold  64,933  m 
1912.  We  sell  very^  few  of  those  in  the  New  England  or 
soutliern  states.  The  major  part  of  our  sales  is  in  the 
central  states.  Deere  &  Co.  are  the  largest  manufac- 
turers of  plows  in  competition  with  us.    There  is  the  Par- 


654  Tesiimony  of  Competitors. 

XI 

lin  &  Orendorff  Co.,  the  Eock  Island  Plow  Co.  and  many 

348  others.  Those  are  the  larger  ones,  and  the  Emerson 
Manufacturing  Co. 

Would  say  the  I.  H.  Co.  is  our  largest  competitor  in 
wagons.  Think  I  can  safely  say  w^e  are  close  to  being  the 
next.  After  us  comes  the  Studebaker,  the  Kentucky  Wagon 
Company  and  the  Bain  Wagon  Company. 

I  should  say  the  I.  H.  Co.,  Deere  &  Company,  and  the 
Great  Western  [NFanufacturing  Co.  make  and  sell  the  most 
spreaders  in  competition  with  us.  We  come  in  towards 
the  bottom  of  the  list.  Think  I  have  named  the  largest 
manufacturers  of  spreaders,  and  think  I.  H.  Co,  makes 
more  than  any  other  company. 

Would  say  the  I.  H.  Co.  makes  largest  number  of  disc 
harrows  in  the  United  States.  A  disc  harrow  is  made 
from  round  discs  which  cut  and  pulverize  the  ground, 
and  a  lever  harrow  has  flat  or  round  bars  with  teeth,  and 
makes  more  of  what  is  termed  a  drag.  The  disc  and  the 
lever  harrow  are  used  pretty  generally  all  over  the  coun- 
try, and  it  would  be  proper  to  say  that  they  are  used  at  all 
times  of  tlie  year.  The  disc  harrow  is  used  following  the 
plowing  of  the  sod,  to  cut  it  up,  in  spring  and  fall  plowing 

.')49  when  the  ground  is  hard  or  cloddy.  The  lever  harrow 
is  generally  used  directly  after  plowing,  to  make  a  good 
seed  bed. 

W(»  bought  the  ^landt  Wagon  Company  in  1902,  the 
Hennoy  Buggy  Company  in  1903,  the  Freeport  Carriage 
Companj^  in  1908,  the  ]*lonitor  Drill  Company  in  1908,  and 
the  Adriance-Platt  Company  in  1913.  We  also  bought  the 
^McDonald  Scale  Company  in  1912. 

Tliere  lias  always  been  less  competition  in  harvester 
lines  than  in  plow  lines,  since  I  can  remember.  I  know  of 
no  line  of  agricultural  implements  in  which  there  has  been 
such  a  lai'gc  per  cent,  of  control  owned  by  one  company 
as  has  been  owned  by  the  I.  11.  Co.  since  1902.  Deei'e  iSi 
Company  entered  upon  the  manufacture  and  sale  of  bind- 
ers and  mowers  in  1910  or  1911,  and  it  was  not  manufac- 
turing and  selhng  those  machines  prior  to  that  date. 

I  think  Deere  &  Co.  sold  binders  in  1911.  Don't  know 
how  many.  I  do  not  know  of  any  other  company.  Since 
the  I.  H.  Co.  was  organized  it  has  not  been  in  competition 

350  with  us  in  the  manufacture  of  plows,  and  it  has  no  contract 
for  the  sale  of  our  plows  in  any  part  of  this  country  or 
Canada. 
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Re-direct  Examination. 

Less  than  one-half  the  business  of  the  Moline  Plow  Co. 
is  in  plows,  including  in  plows,  cultivators  and  corn  plant- 
ers, and  such  as  that.  The  increase  in  sales  of  Adrianee- 
Platt  binders  that  we  have  put  out  has  been  entirely  in 
the  middle  west,  Iowa,  Illinois,  Wisconsin,  North  Dakota, 
Minnesota,  South  Dakota,  Nebraska,  Kansas  and  Missouri. 

The  I.  H.  Co.  went  into  the  wagon  business  not  merely 
by  starting  a  factory  and  making  wagons,  but  by  buying 
out  factories  that  had  an  established  business. 

For  a  great  many  years  it  was  difficult  to  get  the  farmers 
in  the  country  west  of  the  Allegheny  mountains  to  realize 
the  necessity  of  fertilizing  the  ground.  It  was  discourag- 
ing to  attempt  to  get  them  to  do  that.  The  I.  H.  Co.  has 
done  a  great  deal  of  pioneer  work  through  agricultural 
colleges  and  advertising  and  in  various  ways,  to  educate 
farmers  of  the  west  into  a  realization  of  the  necessity  of 

351  the  use  of  spreaders.  No  question  but  they  have  done  a 
great  deal  of  good  in  that  respect,  and  in  creating  demand 
for  spreaders. 

Re-cross  Exci/mination. 

My  company  has  not  done  as  much  as  many  others  in 
encouraging  the  use  of  manure  spreaders  among  farmers. 
No  others  have  done  it  on  so  large  a  scale  as  the  I.  H.  Co. 
Should  not  say  any  other  company  sells  spreaders  on 
such  a  large  scale  as  they  do.  They  have  all  done  some- 
thing in  the  way  of  promoting  sales. 

Sometimes  we  give  jjlows  of  the  same  sort,  different 
trade  names  and  assign  them  to  different  dealers  in  one 
town  in  the  way  that  binders  manufactured  by  the  T.  H. 
Co.  are  distributed  among  different  dealers  in  a  town. 
Have  some  trade  where  we  divide  lines  in  a  town.  It  is 
not  our  regular  practice  because  we  are  able  to  sell  one 
man  in  a  town  as  much  as  we  care  to. 

I  was  in  a  town  a  few  days  ago  where  6  dealers  sold  the 

352  same  plow.  I  do  not  know  any  manufacturer  that  calls 
the  same  thing  several  names  and  then  gives  one  imple- 
ment with  one  name  to  each  dealer  in  a  town. 

We  do  not  necessarily  have  contracts  with  our  25,000 
or  30,000  dealers.  Have  lots  of  accounts  where  we  have 
no  contract,  that  are  mail  orders.  We  do  not  do  any 
mail  order  business  with  the  farmers.  A  great  many  of 
the  25,000  dealers  on  our  list  order  simply  in  that  way. 
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484  J.  B.  BABTH01.0MEW : 

Business  of  Avery  Co. 

Have  been  President  of  the  Aveiy  To.  about  eight  years; 
reside  at  Peoria,  Illinois.  Have  been  connected  with  Com- 
pany since  1879.  Its  chief  products  are  threshing  ma- 
chines, gas  and  oil  tractors,  steam  tractors,  and  small  im- 
plements such  as  planter^  and  cultivators.  Those  prod- 
ucts are  sold  principally  through  the  corn  and  wheat  grow- 
ing states  of  the  United  States,  and  some  in  Canada  and 
the  Argentine  Kepublic.  In  the  U.  S.  the  small  goods  are 
sold  outright  to  the  dealers.  Threshers  and  tractors  are 
commissioned  or  sold  through  the  dealers  as  commission 
agents. 

I.  H.  Co.  Methods  as  Fair  As  Any  Competitors. 

In  many    instances    our    goods    are    handled    by    lo- 

485  cal  dealers  in  the  United  States  who  handle  the  goods 
made  by  the  I.  H.  Co.  As  to  whether  we  find  that  fact  a 
detriment  or  obstacle  to  placing  our  product  with  them, 
will  say  not  on  account  of  their  handling  the  harvesters. 
That  is  not  an  dement  in  the  problem  at  all.  We  compete 
with  the  I.  H.  Co.  in  threshers  and  tractors  to  the  same  ex- 
tent that  the  I.  H.  Co.  competes  with  us  in  cultivators  and 
corn  planters.  We  consider  the  I.  H.  Co.'s  methods  as 
fair  at  least  as  any  iif  the  rest  of  our  competitors.  We 
have  to  meet  them,  of  course,  in  competition,  and  all  of 
our  competitors,  as  a  rule. 

Cross<-Examinati<ni. 

486  ^Ve  have  competitors  who  make  a  larger  per  cent,  of  our 
principal  lines  than  the  I.  H.  Co.  Rumely,  Emerson- 
Brantingham,  Hart-Parr,  and  ]\Iinneapolis  Steel  &  Ma- 
chinery Co.  are  our  leading  competitors  in  threshing  ma- 
chines and  tractors.  The  I.  H.  Co.  has  sold  threshing  ma-. 
chinery  in  competition  with  us  two  or  three  years  at  least. 
Ours  is  not  a  very  large  traction  engine.  Only  recently 
ha-^-e  wc  been  making  the  larger  machines.  Have  been  in 
competition  with  the  I.  H.  Co.  on  that  line  two  or  three 

487  years.  We  make  small  engines ;  not  any  stationary  en- 
gines at  all.  Ours  are  all  tractors ;  that  is,  12-horse  draw 
bar  and  L'5  break  horsepower.  The  next  size  is  20-horse 
draw  bar  and  25  break  horsepower.    The  large  one  is  40- 
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horse  draw  bar  and  80-lior&e  break  bar.  We  are  not  in 
competition  with  I.  H.  Co.  on  the  small  engines  made  for 
farm  u&e.  We  compete  in  large  measure  with  I.  H.  Co.  in 
gas  and  oil  tractors,  steam  tractors  and  threshers. 

In  Implement  Blue  Book  for  1912  at  page  344  is  an  ac- 
curate statement  of  the  lines  and  implements  manufac- 
tured and  sold  by  my  company.  "Tanks,  Wagons"  there 
might  be  interpreted  as  wagons.  We  are  not  in  the  farm 
wagon  business. 
-      The  advertisement  is  as  follows : 

Avery  Co.  Established  1887.  Incorporated  1882.  Cap- 
ital $2,500,000.  President,  J.  B.  Bartholomew;  Vice-Pres- 
ident, H.  C.  Roberts;  Secretarv,  G.  L.  Avery;  Treasurer, 
E.  A.  Cole.-- -Band  Cutters  and  Self  Feeders,  Check 
Rowers,  Cultivators,  Cultivator  Attachments,  Portable 
and  Traction  Engines,  Corn  Planters,  Straw  Stackers, 
Stalk  Cutters,  Tanks,  Wagons,  Wagon  Gears,  Threshers, 
Traction  Steam  Shovels,  Steam  Plows. 

1  FRED  H.  BATEMAN : 

I.  H.  Co.  Covrpetition  iv'iili  Bateman  Mfg.  Co.  Fair. 

I  reside  at  Grenloch,  New  Jersey;  have  been  engaged 
in  manufacture  of  agricultural  implements  20  years  as 
Bateman  Manufacturing  Company ;  am  vice-president  and 
general  manager.  I  have  been  familiar  with  the  busi- 
ness of  that  company  20  years.  We  make  and  sell  sulky 
rakes  and  cultivators  in  competition  with  like  implements 

2  of  the  I.  H.  Co.  We  have  made  cultivators  since  1865,  and 
sulky  rakes  four  or  five  years.  We  sell  these  implements 
to  local  dealers  who  handle  like  goods  or  other  goods  of 
the  T.  H.  Co.  We  find  it  no  obstacle  or  objection  that 
the  local  dealers  to  whom  we  sell  also  sell  I.  H.  Co.  's  goods. 
We  have  found  the  I.  H.  Co.  in  these  lines  to  be  fair,  busi- 
nesslike and  honorable. 

Since  I  have  been  in  business  T  have  been  gen- 
erally acquainted  with  local  dealers  east  of  the 
Mississippi,  where  our  goods  compete  with  the  I.  H. 
Co.  In  my  judgment  and  from  my  knowledge  and  experi- 
ence it  would  not  be  possible  or  beneficial  to  any  com- 
pany, and  particularly  to  the  I.  H.  Co.  to  attempt  to  coerce 
the  purchases  of  goods  on  the  part  of  local  dealers  in  that 
territory. 

The     fact     that    in     1912     our     company     produced 
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less  rakes  than  in  1911  was  due  to  our  inability  to  fill  or- 
ders in  time  for  the  distribution  of  the  goods,  and  was 

3  to  no  extent  due  to  the  competition  of  the  I.  H.  Co.  Our 
(^ulti\'ator  business  is  fully  as  good  now  as  it  was  ten 
years  ago. 

Cross-Examination. 

1  think  we  sold  about  1,200  rakes  in  1912.  The  wheels  of 
our  rake  are  of  wood.  I  understand  I.  H.  Co.  rakes  are 
sold  in  New  England.  Our  trade  is  not  confined  to  the 
New  England  States.  Our  greater  trade  is  in  central 
New  York  and  northern  New  York.  We  do  not  sell  this 
tool  in  the  ^^liddle  West. 

If  the  figTires  produced  by  ^Ir.  Snyder  sliow 
sales  for  the  company  in  1912  of  989  rakes,  our 
sales  fell  off  last  year  because  of  our  inability  to  fill  or- 
ders. We  had  orders  for  full  quantities  but  they  were  not 
distributed  or  put  in  territory   in    time    for    sale,     We 

4  lost  considerable  business,  but  approximately  our  sales 
would  be  1,200  rakes.  We  have  not  manufactured  rakes 
longer  than  five  years.  We  manufacture  nothing  that 
competes  with  the  I.  H.  Co.  besides  sulky  rakes  and  cul- 
tivators. 

The  statement  on  ji.  ;!84  in  the  Implement  Blue  Book 
for  1912,  correctly  states  implements  manufactured. 

Bateman  Mfg.  Co.  EstabHshed  1836.  President,  Prank 
Bateman;  Vice-President,  E.  S.  Bateman;  Secretary  and 
Treasurer,  Fred  H.  Bateman. — Wheel  Hoes,  Garden 
Wheel  Plows,  Garden  Disc  Cultivators,  Two-Row  Seed 
Drills,  Garden  Hand  Seed  Drills,  Hand  Fertilizer  Drills, 
One-Hoi-sc  Fertilizer  Distributors,  Horse-Hoeis,  Riding 
and  Walking  Cultivators,  Beet  Cultivators,  Potato  Plant- 
ers, Potato  Ridgers  or  Hoes,  Potato  Diggers,  Double  Act- 
ing Hand  Spray  Pumps,  Horizontal  Barrel  Sprayers, 
Horizontal  Barrel  Wagon  Sprayers,  Vertical  Barrel 
Sprayers,  Vertical  Barrel  Wagon  Sprayers,  Vertical 
Barrel  Sprayers  and  Trucks,  Bucket  Pump  Spravers, 
Four-Row,  Six-Row  and  Seven-Row  Traction  Spravers 
with  or  without  Orchard  Attachments,  Grain  Spravoi's, 
Pickle  Sprayers,  Hay  Rakes,  Truckers'  Variety  Row- 
Markers  and  Makers  and  Planters,  Truckers'  Variety 
Row-Markers,  Asparagus  Ridgers,  Side  Dressing  Ma- 
chines, Barrel  Trucks,  Carts,  Leaf  Racks,  Sprinklers,  Row 
Indexes,  Grubbing  Hoes,  Asparagus  Knives,  Corn  Knives, 
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Transplanting  Hoes  and  Trowels,  DanHelion  Pullers,  Vine 
Cutters,  Garden  Dibbles,  Hand  Garden  Plows,  Harness 
Brackets. 

i      W.C.BERGMAN: 

'^ield  in   Corn  Shredders   Open   to   Competition — I.  H.   Co. 
Dealers  Handle  Com.peting  Lines. 

In  addition  to  being  in  the  retail  implement  business 
]iave  been  engaged  in  the  manufacture  of  corn  shredders 
and  gasoline  engines  seven  years.    The  company  is  named 

1:  The  Maytag . Company.  Am  a  stockholder  and  director; 
was  president  until  two  years  ago.  Am  in  active 
touch  with  the  business  and  have  been,  although  not  indi- 
vidually responsible  for  it. 

We  are  selling  corn  shredders  in  competition  with  the 
I.  H.  Co.  throughout  ten  states.  Have  found  that  through- 
out this  territory  the  field  was  certainly  open  to  competi- 
tion. Our  business  has  been  growing  and  satisfactory. 
We  have  sold  these  corn  shredders  to  the  retail  imple- 
ment dealers  throughout  those  states,  including  deal- 
ers who  handle  the  1.  H.  Co.  harvesting  machinery  in 
the  main.  That  fact  was  no  impediment  to  selling  them 
our  corn  shredders. 

Have  manufactured  gasoline  engines  three  years.  The 
business  has  grown  continuously.      It  is  in  competition 

1  with  the  I.  H.  Co.  The  field  is  open  to  competition.  We 
cover  ten  states  in  the  sale  of  this  gasoline  engine.  Am 
in  touch  with  dealers  throughout  this  country  in  a  gen- 
eral way.  Do  more  or  less  canvassing  myself.  Have 
been  out  over  the  territory  and  know  the  dealers  and 
their  methods  of  doing  business. 

If  the  I.  H.  Co.  should  attempt  to  coerce  these  deal- 
ers and  should  impose  upon  them  the  condition  that  they 
could  not  handle  I.  H.  Co.  harvesting  machinery  unless 
they  handled  the  long  line  of  the  I.  H.  Co.  goods,  it  would 
be  very  disasti'ous  to  the  business  interests  of  the  I.  II. 
Co.     Dealers  would  refuse  to  do  business  with  them. 

Cross-Examination. 

We  sold  about  300  shredders  and  600  engines  last  year 
and  about  200  engines  in  1911. 
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126  H.  M.  BLAKE : 

Lines  Handled  by  ParUn  £  Orendorf  Co. 

I  reside  at  Canton,  Illinois;  I  look  after  domestic  sales 
of  Parlin  &  Orendorff  Manufacturing  Co.  Have  been  with 

127  that  company  about  ten  years.  They  manufacture  plows, 
cultivators,  corn  planters,  cotton  planters,  disc  harrows, 
drag  harrows  and  engines;  we  do  not  make  spring-tooth 
harrows.  The  Parlin  &  Orendorff  Co.  also  jobs  other 
farm  implements  than  those  it  manufactures,  that  is, 
,nrain  drills,  wagons,  vehicles.,  potato  machinery,,  hay 
tools,  hay  presses,  gasoline  engines  and  some  branch 
houses  handle  manure  spreaders.  They  also  job  corn 
shellers  and  grain  elevators.  The  largest  part  of  our 
domestic  business  is  in  the  western  half  of  the  United 
States.  The  eastern  line  would  be  about  Ohio.  We  mar- 
ket these  goods  through  the  dealers  by  direct  sale  to 
them.  This  has  been  the  custom  during  the  past  ten 
years. 

Business  ShoK's  Satisfaetory  Growth. 

^Iy  opinion  is  our  business  has  increased  right  along, 
with  possible  exception  of  1907  or  1908.  There  has  been  a 
satisfactory  growth  as  a  whole  during  that  period. 

It  is  difficult  to  answer  what  rank  the  Parlin  &  Oren- 
dorff Co.  has  in  the  territory  where  we  operate  in  this 

128  long  line  of  agricultural  tools  and  implements.  I  do  not 
know  what  the  others  do.  Tn  my  opinion  we  would  be 
along  third  or  fourth.  In  round  figures  tbe  resources  or 
total  in\'estment  bv  Parlin  &  Orendorff  in  this  business 
is  $10,000,000. 

I  do  not  have  the  figures,  but  I  imagine  the  annual  busi- 
ness of  the  P.  &  0.  Co.,  in  the  United  States  would  run 
between  $8,000,000  and  $10,000,000. 

Our  company  maintains  branch  houses  in  St.  Louis, 
Kansas  City,  Omaha,  Minneapolis,  Portland  and  Dallas. 
"We  have  branches  operated  from  these,  that  is  sub- 
branches.  AVe  have  them  at  Oklahoma  City,  Denver,  Sioux 
Falls,  Spokane  and  Pasco,  and  we  have  transfer  points 
w^here  we  carry  transfer  goods.  I  cannot  state  how  many 
of  these,  probal)ly  ten  or  twelve  through  this  general  ter- 
ritorv  west  of  Otiio. 
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Cross-Examination. 

Extent  of  P.  &  0.  Bvsiness. 

Our  principal  line  of  implements  is  what  might  come 
under  the  heading  of  plows,  that  is,  planters,  disc  har- 
rows and  listers;  a  general  tillage  line.     If  I  remember, 

129  the  business  was  established  in  1842.  It  has  been  selling 
plows  ever  since.  I  cannot  tell  what  proportion,  in  dollars 
and  cents,  of  our  business  is  in  plows.  I  am  not  general 
manager  of  the  company,  but  have  charge  of  the  branch 
houses,  their  management  and  sales  in  the  domestic  trade. 

I  am  located  at  Canton,  the  home  office  of  the  company. 
I  am  looking  after  the  management  and  employing  man- 
agers. I  have  charge  of  the  sales  of  the  P.  &"0.  Co.,  in 
all  this  territory,  where  the  five  or  sis  jobbing  centers 
named  are  located.     I  am  sales  manager  of  the  entire 

130  line  of  the  P.  &  0.  Co.  in  the  United  States. 

Our  most  important  line  after  plows,  I  would  say  is 
comprised  of  cultivators,  planters,  disc  harrows,  drag 
harrows  and  listers  and  probably  other  items.  I  do  not 
know  how  many  cultivators  or  listers  we  sold  in  1912.  I 
do  not  know  whether  the  I.  H.  Co.  makes  listers.  If  they 
do,  they  are  a  very  small  factor  in  that  line  of  business. 

I  do  not  know  how  many  plows  we  sold  to  the  I.  H.  Co.  in 
1912.  We  have  been  selling  them  plows  for  about  four 
years.  They  sell  our  plows  in  Canada  and  are  selling  them 
there  this  year.  I  do  not  know  whether  the  I.  Bt.  Co.  makes 
a  line  of  cotton  tools  or  not.  If  they  have  entered  upon  that 
line  it  has  been  within  the  last  year  or  two,  and  they 
have  not  yet  become  an  important  factor  in  that  line. 

131  There  are  companies  other  than  the  I.  H.  Co.  whicli 
give  us  more  competition  on  our  principal  lines, — the  plow 
companies — John  Deere  Co.  and  the  Moline  Plow  Co., 
th.e  two  largest  competitors.  The  Eock  Island  Plow  Co. 
and  the  Emerson- Brantingham  Co.  belong  in  the  same 
class. 

We  do  not  make  any  harvesting  machinery.  Our  Dallas 
house  jobs  the  Johnston  line  in  Texas.  Other  than  in 
Texas  there  is  no  state  where  our  company  jobs  harvest- 
ing machinery.  The  Dallas  house,  I  might  say,  jobs  a 
little  in  Louisiana  and  a  part  of  New  Mexico  and  old 
Mexico. 

So  far  as  I  know,  the  Dallas  house  is  the  only  one 
which  sells  twine ;  I  do  not  think  any  of  the  rest  of  them 
handle  it. 
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We  job  iDotato  machinery  and  in  certain  territories, 
like  Minneapolis,  it  is  one  of  our  large  items.  I  do  not 
know  whether  I.  H.  Co.  jobs  or  sells  such  machinery.  If 
they  do,  they  are  such  a  small  factor  in  the  business  that 
it  has  never  come  to  my  attention. 

Re-direct  Examination. 

132  Onr  company  has  been  handling  its  long  line  in  the 
United  States  twenty  or  twenty-five  years. 

Counsel  for  the  Government  requested  the  witness  to 
prepare  and  submit  a  statement  showing  how  much  of 
the  business  of  the  P.  &  0.  Co.  for  the  last  three  or  four 
years  had  been  with  the  J.  H.  Co.,  and  what  proportion 
of  total  sales  in  the  United  States  was  made  up  of  plow 
sales  exclusively. 

The  statement  was  produced  (Vol.  XIV,  p.  173)  and 
showed  that  the  annual  business  of  the  P.  &  0.  Co.  with 
the  I.  H.  Co.  in  the  last  four  years  had  been  about  $500,000 
a  year,  or  about  $2,000,000  for  the  whole  period,  such  busi- 
ness relating  to  goods  sold  in  Canada.  It  also  showed 
that  the  business  of  the  I'.  &  0.  Co.  in  plows  was  about 
50  or  60  per  cent,  of  its  entire  business. 
VI 

729  E.  G.  BLANTON: 

I.  H.  (\  Co)iipetition  Normal  and  Avery  Business  Prosperous. 

Have  been  manager  of  B.  F.  Avery  &  Sons  Plow  Co. 
for  about  three-fourths  of  Oklahoma  about  seven  years. 
We  job  tillage  implements  of  our  own  manufacture  and 
occasionally  outside  goods,  farm  wagons,  buggies,  mow- 

730  ers,  rakes,  drills.  During  the  period  mentioned,  I  have 
sold  in  competition  wth  the  I.  H.  Co.,  drag,  lever  and 
disc  harrows,  cultivators,  stalk  cutters,  mowers,  rakes, 
drills,  farm  wagons,  farm  trucks  and  planters,  and  have 
found  the  competition  of  the  I.  H.  Co.  normal,  healthy 
and  businesslike.  Our  business  has  been  prosperous  and 
successful. 

T  know  a  great  many  dealers  in  that  territory, 
and  am  familiar,  in  a  general  way,  with  the  man- 
ner in  which  the  sale  of  agricultural  implements  is  carried 
on.  In  great  many  instances  sales  I  make  are  to  dealers 
who  handle  the  harvesting  machinery  of  the  I.  PI.  Co.  I 
think  the  field  in  the  period  covered,  has  been  open  to 


VI 
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competition  to  every  one  who  will  go  after  it  and  get  it 
on  the  merits  of  their  goods. 
731  If  the  I.  H.  Co.  adopted  a  policy  of  attempting  to  coerce 
the  dealers  into  purchasing  its  long  line  of  goods,  or  coerce 
theni  into  refusing  to  handle  goods  of  competitors,  by 
making  that  a  condition  to  allowing  the  dealers  to  handle 
the  I.  H.  Co.  harvesting  machinery,  I  do  not  think  it 
would  be  a  successful  policy  for  anyone.  ]\Iy  judgment 
M^ould  he  that  they  would  lose  business  by  a  policy  of  that 
kind. 

I  am  speaking  on  broad  general  principles ;  am  not  in- 
timately acquainted  with  policy  of  T.  IT.  Co.  or  any  of  my 
competitors.  In  my  opinion  a  policy  of  coercion  would 
not  coerce  in  my  territory. 

Cross-Examination. 

I  know  the  I.  H.  Co.  does  a  large  business  in  Oklahoma 
in  harvesting  machines.  I  know  about  their  business 
methods  only  from  what  people  and  dealers  have  told  me. 

732  We  have  not  been  handling  mowers  very  long;  took  on 
Thomas  Manufacturing  Co.  mowers,  rakes  and  drills  about 
a  year  ago.  I  expect  we  have  sold  somewhere  between 
100  and  200  mowers.  We  have  sold  less  sulky  rakes  than 
mowers.  There  are  a  great  many  mowers  sold  in  the 
territory  in  the  course  of  a  year.    Our  principal  lines  are 

733  plows,  planters,  cultivators  and  harrows.  We  have  no 
competition  with  the  I.  H.  Co.  in  plows,  planters  or  stalk 
cutters.  The  only  lines  that  we  come  in  competition  with 
them  on  are  harrows  and  cultivators.  We  sell  400  or  500 
wagons  a  year.  Last  year  was  a  bad  crop  year  and  we 
kept  pretty  close  to  the  goods  of  our  own  manufacture; 
that  is,  plows,  planters  and  tillage  implements  generally. 
We  have  been  letting  our  wagon  business  drop  off  a  little 
in  the  last  few  years;  found  competition  pretty  vigorous. 
I  do  not  know  if  the  I.  H.  Co.  business  in  wagons  has  been 
growing  all  the  time,  or  whether  the  business  of  the  little 

^31  fellows  maldng  wagons  is  becoming  less  and  less.  Our 
wagon  business,  the  vear  before  last,  was  the  biggest  that 
we  have  ever  had  there. 

Last  year  the  credit  risk  was  very  great  indeed.  I 
have  been  in  Okalahoma  seven  or  eight  years,  and  the 
wagons  sold  each  year  would  average  from  300  to  500. 
We  certainly  are  in  competition  with  the  International  on 
mowers,  rakes  and  planters.     When  I    testified    to    the 
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character  of  the  competition  of  the  International,  1  was 

735  l)asni2,-  )uv  opinion  upon  the  competition  that  I  had  with 
them^on  these  lines.  The  International  sells  no  planters 
that  I  know  of  but  I  have  heard  of  their  drills.  I  have  sold 
about  100  rakes  and  100  mowers,  and  from  400  to  500  stalk 
cutters.  I  have  heard  of  the  I.  H.  Co.  selling  stalk  cut- 
ters  down   there,  but   I   do   not  tliink  they  sell  as  many. 

736  I  suppose  we  sold  last  vear  700  or  800  harrows, 
1,000  to  l,r)()0  cultivators,  and  200  to  300  farm  trucks.  1 
said  that  wo  let  our  wagon  business  drop  off  a  Uttle  in 
]in2,  owin.s;-  to  credit  risks.  In  1911  there  was  a  total 
crop  failure,  so  far  as  feed  was  concerned  in  Oklahoma. 

737  The  result  was  that  none  of  the  farmers  could  pay  up  and 
we  carried  over  the  dealers  for  large  amounts,  and  we  did 
not  push  wagons  or  any  outside  business  that  we  had  to 
go  out  and  pay  cash  for.  That  is  the  reason  we  did  not 
push  wagons  as  we  ordinarily  would.  I  don't  think  the 
T.  id.  ( 'o^  sells  many  more  wagons  down  there  than  any- 
body else.  In  Eastern  Okalahoma  I  would  say,  from 
casual  observation,  that  the  Springfield  Wagon  Co.  sells 
more  wagons  than  anyljody  else,  and  after  that  there  is 
lir()l)alily  more  Fort  .Smith  and  Studebakers  sold.  In 
the  western  part  of  the  state,  T  believe  the  I.  H.  Co.  is 
stronger   with   their   wagons. 

738  I  have  never  been  in  employ  of  the  I.  H.  Co.  My  com- 
pany has  no  business  relations  with  the  I.  IT.  Co.  that  I 
know  of. 

XIIT 

S4     ITAKKY  W.  BOLEXS: 

I  li^'(-  at  Port  "Washington,  Wisconsin.  Am  president 
of  tlie  Gilson  ^lanufacturing  Company,  manufacturers  of 
the  nil  son  engines.  That  company  has  been  making 
gasoline  engines  about  ten  years.  There  is  also  a  Gilson 
S.")  ^lannfacturing  Co.,  Limited,  of  Canada,  with  the  same 
stockholders,  but  making  no  sales  in  the  United  States. 

(iV/N  Eufi'mc  Ci))nprfiti(>}i   of  I.  H.  ^'o.  Fair  and  Basinesslikr. 

The  United  States  corporation  markets  its  gas  engines 
all  over  the  world  and  in  practically  every  state.  About 
nine-tenths  of  the  output  of  the  Port  Washington  plant 
is  sold  in  the  I'.  P. 

We  manufacture  farm  engines  of  from  1  to  27  H.  P. 
Ida^T'  not  mairafactured  all  of  these  sizes  for  ten  years. 
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As  we  had  one  size  ready,  we  put  it  on  the  market  and 
then  started  on  another  size  until  we  had  the  line  com- 
plete. In  1905  we  were  making  gas  engines  of  from  1 
to  27  H.  P.  That  year  our  IJ.  S.  sales  were  from 
$75,000  to   $100,000;  in  1912  about  $250,000. 

Our  gas  engines  are  marketed  in  the  U.  S.  through  joh- 
?6  bers  and  dealers.  We  sell  to  the  jobber  mostly  at  distant 
points,  and  direct  to  the  dealers  within  two  or  three 
hundred  miles  of  Port  Washington.  The  jobbers,  al- 
most invariably  resell  to  the  implement  dealers. 

We  sell  our  gas  en.T;ines  to  dealers  who  handle  Inter- 
national lines.  That  fact  has  not  interfered  in  any  way 
with  the  sale  of  our  gas  engines. 

I  have  found  the  competition  of  the  I.  H.  Co.  fair,  nor- 
mal, businesslike  and  easy. 

Cross-Examination. 

I  cannot  state  our  output  of  engines  in  number.  The 
volume  of  business  is  all  I  keep  posted  on.  In  our  busiest 
season  we  make  from  25  to  30  engines  a  day.  Around  the 
37  tirst  of  July  the  plant  is  shut  down  for  a  week  or  ten 
days,  and  around  Christmas  for  a  week  or  more.  We. 
have  run  as  high  as  thirty  a  day  but  not  for  very  long. 
It  does  not  pay  to  run  less  than  six  or  eight.  Cannot 
say  approximately  the  number  of  engines  we  sold  in  the 
U."  S.  in  1912.  It  is  from  50  to  100  per  cent,  more  in 
H.  P.  than  five  years  ago  on  account  of  reduced  prices. 
Our  most  popular  size  is  If  and  3  H.  P.  They  are  sold 
almost  invariably  for  use  on  farms. 

My  company  was  incorporated  in  1893  and  succeeded 
a  company  which  had  done  a  small  business  for  many 
years.  Originally  they  were  a  little  country  plow  shop, 
in  1891  we  changed  the  line.  Did  not  begin  to  make  en- 
gines until  ten  or  eleven  years  afterwards. 

Re-direct  Examination. 

i8  Our  engine  sales  have  increased  every  year  we  have 
been  in  business.  The  increase  from  1905  to  1912  has 
been  more  rapid  than  before  that.  The  number  of  en- 
gines has  increased  more  than  the  dollars  and  cents  be- 
cause the  prices  are  much  lower. 
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352  ^y.  B.  BEINTOX : 

Grand  DeToiir  Flow  Co.  Competvs  with  I.  H.  Co. 

Live  at  Dixon,  Illinois,  am  president  of  Grand  DeTour 
Plow  Co.,  the  oldest  Plow  Co.  in  existence  by  ten  years. 

353  Its  business  is  the  manufacture  and  sale  of  farm  imple- 
ments. "\\^e  manufacture  and  sell  disc  harrows  and  spike- 
tooth  harrows  in  competition  with  the  I.  H.  Co.  Have 
not  discovered  the  competition  to  be  very  strong.  We 
make  a  line  of  cultivators  and  engine  gang  plows  too. 
"We  cover  a  greater  territory  with  them  than  with  the  reg- 
ular line.  In  the  regular  line  we  cover  the  Northwest  ter- 
ritory tributary  to  Minneapolis ;  in  the  South  country  we 
cover  Kansas  City  territory;  in  the  West  the  Omaha  ter- 
ritory, Illinois  and  Iowa.  We  have  never  sold  any  goods 
in  Eastern  territory. 

Competition  Fair  and  Clean. 

Have  found  the  competition  of  the  I.  H.  Co.  fair,  clean 
and  businesslike.  Our  business  has  prosx)ered ;  we  had  the 
largest  volume  last  year  in  the  history  of  the  company. 

I  went  into  a  retail  store  as  clerk  when  I  was  18.  Ee- 
mained  there  until  I  was  22.    Went  on  road  and  remained 

354  with  an  implement  concern  out  of  Moline  16  or  17  years. 
Went  into  the  plow  business  on  my  own  account. 
Have  been  struggling  along  at  it  ever  since.  I  am  pretty 
well  acquainted  with  the  retail  implement  dealers  in 
central  west  country.  Traveled  in  Xebraska  when  we  went 
by  stage  and  ha^'e  kept  in  touch  with  the  business  ever 
since.  We  sell  to  retail  dealers  altogether,  except  the  en- 
gine plows,  which  we  sell  to  engine  manufacturers.  We  sell 
these  implements  to  dealers  who  handle  the  I.  H.  Co.  har- 
vesting machinery.  It  v.'ould  be  very  hard  to  find  a  good 
dealer  who  was  not.  As  to  whether  that  fact  has  been 
an  obstacle  to  selling  these  dealers  the  competing  ma- 
chines of  our  manufacture,  would  say  since  I  have  been 
manufacturing  plows  have  not  traveled,  but  do  not  re- 
member when  I  had  a  letter  from  any  particular  people 
making  complaint  about   I.  H.  Co.     T  know  these   deal- 

?>d?j  ers  pretty  well.  If  the  T.  H.  Co.  should  adopt  the  policy 
of  saying  to  them  that  they  could  not  handle  harvesting 
machinery  at  all  unless  they  took  on  the  full  line  of  the 
I.  H.  Co  and  handled  them  exclusively,  outside  of  court 
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would  say  that  if  he  was  a  decent,  respectable  dealer 
lie  would  tell  them  to  go  to  hell  with  their  goods.  In 
court  would  use  more  diplomatic  language  to  the  same 
effect. 

Cr  OSS-Examination. 

1  know  of  no  other  implement  company  of  which  it 
could  be  said  that  it  is  hard  to  find  a  good  agent  who  does 
not  handle  its  goods;  I  don't  know  anybody  who  covers  a 
certain  phase  of  the  ti-ade  as  uniquely  as  they  do.  As  to 
whether  I  mean,  anyone  dominates  any  one  phase 
of  the  trade  so  completely  as  does  the  I.  H.  Co. 
the  harvesting  machinery  trade,  I  might  answer 
that  by  making  a  little  comparison,  being  one  of 
the  smaller  manufacturers  of  implements :  I  re- 
member    a      letter     Mr.     Deere      wrote     me     when     I 

356  bought  the  controlling  interest  in  the  Grand  De- 
Tour  Plow  Co.  His  father  had  been  interested  in  the 
company  and  I  had  been  associated  with  him  very  inti- 
mately for  years.  Mr.  Deere  congratulated  me  upon  the 
purchase  and  said  that  he  had  no  doubt  as  to  the  future 
respectability  of  the  company.  I  f  oimd  during  my  career 
that  a  man  could  go  around  with  a  small  capacity  and 
make  competition  pretty  interesting  for  the  other  fel- 
lows and  not  sell  much  either.  In  other  words,  could 
make  a  market  and  at  the  same  time  not  sell  many  goods. 
The  I.  H.  Co.  have  some  competition  with  other  harvesting- 
companies.  There  are  others  that  are  selling  goods  that  I 
know  very  well.  I  do  not  know  any  class  of  agricultural  im- 
plements in  which  one  company  controls  as  large  a  per 
cent,  of  the  total  volume  of  sales  of  that  class  of  agricul- 
tural implements  as  is  controlled  by  the  I.  H.  Co.,  in  har- 
vesting lines.  The  Grand  DeTour  Plow  Co.  was  estab- 
lished in  March,  1837.  It  was  named  a  plow  company 
because  its  principal  line  of  agricultural  implements  is 
plows. 

XII 

510  WILLIAM  N.  BKOWN: 

Business  of  Collins  Plow  Co. 

Have  been  since  1889  assistant  manager  of  Collins 
Plow  Co.,  Quincy,'  111.,  manufacturers  of  plow  goods  and 
hay  baling  presses,  and  in  charge  of  sales ;  not  of  all  lines. 
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but  of  a  greater  percentage  of  them.  Under  the  plow  line  I 
include  plows,  harroAvs,  cultivators,  disc  harrows  and 
spike-tooth  harrows. 

Z.  H.  Co.  Same  as  Other  Competitors. 

511  The  Company  was  incorporated  in  1881.  The  manufac- 
ture of  hay  presses  was  commenced  in  1889  when  the  Com- 
pany was  reorganized.  Our  goods  are  sold  throughout 
the  United  States,  South  America,  Mexico,  Central  Amer- 
ica, some  European  countries,  Australia,  Africa  and  some 
islands  of  the  sea.  Our  business  is  carried  on  in  these 
lines,  excluding  plows,  in  competition  with  similar  goods 
of  the  I.  H.  Co.  I  am  acquainted  in  a  general  way  with 
that  competition.  We  feel  toward  the  I.  H.  Co.  competi- 
tion much  the  same  as  we  do  toward  any  other  company 
that  we  have  to  compete  with.  \\v  know  of  no  reason 
why  we  sliould  think  it  e.'-peeially  unfair. 

An  estimate  of  our  business  in  two  periods,  one  from 
1893  to  1901,  inclusive,  and  the  other  from  1902  to  1912 
inclusive,  shows  the  latter  period  has  a  considerable 
greater  volume  per  year.  My  approximate  estimate  of  the 
increase  for  the  second  period  per  year  as  compared  to  the 
average  for  the  first  period  per  year,  shows  an  increase 
approximately  of  about  127  per  cent. 

Cross-Examination. 

Our  baling  macliine  line    and    the    plow  line  are  very 

512  evenly  divided.  Those  are  our  two  principal  lines.  The 
capitahzation  of  our  company  is  nearly  $300,000  including 
capital  stock  and  surplus.  I  would  prefer  not  to  answer 
the  (|uestion  as  to  the  gross  amount  of  foreign  and  domes- 
tic business  last  year.  I  have  not  in  mind  ex- 
act amount  for  1912.  It  would  be  somewhere  lie- 
tween  $300,0110  and  $400,00'..  I  do  not  know  liow 
much  A7as  done  in  this  country — more  than  half.      I  do 

.  not  know  the  exact  amount  of  business  we  did  in  the 
United  States  last  year.  Feel  T  can  safely  sav  we  did 
more  than  $200,000.  ^Ve  sold  last  year  approximately 
600  01-  700  baling  presses.  Some  of  them  are  expensive 
machines.  I  do  not  know  what  company  manufactures 
and  sells  the  largest  number  of  hay  ])resses  in  tlie  United 
States;  the  T.  H.  Co.  would,  perhaps. 

The  statement  in  Implement  Blue  Book,  1912,  page  345, 
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513  is  an  accurate  statement  of  the  lines  manufactured  by  my 

company,  as  follows : 

Collins  Plow  Co.     President,  Wm.  Govert;  Secretary 

and  Treasurer,  J.  W.  Brown. — Baling  Presses,  Plows, 

Harrows,  Cultivators. 
XIII 

102  V.  E.  BUSH : 

Since  August,  1912,  have  been  eastern  and  southern 
sales  manager  for  the  Rumely  Products  Company.  Be- 
fore that  was  assistant  northwest  sales  manager  from 
December,  1911.  Previous  to  that  was  sales  manager 
of  the  Advance  Thresher    Company    at    Battle     Creek, 

103  Michigan,  which  manufactured  steam  engines,  traction  en- 
gines, threshers,  corn  buskers,  shredders,  and  attach- 
ments. 

I.  H.  Co.  Competition  Fair,  Biisine.sslike  and  Normal. 

While  I  was  sales  manager  for  Advance  Thresher  Com- 
pany, that  company  was  in  competition  with  the  I.  H.  Co. 
in  the  sale  of  buskers  and  shredders.  We  sold  four- 
fifths  of  our  shredders  in  Michigan,  Ohio,  Indiana,  Illi- 
nois, Iowa  and  Wisconsin.  We  consigned  them  to  the  re- 
tail dealers  on  a  commission  contract  basis,  and  to  deal- 
ers who  bandied  I.  H.  Co.  harvesting  machinery.  The 
fact  that  such  dealers  handled  International  harvesting 
machinery  did  not  operate  in  any  way  to  the  detriment  of 
our  sales,  to  my  knowledge.  We  found  the  competition 
of  the  I.  H.  Co.,  fair,  businesslike,  and  normal.  The  busi- 
ness of  the  Advance  Thresher  Co.  was  about  normal  for 
the  last  two  or  three  years  I  was  with  it. 

The  ensilage  cutter  has  cut  down  the  sale  of  shredders, 
and  will  continue  to  do  so  more  and  more.  Ensilage  cut- 
ters have  been  on  the  market  in  my  territory  for  the  last 
four  or  five  years,  and  were  when  I  was  with  the  Advance 

104  Company.  In  spite  of  the  entrance  into  the  field  of  en- 
silage cutters,  the  shredder  sales  of  the  Advance  Thresher 
Co.  remained  about  normal  for  the  last  three  years.  They 
increased  up  until  that  time. 

While  I  was  with  the  Advance  Thresher  Company,  we 
did  not  compete  with  the  I.  H.  Co.,  in  anything  except 
buskers  and  shredders.  Since  I  have  been  with  the  Eume- 
ly  Company  Ave  have  competed  with  the  I.  H.  Co.,  on  sta- 
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tionary  ,2:as  engines,  cream  separators,  ensilage  cutters, 
hay  balers,  and  corn  shellers.  We  have  found  the 
competition  of  the  I.  H.  Co.  fair  and  normal  and  business- 
like. 

Cross-Examiiiation. 

The  Rumely  Products  Company  has  had  some  financial 
trouble  in  tlie  last  three  or  four  months,  but  not  of  a  se- 
rious nature,  however.  The  cause  of  the  trouble  was  out 
of  my  province ;  I  do  not  know.  It  was  over  expansion 
as  nmch  as  anvtliing,  but  I  am  not  in  the  financial  end 
of  it. 

The  principal  lines  of  the  Eumely  Company  are  in- 
ternal combustion  tractors,  steam  engines,  threshers, 
clover  hullers,  hay  balers,  and  a  general  line  of  farming 
implements.     It  (loos  not  compete  with  the  I.  H.  Co.  in 

1-1)5  steam  en^^iiics.  We  have  considerable  competition  with 
the  I.  li.  Co.  on  internal  combustion  tractors.  Have  had 
some  com])etition  with  it  on  threshers,  this  year ;  prior  to 
this  year  only  in  a  veiy  small  way.  The  I.  H.  Co.  is  sell- 
ing the  Buffalo  Pitts  threshers  today.  It  used  to  sell 
the  Belle  City  Threshing  Company's  tlireshers,  but  I  am 
not  positive  that  it  does  this  year.  We  have  no  competi- 
tion with  I.  H.  Co.  on  clover  hullers.  The  hay  baler  is 
the  same  as  the  hay  press.  We  just  took  hay  presses 
over  in  the  fall  of  1912  and  are  competing  with  the  I.  H. 
( 'o.  this  year. 

AVe  compete  with  the  I.  H.  Co.  on  our  principal  lines 
since  the  beginning  of  last  year,  the  origin  of  the  Eumely 
Products   Company.      'Whatever   lio   the   cause,   within   a 

106  year  and  a  half  after  we  began  to  have  competition  with 
tlie  International  we  got  into  financial  difficulties,  and  the 
former  manager  of  the  I.  11.  Co.  has  be(Mi  elected  presi- 
dent of  our  company. 

A  slireilder  and  busker  is  a  machine  for  husking  the 
corn  and  shredding  the  fodder.  It  is  a  large,  expensive 
implement.  The  sale  is  small,  in  number,  compared  with 
the  sale  of  binders  and  mowers  and  rakes.  We  do  not 
make  any  liinders,  mowers  or  sulky  hay  rakes. 

Re-direct  Examination. 

Cream  se]iarators  have  been  one  of  our  principal  lines 
this  year.    We  took  them  o\'er  in  the  fall  of  1912. 
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t91  C.  A.  CADWELL: 

Dakota  Moline  Plotv  Co. 

I  live  in  Sioux  Falls.     Have  been  manager  of  the  Da- 
kota Moline  Plow  Co.  7^  years ;  it  is  a  subsidiary  company 

1:92  of  the  Moline  Plow  Co.  of  Moline,  Illinois.  Under  my 
management  1  have  all  of  South  Dakota  east  of  the  Black 
Hills  country,  about  7  counties  in  Northwestern  Iowa  and 
8  counties  in  Southwestern  Minnesota.  During  the  past 
seven  years  my  company  has  been  jobbing  farm  imple- 
ments manufactured  by  the  Moline  Plow  Co.  and  some 
goods  bought  outside.  In  that  territory  we  have,  for 
the  last  7  years,  been  in  active  competition  with 
I.  H.  Co.  on  grain  drills,  wagons,  spreaders,  disc 
harrows,  smoothing  harrows,  hay  rakes  and  stack- 
ers. In  addition  this  year  we  have  binders,  mow- 
ers, corn  binders  and  hay  rakes.  The  competition  of 
the  I.  H.  Co.  that  I  have  met  was  normal,  healthy,  busi- 
nesslike, and  so  far  as  I  am  able  to  say,  very  fair,  indeed. 
During  those  years  the  field  has  been  open  for  competi- 
tion with  the  I.  H.  Co.  in  the  implements  named.     Our 

93  business  has  been  very  satisfactory  indeed.  There  has 
been  a  steady  growth  except  in  territories  handicapped 
on  account  of  crop  failures.  That  was  not  due  to  com- 
petitive conditions.  So  far  as  competitive  conditions  are 
concerned  our  business  has  shown  a  healthy  growth  those 
7  years. 

Have  sold  our  goods  almost  altogether  to  retail  imple- 
ment dealers  handling  I.  H.  Co.'s  harvesting  ma- 
chinery. Can't  say  that  I  have  found  fact  that  dealers 
handle  I.  H.  Co.  harvesting  machinery  an  impediment  to 
the  sale  to  them  of  the  goods  I  handle.  I  know  the  deal- 
ers in  our  territory  pretty  generally,  am  acquainted  with 
their  character  and  business  habits.  Occasionally  I  go 
out  on  the  road,  not  often.  In  the  time  I  have  been  here 
have  met  personally  a  large  percentage  of  the  dealers  in 
our  territory.  It  is  my  business  to  keep  in  touch  with 
them,  their  character  and  standing. 

oerclon  of  Dealers  Would  Injure  Company  Attempting  It. 

Q.  What,  in  your  .ludgment,  would  be  the  effect  on  the 
business  of  the  I.  H.  Co.  in  your  territory,  if  that  com- 
pany inaugurated  a  policy  of  coercion  and  stated  to  the 
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dealers  that  tliey  could  not  handle  their  harvesting  ma- 
chinery unless  they  handled  it  exclusively  and  bought 
their  line  exclusively '? 

494  A.  ^ly  opinion  is  that  it  would  work  to  their  detriment. 
I  think  with  the  dealers  with  whom  I  am  acquainted,  coer- 
cion would  not  coerce.  Have  not  been  in  harvesting  ma- 
chine business  for  a  good  many  years  prior  to  1913,  I  for- 
merly was.  Am  familiar  with  the  agricultural  implement 
lousiness  and  conditions  under  which  it  is  done,  includ- 
ing sale  of  harvesting  machinery  in  a  general  way. 

As  manager  of  my  company  I  have  personal  charge  of 
its  business  in  tlie  territory  and  make  a  study  of  condi- 
tions under  which  business  is  done.  As  to  whether 
it  is  a  fact  that  in  the  last  7  years  the  field 
in  the  territory  named  was  open  for  competition 
with  the  I.  H.  Co.  in  harvesting  machines; — there 
have  been  a  number  of  other  concerns  independent  of 
the  I.  H.  Co.  wliich  have  been  doing  business  to  my  knowl- 
edge and  in  my  judgment  the  field  is  open  for  competi- 
tion. This  year  my  company  has  entered  upon  the  manu- 
facture and  sale  of  binders,  hay  and  sulky  rakes,  mow- 
ers and  corn  binders.  AVe  are  selling  them  right  along. 
I  am  (|uite  sure  that  the  field  is  open  for  us  to  do  a  grow- 
ing and  successful  business  in  liarvesting  lines  in  the 
territory  named. 

495  Cross-Examination. 

^ly  experience  in  the  harvesting  business  was  25  years 
ago  as  an  expert  for  Deering  Harvesting  Machine  Com- 
pany, setting  up  machines  in  the  field.  Knew  nothing 
aliout  trade  conditions  then  except  as  I  saw  the  competi- 
tion of  Deerings  in  my  territory  with  other  manufac- 
turers. From  1889  to  1892  was  in  the  retail  implement 
business  at  Neponset,  111.  That  comprises  my  entire  ex- 
perience in  the  harvesting  business. 

Competition  With  I.  H.  Co. 

496  The  Dakota  Moline  Plow  Co.  sells  principally  plows, 
cultivators,  corn  planters,  disc  harrows,  lever  harrows, 
buggies,  wagons,  spreaders  and  grain  drills  in  my  terri- 
tory. Plows  are  only  a  small  part  of  our  busi- 
ness. The  principal  things  in  my  agency,  are  plows, 
wagons,  buggies,  grain  drills  and  hay  tools.  By  plows  T 
mean  the  full  line  of  ffonds  alono-  thnt  linp 
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When  I  became  manager  of  my  company  the  I.  H.  Co. 
was  selling  wagons,  spreaders,  disc  harrows  and  hay 
tools.  They  do  not  make  plows  to  my  knowledge.  They 
have  sold  a  good  many  grain  drills  of  late  years,  particu- 
larly last  year.  Until  1911  and  1912  their  grain  drill 
output  was  very  insignificant,  and  in  1911  and  1912  I 
guess  they  distributed  and  sold  the  output  of  the  Rich- 
mond factory  of  the  American  Seeding  Machine  Company. 
That  is  tlie  first  time  the  I.  H.  Co.  became  prominent  in 

497  grain  drill  business.  Have  had  no  competition  with  I.  H. 
Co.  as  yet  on  principal  lines  of  harvesting  machinery, 
until  this  year,  1913.  Have  never  been  in  the  emplov  of 
the  I.  H.  Co. 

Previous  to  this  year  my  company  has  never  sold  any 
sulky  rakes  here.  Prior  to  this  year  we  sold  sweep  rakes 
and  stackers  manufactured  by  the  Jenkins  Play  Eake  & 
Stacker  Company.  Did  not  mean  to  include  sulky  rakes. 
I  think  in  this  territory  during  the  years  I  have  been 
here  as  many  sweep  rakes  have  Tiieen  sold  as  sulky  rakes, 
if  not  more. 

The  Acme  Harvesting  Machine  Co.  have  done  consider- 

498  able  business  in  this  territory.  Was  not  familiar  with 
Acme  until  late  years.  Do  not  know  when  that  Company 
began  manufacturing  goods. 

Do  not  know  much  about  harvesting  business  from  per- 
sonal experience,  but  from  observation.  Do  not  know 
when  any  of  the  harvesting  machine  companies  began.  My 
company  manufactures  and  sells  or  jobs  many  different 
articles  of  equal  importance.  Included  under  plows  are 
cultivators,  corn  planters,  disc  harrows  and  the  like.  Spe- 
cified by  classes,  my  company  manufactures  wagons,  bug- 
gies, grain  drills,  spreaders,  hay  tools,  grain  binders,  corn 

499  binders,  mowers  and  sulky  hay  rakes  and  scales,  potato 
diggers  and  stalk  cutters.  We  sell  few  stalk  cutters  here. 
Cannot  tell  ofHiand  how  many  binders  I  have  sold  so  far. 
It  would  simply  be  a  guess,  have  sold  some.  Have  sold 
more  than  10,  perhaps  50,  I  think  not  less  tlian  20.  Have 
sold  perhaps  the  same  number  of  mowers.  I  think  more 
than  20.  Have  sold  25  or  30  sulky  rakes.  Do  not  know  how 
many  corn  binders  I  have  sold,  have  sold  some,  perhaps 
10,  perhaps  more. 

Our  company  does  no  business  with  the  I.  H.  Co.  at 
this  point.     They  do  in  California,  Texas,  Denver  and  I 
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500  think  Salt  Lake  City.    Tlie  Moline  Plow  Co.  jobs  some  of 

the  International  products,  I  believe. 
XIII 

364  JAMES  .V.  CABE : 

Keside  at  Richmond,  Indiana;  president  of  American 
Seeding  Machine  Co.,  manufacturers  of  seeding  machin- 
ery principally.  Have  three  factories.  My  company 
has  a  contract  with  the  I.  H.  Co.  which  is.  in  evidence, 
wliereby  they  job  the  output  of  one  of  our  factories.  That 
contract  was  made  March  1st,  1912,  I  believe.      Prior  to 

365  making  that  contract  with  the  I.  H.  Co.  .the  output  of 
that  factory  was  largely  marketed  through  jobbers,  prin- 
cipally Deere  &  Co.  The  oldest  contract  we  had  with 
Deere  Co.  wa:~  33  years.  That  was  with  one  of  their 
branches.  Other?,  range  from  20  years  up.  Our  grain 
drills  were  marketed  through  John  Deere  continuously. 
Probably  four  or  live  months  before  contract  was  con- 
summated with  the  I.  II.  Co.,  Deere  &  Co.  bought  a  drill 
factory,  the  Van  Brunt  Manufacturing  Co.,  of  Horicon, 
Wisconsin,  and  went  into  the  business  of  manufacturing 
and  selling  their  own  seeding  machines,  which  was  incon- 
sistent with  jobbing  ours,  so  we  made  a  contract  with  the 
I.  H.  Co.  for  our  seeder. 

B('latio)is  of  Deah'i  In  Mauiif actum'  Chcnificd. 

Have  heen  in  the  implement  business  about  35  years. 
At  first  in  a  small  position,  during  last  20  years  I 
have  lieeu  very  familiar  ^^ith  it  and  conditions  of  the 
agricultural  implement  Imsiness  throughout  the  country 
generally,  and  the  method  in  which  it  is  carried  on.  Dur- 
ing that  ]3eriod  there  lias  been  a  change  in  the  nature 
and  functions  of  the  agricultural  implement  dealer  in 
his  relation  with  the  manufacturer.     When  I  first  knew 

366  the  implement  dealer  back  in  the  eighties,  our  contract 
was  A'ery  lengthy  and  the  dealer  was  to  a  large  extent  a 
personal  representative  of  the  individual  manufacturer. 
I  am  speaking  largely  of  the  drill  or  seeder  business,  al- 
though I  had  general  knowledge  of  the  implement  busi- 
ness, including  tillage  tools  and  harvesting  lines..  For- 
merly the  dealer  agreed  to  sell  the  particular  line  of  ma- 
chines contracted  for,  and  no  otlier  lines  of  a  similar  or 
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competing  nature,  and  in  certain  specified  territory  and 
no  other.  Retail  prices  were  not  generally  established. 
He  would  make  returns  to  the  company  at  prices  agreed 
upon  in  tJie  trade.  In  many  cases  retail  prices  were  es- 
tablished; do  not  know  if  that  was  the  general  custom. 
Later  the  same  form  of  contract  was  continued  but  it  was 
not  adhered  to  so  strictly  by  either  the  seller  or  buyer. 
Along  in  the  nineties  the  exclusive  sale  of  the  machines, 
or  agreeing  to  sell  them  in  exclusive  territory  became  to 
a  very  large  extent  inoperative.  Still  later  the  clauses 
were  changed  and  eliminated  entirely  from  the  contracts, 
probably  early  in  1900.  The  position  of  the  dealer 
changed  from  being  personal  representative  of  individ- 
ual manufacturers  to  being  an  independent  dealer,  a 
merchant,  to  sell  any  goods  he  cared  to  sell,  wherever  he 
167  pleased  to  sell  them.      That  is  his  position  to-day. 

Cross-Examination. 

T  started  with  the  Hoosier  Drill  Co.  35  years  ago. 
American  Seeding  Co.  was  organized  early  in  1903,  con- 
solidating six  companies, — Hoosier,  the  Kentucky,  the 
Empire,  the  Superior  and  Bickford  k  Hoffman  drills,  not 
the  Buckeye  at  tbat  time.    It  got  the  other  five  originally. 

Could  not  say  that  the  American  Seeding  Machine  Co. 
at  time  it  organized  was  doing  more  than  half  of  the 
seeding  business  in  the  country;  about  half.  It  is  the 
largest  manufacturer  of  drills  in  the  United  States  to- 
day. I.  H.  Co.  buys  entire  output  of  one  of  our  plants. 
We  have  three  now.  Our  Superior  plant  has  an  output 
68  a  trifle  larger  than  the  Eichmond  plant.  The  latter  is  the 
one  that  has  contract  with  the  I.  H.  Co.  They  are  about 
the  same. 

Prior  to  our  contract  with  the  I.  H.  Co.  we  did  not  sell 
the  output  of  our  three  plants  to  Deere  &  Co.  We  sold 
that  of  the  Richmond  plant  only.  We  sell  the  drills  and 
implements  manufactured  at  our  other  two  plants  the 
same  as  have  always  sold  them  in  the  western  territory, 
through  jobbers ;  in  the  eastern  territory  through  our  own 
traveling  force. 

The  Superior  and  Buckeye  factories  are  both  in  Spring- 
field. We  sell  the  output  of  those  factories  in  the  same 
territory  in  which  the  output  of  our  Richmond  factory 
is  sold.  The  I.  H.  Co.  bought  22,000  wheat  drills  of  us 
in  1912,  that  is,  grain  drills.      I  think  about  5,000  two- 
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Jiorse  corn  planters  were  sold.  The  I.  H.  Co.  bought 
one-horse  corn  drills  of  us.  They  bought  none  in  1912, 
their  tirst  operative  season  for  corn  tools  was  the  spring 
of  1913.  They  bought  corn  drills  in  1912.  We  distin- 
guish them  from  corn  planters,  the  corn  planter  is  a  two- 
row  machine,  and  the  corn  drill  is  one-row.     They  "uought 

369  between  9,000  and  10,000  corn  drills  and  5,000  corn  plant- 
ers. Tlii-y  bought  a  few  broadcast  seeders  from  us  (a 
machine  largely  passing  out  of  use),  and  a  few  broad- 
cast fertilizer  sowers  (an  implement  which  is  coming 
into  use) ;  they  bought  probably  1,000  of  those,  and  in 
1912,  a  few  cotton  drills,  a  new  machine  that  we  just 
jn.ct  brought  out.      I  believe  that  is  all. 

In  all  states  east  of  Illinois  and  the  Mississippi  river 
we  deal  directly  witb  implement  dealers,  but  not  in  the 
territory  west  of  the  ^lississi])pi  and  east  of  the  Rockies. 
Our  goods  are  sold  in  that  territory.  The  I.  H.  Co.  sells 
the  Richmond  plant  goods  there,  other  jobbers  sell  Su- 
perior goods  from  the  Springfield  plant;  P.  tS:  0.  is  one 
of  the  large  jobbers  that  sell  the  Springfield  goods. 

Our  contract  with  the  I.  H.  Co.  did  not  become  oper- 
ative until  November  1,  1912,  they  sold  some  goods  pre- 
vious to  that  time.  Have  not  done  business  for  an  en- 
tire season  yet  with  the  I.  II.  Co.  In  dollars  and  cents 
the  amount  of  business  we  have  done  with  the  I.  H.  Co. 

370  in  the  last  twelve  months,  I  would  estimate  at  from 
$2,000,000  to  $2,250,000. 

I  am  pretty  positive  tliat  the  I.  H.  Co.  or  any  of  its 
officials  or  directors  have  no  stock  in  the  American  Seed- 
ing Co.  I  do  not  know  of  any  that  have,  and  feel  very 
sure  that  they  have  not.  The  only  relationship  between 
the  two  companies'  is  business  relationship  under  which 
the  I.  H.  Co.  purchases  from  $2,000,000  to  $2,500,000  worth 
of  goods  per  season  from  my  company. 

334  L.  D.  C01.LIXS: 

Am  treasurtn-  and  assistant  general  manager  of  the 
Johnston  Harvester  Co. ;  reside  in  Batavia,  N.  Y.  Have 
been  connected  with  that  company  since  October,  1884, 
Avith  the  exception  of  a  portion  of  1887  and  1888.  From 
1902  until  September.  1910,  I  was  secretary  of  the  John- 
ston Harvester  Co.,  and  have  been  treasurer  since  1910. 
Sine  191]  have  been  as-;istant  e-eneral  manao-pr.     Durins; 
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last  ten  years  have  been  acquainted  with  the  business  af- 
fairs and  policy  of  that  company. 

'ohnston  Domestic  Sales  Only  Limited  By  Capital. 

135  The  sales  of  the  Johnston  Company  during  the  last 
ten  years  in  the  United  States  were  primarily  governed 
by  our  resources  and  facilities,  measured  and  affected  by 
our  policy  as  to  foreign  trade.  I  am  certain  from  my  ac- 
quaintance with  the  business  that  our  domestic  sales  would 
have  been  much  larger  during  last  ten  years  if  our  pol- 
icy, our  financial  resources  and  our  manufacturing  capac- 
ity had  been  such  that  we  could  have  endeavored  to  in- 
crease them.  In  the  last  two  years,  since  the  Massey- 
Harris  Company  became  interested  in  our  company,  we 
have  very  largely  increased  our  capacity.  I  have  known 
who  the  exporting  agents  of  the  Johnston  Harvester 
Company  are  and  who  have  been  their  exporting  agents 
during  the  last  10  years. 

Cross-Examination. 

Our  foreign  business  in  binders  and  mowers  in  the  pe- 
riod since  1902  has  grown  about  equally  with  domestic 
business.     The  proportion  of  export  and  domestic  ma- 

36  chines  has  remained  about  the  same.  Today  they  are 
practically  equal,  which  would  be  an  indication  that  our 
domestic  business  had  caught  up  a  little,  but  it  is  not  ad- 
mitted that  our  export  business^  was  twice  as  large  as  the 
domestic  business  ten  years  ago. 

[I 

24  J.  A.  CRAIG: 

anesville  Machine  Co.  Finds  Competition  Fair. 

Reside  at  Janesville,  Wis.  Am  general  manager  of 
Janesville  Machine  Co.,  which  manufactures  farm  imple- 

25  ments.  The  territory  covered  by  its  sales  is  mostly  the 
Central  West.  It  has  scattered  trade  all  over  United 
States,  and  a  little  in  Western  Canada.  Have  been  man- 
ager 15  years.  They  sell,  as  I  recall,  disc  harrows,  peg- 
tooth  harrows,  corn  planters  and  cultivators  in  competition 
with  the  I.  H.  Co.  We  find  that  there  is  open  competition 
with  the  I.  H.  Co.  in  that  territory,  and  have  no  reason 
to  complain  of  it     Have  found  it  businesslike. 

We  sell  our  implements  mostly  to  retail  dealers  and 
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some  to  jobbers — in  some  cases  to  dealers  who  handle 

226  I.  H.  Co.  harvesting  lines.  I  know  of  no  case  where  that 
fact  has  been  impediment  to  selling  our  implements  to 
them.  We  meet  I.  PI.  Co.  in  free  competition  selhng  to 
those  dealers. 

Polici)  of  Coercion  Would  Lo.^r  Best  Cnf:to))iers. 

Am  acquainted  with  dealers  pretty  generally  through- 
out the  territory;  havo  ])retty  fair  knowledge  of  the 
men  and  their  methods  of  business.  If  the  I.  H.  Co.  should 
attempt  to  enforce  a  policy  to  the  effect  that  they  could 
not  handle  its  harvesting  machinery  unless  they  took  its 
full  long  line  and  handled  it  exclusievly,  in  my  opinion 
they  would  lose  the  majority  of  their  best  customers. 

227  Cross-Examination. 

At  present  wc  do  not  make  any  harvesting  machinery. 
At  one  time  wc  manufactured  the  Crown  mower;  subse- 
(pientlv  wc  sold  it  to  tlie  Thomas  ^fanufacturing  Co. — in 
1905  or  1906.  When  the  I.  H.  Co.  was  organized, 
that  was  the  oidy  harvesting  implement  we  made. 
Our     principal     line     is     plows;     that     is,     it     is     the 

228  large  part  of  our  business.  The  I.  H.  Co.  does 
not  make  ])lows  that  I  know  of.  We  have  a  very 
satisfactory  trade  on  cultivators,  disc  harrows,  peg-tooth 
harrows  and  corn  plant(n-s,  in  which  they  are  in  competi- 
tion with  us.  I  understand  I.  H.  Co.  is  just  getting  into 
the  corn  planter  trade.  They  manufacture  a  m'achine 
of  their  own.     I  saw  their  first  planters  2  or  3  vears  a2;o. 

If  Petitioner's  Exhibit  262  shows  that  L  H.  Co. 
manufactured  in  1911  for  U.  S.  2,003  planters,  I  would  not 
considei-  that  n  very  large  sale  of  planters  as 
such  sales  go  in  U.  S.  We  sold  somewhere  between 
5,000  and  6,000  planters  in  1911.  I  have  no  knowledge  of 
total  amount  of  corn  planters  sold  in  U.  S.  We  have  a 
number  of  competitors  in  the  corn  planter  business  who  do 
more  business  in  that  line  than  I.  H.  Co. ;  think  T.  H.  Co. 
has  expanded  in  that  line  since  1911. 

229  John  Deere  Plow  Co.,  Moline  Plow  Co.,  Eock  Island 
Plow  Co.,  Ohio  Cultivator  Co.,  Pattee  Plow  Co.  and  many 
others  I  cannot  name  at  this  time  are  the  largest  manu- 
facturers of  cultivators  in  the  V.  S.  I  do  not  think  the  I. 
H.  Co.  makes  as  many  as  anv  of  those.     Cannot  give  de- 
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tailed  information,  but  would  sav  that  in  1911  we  sold 
better  than  20,000  cultivators. 

I  judge  that  the  larger  part  of  harvesting  implement 
business  in  U.  S.  is  done  by  I.  H.  Co,  Do  not 
think  any  one  company  does  50  per  cent,  of  har- 
row business  in  U.  S.  I.  H.  Co.  was  a  competitor  of 
ours  in  harrow  line  in  1903  and  1904.    In  1903  they  sold 

230  Osborne  disc  and  peg-tooth  harrows;  I  may  have  dates 
mixed.  If  you  consider  the  Osborne  division  of  the  I.  H. 
Co.  we  are  competing  with  the  I.  H.  Co.  on  its  new  lines, 
and  not  its  old  or  harvesting  lines.  1  don't  remember  de- 
tails of  organization  of  I.  H.  Co.  I  know  Osborne  people 
manufactured  disc  and  peg-tooth  harrows. 

Have  no  business  relations  with  the  I.  H.  Co.  The  gross 
amount  of  our  business  for  1912  was  over  a  million 
dollars.  Cannot  give  figures  as  to  how  much  of  that  was 
plows.  I  do  not  wish  to  state  as  to  whether  over  half  of  it 
was.  I  would  consider  that  going  into  the  secrets  of  our 
business. 

The  advertisement  in  the  Blue  Book  for  1912  on  page 
421  is  a  correct  statement  of  the  business  of  my  company 

231  and  its  officers  as  follows : 

"The  Janesville  Machine  Co.  Bstabhshed  1859.  In- 
corporated 1882.  Capital  $500,000.  President,  T.  0. 
Howe;  Vice-President,  James  Harris;  Secretary,  A.  P. 
Lovejoy;  Treasurer,  J.  Gr.  Besford;  J.  A.  Craig,  G-eneral 
Manager. — Sulky,  Gang  and  Walking  Plows,  Disc  and 
Shovel  Cultivators,  Seeders,  Weeders,  Lever,  Disc  and 
Spading  Harrows,  Corn  Planters,  Listers,  Sowers,  Drill 
and  Broadcast  Seeding  Attachments." 

The  advertisement  of  my  companv  on  page  177  is,  I 
should  say,  a  correct  and  a  fair  description  of  the  class 
of  goods  we  manufacture. 

Re-direct  Examination. 

232  We  used  to  make  Crown  mower ;  sold  that  to  the  Thomas 
Co. ;  they  have  continued  its  manufacture. 

V 

624  F.  E.  DAVIS: 

I  reside  at  Council  Bluffs;  my  company  is  Pioneer  Im- 
plement Co.  As  president  I  have  been  in  active  charge  of 
the  business  since  1902.    We  job  agricultural  implements 
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in  Nebraska,  "Wisconsin,  Iowa,  Southern  part  of  South 
Dakota,  XorthAvcstern  Missouri  and  Xorthern  Kansais 
principally. 

Pioneer  Imp.  Co.'s  Business  Groicing ;  Competition  Healthy. 
In  our  jobbing  business  we  sell  these  implements  to 

625  retail  dealers  in  the-  various  towns  and  during  the  period 
I  have  named  we  sold  implements  throughout  the  terri- 
tory mentioned  in  competition  with  the  I.  H.  Co.  We 
have  sold  power  corn  shellers,  gasoline  engines,  truck 
wagons,  wagons,  tractors,  feed  grinders,  hay  loaders, 
grain  drills,  stackers,  sweeps,  side  delivery  rakes  and 
disc  harrows.  I  am  somewhat  familiar  with  the  imple- 
ment business  in  this  territory  and  have  been  during 
those  years  and  I  think  the  competition  with  the  I.  H. 
Co.  was  normal  and  healthy.  On  the  whole  our  business 
has  been  growing  and  successful. 

Cross-Examination. 

Extent  of  Pioneer  Imp.  Co.'s  Business. 

We  do  a  very  little  manufacturing  but  are  principally 
jolilK'rs.  W^e  do  not  job  binders,  mowers  or 
rakes.  I  think  the  sale  of  those  implements  is  larger  in 
number  than  the   sale  of  hay  loaders,  hay  stackers,    or 

626  sweeps.  We  jobljed  in  a  very  limited  territory  in  har- 
vesting implements  in  the  eighties.  We  were  doing  a 
large  ti'ansfer  business  for  the  Aultman  &  Miller  Com- 
pany at  that  time  and  we  had  a  small  territory  in  which 
we  jobb(Nl  some  of  their  binders  and  other  goods.  We 
have  not  handled  binders  since  1890.  We  have  not  jobbed 
twine  since  about  1900  or  1901. 

I  believe  I  know  something  about  the  conditions  exist- 
ing in  the  liarvesting  implement  business  but  not  of  my 
own  personal  knf)wledge.  I  have  practically  no  business 
relations  of  any  kind  with  the  I.  H.  Co.  We  do  not  buy 
goods  from  them  and  we  do  not  sell  them  goods.  We  took 
hold  of  the  engine  business  about  5  years  ago  and  our 
largest  sales  in  any  one  year  were  somewhere  between 

627  1,500  and  1,600  I  tliink  the  International  sell  many  more 
in  the  same  territory. 

We  do  not  aim  to  push  the  wa?on  trade  very 
hard.  We  sell  many  more  gears  for  the  wagoni. 
I  do  not  believe  that  the  fact  that  the  I.  H.  Co. 
has  been  selling-  wagons  is  a  reason  for  our  drawine-  nnt 
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of  the  wagon  business  to  any  extent.  We  found  it  more 
profitable  to  push  trucks,  and  did  so.  1  think  the  I.  H. 
Co.  became  active  in  pusliing  wagons  five  or  six  years 
ago.  We  always  have  wagons  to  sell  and  sell  them  when- 
ever we  can,  but  the  profits  have  not  been  as  great  on  the 

628  price  we  have  to  pay.  I  don't  believe  the  competition 
which  we  had  from  the  pushing  of  the  Weber  wagon  by 
the  I.  H.  Co.  is  the  cause  of  our  discontinuing  pushing 
our  wagons.  The  I.  H.  Co.  sell  a  type  of  truck  wagon 
made  similar  to  the  trucks  of  a  regular  wagon  except 
that  it  has  lower  wheels. 

We  handle  the  LaCrosse  Plow  Co.  line  of  plows,  cul- 
tivators, disc  harrows,  lever  harrows;  and  some  other 
cultivators.  We  are  an  independent  house,  we  own  oui 
own  business.  Plows  are  one  of  our  important  lines.  We 
have  been  withdrawing  somewhat  from  the  stacker  line, 
which  never  was  very  active  with  us.     I  do  not  believe 

629  we  sold  a  hundred  last  year.  We  sold  probably  about 
the  same  number  of  stackers  and  about  125  sweeps.  T 
should  say  we  sold  about  125  to  150  loaders  and  I  esti- 
mate 600  to  700  grain  drills. 

XIII 

120  W.  H.  DAY : 

Large  Engine  Business  Developed  in  Face  of  I.  H.  Co.  Com- 
petition. 

I  live  in  Milwaukee  and  have  for  two  years  been  sales 
manager  for  the  International  G-as  Engine  Company. 
Its  office  is  at  Cudahy.  My  company  makes  internal 
combustion  engines.  It  has  been  in  course  of  construc- 
tion about  3  years.  We  have  been  selling  since  I  came 
over  there.  We  build  gasoline  engines  from  l-i-  to  350 
H.  P.  for  farm  purposes.  Our  farm  trade  is  largely  in 
the  small  sizes.  We  sell  all  over  the  IT.  S.  and  have 
some  foreign  shipments.  Our  U.  S.  sales  are  at  present 
90  to  95  per  cent.  We  market  through  retail  hardware 
and  implement   dealers   principally,   and  to   those   who 

121  handle  I.  H.  Co.  harvester  lines.  The  fact  that  they 
handle  such  lines  has  not  in  the  least  interfered  with  the 
sale  of  our  engines  to  such  dealers. 

The  competition  of  the  I.  H.  Co.  is  normal  and  busi- 
nesslike. My  concern  has  been  in  the  engine  business 
less  than  3  vears.      We  just  got  nicely  to  shipping  the 
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first  of  last  year;  worked  up  from  nothing  to  half  a  mil- 
lion dollar  basis,  which  factory  was  equipped  for.  For 
instance,  my  sales  last  week  were  around  $12,000.  I 
found  the  field  open  for  competition  in  gasoline  engines 
with  the  I.  H.  Co. 

Before  I  was  manager  of  the  International  Gas  En- 
gine Co.  I  started  a  company  in  Minneapolis  for  myself, 
the  Power  Equipment  Co.  and  Ijefore  that  I  was  with 
Fairbanks,  Morse  &  Co.;  had  charge  of  the  sale  of  gas 
engines  and  machinery  in  St.  Paul ;  started  with  them  in 
1900;  was  with  them  practicallv  ten  years.      I  was  in 

122  competition  with  the  I.  H.  Co.  from  1905  to  1910  in  the 
sale  of  Fair]ianks,  ]\Iorse  gas  engines.  I  ahvays  found 
that  competition  fair  and  businesslike. 

C  i'otr:s-Ej:a)ninatinr} . 

AVe  really  got  started  selling  gas  engines  the  first  of 
hist  year;  1912  was  our  first  seasou.  Can't  say  just 
how  many  we  sold  in  1912.  We  started  off  at  nothing 
aud  worked  up  until  in  October  we  ran  up  to  $9,000  or 
$10,000  a  week.  AVe  manufacture  from  U_  to  350  H.  P. 
engines,  and  the  sales  ai'e  largely  in  the  small  sizes — 4, 
6,  10,  15,  along  there. 

I  should  say  we  have  been  in  business  long  enough  to 
be  able  to  express  an  opinion  as  to  the  character  of  the 
competition  of  the  International.  "We  started  right  in 
the  heat  of  it,  and  worked  up  from  nothing  to  a  fairly 
good  business.  We  have  paid  no  dividends  yet.  We 
have  sold  the  largest  number  of  engines  in  the  li  H.  P. 
size;  probably  1,200  or  1,300  (^ngines  of  that  type  since 
we  started  in  business.. 

For  the  Fairbanks,  ^lorse  Co.,  T  had  charge  of  the 
machinery  and  engines  sales  in  St.  Paul,  covering  Min- 

123  nesota,  the  two  Dakotas,  and  part  of  Wisconsin.  The 
Fairbanks,  Morse  Co.  was  pretty  well  established  in  en- 
gine business  in  1900.  They  sold  them  a  good  many 
A'ears  before  tho  International  made  any.  I  left  Fair- 
banks, ^lorse  Co.  four  and  one-half  years  ago,  went  to 
^rinneapolis  and  started  a  company  for  myself. 

Have  never  been  in  the  employ  of  the  T.  H.  Co.  and 
never  had  business  relations  with  them. 
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VIII 

535  A.  R.  DEMPSTER: 

Dempster  Co.'s  Business  In  tin  Xortltuest. 

Am  in  water  supply  jobbing  business  and  farm  im- 
plements. Live  at  Sioux  Palls.  Am  connected  with  the 
Dempster  Mill  Manufacturing  Co.  I  have  had  charge  of 
the  business  of  that  company  in  this  territory,  which  in- 
cludes the  larger  part  of  South  Dakota,  a  small  portion 
of  Southwestern  Minnesota  and  Northwestern  Iowa.   We 

536  have  corn  plows  or  cultivators,  grain  drills,  gasoline  en- 
gines, hay  tools,  such  as  liay  stackers  and  sweeps.  My 
company  has  been  engaged  in  the  sale  of  these  imple- 
ments in  the  territory  described  since  1895.  Have  re- 
sided in  South  Dakota  in  personal  cliarge  of  the  com- 
pany's business  since  September,  1910.  I  am  familiar 
with  it  in  this  territorj^  back  of  the  time  when  I  became 
the  resident  manager.  I  practically  opened  it  up  and 
have  been  in  touch  with  it  ever  since.  My  company  has 
done  business  for  some  years  in  this  territory  in  competi- 
tion with  the  I.  II.  Co.  in  certain  lines.  That  is  true  of 
our  hay  tools,  cultivators,  gasoline  engines,  and  grain 
drills. 

I.  H.  Co.  Competition  Fair,  Same  as  Other  Manufacturers. 

537  The  competition  of  the  I.  H.  Co.  while  I  have  been  ac- 
tive in  the  business  has  been  normal,  fair  and  business- 
like ;  about  the  same  as  other  manufacturers  and  jobbers. 
We  sell  our  implements  to  the  retail  dealers  in  farm  im- 
plements throughout  the  territory  and  in  a  very  large 
per  cent,  to  dealers  who  are  handling  the  I.  H.  Co.'s  har- 
vesting lines.  I  do  not  find  and  have  never  found  that  to 
be  an  obstacle  to  the  sale  of  these  implements  to  those 
dealers. 

Our  business  in  this  territory  in  the  last  years  has 
been  on  the  increase  and  quite  satisfactory.  I  have  found 
the  field  in  this  territory  to  be  open  in  competition  with 
the  International.     Found  it  very  satisfactory. 

Cross-Examination. 

538  It  is  difficult  to  say  what  company  in  my  territory  lias 
the  largest  per  cent,  of  business  in  corn  plows. 
It  has  been  my  experie-nce  that  my  main  com- 
petitors   in    com    plows    are    Deere    &    Co.    and    the 


6S4:  Tcsiiiiioii.y  of  Competitors. 

vni 

Moline  Plow  Co.  We  are  small  in  gram  drills.  Have  not 
lieretof  ore  had  a  grain  drill  that  has  been  successful  in  this 
particular  territory-  and  we  withdrew  from  the  field  two 
years  ago;  are  taking  it  up  again  this  year  (1913).  AVhen 
wi-  were  selling  drills  up  to  two  years  ago  did  not  find 
the  I.  H.  Co.  much  of  a  factor  in  the  grain  drill  business  in 
this  territory,  not  as  much  as  some  of  the  other  manu- 
facturers. 1  would  not  know  if  up  to  1910  the  entire  sale 
of  grain  drills  hy  the  I.  H.  Co.  in  the  United  States  was 
approximately  2*000.  I  think  the  John  Deere  is  the  larg- 
est competitor  in  this  particular  field.  I  think  the  ^^loline 
Plow  Company  ranks  ahead  of  the  International  in  that 
one  line  in  this  field. 
7)'.]'.)  We  make  the  most  gas  engines  2-1/2  to  6  horse-power. 
AVe  have  International  competition.  I  think  they  are  the 
largest  in  this  territory.  This  is  our  second  year  in 
stackers  and  sweeps.  I  think  we  sold  less  than  200  in  this 
territory  last  year. 

Re -direct   Exaiiiinaiion. 

Tlie  ])r()gr('ss  we  are  making  in  stackers  and  in  intro- 
ducing our  new  implements  has  been  quite  satisfactory. 
Y 

512  H.  L.  DEMPSTEK: 

Biisiiii'ss  of  Denipster  Mill  and  ^Ifg.  Co. 

The  name  of  my  company  is  The  Dempster  Mill  & 
\)V.i  ^Manufacturing  Company.  We  manufacture  farm  ma- 
cliiuery, — wind-wills,  pum]is,  elevators,  grain  drills,  gaso- 
line en.iiiues,  hay  tools,  steel  and  wood  tanks  and  ma- 
chinery. AVe  manufacture  and  sell  gasoline  engines, 
grain  drills,  hay  tools  and  cultivators  in  competition  with 
the  I.  H.  Co.  We  commenced  to  manufacture  grain 
drills  in  1907,  gasoline  engines  in  1909,  hay  tools  in  1911, 
cultivators  about  1906  or  1907. 

Have  been  with  the  company  for  nine  years.  I  was  a 
retail  salesman  at  the  retail  store;  traveling  salesman; 
manager  of  our  implement  department;  and  sales  mana- 
ger. Our  company  went  into  the  manufacture  of  these 
implements  after  the  I.  H.  Co.  was  organized  in  1902. 
Our  company  felt  that  there  was  an  opening  for  the 
manufacture  and  sale  of  those  farm  implements  in  com- 
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514  petition  with  the  I.  H.  Co.  We  cover  portions  of  Minne- 
sota and  Iowa  and  all  of  South  Dakota,  A^hraska,  Kan- 
sas and  ^  part  of  ilissouri,  Oklahoma  and  Texas  with 
sales.  We  push  the  sale  of  all  the  goods  we  manufacture 
except  drills  as  hard  as  it  is  possible. 

No  Cmnplaint  Against  I.  H.  Co.  Methods. 

In  the  sale  of  these  implements  we  have  met  with  com- 
petition from  the  I.  H.  Co.,  We  have  no  complaint 
against  the  I.  H.  Co.  They  apparently  have  been  fair  in 
tlieir  methods.  Our  business  lias  grown  and  developed 
with  the  years.  We  sell  a  large  portion  of  our  goods  to 
implement  dealers  who  also  handle  the  I.  H.  Co.  goods. 
We  found  that  the  dealers  received  our  machinery  on 
its  merits  as  they  would  any  other. 

Cross-Examination. 

I  think  we  make  articles  which  form  the  principal  lines 
of  the  I.  H.  Co.     I  think  that  their  gasoline  engine  line 

515  and  their  grain  drill  line  are  important.  We  don't  make 
harvesters,  mowers  or  hay  rakes.  We  make  what  we 
call  the  hay  buck.     A\'e  sold  about  800  to  1000  grain  drills 

516  last  vear.  And  approximately  1000  drills  in  1912,  800 
in  1911,  1500  in  1910,  1800  in  1909,  1600  in  1908, 
1100  in  1907,  2000  in  1906  and  1800  or  1900  in  1905.  Our 
company  is  incorporated  for  $1,000,000.  Our  principal 
line  of  business  is  pumps  and  windmills.  AVe  do  not  make 
wagons,  cream  separators,  manure  spreaders,  binders  or 

517  rakes.  We  manufacture  a  stacker  and  a  sweep  rake.  We 
sold  125  or  150  stackers  in  1912.  It  was  our  first  year. 
We  sold  about  the  same  amount  of  sweep  rakes.  In  1912 
we  sold  about  3000  cultivators.  I  have  never  seen  any 
of  the  I.  H.  Co.  cultivators  in  the  territory  that  we  are 
working.  One  of  ours  is  a  different  kind  of  cultivator 
than  theirs.  That  is  included  in  the  3000  we  sold.  We 
sold  about  1000  of  this  different  line. 

I  do  not  consider  that  we  are  actively  in  competition 

518  with  tlie  I.  H.  Co.,  in  cultivators.  Our  business  in  gaso- 
line engines  has  increased  for  the  last  four  or  five  years. 

I  was  subpoenaed. 

Some  years  ago  we  took  over  an  implement  store  at 
Diler,  Xebraska,  from  the  I.  H.  Co.,  and  we  have  been 
Inlying  some  goods  from  them  at  that  point.  We  buy 
their  binders,  some  manure  spreaders  and  some  mowers 
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519  from  them  at  Lincoln.     We  sell  them  as  retail  dealers. 

C.  B.  Dempster  is  the  president  of  our  company. 

Re-direct  Examination. 

The  increase  in  our  gasoline  engine  business  from  1905 
to  1912  has  been  106  per  cent. 
VIII 

C.  A.  DEXISOX: 

Jolnislon  Co.'s  Liisiin's.s  Increased. 

6  For  five  years  I  have  been  branch  manager  for  the 
Johnston  Harvester  Co.,  with  headquarters  in  St.  Louis. 
^[y  territory  is  about  two-thirds  of  .Missouri  and  of  Ilh- 
nois,  west  Kentucky  and  west-  Tennessee,  west  of  the 
Tennessee  river. 

The  Johnston  Co.  sells  grain  binders,  sulky  hay  rakes, 
mowers  and  corn  binders.  They  do  not  sell  headers  in 
our  territory.  Competition  in  the  sale  of  harvesting  ma- 
chiner\',  in  the  territory  named,  has  been  open  for  the  last 
five  years.  The  business  of  the  Johnston  Harvester  Com- 
pany in  the  tt'rritory  I  have  described  has  increased  some 
during  that  perioil  and  the  increase  has  been  from  10  to 
15  per  cent,  in  grain  binders;  corn  binders  have  increased 
100  per  cent.;  mowers  hav(>  increased  20  or  25  per  cent.; 
sulky  rakes  probably  40  to  50  per  cent. 

7  ('r()ss-E.<:aminai'ion. 

I  was  in  the  employ  of  the  I.  li.  Co.  from  the  time  they 
were  formed  until  July,  1905.  Then  I  was  with  the  Par- 
lin  eV:  Orendorff  Co.  three  years  and  a  half;  until  January, 
1909;  since  then  with  tlie  Johnston.  With  the  In- 
ternational 1  was  a  blockman  in  West  Tenncs- 
se".  Before  the  International  was  formed  I  was  em- 
ployed 1iy  the  Milwaukee;  was  assistant  in  the  office  and 
general  traveler  part  of  the  time  in  the  St.  Louis  office. 
In  1902  the  principal  competing  companies  were  the  Deer- 
ing,  McCormiek,  Piano,  Champion  arid  the  Osborne.  I 
S  have  no  figures  with  me  as  to  the  number  of  grain  binders 
sold  in  my  territory  in  1912.  The  approximate  sales 
of  grain  binders  l:y  tlie  Johnston  Harvester  Company 
in  1912  waS'  350  or  375.  360  grain  binders  was  very  small 
in  comparison  with  the  amount  of  business  done  by  the  I. 
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H.  Co.  ill  my  territory.  I  sold  about  the  same  number  of 
grain  binders  in  1911  and  in  1910,  about  315  or  320  is  my 
recollection.     In  1909  a  few  less  than  that,  about  300,  I 

9  guess.  I  sold  215  corn  binders  in  mv  territory  in  1912, 
185  in  1911,  50  in  1910;  and  about  35  'in  1909.  The  sales 
of  corn  binders  vary  greatly  according  to  the  season. 
Do  not  think  my  sales  of  corn  binders  was  very 
small  in  comparison  with  the  International  in 
the  same  period  and  territory.  1  do  not  know  the  num- 
ber of  corn  binders  they  sold  any  more  than  the  general 
run  of  trade ;  it  is  a  fair  percentage  according  to  our  or- 
ganization which  is  verj'  small  compared  to  theirs.  We  do 
not  have  an  agent  in  every  town.  I  am  branch  manager. 
We  call  our  agents  local  agents ;  that  is,  the  dealer  in  the 
town.  In  the  territory  in  which  I  sell  we  have  in  the 
neighborhood  of  400  dealers.  Sold  about  850  mowers  last 
year ;  in  1911  about  800 ;  in  1910,  from  650  to  700.  I  do 
not  know  what  the  total  output  of  the  Johnston  Harvester 
Co.  is,  have  no  idea  as  to  the  figures. 

10  T  testified  for  the  state  in  the  Missouri  suit  against  the 
International. 

VI 

J.  E.  DUNCAN: 

Oklahoma  Manager  for  P.  S  0. 

715  Have  for  two  years  been  manager  of  the  branch  house 
of  Parlin  &  Orendortf  Plow  Co.  at  Oklahoma  City.  About 
half  of  Oklahoma  is  in  my  jarisdiction.  My  business 
calls  me  out  through  the  territory,  and  I  am  acquainted 
quite  generally  with  the  dealers.  My  experience  in  that 
territory  is  confined  to  these  two  years.  I  have  had 
charge  of  the  business  there  at  the  office  and  have  been 

716  out  on  the  territory  perhaps  eight  or  ten  times.  My  trips 
would  last  four  or  five  days  at  a  time. 

Compefiiion  of  I.  H.  Co.  Healthy  and  Businesslike. 

The  sale  of  agricultural  implements  for  Parlin 
&  Orendorff  brines  me  in  competition  with  the  In- 
ternational in  my  territory.  We  sell  wagons,  gaso- 
line engines,  lever  harrows,  disk  harrows,  feed 
grinders,  ensilage  cutters,  stalk  cutters,  cream  sepa- 
rators, cultivators,  corn  planters,  grain  drills,  farm  trucks, 
manure  spreaders,  hay  presses,  corn  shellers,    side    de- 
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livery  rakes,  sweep  rakes  and  hay  stackers-  in  competition 
with  the  I.  li.  Co. ;  that  is  all  I  recall  just  now.      I  have 

717  become  familiar  with  the  manner  in  which  the  implement 
business  has  been  carried  on  in  the  two  years  in  my  terri- 
tory. The  competition  which  I  liave  met  with  the  Inter- 
ational  was  normal,  healthy  and  businesslike  and  the 
territory  has  been  open  to  competitors  of  the  Interna- 
tional. Our  experience  in  the  sale  of  the  implements 
mentioned  has  been  a  growing  and  successful  business. 
Am  not  aciiuainted  ^^ith  all  the  dealers  throughout  terri- 
tory, but  I  am  acquainted  with  principal  dealers,  and  the 
manner  in  which  they  handle  their  business.  Nearly  all 
tlio  sales  that  I  make  of  our  implements  have  been  to 
dealers  who  handle  the  harvesting  machines  of  the  In- 
ternational. I  think  I  know  these  principal  dealers  well 
enough  to  have  a  clear  ;ind  correct  opinion  as  to  what 

718  would  be  the  effect  if  the  International  attempted  to 
coerce  these  dealers  into  liuying  the  International  line 
and  refusing  to  buy  competitors'  goods.  In  my  judgment 
I  do  not  think  that  they  would  stand  for  it.  I  think 
it  would  ruin  the  business  of  the  International. 

Cross-Exa  ni  iu  at  ion. 

I  think  the  International  sells  some  part  of  the  output 
of  njy  company  in  Canada,  but  not  a  large  part  by  any 
means.  Tlie  principal  line  of  our  business  is  tillage  im- 
plements, sulky  gang  plows,  corn  planters,  cultivators  and 
harrows. 

719  I  did  not  receive  any  .  instructions  from  my 
superiors  to  testify  in  this  suit  and  have  had  no  conversa- 
tion with  them  in  respect  to  it. 

Lines  JInndlcd  hij  P.  <(■  0. 

We  do  not  sell  any  binders,  mowers,  sulky  rakes 
or  twine  in  my  teri'itory.  Binders,  mowers,  steel 
rakes    and    twine    are    among    the    principal    lines    sold 

720  there  by  the  International.  I  cannot  say  which 
is  the  chief  of  our  lines,  or  Avhether  plows, 
planters,    cultivators    or    what    are    our    largest    vol- 

721  ume  of  business.  We  sold  perhaps  800  or  900  corn  plant- 
ers in  my  territory  in  1912.  I  do  not  think  the  I.  H. 
Co.  sells  vc/ry  many  corn  planters  in  my  terri- 
tory. The  International  sells  cultivators  in  my 
territory     and     a     few    com     planters.      AVagons     and 
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722  and  buggies  are  our  principal  items  outside  of 
our  own  lines.  There  is  no  line  that  is  our  principal  line. 
The  International  sells  cultivators,  harrows  and  stalk  cut- 
ters in  competition  with  us.  1  think  we  have  sold  very 
few  stalk  cutters,  but  it  is  competition.     I  believe  that 

723  stalk  cutters  are  the  least  competition  there  is.  I  do 
not  believe  the  International  sells  very  many  grain  drills 
in  my  territory  because  they  have  just  recently  taken 
them  on.  We  have  had  very  little  competition  from 
them  in  grain  drills.  The  large  manufacturers  and  sel- 
lers of  grain  drills  in  my  territory  are  the  American 
Seeding  Machine  Co.,  the  Moline  Plow  Co.,  the  John  Deere 

724  Plow  Co.  and  the  Avery  Co.  We  do  not  sell  any  steel 
rakes.  I  presume  there  are  more  of  the  steel  sulky  rakes 
sold  than  sweep  rakes.  We  sell  a  whole  lot  of  those  sweep 
rakcR.  There  are  75  per  cent,  as  many  sweep  rakes  as  steel 
rakes  sold  in  my  territory,  in  my  opinion.  We  sold  perhaps 
250  sweep  rakes  last  year  in  a  territory  not  quite  half  of 
Oklahoma.  I  do  not  know  how  many  the  International  sold. 
We  sold  about  150  hay  presses  in  ]912.  There  are  lots 
of  hay  presses  sold  in  that  state.  I  do  not  know  how 
many  tlie  International  sold.  We  sold  three  separators 
last  year.     I  did  not  name  that  as  one  of  the  lines  that 

725  competes  principally  with  the  I.  H.  Co.  Cream  separators 
are  only  a  side  issue  with  us. 

The  principal  linos  we  are  in  competition  with 
the  Intei'national  on  are  wagons,  gasoline  engines, 
sweep  rakes,  grain  drills,  farm  trucks  and  harrows.  We 
sold  perhaps  150  engines  last  year,  possibly  a  couple  of 
hundred  farm  tracks,  600  wagons,  250  to  300  grain  drills 
and  a  thousand  or  more  harrows.  We  have  a  very  large 
,  sale  of  sulky  plows,  gang  plows  and  walking  plows.  I 
expect  we  sold  a  couple  of  thousand  walking  plows  and 

726  about  that  many  cultivators  in  1912.  Practically  all  the 
competition  we  had  with  tlie  International  in  1912  was 
in  harrows,  cultivators  and  wagons,  Avith  such  additional 
competition  as  we  had  from  selling  200  farm  trucks,  150 
engines,  150  hay  presses  and  the  sweep  rakes.  I  con- 
sider the  International  one  of  the  strongest  competitors 
we  have  on  these  lines  that  I  have  named,  lines  which 
they  have  begnn  to  manufacture  since  3902. 

727  Have  'been  in  the  implement  business  about  fourteen 
years.  I  was  at  Concordia,  Kansas,  before  I  went  to  Okla- 
homa City;  I  traveled  for  the  Parlin  &  Orendorff  Plow 
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Co.  five  years.  Before  that  I  was  in  employ  of  Interna- 
tional from  the  time  tliey  Avere  organized  mitil  seven  years 
ago.  I  was  Ijlockman  for  the  I.  H.  Co.  in  1903  in  the 
Concordia,  Kansas,  territory.  I  left  the  International  in 
an  aijsolutely  friendly  way,  to  acfopt  a  better  position 

728  with  Parlin  &  ( )rendorff.  Parlin  k  Orendorff  gave  up 
manure  siircaders  about  three  years  ago  because  it  took 
special  men  to  go  out  and  sell  manure  spreaders  and  they 
did  not  want  to  put  them  on.  The  I.  H.  Co.  had  special 
men  out  pushing  their  different  lines. 

79  CHRISTOPHER  DUXKLE : 

Nehiuslca-Molinc  Ploiv  Co. 

Am  manager  of  the  Nebraska  Moline  Plow  Co.,  at 
Omaha.  My  territory  is  part  of  Iowa,  all  of  Nebraska 
and  "Wyoming,  part  of  So.  Dakota,  and  part  of  Montana. 
Was  made  manager  March  1st  this  year;  previous  to  that 
was  assistant  manager  for  three   years;   prior  to  that 

80  time  I  w^as  general  traveler  for  the  Minnesota  Moline 
Plow  Co.,  which  position  I  held  about  one  year;  previous 
to  that  was  employed  by  Kingman  Implement  Co.  of 
Omaha,  traveling  out  of  Omaha ;  as  salesman  traveled  for 
that  company  about  three  years. 

King-man  it  Co.  manufactured  agricultural  implements 
of  various  kinds.  Believe  I  have  been  familiar  with  the 
agricultural  implement  business  through  these  years 
throughout  the  territory  I  have  named.  Was  quite  gen- 
erally acquainted  with  the  dealers  in  agricultural  imple- 
ments in  the  various  towns  and  cities  of  this  locality  and 
very  familiar  with  the  manner  in  which  these  dealers 
carry  on  their  business. 

Iiite))iaiio>uil's  Coinju'Cithin  Ilcnlihij  and  Bnslnesslil;i\ 

The  Nebraska  Moline  Plow  Co.  sells  farm  implements 
throughout  the  territory  mentioned  in  active  competition 
with  the  I.  H.  Co. ;  implements  so  sold  are  wagons,  spread- 

81  ers  and  hay  stackers,  hay  loaders,  side  delivery  rakes, 
sweep  rakes,  stackers,  disc  harrows,  lever  harrows,  grain 
drills,  corn  planters,  cultivators,  stalk  cutters,  alfalfa 
renovators,  binders,  mowers,  rakes  and  corn  binders.  Un- 
til 1913  our  company  did  not  sell  binders,  mowers,  rakes 
or  corn  binders.  During  years  that  have  been  assistant 
manager  of  this  company,  have  been  selling  all  these  ma- 
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chines  named,  except  binders,  mowers,  rakes  and  corn 
binders  in  the  territory  named.  The  I.  H.  Go.  competition 
was  normal,  healthy  and  businesslike.  During  last  three 
years  that  have  been  with  this  company  I  thought  field 
was  open  for  introduction  and  sale  of  a  new  harvesting 
line. 

Harvester  Field  Open — No  Difficvltij  Securing  Agents. 

In  my  judgment  '  based  on  my  knowledge  and 
familiarity  of  territory  and  conditions  of  business,  the 

82  field  for  competition  was  not  only  open  in  the  line  we 
handled,  but  in  addition  the  field  of  harvesting  machinery 
was  open.  Our  company  has  taken  on  a  line  of  binders, 
mowers,  rakes  and  corn  binders ;  it  bought  the  Adriance- 
Platt  Co.  in  January  this  year.  Have  entered  upon  the 
sale  of  these  new  implements  this  season  (1913)  in  our 
territory.  That  make  has  never  been  sold  throughout 
this  territory  before. 

We  think  we  have  met  with  very  good  success.  We 
make  contracts  with  the  local  dealers  for  the  handling  of 
these  binders.      Our  first  car  of  binders  came  in  about 

33  February  4th  or  5th,  a  mixed  car  of  binders,  mowers  and 
rakes.  We  do  not  make  commission  contracts.  We  make 
straight  sale  contracts.  Up  to  last  Saturday  night  we 
had  made  126  contracts  with  dealers  in  the  territory  I 
have  mentioned.  Up  to  Saturday  prior  to  last  we  had 
101  contracts.  We  feel  pretty  well  satisfied  that  we  are 
successfully  introducing  and  selling  this  new  line  of  har- 
vesting machinery. 

We  have  taken  on  three  new  lines  this  year;  they  are 

M  the  McDonald-Pitless  Scale,  the  Brillion  Clod  Crashers 
and  Pulverizers,  the  0.  K.  Potato  Machine  of  Hammond, 
Ind. 

The  binder  has  been  the  easiest  new  tool  to  sell  that  we 
have  taken  on. 

Cross-Examination. 

The  Dvincipal  line  of  the  Nebraska  Moline  Plow  Co. 
has  been  tillage  implements,  but  to-da}'  are  plows,  wagons, 
buggies,  binders,  mowers  and  rakes. 

larvesting  Machines  Now  a  Principal  Line  of  Moline  Co. 

From  the  way  it  has  started  out  with  us  we  consider 
harvesting  machines  which   we    have    been    selling    one 


VI 


692  Testimony  of  Competitors. 


month  a  principal  line  of  machinery  of  our  company.  The 
taking  of  100  contracts  certainly  makes  it  one  of  the  prin- 
cipal lines  of  our  business. 

Moline  Plow  Co.  has  been  engaged  in  business  about 
50  years.      I  do  not  know  anything  about  the  purpose 

85  or  reason  which  led  up  to  .Vdriance-Platt  purchase.  I  do 
not  know  wliy  the  Moline  Plow  Co.  has  not  in  the  ten 
years  the  I.  H.  Co.  has  been  organized,  attempted  to  manu- 
facture or  sell  harvesting  machinery.  I  do  know  what 
they  have  told  me  as  to  wliy  within  the  last  month  they 
have  commenced  the  sale  of  binders.  I  do  not  think  it  has 
any  relation  to  the  brini^ing  of  this  government  suit. 

I  cannot  name  any  company  in  the  U.  S.  that  has  en- 
tered upon  the  manufacture  of  harvesting  machinery  since 
the  I.  H.  Co.  was  formed.     I  do  not  believe  I  could  name 

86  any  person  or  company  that  has  entered  on  the  manufac- 
ture of  mowers  within  the  i^eriod  in  which  I  am  familiar. 

Wi'  have  entered  side  delivery  rakes.  Their  sale  is 
small  compared  to  that  of  the  principal  line  of  rakes. 

I  do  not  believe  I  could  name  off-hand  any  company 
that  entered  upon  the  manufactui'e  of  the  principal  rake 
in  the  period  I  have  been  engaged  in  business.  Binders, 
mowers  and  sweep  rakes  have  been  the  ])rincipal  line  of 
the  I.  li.  Co.  in  the  period  in  which  I  have  been  familiar. 

87  We  have  not  been  in  corap"tition  in  binders  and  mowers, 
as  you  know,  until  recently,  but  on  tlie  other  lines  we  have 
been.  I  said  I  thought  there  Avas  a  good  field  for  the 
lines  we  have  taken  on.  I  do  not  call  three  or  four  weeks, 
competition;  but  you  can  get  a  pretty  good  idea  of  how 
the  business  is  starting  off.  The  names  of  the  manufac- 
turers selling  harvesting  machinery  in  the  territory  in 
which  I  have  done  business  are  International,  Acme, 
.Tohnston,  "Walter  A.  "\\'ood;  in  fact,  I  handled  Walter  A. 
"\A'ood  binders  and  mowers  when  I  was  with  the  Kingman. 

88  We  did  not  sell  very  many.  They  had  a  fair  trade  when 
they  had  jobbing  connections  hero. 

Probably  75  per  cent,  of  the  binders  sold  in  the  terri- 
toiy  were  I.  H.  Co.  The  estimate  is  not  low,  based  on  my 
knowlerlge.  Xo  companv  T  know  of  sells  75  per 
cent,  of  the  plows  or  tillage  implements  there.  There 
is  no  one  of  the  lines  that  would  be  sold  as  exten- 
sively as  binders,  mowers  and  rakes.  I  have  no  idea 
how  many  binders  or  mowers  are  sold  in  the  U.  S.  in  a 
year. 
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Our  company  does  not  handle  twine.     I  tliinl^  they  did 

89  at  one  time;  since  I  have  been  with  them  they  have  not 
sold  any  twine.  It  has  been  an  important  part  of  the 
business  with  the  Adriance-Platt  Co.,  as  I  understand. 
That  is  a  principal  line  of  the  I.  H.  Co. 

Sweep  rakes  and  stakers  are  harvesting  machinery,  I 
believe;  sweep  rakes  are  sold  with  the  binders  and  mow- 
ers as  harvesting  machinery.  I  would  say  off-hand  that 
there  are  more  sweep  rakes  sold  than  binders.     I  cannot 

90  tell  off-hand  how  many  our  company  has  sold  per  year. 

Be-direct  Examination. 

Within  the  last  two  years  the  John  Deere  Company 
has  put  a  new  binder  on  the  market.  About  seven  years 
ago  the  John  Deere  Co,  entered  upon  the  manufacture 
and  sale  of  mowers.  About  six  years  ago  the  Independent 
Harvester  Co.  at  Piano,  111.,  entered  upon  the  manufac- 
ture and  sale  of  a  full  line  of  harvesting  machinery. 

Re-cross  Examination. 

I  do  not  know  when  Deere  &  Co.  began  to  manufacture 
and  sell  binders,  they  were  never  pushed  extensively  in 
this  territory  until  last  year ;  before  that  I  had  heard  of 
them  being  sold  here  and  there  as  an  experimental  ma- 

91  chine.  I  believe  the  Dain  Mfg.  Co.  had  been  making 
the  Dain  mower  before  the  Deere  Co.  bought  it,  how 
long  I  could  not  tell  you.  I  do  not  know  when  Dain 
Mfg.  Co.  started  to  manufacture.  I  knew  very  little 
about  the  harvesting  machinery  line  10  years  ago.  I 
have  handled  it  six  years. 

V 

611  GEOEGE  M.  D'URKEE : 

F.  &  O.'s  Business  hi  Middle  West. 

Am  manager  for  the  Parlin  &  Orendorff  Plow  Co.  at 
Omaha.  My  territory  embraces  all  of  Nebraska,  the 
three  western  tiers  of  counties  in  Iowa,  the  Black  Hills 
territory  in  South  Dakota,  the  State  of  Wyoming,  and 
three  counties  in  Eastern    Colorado.     Have    been   local 

612  manager  for  four  years ;  have  had  charge  of  the  sales  by 
Parlin  &  Orendorff  Co. ;  prior  to  that  was  manager  for 
the  Minnesota  ^Moline  Plow  Co.  at  Minneapolis. 
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In  last  four  years  have  sold  wagons,  spreaders,  sweep 
rakes,  liay  stackers,  disc  harrows,  lever  harrows,  alfalfa 
harrows,  grain  drills,  seeders,  com  planters,  cultivators, 
feed  grinders,  gasoline  engines,  hay  presses,  farm  trucks, 
grain  elevators  and  stalk  cutters  in  competition  with  the 
I.  H.  Co.  These  sales  by  our  company  throughout  the 
territory  named  were  to  the  local  dealers  and  according 
to  our  recoi'ds  a  large  portion  of  those  dealers  handled 
and  sold  harvesting  machinei-v  of  the  1.  H.  Co. 

Field  Open;  CotnpetU'iou  Free. 

613  I  found  this  competition  with  the  I.  H.  Co.  normal 
and  businesslike,  and  the  business  grew  and  developed 
in  our  lines  I  have  named  as  well  as  in  other  lines. 
The  field  in  agricultural  implements  was  open  and  com- 
petition was  free,  and  it  is  to-day.  I  liave  never  sold  har- 
vesting machinery. 

From  ni}'  experience  in  the  implement  business  and  my 
knowledi^e  of  the  conditions  that  obtain  now,  I  think  I  am 
■able  to  form  and  have  an  opinion  as  to  the  harvester 
business  and  the  possibility  of  sales.  In  my  judgiiient, 
the  opportunities  of  competition  in  liarvesting  machinery 

614  are  open  to  anybody.  It  is  my  judgment  that  any  com- 
pany making  a  good  harvesting  machine  could  go  into 
that  field  and  sell  tlie  machine  on  its  merits.  In  my  judg- 
ment, the  fact  tliat  the  percentage  of  harvesting  lines 
made  by  tlie  I.  H.  Co.  runs  up  to  87  or  90  per  cent,  would 
not  prevent  a  new  company  or  an  old  company  taking  up 
a  l)inder  and  putting  out  a  good  machine  on  tlie  market 
and  selling  it  in  inci'easing  quantities. 

Cios.^-E  ram  I  nation. 

It  is  my  understanding  that  our  company  is  in  friendly 
aiid  contractual  relations  with  the  I.  H.  Co.  Plows-,  plant- 
<'rs,  cultivators,  listers,  disc  harrows  and  lever  harrows 
are  our  principal  lines.  The  I.  H.  Co.  is  not  a  com- 
l)ctitor  of  ours  in  plows  or  listers.      Our  company  sells 

615  thousands  of  planters.  The  T.  H.  Co.  sells  planters  in 
my  territory.  ^\s  long  as  they  make  them  and  offer  them 
to  the  trade  we  ha^'e  got  to  consider  them  as  competitors. 
If  we  don't  they  will  get  the  business.  Onr  sales  will 
average  around  a  thousand  planters  a  year  in  this  terri- 
tory. The  I.  H.  Co.  is  a  competitor  of  ours  on  our  prin- 
cijial  line — disc  harrows.    On  things  that  we  manufacture 
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they  are  competitors  on  disc  harrows;  on  things  we  job 

616  in  this  district  they  are  competitors  in  wagons,  spreaders, 
sweep  rakes,  stackers,  grain  drills,  seeders,  feed  grinders, 
gasoline  engines,  hay  presses,  farm  trucks,  grain  elevators 
and  I'orn  shellers.  We  do  not  job  the  harvesting  line.  I 
understand  the  harvesting  lines  are  the  principal  lines 
of  the  I.  H.  Co. 

617  We  took  on  the  spreader  about  a  year  ago.  When  I 
came  here  they  were  selling  the  spreader,  but  the  con- 
tract was  canceled  a  short  time  before  that  and  we  never 
could  make  another  satisfactory  connection.  We  did  not 
give  up  the  sale  of  spreaders  'because  of  competition  with 
the  I.  H.  Co. 

We  have  had  a  nice  increase  in  our  wagon  business; 
our  business  has  increased  generally. 
X 

268  E.  J.  FAIRFIELD : 

Lindsay  Bros.  Minneapolis  Branch  Find  Competition  Fair. 

I  reside  at  Minneapolis,  am  member  and  manager  of 
the  firm  of  Lindsay  Bros.,  wholesale  farm  machinery  and 
jobbers^,   of    agricultural    implements.     We    do    business 

269  throughout  Minnesota  and  North  Dakota,  one-half  of 
South  Dakota,  quite  a  portion  of  Montana,  and  a  little  of 
Wisconsin.  Our  biggest  line  is  the  Johnston  Harvester 
Company  line,  the  Eoderick  Lean  Manufacturing  Com- 
pany line,  the  Beaver  Dam  Manufacturing  Company,  the 
Plymouth  Cordage  Company,  the  Neal  Johns  &  Company 
wagons,  the  James  &  Meyer  Buggy  Company,  S.  G.  Gay 
Buggy  Company's  line  and  the  Oliver  Chilled  Plow  Works 
line.  We  have  handled  and  sold  all  the  Johnston  Harvester 
Company's  line  for  years,  including  binders,  mowers, 
rakes  and  corn  binders,  disc  harrows  and  tedders.  We 
handle  and  sell  manure  spreaders  and  gasoline  engines. 

I  have  been  with  this  firm  25  years,  15  years  in  my  pres- 
ent position.  During  the  latter  period  the  character  of 
the  business  done  by  the  firm  has  been  practically  the 
same,  and  I  have  been  in  charge  of  our  sales  throughout 
the  territory  mentioned.  During  the-  life  of  the  I.  H.  Co. 
have  been  in  active  competition  with  that  company.    Dur- 

270  ing  that  period  I  have  certainly  found  the  competition  of 
the  T.  H.  Co.  in  that  territory  in  the  sale  of  the  goods  I 
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have  named  to  be  normal,  healthy,  businesslike,  and  fair; 
it  was  just  as  it  was  before,  so  far  as  we  are  concerned. 

We  do  business  in  our  various  lines  by  selling  to  deal- 
ers in  farm  implements,  a  great  many  of  whom  handle  I. 
H.  Co.  harvesting  machinery.  AVe  have  not  found  the  lat- 
ter fact  an  impediment  to  our  doing  business  with  them 
in  the  sale  of  our  implements,  where  we  could  interest 
them  in  our  line. 

It  is  certainly  true  that  in  the  selling  of  the  Johnston 
Harvesting  implements  they  are  considered  by  dealers  on 
the  merits  of  the  machines,  as  they  would  any  other  im- 
pleuifnt.  Have  found  notliini;'  to  show  that  they  did  not  so 
consider  them;  they  were  free  to  consider  them  on  their 
merits.    Have  competed  for  ten  years  with  the  I.  H.  Co. 

271  in  practically  the  complete  line  of  farm  implements  that 
they  sell.  Am  acquainted  with  the  dealers  in  the  terri- 
tory I  have  described  and  am  very  well  acquainted  with 
their  business  methods. 

Q.  What,  in  your  judgment,  would  be  the  effect  on  the 
I.  H.  Co.'s  business,  in  the  territory  you  have  described, 
if  it  adopted  and  attempted  to  enforce  the  policy  of  say- 
ing to  all  of  these  dealers  that  they  could  not  handle  I.  H. 
Co.  harvesting  machinery  unless  they  handled  I.  H.  Co. 
goods  exclusively? 

(Objected  to  as  calling  for  a  conclusion;  witness  not 
qualified  to  give  own  opinion.) 

A.  I  think  they  w^ould  soon  get  out  of  the  territory  if 
they  tried  that. 

The  business  of  my  firm  has,  in  the  last  ten  years,  grown 
larger  every  year.  It  has  shown  an  increase  in  the  busi- 
ness ill  tlic  harvesting  line  every  vear;  tillage 
implements  have  been  increasing  every  year  as  coun- 
try has  grown  and  developed.    Our  business  has  certainly 

272  been  successful  and  satisfactory.  AVe  handle  and  sell  Ply- 
mouth binding  twine.  Business  in  that  is  increasing  all 
the  time. 

In  handling  the  Johnson  Harvester  Company  lines  of 
harvestinii'  machinerv  we  have  established  a  relationship 
with  dealers  throughout  the  territory,  whereby  tliev  are 
authorized  to  handle  and  sell  that  line. 

I  liave  prepared  a  list  of  the  towns  in  the  territory  I 
have  named,  w^here  we  have  an  authorized  representative 
for  the  sale  of  the  Johnston  Harvester  Company's  har- 
A^esting  machinerv. 


X 
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Said  list  sliows  total  number  of  agencies  in  tlie  terri- 
tory, 464,  distributed  as  follows :  Iowa,  one ;  Minnesota, 
284;  Montana,  eighteen;  North  Dakota,  eighty -nine; 
South  Dakota,  forty-seven;  Wisconsin,  twenty-five.  (See 
Rec,  Vol.  XIV,  pp.  227-231.) 

273  Cross-Examination. 

In  round  numbers  the  business  of  my  company  was  a 
million  and  a  half  last  year.  I  could  not  say  what  our 
account  was  with  the  Johnston'  Harvester  Co.  in  1912 ; 
can  give  amount  of  the  last  check  we  sent  them ;  could  not 
state  the  gross  business  with  the  Johnston  Co.  without  the 
figures.  We  are  jobbers  for  not  less  than  30  manufac- 
turers in  that  territory.  The  Implement  Blue  Book  for 
1912,  under  "Lindsay  Bros.,"  on  page  474,  is  a  true  state- 
ment of  the  names  of  some  of  the  companies  for  whom 
we  act  as  jobbers. 

274  We  have  a  large  number  of  small  connections,  small 
lines  of  goods.    I  am  unable  to  answer  how  many  John- 

275  ston  grain  binders,  Johnston  corn  binders,  mowers  or 
rakes  were  sold  by  us  in  that  territory  in  1912. 

I  am  familiar  with  trade  conditions  in  respect  to^the 
sales  of  the  types  of  machines  I  have  just  named. 
Whether,  in  the  territory  covered  by  us,  the  sale  of  the 
Johnston  machine  is  very  small  and  insignificant  as  com- 
pared with  the  sales  by  the  I.  H.  Co.  in  the  same  lines, 
depends  on  how  the  comparison  is  made. 

The  Johnston  Company  does  not  make  cultivators. 
Thev     used    to     make     a     disc     but     discontinued     it. 

276  The'  list'  labeled  "Johnston  Agencies  1912-1913"  which 
I  produced  on  direct  examination,  is  a  list  of  the 
agents  handling  grain  and  corn  binders  and  mow- 
ers. Those  are  the  three  machines  included  in 
one  contract.  Rakes,  disc  harrows  and  other  machines 
are  sold  on  another,  but  we  have  contracts  which  cover 
those  three  machines  arranged  for  in  all  those  towns.  It 
means  that  we  have  sold  in  each  one  of  these  towns  either 
all  three  or  some  of  the  three,  in  1912  and  1913. 

I  would  not  say  we  have  a  much  larger  num.- 
ber  of  agents  for  1913  than  we  had  for  1912,  but  it  is 
larger.  We  are  making  new  contracts  every  year.  The 
list  was  made  for  1912  and  to  that  we  added  the  contracts 
already  made  this  year,  which  were  not  in  1912 ;  it  does 
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not  give  the  names  of  the  dealers;  it  was  made  up  from 
our  shipping  record. 

(AMtness  was  aslted  to  supplement  the  list  by  the  names 
of  the  dealers  in  all  of  the  towns  named  therein.) 

SdJcs  of  Jolinstort  Co.  hy  Years. 

277      This  statement  shows  the  sales  of  Johnston  Harvester 

goods  liy  Lindsay  Bros,  in  the  territory  named  by  me  on 

mv  direct  examination : 


Jobbers  of  A 

gricultural  Implements, 

Wm.  : 

Lindsay 

Buggies,  Harness,  W 

'agous.  Pumps, 

T.  B.  Lindsay 

Binder  Twine,  Etc. 

E.  J.  Fairfield 

Cor.  Fourth  A\ 

-enue  North  and  First  St, 

.     J.  B.  Lindsay 

Minneapolis, 

Minn. 

27S                                   RALES   OF 

.TOHXSTON 

HAR.  CO.  GOODS 

1906 

1907 

1908 

lum 

1910 

1911 

1912 

Grain  Binders       311 

389 

3ir, 

172 

12.-. 

l(i2 

70 

Corn        "                  lo 

4.5 

8.-, 

79 

133 

r90 

7(!7 

Mowers                    213 

234 

230 

370 

326 

19S 

110 

Rakes                      231 

277 

2C,2 

342 

402 

2.17 

ir,7 

Tedders                   110 

101 

Si; 

m 

42 

7 

33 

Disk  Harrows        S74 

801 

4.10 

492 

777 

ri87 

-,r>r, 

Headers 

4 

G 

1 

Total  Machines  1,7.j4 

1.S47 

1,437 

l,.5.>s 

1,811 

1,901 

1,709 

Amount             .'t;75,ni7    .1^7 

7,836 

f(!71..-,3.-; 

$60,9G4 

$67,9.-.7 

.1!90,732 

$91,732 

279       In  grain   binders, 

the 

entire 

sales 

of  Johnston 

.  Har- 

vester  Co.,  in  my  territory  for  the  year  1912  were  79, 
which  nowhere  near  approximates  an  average  of  one 
grain  binder  per  agent.  ( )n  the  list  which  I  have 
joroduced,  there  are  many  times  79  dealers.  Every 
dealer  in  this  list  is  selling  some  one  of  the  John- 
ston machines,  that  is,  grain  binders,  corn  'binders, 
mowers  or  hay  rakes.  AVe  have  wi'itten  contracts  with 
280  the  larger  dealers ;  with  the  smaller  dealers  we  have  not. 
If  they  have  any  number  of  machines,  we  have  written 
contracts  ^^ith  them.  Am  not  able  to  state  how  many  of 
the  dealers  on  this  list  havp  contracts,  and  how  many 
handle  the  goods  or  buy  them  when  they  want  them.  The 
sale  of  mowers  (116,  as  shown  by  the  statement)  does  not 
average  one  mower  per  agent,  as  shown  by  this  list  of 
agencies.  There  ai'e  inanv  more  than  116  agents.  The 
sale  of  .Johnston  grain  bindors  in  the  territory  covered  by 
me  has  steadily  decreased  from  311  in  1906  to  79  in  1912. 
On  direct  examination  I  testified  that  our  sales  of  John- 
ston goods  had  steadily  increased  in  volume,  and  that  we 
had  been  successful  therein.    In  mowers,  the  sale  of  John- 
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ston  mowers  lias  decreased  from  213  in  1906  to  116  in 
1912.  In  rakes,  the  sale  has  decreased  from  231  in  1906 
to  157  in  1912.  In  tedders  there  has  been  a  decrease 
from  110  in  1906  to  33  in  1912,  and  in  harrows  a  decrease 
from  874  in  1906  to  556  in  1912.  On  the  other  hand,  in 
corn  binders  there  has  been  a  steadv  increase  from  15  in 
1906  to  767  in  1912. 

The  paper  I  now  produce  is  a  list  of  the  companies  for 
which  Lindsay  Bros,  are  agents: 

Companies  Represented  hij  Lindsaij  Bros,  as  Jobbeis. 

281  Northwestern  distribntors  for  the  following: 
Plymouth  Cordage  Co.,  North  Plymouth,  Mass.,  Wel- 

land,  Ont.,  Plymouth  binder  twine;  Oliver  Chilled  Plow 
Works,  South  Bend,  Ind.,  Hamilton,  Ont.,  plows  and  cul- 
tivators; Johnston  Harvester  Co.,  Batavia,  N.  Y.,  grain 
and  corn  binders,  mowers,  rakes,  tedders,  disc  harrows; 

282  Litchfield  Mfg.  Co.,  Waterloo,  Iowa,  manure  spreaders, 
laundries,  grain  king  endgates;  Stover  Engine  Works~, 
Freeport,  III,  gasoline  engines ;  N.  P.  Bowsher  Co.,  South 
Bend,  Ind.,  feed  mills ;  Hocking  Valley  Mfg.  Co.,  Lancas- 
ter, 0.,  corn  shellers,  feed  cutters,  cider  mills  and  haying 
machinery;  Neal,  Johns  &  Co.,  Lake  City,  Minn.,  wagons 
and  trucks;  Roderick  Lean  Mfg.  Co.,  Mansfield,  0.,  steel 
harrows,  cultivators,  rollers,  hand  carts;  Jos.  Dick  Mfg. 
Co.,  Canton,  0.,  feed  cutters  and  blizzard  ensilage  cut- 
ters ;  Bateman  Mfg.  Co.,  Grenloch,  N.  J.,  garden  tools  and 
potato  growing  implements;  Beaver  Dam  Mfg.  Co., 
Beaver  Dam,  Wis.,  grain  drills  and  seeders ;  Ward  Pump 
Co.,  Rockford,  111.,  pumps;  James  &  Meyer  Buggy  Co., 
Lawrenceburg,  Ind.,  buggies ;  S.  G.  Gay  Co.,  Ottawa,  111., 
buggies;  Noyes  Carriage  Co.,  Elkhart,  Ind.,  buggies;  Ean- 
dolph  Wagon  Wks.,  Randolph,  Wis.,  trucks;  Althouse- 
Wheeler  Co.,  Waupun,  Wis.,  windmills  and  tanks;  Kansas 
City  Hay  Press  'Co.,  Kansas  City,  Mo.,  hay  presses ;  F.  E. 
]\[y"ers  &  Bro.,  Ashland,  0.,  hay  tools  and  pumps ;  Superior 
Hay  Stacker  Mfg.  Co.,  Linneus,  Mo.,  sweep  rakes  and 
stackers;  Wistrand  Mfg.  Co.,  Galva,  111.,  corn  planters  and 

283  pumps ;  0.  E.  Thompson  &  Sons,  Ypsilanti,  Mich.,  root  cut- 
ters, grass  seeders,  and  swings ;  Osgood  Scale  Co.,  Bing- 
hamton,  N.  Y.,  platform  and  wagon  scales ;  Peru  Plow  & 
Wheel  Co.,  Peru,  111.,  trucks;  Mark  Mfg.  Co.,  Chicago,  111., 
pumr)  fittings  and  pipe;  Heider  Mfg.  Co.,  Carroll,  la., 
equalizers ;  Johnson  Mfg.  Co.,  Racine,  Wis.,  fanning  mills ; 
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Glide  Road  :\Iach.  Co.,  Minneapolis,  Minn.,  road  graders; 
Gaterman  :\Ifg.  Co.,  Manitowoc,  Wis.,  grain  lifter  g-uards; 
AVinona  "Wagon  Co.,  Winona,  Minn.,  wagons;  Wayne 
Works,  Richmond,  Ind.,  spg.  wagons  and  carts ;  Anderson 
Co.,  Minneapolis,  Minn.,  grain  tanks  and  bob  sleds;  The 
Prouty  &  Glass  Cge.  Co.,  Wayne,  Mich.,  sleigh  cutters; 
Geo.  firede  &  Bro.  Co.,  Milwankeo,  Wis.,  sleigh  cutters;  A. 
E.  Cartier  Sons  Co.,  Ludington,  Aiich.,  runner  atts.  &  cut- 
ter gears;  Harvey  Spring  Co.,  Racine,  Wis.,  bolster 
springs;  ^foore  Plow  &  Imp.  Co.,  Greenville,  Mich.,  feed 
cookers;  Wliitaker  Mfi;-.  Co.,  Chicago,  III,  lawn  mowers; 
Hackney  Mfg.  Co.,  St.  Paul,  Minn.,  litter  carriers;  Stover 
Mfg.  Co.,  Ficepnrt,  111.,  pump  jacks;  Sidney  Steel  Scraper 
Co.,  Sidney,  Ohio,  scrapers;  Victor  Safe  &  Lock  Co.,  Cin- 
cinnati, Ohio,  safes ;  Cleveland  Stone  Co.,  Cleveland,  Ohio, 
grindstones;  Brown  .Mfg.  Co.,  Zanesville,  Ohio,  harrows; 
Kansas  City  Hay  Press  Co.,  Kansas  City,  Mo.,  hay 
presses;  Hunt,  flelm,  Ferris  &  Co.,  Harvard,  III,  tank 
heaters;  Xew  Winona  ~Slig.  Co.,  AVinona,  Minn.,  saws  & 
frames;  The  C.oodell  Co.,  Antrim,  X.  H.,  hand  seeders; 
I).  B.  Smith  &  Co.,  IJtica,  N.  Y.,  hand  sprayers. 

284      I  now  produce  the  additional  list  counsel  requested. 
I  took  a  cojiy  of  the  list  last  submitted,  and  put  a 
clicek  mark  against>ach  dealer  with  wdiom  Lindsay  Bros. 
]iavo  a  written  contract,  and  a  cross  mark  against  those 

i'85  with  whom  we  do  not.  As  to  whether  these  names  indicate 
that  there  is  a  written  contract  with  us  specifically  re- 
lating to  Johnston  goods,  would  say,  we  write  few  such 
contracts.  Wo  have  a  few  cases  where  the  dealer  wants 
only  Johnston  goods,  but  in  most  cases  our  dealers  want 
the  wliole  line  and  the  contract  covers  it,  including  the 
Johnston  goods. 

The  other  day  I  produced,  at  counsel's  request,  a  list 
of  50  manufacturers  whose  goods  we  handle  as  jobbers. 
Exclusive  of  a  few  small  scattering  ones,  I  did  not  trouble 
to  put  into  it,  it  is  a  comprehensive  list.  We  make  con- 
tracts with  dealers  which  relate  to  goods  of  all  those  50 
manufacturers. 

286  This  list  I  have  produced  today  with  check  marks  of 
dealers  indicates  that  all  dealers  whose  names  are  checked 
have  ^^•ritten  contracts,  under  which,  if  they  desire,  they 
may  order  goods  of  any  of  those  50  manufacturers.  Xot 
many  of  our  dealers  want  a  contract  naming  only  John- 
ston goods.     All  the  dealers  on  this  list  buy  Johnston 
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goods  from  us.  The  list  is  of  all  the  dealers  to  whom  we 
shipped  Johnston  goods  in  1912  and  from  whom  wo  have 
orders  for  Johnston  goods  to  be  shipped  in  1913. 

287  There  are  a  great  many  more  names  on  this  list  than 
there  were  grain  binders  sold  in  the  Johnston  line  in  1912 
by  us. 

Re-direct  Examination. 

Defendants'  Exhilsit  47  is  the  list  I  mentioned  as  hav- 
ing been  checked  with  respect  to  most  of  the  names  and 
crossed  with  respect  to  a  few. 

Dealers  Having  Written  Contracts  With  Lindsay  Bros. 

Said  Exhibit  shows  a  total  of  293  dealers  who  have 
written  contracts,  distributed  as  follows : 

Alinnesota,  181;  Montana,  fourteen;  North  Dakota, 
forty-nine ;  South  Dakota,  thirty-seven ;  Wisconsin,  12.  It 
also  shows  thirty-five  dealers  who  do  not  have  written 
contracts,  distributed  as  followsi:  Iowa,  one;  Minnesota, 
twenty-three;  North  Dakota,  five;  South  Dakota,  3;  Wis- 
consin, three.  (List  appears  in  full  in  Vol.  XIV,  pp.  232- 
238,  incl.) 

We  have  had  an  increasing  sale  of  Johnston  corn  bind- 
ers in  my  territorj^  from  1906  to  date,  selling  all  that  the 

288  factory  could  deliver  to  us.  In  the  past  we  have 
sold  large  numbers  of  disc  harrows  and  still  sell 
many  of  them.  The  trade  on  them  varies  a  good 
deal.  It  has  been  affected  more  perhaps  by  com- 
]ietition  we  have  had  than  anything  else  we  have  in 
the  Johnston  line.  A  number  of  years  ago  the  Rock  Island 
Plow  Company  came  into  the  territory  with  a  low  priced 
disc  harrow,  which  cut  down  our  disc  harrow  trade.  Later 
on  the  P.  &  0.  people  appeared  and  they  are  our  strongest 
competitors  in  disc  harrows  today.  Last  year  they  both- 
ered us  a  good  deal  with  prices  made  and  efforts  to  get 
business.  We  have  never  found  tlie  I.  H.  Co.  verj^  strong 
competition  on  disc  harrows.  The  trade  on  mowers  and 
rakes  is  affected  by  more  things,  perhaps,  than  anything 
else.  In  the  first  place  they  go  along  with  binders  to 
quite  an  extent.  The  principal  thing  in  competition  of 
mowers  and  hay  rakes  is  the  condition  of  the  season.  If 
it  is  a  wet  season,  the  hay  is  good,  and  there  is  a  good 
trade  on  them;  if  it  is  a  dry  season  there  is  practically 
nothing.  There  has  been  no  mower  and  rake  trade  for 
the  two  years  past,  though  1910  was  a  big  year  in  them. 
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Many  of  the  dealers  have  on  hand  some  of  those  mow- 
ers and  rakes  to-day  that  they  have  not  sold. 

Defendants'  Exhibit  47  is  a  list  of  the  names  of  the 
dealers  in  our  territory  to  whom  we  have  sold  the  John- 
ston Harvester  Company  goods  in  1912  and  those  dealers 
from  whom  we  have  orders  to  ship  Johnston  Harvester 
Company  goods  in  1913.  The  dealers  whose  names  are 
marked  by  a  cross  on  this  esliibit  are  those  where  it  has 
not  been  convenient  or  possible  to  have  written  contract 
with  them  for  these  implements.  In  most  cases  they  ore 
dealers  who  have  sent  us  their  orders  liy  mail  and  v\'e 
have  their  signature  to  a  letter  ordering  the  goods.  "We 
2S9  treat  them  exactly  the  same  as  those  with  whom  we  wiite 
contracts,  giving  them  the  same  territory  rigJits,  s'-;  vices 
of  our  experts,  terms  on  goods,  etc.  The  men  whose  i.ames 
are  marked  with  a  cross  on  this  exhibit  are  tliose  Avith 
wliom  wo  did  business  in  1912  in  Johnston  Harvester  Com- 
])aiiy  goods,  or  have  their  orders  for  1913  in  the  ordinary 
course  of  business. 

We  purchased  from  the  Johnston  Harvester  Company 
in  the  years  named  goods  in  the  following  amounts: 

2!HJ  1906 $75,647.00 

1907 77,836.00 

1908 71.535.00 

1909 60,964.00 

1910 67,957.00 

1911 90,732.00 

]912 91,732.00 

Re-cross  Examinntion. 

Lindsay  Bros,  have  no  l)usiness  relations  whatever  with 
the  I.  H.  Co. 
XI 

473  A.  B.  FAR(,)rHAE: 

In  Imphniicni  Bns'uit'ss  for  57  Years. 

Have  iKH'n  for  57  years  a  manufacturer  of  agricultural 
implements  under  firm  name  of  A.  B.  Farquhar  Co.,  at 
York,  Penn.  My  company  carries  a  full  line  of 
plows,     cultivators,     drills,     harrows,     and     of    course, 

474  steam  engines,  threshing  machines,  planting  ma- 
chines, corn  planters  and  seeders,  tillage  imple- 
ments,    engines,     and     tractors.      Those     tractors     are 
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sold  throughout  the  ^vorlcl.  The  business  has  'been  of 
this  general  character  for  a  great  many  years.  I  come 
in  competition  with  the  I.  H.  Co.,  both  in  the  domestic  and 
the  foreign  trade,  during  the  years  that  it  has  been  in 
business,  making  the  lines  which  we  make. 

I.  H.  Co.'s  Methods  Strikingly  Businesslil-e  and  Fair. 

I  am  just  as  familiar  as  an  outsider  could  be  from 
watching  those  methods,  with  the  methods  of  the  I.  H.  Co. 
in  the  United  States  and  abroad.  Its  methods  of  com- 
petition are  strikingly  businesslike  and  fair. 

I  have  been  engaged  in  the  foreign  trade  for  about  50 
years ;  I  think  I  was  a  pioneer  in  the  export  of  American- 
made  agricultural  implements.  I  began  1863  or  1864. 
475  We  first  began  to  export  plows,  followed  by  corn 
shellers.  They  were  followed  by  a  general  line, 
threshing  machines,  engines,  sawmills,  tillage  im- 
plements, broadcast  seeders,  drills,  and  so  forth. 
Through  my  agents  and  from  observation  am  fa- 
miliar with  the  business  methods,  and  the  effect  and  de- 
velopment of  the  foreign  trade  by  the  I.  H.  Co..  I  would 
say  unqualifiedly  it  has  had  a  beneficial  effect,  because 
the  products  of  the  International  have  a  high  reputation, 
as  has  also  its  manner  of  business,  and  it  has  increased 
the  sales  of  American  imijlements  in  other  lines  abroad, 
because  it  is  looked  upon  as  a  leading  American  manu- 
facturer. I  think  the  development  of  the  foreign  trade 
by  the  I.  H.  Co.  has  helped  its  competitors  there.  It  cer- 
tainly has  in  my  case.  The  course  of  my  foreign  trade 
during  the  past  ten  years  has  increased  from  year  to  year, 
with  some  exceptions  when  there  were  failures  of  crops. 
The  general  course  has  been  a  decided  advance. 

Gross-Examination. 

I  suppose  we  make  more  in  value  in  engines  than  in  any 
other  article.  We  export  them  and  sell  them  at  home.  We 
make  traction  engines,  portable  engines,  and  oil  or  gaso- 
line engines.  The  gross  amount,  in  dollars^  and  cents,  of  the 
business  of  my  company  in  the  United  States  is  about 
$750,000,  of  winch  $100,000  of  that  is  in  cultivators  and 
176  harrows;  $650,000  is  in  plows,  drills,  engines  and 
corn  planters.  We  have  no  competition  with  the  I.  H.  Co. 
on  plows.  The  same  thing  is  not  true  of  drills.  I  can't 
tell  how  long  the  T.  H.  Go.  have  been  making  drills.     I 
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have  understood  that  drills  were  sold  through  the  I.  H. 
("o.  quite  largely.  I  was  not  aware  that  the  I.  H.  Co. 
output  of  drills  in  the  year  1911  was  only  2,000.  I  have 
not  noticed  competition  on  drills  with  the  I.  H.  Co.  until 

■477  the  last  year  or  two.  In  describing  or  characterizing  the 
competition  of  the  T.  H.  Co.  with  my  company,  I  had  no 
special  reference  to  the  drills,  only  as  one  of  tlie  features. 
We  make  thousands  of  corn  shellers.  They  are  an 
important  line.  Don't  know  how  many  the  I.  H.  Co. 
make.  I  don't  know  whether  or  not  it  is  a  very  small 
factor  in  the  corn  sheller  business.  The  I.  H.  Co.  sell 
corn  shellers,  and  naturally  there  is  some  competition.  J 
am  not  able  to  say  whether  they  are  our  largest  competi- 
tors. 

Aly  time  is  nearly  all  taken  up  in  various  other  pur- 
suits. I  ,<;i\o  an  hour  a  day  to  my  business,  and 
all  the  rest  is  devoted  to  eleemosynary  matters, 
and  other  things ;  so  I  am  not  as  well  posted 
in  the  business  as  I  was  years  ago.  Have  been 
giving  only  an  hour  or  two  to  business  dur- 
ing the  last  two  years,  but  T  ha\e  always  given  a  great 
deal  of  time  to  writing  articles  on  political  economy  and 
vai'ious  otlier  things.  I  was  always  interested  in  various 
otlier  mattoi's  as  well  as  my  business. 

In  the  last  two  or  three  years  I  have  only  a  general 
idea  of  the  sales  of  my  company,  but  they  keep  me  posted, 
of  course.  I  usually  have  consultations  with  my  chief 
salesmen  about  once  a  week.  A\'e  sell  about  400  threshing 
machines,  not  altogether  in  the  United  States ;  about  300 

478  in  the  United  States.  We  are  an  old  and  conservative 
concern,  not  verv  large.  Our  gross  business  in  the  United 
States  in  1911  was  $750,000;  a  slight  increase  in  1912. 

The  advertisement  in  the  Implement  Blue  Book 
for  1912,  p.  105,  is  an  advertisement  of  our  company. 
It  says :  Implements,  Potato  Diggers,  Grain  Drills, 
Corn  Planters,  Harrows,  Cultivators.  That  would  not  be 
the  principal  lines.  Engines,  boilers,  sawmills,  threshers, 
road  engines,  would  be  the  largest  items.  AVe  do  not  sell 
A-ery  many  plows  in  this  market;  sold  them  almost  entirely 
in  the  export  trade.  We  do  not  make  harvesting  ma- 
chinery now.  We  used  to  make  horse  rakes  and  mowers. 
"We  gave  up  mowers  about  1 2  years  ago,  about  the  time  the 
I.  H.  Co.  Avas  organized.     Other  people  made  a  specialty 
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of  them  and  could  make  them  cheaper  and  to  better  ad- 
vantage. 
XIII 

183  THOMAS  FINDLEY: 

Business  of  M as sey -Harris  Co.  of  Canada. 

I  reside  at  Toronto,  Canada.    Am  Vice-President  and 

184  Assistant  General  Manager  of  the  Massey-Harris  Com- 
pany, Limited,  which  has  been  engaged  in  the  manufac- 
ture and  sale  of  agricultural  implements  since  about  1840. 
It  was  organized  in  Canada  in  1891,  and  was  made  up  of 
four  companies;  the  Massey  Manufacturing  Co.,  manu- 
factured harvesting  and  hay  goods ;  A.  Harris,  Son  &  Co., 
and  Patterson  Bros.  Co.,  manufactured  a  similar  line,  and 
J.  0.  Wisner  Co.,  manufacturing  cultivators  and  seeding 
goods.  Sir  Lyman  Melvin  Jones  was  President  of  our 
company.  He  has  been  in  the  harvester  business  about  40 
years;  president  of  the  company  about  8  years,  received 
his  title  about  2  years  ago. 

The  Massey-Harris  Co.  has  one  plant  at  Toronto,  two 
at  Brantford  and  one  at  Woodstock  and  we  have  a  con- 
trolling interest  in  the  Johnson  Harvester  Co.  at  Ba- 
tavia,  N.  Y.,  and  own  the  Deyo-Macey  Engine  Co.,  at 
Binghamton,  N.  Y.  The  Canadian  plants  are  all  in  the 
province  of  Ontario. 

I  have  been  connected  with  the  Massey-Harris  Co.  since 
it  was  formed.  The  manufactuinng  and  sales  department 
all  center  in  the  department  I  am  in.  Have  been  con- 
nected with  that  department  about  12  years  directly;  in- 

185  directly  all  the  time. 

About  3  years  after  the  organization  of  the  Massey- 
Harris  Co.  we  added  a  plow  plant,  and  probably  4  or  5 
years  after  we  added  a  wagon  plant;  10  or  12  years 
later  we  added  a  manure  spreader  plant ;  in  1902  we  made 
tillage  tools  including  plows  and  cultivators;  seeding  ma- 
chinery, haying  goods  of  all  kinds.,  harvesting  goods, 
which  line  included  a  stripper  harvester,  which  was  made 
for  Australia;  we  may  have  been  making  the  manure 
spreader  a  year  or  two  after,  am  not  positive.  Since  that 
time  have  added  cream  separators  and  gasoline  engines. 

Our  products  are  sold  in  Canada;  if  we  include  the 
Johnston  Co.,  in  the  U.  S. ;  in  practically  all  the  countries 
of  Europe;  in  Siberia  and  Asia;  to  a  limited  extent  in 
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India;  in  Africa,  both  north  and  south,  South  America, 
Australia,  Xew  Zealand  and  I  think  some  in  the  Fiji  Is- 
lands. 

Foreiipi  Prices  and  Canadian  Prices  Higher  Than  i)t  U.  S. 

187  The  prices  in  the  foreign  field,  speaking  from  the  Can- 
adian standpoint  and  excepting  the  U.  S.  are  everywhere 
higher  than  they  are  in  Canada.  Ketail  prices  in  Canada 
are  higher  than  on  these  lines  of  agricultural  implements 
in  the  U.  S.  There  is  no  place  in  the  world  where  the 
retail  prices  of  agricultural  implements  are  lower  than  in 
the  U.  S.,  or  have  been  lower  in  past  10  years. 

The  prices  of  harvesting  machinery  in  the  U.  S.  and 
Canada  compared  with  the  prices  of  other  agricultural 
implements,  relatively,  are  at  least  as  low;  I  think  per- 
haps a  little  lower. 

The  tjuestion  of  the  expansion  of  our  foreign  trade  has 
been  determined  by  the  amount  of  capital  we  were  willing 
to  put  into  it.  I  think  our  company  acquired  control  of 
the  Johnston  Harvester  Company  at  Batavia,  N.  Y.,  in 
Januaiy,  1910. 

188  I  helped  prepare  the  interview  reported  in  the  Toronto 
World  of  January  12,  1910,  of  Sir  Lyman  Melvin  Jones, 
president  and  manager  of  the  Massey-Harris  Co.  (Vol. 
III.  page  382),  in  which  he  gives,  as  reasons  for  buying 
the  Jolmston  plant  at  Batavia,  New  York: 

1.  Its  ideal  situation  for  tlie  export  trade ;  low  freight 
rates  to  the  Atlantic  seaboard; 

2.  That  the  goods  can  be  manufactured  more  cheaply 
there  and  delivered  abroad  than  from  Canada; 

.  .').  Asked  how  it  had  been  possilile  for  Massey-Harris 
Co.  to  compete  with  American  harvester  companies 
abroad,  he  said:  ''For  the  simple  reason  that  prices  in 
foreign  countries,  where  we  do  business,  are  higher  than 
in  Canada,  and  therefore  we  have  been  able  to  do  a  profit- 
able business  abroad,  where  our  goods  are  sold  for  the 
highest  piices." 

The  interview  as  it  appears  in  the  record  is  substan- 
tially correct,  and  from  my  knowledge  and  acquaintance 
with  conditions  of  business  in  countries  to  which  have  re- 
ferred, the  interview  correctly  states  the  facts  as  I  know 
them.  The  purchase  and  control  of  the  Johnston  T>lant 
Avas  and  is  regarded  by  us  as  a  good  purchase  to  aid  the 
export  trade,  on  account  of  the  location  of  the  plant.    It 
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is  my  judgment  and  knowledge  that  goods  can  be  manu- 
factured there  for  export  abroad  more  eheaplj-  than  in 
Canada. 

The  statement  in  the  interview  that  the  Canadian  Com- 
pany can  compete  with  tlie  American  harvester  company 
abroad  because  prices  abroad  are  better  than  in  the  U. 
S.,  is  an  absolutely  correct  statement  of  the  facts. 

Cross-Exammation. 

The  Massey-Harris  Co.  has  an  issued  capital  stock  of 
$15,000,000.  They  do  an  export  business  all  over  the 
world.  We  are  a  consolidation  of  several  companies.  The 
189  Massey-Harris  Co.,  the  Patterson  Bros.  Co.,  and  A.  Har- 
ris Son  &  Co.  The  Johnston  Harvester  plant  is  separate. 
Our  plants  were  all  located  in  Canada  when  we  acquired 
them.  The  Massey-Harris  Co.  acquired  those  companies 
in  1891,  22  years  ago. 

Have  not  found  it  necessary  to  have  a  capitalization  of 
$120,000,000  in  order  to  do  a  foreign  business  to  the  ex- 
tent that  we  have  done  it. 

Distinguishing  harvesting  implements  from  other  lines, 
I  think  we  are  the  largest  manufacturers  of  harvesting 
implements  in  the  world  next  to  the  I.  H.  Co. 

Re-direct  Examination. 

Resources  of  Massey-Harris,  Thirty  Million. 

Our  resources  as  distinguished  from  our  capital  stock 
are  about  $30,000,000  altogether;  about  $15,000,000  more 
than  our  capital  stock. 

113  H.  P.  FINIGAN: 

I.  H.  C.  Competition  In  Binder  Twine  Fair. 

Reside  at  St.  Louis,  Missouri.     I  am  in  the  wholesale 

114  cordage  business.  We  sell  Plymouth  Cordage  Co.'s  bind- 
ing twine  in  Nebraska,  south  half  of  Iowa,  Illinois  and 
Indiana,  and  all  the  states  south  of  that  territory,  to  retail 
implement  dealers  and  other  merchants,  in  active  com- 
petition with  the  I.  H .  Co.  Have  been  in  competition  with 
the  International  since  the  I.  H.  Co.  was  organized.  We 
have  found  that  competition  fair  and  businesslike. 

Our  business  has  been  increasing  in  the  last  few  years. 
We  are  merely  jobbers  handling  the  twine.     Our  busi- 


708  Testimony  of  Competitors. 

XIII 

ness  in  binding  .twine  in  that  territory  compared  to  the 
year  before  has  increased  30  per  cent.  The  year  before 
it  compared    about    the    same  as  the    preceding  year: 

115  There  will  be  a  large  increase  this  year  over  last  year. 

C  I'oss-E  xaminat  ion . 

We  do  not  buy  any  twine.  ^Ve  sell  it  as  agents  for 
the  Plymouth  Cordage  Company.  Last  season  we  sold 
about  iO,000,000  pounds.  We  sell  in  Nebraska,  Iowa,  Ilh- 
nois,  Indiana,  Kentucky,  Tennessee,  Colorado,  Oklahoma, 
Kansas,  Texas  and  Arkansas.  We  are  exclusive 
jobbers  for  the  Plymouth  Cordage  Co.  in  these 
states;  not  all  of  Indiana,  Iowa  or  Illinois,  we 
liave  the  south  half  of  each  state.  They  fix  price 
at  which  we  sell '  to  dealer.  The  general  mana- 
ger, F.  C.  Holmes,  fixes  the  price.  He  has  not  had 
that  responsibility  all  of  the  last  ten  years.  His  father, 
G.  F.  Holmes,  who  died  two  years  ago,  fixed  the  price 
at  which  we  sold  twine  to  the  farmers  from  190:2  to  1910. 

I  do  not    know    wiiat    was    the    entire  output  of  the 

116  Plymouth  Cordage  Co.  in  twine  for  1912.  The 
greatest  bulk  of  it  was  not  sold  in  the  states  named; 
they  have  four  other  selling  agents  in  the  United 
States.  There  is  one  who  has  tlie  eastern  states,  com- 
ing as  far  west  as  Ohio  and  ^lichigan — part  of  Michi- 
gan I  think,  another  has  the  northwestern  states,  cover- 
ing part  of  ^Michigan  and  ^A'isconsin,  northern  Illinois, 
northern  Iowa,  and  Xorth  and  South  Dakota,  Minnesota 
and  Montana.  I  don't  know  anything  about  the  manufac- 
turing end  of  the  Plymouth  Cordage  'Company,  or  from 
whom  it  liuys  its  sisal.  I  know  in  a  general  way,  but 
nothing  about  the  details.  Have  seen  the  output  of  the 
Plymouth  Cordage  Co.  in  twine  for  1912  stated,  do  not 
remember  what  it  was.  I  saw  it  in  report  they  made 
to  the  State  of  Massachusetts.  It  was  something  over 
100,000,000  pounds.  I  think  that  did  not  include  all  their 
output  of  all  kinds  of  twine  and  rope.  Besides  binder 
twine  the  Plvmouth  Cordaoe  Company  makes  rope  in 
lar.^e  quantities.  They  do  not  make  wrapping  twine  and 
thev  have  no  business  relations  whatever  with  the  I.  H. 
Co. 
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123  CHAELES  FEEEMAN: 

Since  1899  I  have  been  president  of  the  S.  Freeman 
&  Sons  Manufacturing  Co.  at  Eacine,  Wisconsin.  We 
manufacture  steam  boilers,  feed  and  ensilage  cutters  and 
horse  power  corn  shellers.     Have  been  making  feed  cut- 

124  ters,  ensilage  cutters  ana  corn  shellers  since  1885.  I 
think  we  sell  them  in  competition  with  the  I.  H.  Co.  Our 
business  has  been  increasing  in  those  lines  the  last  six 
or  seven  years. 

We  sell  to  implement  dealers  in  Wisconsin  and  Illinois, 
and  I  presume  to  dealers  who  handle  the  harvesting  line 
of  the  I.  H.  Co.  I  do  not  know  that  the  sales  of  the  im- 
plements mentioned  to  dealers  handling  International 
harvesting  machinery  have  been  interfered  with  by  rea- 
son of  that  fact.  As  far  as  I  know,  the  competition  of 
the  I.  H.  Co.  in  those  articles  has  been  fair  and  busi- 
nesslike. I  should  say  our  business  in  the  articles  named 
has  increased  about  100  per  cent,  in  the  last  six  or  seven 
years.  We  sell  throughout  the  United  States.  Our 
sales  to  the  retail  implement  dealers  are  confined  to  Wis- 
consin and  Illinois.  We  sell  to  the  jobbers  in  the  other 
states. 

125  C  ross-Examination. 

I  should  think  in  value  feed  and  ensilage  cutters  riin 
more  in  dollars  and  cents  than  other  kinds  of  implements. 
Don't  know  exactly  how  long  the  I.  H.  Co.  has  manufac- 
tured ensilage  cutters,  should  say,  seven  or  eight  years. 
Don't  know  how  many  ensilage  cutters  the  I.  H.  Co.  sells 
a  year. 

We  have  not  experienced  any  strong  competition  in  en- 
silage cutters  from  them.  Stalk  cutters  are  the  same 
thing  as  feed  cutters.  The  I.  H.  Co.  is  not  very  much  of  a 
factor  in  the  sale  of  feed  cutters. 

The  Smalley  Manufacturing  Co.,  E.  W.  Eoss  Manu- 

126  faeturing  Co.  and  the  Silver  Manufacturing  Co.  are  larger 
manufacturers  of  ensilage  cutters  than  the  I.  H.  Co.  I 
think  we  sold  about  500  ensilage  cutters  in  1912.  The 
only  other  line  in  which  we  compete  with  the  I.  H.  Co. 
is  corn  shellers.  We  sold  4,000  or  5,000  small  hand 
shellers  in  1912 ;  in  1911  I  think  we  made  more  than  in 
1912.  Corn  shellers  are  inexpensive  implements.  Can- 
not state  how  many  are  sold  in  the  United  States. 
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If  Petitioner's  Exhibit  -262  shows  that  the  I.  H.  Co. 
sold  10,216  corn  shelters  in  1911, 1  know  of  no  one  concern 
that  I  would  thi]il<  mannfactured  or  sold  as  many  as  the 
I.  H.  Co.    I  have  no  business  relations  with  the  I.  H.  Co. 
XII 

459  AFGrSTlTS  M.  FRISH: 

I  live  at  Madison.  Have  been  Wisconsin  state  man- 
r.ger  for  the  Rumely  Products  Company  ever  since  its 
organization,  a  year  and  a  half  ago.  Prior  thereto  was 
state  manager  there  for  15    years    with     the     Advance 

460  Thresher  Companv,  which  went  into  the  Rumely  Products 
Co. 

I.  H.  Co.  Co))} petition  Ve)'//  Srifisfacto)!/. 

The  -Vdvance  Company  sold,  and  the  Rumely  Company 
has  sold  in  the  last  year  and  a  half,  steam  traction  engines, 
threshing  machinery,  corn  buskers  and  shredders,  in- 
ternal combustion  engines,  gasoline  and  farm  engines, 
cream  separators,  hay  balers,  and  plows.  We  sold  in- 
ternal combustion  engines,  cream  separators,  corn  husk- 
ers,  shredders,  hay  balers,  and  threshing  machines  in 
competition  with  the  1.  H.  ('o.,  but  not  on  the  steam  en- 
gines. As  to  the  character  of  that  competition,  it  has 
been  no  harder  than  that  of  any  other  competitors.  They 
are  our  strongest  competitors  on  internal  combustion  en- 
gines. Others  are  the  strongest  competitors  on  other 
lines.  But  tlie  competition  of  the  I.  H.  Co.  was  very  sat- 
isfactory. Our  sales  have  increased  from  year  to  year 
in  these  competitive  lines. 

461  Cross-Examination. 

Rumely  Products  Co.  is  the  selling  company  for  M. 
Rumely  Company.  The  1.  H.  Co.  is  the  principal  com- 
petitor of  the  Rumely  Company  in  small  engines.  It  has 
been  reported  that  the  Rumelv  Products  Company  has 
had  some  financial  difficulties  in  the  last  few  months,  and 
Clarence  S.  Funk,  general  manager  of  the  I.  H.  Co.,  has 
recently  been  elected  president.  I  do  not  know 
whether  the  M.  Rumely  Company  owns  all  the  stock  in 
the  Rumely  Products  Company.  The  Rumely  Products 
Company  sells  the  product  of  the  M.  Rumely  Company 
and  buys  outside  goods,  but  the  bulk  of  their  business  is 
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402  the  sale  of  M.  Eumely  Company's  products.  We  do  not 
sell  binders,  mowers,  hay  rakes,  twine,  corn  binders,  side- 
delivery  rakes,  or  tedders.  We  have  no  harvesting  line 
of  machinery.  The  largest  items  in  our  volume  of  sales 
are  threshers,  steam  engines,  and  internal  combustion  en- 
gines ;  threshers  the  largest,  I  think,  and  traction  engines 
next. 

XIII 

337  JAMES  F.  GALLAGHEE: 

Implement   Business    of   Montgomery,    Ward    &    Co.    About 
$2,000,000. 

Live  in  Maywood,  a  suburb  of  Chicago.  Since  October, 
1909,  I  have  been  in  charge  of  the  implement  department 
of  Montgomery,  Ward  &  Co.  Before  I  had  charge  of  that 
department,  for  about  4.1  or  5  years,  I  was  assistant  to 
manager  in  charge.  Montgomery,  Ward  &  Co.  is  lof.ated 
in  Chicago.  They  have  branch  houses  at  Kansas  City 
and  Ft.  Worth,  Texas.     The  company  conducts  a  cata- 

338  logue  or  mail  order  business,  selling  direct  to  the  con- 
sumer tlirough  catalogues  or  correspondence.  The  vol- 
irnie  of  farm  implement  business  of  Montgomery,  Ward 
&  Co.  in  1912  was  approximately  $1,250,000,  exclusive  of 
buggies,  wagons  and  cream  separators.  Including  tliese 
items,  I  would  estimate  their  business  in  the  implement 
line  in  1912  as  about  $2,000,000.  I  guess  volume  of  busi- 
ness in  these  lines  for  1913  is  on  the  increase.  ]3ased 
upon  the  increase  so  far  this  year  the  approximate  busi- 
ness of  Montgomery,  Ward  &  Co.,  in  the  lines  mentioned 
including  buggies  and  wagons,  will  be  at  least  $2,500,000. 
or  a  little  better,  perhaps. 

Excluding  buggies,  wagons  and  separators,  the  busi- 
ness done  by  Montgomery  Ward  &  Co.,  in  these  lines  in 
1902  was  about  $500,000.  I  believe  we  handled  separators 
in  1902.  Including  buggies  and  wagons,  1  would  estimate 
the  volume  of  the  company's  business  in  the  implement 
line  in  1902  as  being  about  $1,000,000.  There  has  been 
an  increase  in  the  annual  volume  of  business  with  my  firm 
in  implements  since  1902  to  the  present  time. 

339  We  handle  discs,  spring  tooth  and  peg  tooth  harrows, 
land  rollers,  end  gate  seeders,  seed  drills,  corn  planters, 
cultivators,  mowers,  separators,  (the  separators  are  han- 
dled by  the  house  but  not  through  imyjlement  department) 
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rakes,  loaders,  hay  presses,  feed  cutters,  corn  shellcrs, 
(hand  and  power),  binder  twine,  and  binder  and  mower 
repairs,  such  as  sections,    knives,    heads,     guards,     and 

340  guard  plates  for  all  makes  of  machines  for  which  there  is 
a  large  demand  for  repairs.  That  includes  repairs  for 
the  International  makes  of  binders  and  mowers. 

Number  of  Different  Machines  Sold.     {Defts.'  Ex.  119.) 

I  have  made  a  list  of  the  articles  mentioned  showing  the 
numbers  which  were  sold  from  1909  to  1912,  inclusive, 
with  an  approximation  of  the  sales  for  the  balance  of  the 
year  1913.     The  list  is  as  follows: 

Approximate 
1909  1910  1911  1912  Sales  1913. 


Disc  harrows 

589 

580 

501 

572 

704 

Spring  tooth  1 

liarrows 

305 

379 

418 

Peg  tooth  harrows — 

See 

2236 

1749 

1927 

1818 

2696 

Land  rollers 

119 

135 

137 

90 

154 

Endgate  seed( 

:'r8 

397 

396 

409 

418 

557 

Seed  drills 

241 

301 

306 

338 

472 

( 'orn  planters 

433 

274 

417 

325 

486 

2  H.  Cultivate 

irs 

621 

740 

722 

418 

585 

Mowers 

331 

450 

543 

704 

890 

Separators 

1349 

3381 

2413 

2596 

6152 

Eakes 

309 

384 

536 

Loaders 

14 

12 

10 

nn 

Presses 

17 

27 

87 

130 

Feed  cutters 

786 

1058 

1440 

1355 

1890 

Corn  shellers- 

-hand 

1421 

1847 

2220 

2229 

3120 

((             u 

power 

260 

349 

451 

~548 

766 

Fanning  mills 

746 

953 

926 

670 

964 

Binder  twine 

(tons) 

408 

290 

515 

800 

Mower  aiid  Binder  Rejiairs. 

1910 

1911 

1912 

1913 

Sections 

174,082 

205,380 

234,972 

340,325 

Knives 

789 

798 

906 

1,035 

Heads 

1,323 

1,492 

1,761 

1,683 

Guards 

7,317 

7,686 

8,294 

10,140 

Guard  plates 

1  ni  o  „„!,-.  __ 

32,805 

_    jy ■^ 

40.285 

43,935 

47,040 

341      1913  sales  are  figured  on  the  basis  of  increase  over  191:i 
up  to  June. 

During  time  I  have  been  connected  with  Montgomery 
Ward  &  Co.  the  field  for  the  sale  of  implements  men- 
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tioned  in  the  list  has  been  open,  and  so  far  as  I  know,  it 
has  been  a  fair  field.  The  above  implements  are 
sold  by  Montgomery  Ward  &  Co.  in  competition 
with  similar  implements  sold  by  the  I.  H.  Co. 
Competition  with  the  I.  H.  Co.  has  been  fair 
and  businesslike.  We  distribute  our  catalogues  gener- 
ally by  mailing  to  the  farmers  throughout  the  United 
States,  with  the  exception  of  perhaps  a  small  area.  In 
these  catalogues  is  given  a  cut  and  a  short  statement  of 
each  implement  for  sale  and  the  prices  at  which  they  are 
sold  by  our  company.  That  has  been  our  custom  during 
all  the  time  I  have  been  connected  with  Montgomery 
Ward  &  Co. 

Cross-Examination. 

We  do  not  sell  binders. 

342  We  are  not  a  large  enough  factor  in  the  mower,  rake 
or  hayloader  business  to  describe  the  conditions  so  far 
as  competition  is  concerned. 

We  are  a  little  more  familiar  with  conditions  in  the 
harrow  business  than  we  are  with  other  tools  mentioned. 
We  are  a  comparatively  small  factor  in  the  business. 

I  do  not  know  what  the  twine  output  of  the  I.  H.  Co. 
was  in  1912.  T  knew  that  ours  was  a  very  small  percent- 
age compared  to  their  output.     I  do  not  believe  it  was 

343  Quite  one  j)ev  cent,  of  what  they  sell.  I  do  not  believe 
that  agricultural  implements  could  be  considered  a  prin- 
cipal line  of  the  Montgomery  Ward  &  Co.  I  cannot  say 
positively  as  to  what  was  our  gross  business  in  1912. 
Saw  it  given  in  the  newspapers  as  about  $35,000,000.  Our 
agricultural  implement  business  is  about  six  per  cent,  of 
our  total  business,  and  of  that,  very  little  is  in  mowers, 
rakes  or  twine. 

The  I.  H.  Co.  has  never  m.anufactured  for  us  or  allowed 
us  to  sell  anv  of  their  goods. 
IX 

446  B.  F.  HAMEY: 

Minneapolis  Manager  for  P.  &  0.  Go. 

Live  in  Minneapolis.  Have  been  manager  there  for 
Parlin  &  Orendorff  Plow  Co.  a  year  in  August.  Prior 
to  that  was  assistant  manager  at  Minneapolis,  since  they 


IX 
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opened  the  lionse  there  three  years  ago  next  July.  My 
territory  is  Minnesota,  North  and  South  Dakota  and  about 
fifteen  counties  in  Xortliwest  ^Visconsin.  Our  business 
is  selling  farm  implements  to  dealers  as  jobbers  and 
manufacturers.  As  manager  and  assistant  manager 
liave  been  in  active  touch  with  the  business  and  sales  of 
the  company  throughout  the  territory  for  the  period 
named.  Prior  to  July,  19J0,  the  P.  &  0.  Co.  did  no  busi- 
ness throughout  this  territory  directly.  Its  goods  were 
marketed  through  Dean  &  Co.,  a  jobbing  firm  at  Minneap- 

447  olis.  Its  business  was  very  limited  through  the  jobbing 
connection.  In  July,  1910,  the  P.  &  0.  Co.  opened  its 
branch  house  here.  Since  that  time  our  company  has 
been  selling  implements  in  competition  with  the  I.  H. 
Co.  At  present  we  are  in  competition  with  the  I.  H.  Co. 
in  the  sale,  of  wagons,  gas  engines,  di.sc  harrows,  lever 
harrows,  feed  grinders,  ensilage  eutters,  side  delivery 
rakes,   sweej)   rakes,   stackers,   stalk   cutters,   cultivators, 

448  grain  drills,  farm  trncks,  manure  spreaders,  hay  presses, 
and  corn  shellers. 

CoiiijX'fition  of  I.  TI.  Co.  Legitimate. 

When  we  opened  the  house  for  the  P.  &  0.  Co.  in  July, 
1910,  we  did  not  immediately  take  on  sale  of  all  these  im- 
plements; we  took  them  on  as  we  could  make  satisfactory 
connections  and  arrangements  with  the  various  concerns 
who  handle  lines  that  we  wanted.  We  sold  our  goods 
to  local  implement  dealers  throughout  the  territoiy;  a 
very  large  per  cent,  of  ^^]lom  handled  I.  H.  Co.  machinery. 
I  have  not  found  that  fact  an  impediment  to  the  sale  to 
them  of  lines  we  handle,  only  the  same  as  any  other 
competitors;  it  proved  no  obstacle  to  selling  our  goods 

449  to  them.  Our  opportunity  for  competition  with  the  I. 
H.  Co.  and  all  other  companies  to  the  dealer  is  free  and 
open.  AVe  consider  the  competition  of  the  I.  H.  Co.  legiti- 
mate. Our  business  has  been  good.  The  P.  &  0.  Co.  of 
Alinneapolis  started  with  nothing.  The  first  year  did  a 
nice  business;  the  second  year  had  a  40  per  cent,  increase; 
this  year  our  first  ten  months  we  show  better  than  50 
per  cent,  increase  over  the  second  year.  We  did  a  satis- 
factory business  this  year  under  the  circumstances.  We 
have  made  monev  everv  vear. 


IX 
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Cross-Exa)nination. 

We  are  a  separate  corporation,  known  as  the  Parlin 
&   Orendortf   Plow   Company  of   Minneapolis.      All  its 

450  stock  is  OAvned  by  the  P.  &  0.  Company  of  Canton,  which 
has  been  in  business  for  more  than  three-quarters  of  a 
century. 

Plows  are  not  altogether  the  main  line  of  the  P.  & 
0.  Company.  I  would  not  say  they  are  the  principal 
line. 

451  The  advertisement  of  the  P.  &  0.  Co.  on  page  183  of 
the  Implement  Blue  Book  is  an  advertisement  from  the 
home  office,  not  the  branch  houpe.  The  head- 
ing of  the  advertisement  after  the  words  "P.  &  0."  in 
heavy  black-faced  type,  being  the  largest  type  on  that 
page,  is  "Light  Draft  Plows."  That  is  not  the  specialty 
of  the  P.  &  0.  Co.  They  have  no  specialty.  What  you 
would  call  a  plow  we  miglit  not  in  our  way  term  a  plow. 

452  AVe  advertise  36  implements  as  plows  on  that  full  page 
advertisement.  This  advertisement  does  not  cover  our 
full  line.  I  do  not  find  an  equal  number  of  any  other 
article  advertised  in  this.  The  next  largest  class  ad- 
vertised in  that  page  is  cultivators.  Our  line  is  larger 
in  cultivators  than  in  plows,  but  they  are  not  all  on  there. 
We  have  a  larger  business  in  plows  in  our  territory  than 

453  anything  else.  In  the  territory  of  which  I  am  the  man- 
ager the  specialty  or  best  known  line  of  the  P.  &  0.  Com- 
pany is  this  plow  line,  and  that  is  the  only  territory  to 
which  I  referred  on  direct  examination,  and  in  vrhich  I 
described  the  competition  of  the  International. 

I  have  heard  of  the  I.  II.  Co.  selling  plows  in  my  ter- 
ritory. They  sell  quite  a  number  of  plows  of  our  make 
They  sell  more  Oliver.  In  a  few  cases  the  International 
sells  our  goods  in  competition  mth  our  own  sales. 
The  I.  H.  Co.  sells  our  plows  in  Canada  I  understand. 

Counsel  for  the  government  oii'ered  in  evidence  an  ad- 
vertisement on  page  183  of  the  Implement  Blue- Book; 
it  is  as  follows : 
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454  P.  &  0. 

Liofht  Draft  Plows. 


The  most  complete  and  comprehensive  line  made  by  any 
one  factory  in  the  country.  Note  the  numerous  refer- 
ences to  "P.  &  0."  goods  throughout  the  various  classi- 
fications in  this  book. 

Beet  Implements. 

Box  Carts. 

Clod  Crushers. 

Com  Drills:  Fertilizer  Attachment  for  No.  24;  No. 
66;  One-horse. 

Corn  Planters:  Drill  Attachment  for  Parlin;  Fertil- 
izer Attachment  for  No.  4;  Fertilizer  Attachment  for  No. 
66;  No.  4;  No.  66;  Parlin. 

Cotton  and  Corn  Planters:  Double  Eow;  One-horse 
Single  Row;  Riding  Single  Row. 

Cultivators — Miscellaneous:  Beet;  Disc;  Lister;  One- 
horse  ;  Orchard. 

Cultivators — Riding:  Balance  Rider;  Cantonian;  Com- 
bined Crank  Shift;  Hammock  Horse  Lift;  Jewel  Ham- 
mock; Jewel  Surface;  New  Victor;  New  Victor  Crank 
Shift;  Texas  Victor;  Two  Row;  Two  Row  Surface;  Vic- 
tor; "\Vi2„i>lotaiL 

Cultivators — "Walking:  Clipper;  Diverse;  King;  King 
Balance  Frame ;  Queen  Tongueless ;  Spring  Lift  Tongue- 
less  ;  Volunteer ;  Volunteer  Balance  Frame. 

Hand  Carts. 

Harrows— Disc:  Alfalfa;  "Canton";  "Canton"  Cut- 
Out;  Center-Cut  Attachment;  Double;  Plow  Cut;  Re- 
ver.silile;  Reversible  Cut-out;  Reversible  Pony;  Seeder 
for  "Canton"  Disc;  Seeder  for  Star  Disc;  Spading; 
Star;  Tandem  Attachment;  Tongue  Truck;  Transport 
Truck. 

Harrows — Drag:  Climax:  Clod  Crusher;  Diamond; 
Favorite;  Gruard;  Harrow  Cart;  Riding  Attachment; 
Round  Bar;  U-Bar;  AVood  Frame  No.  2. 

Listers :  Combined  Lister  and  Drill ;  Cotton  and  Corn ; 
Loose  Ground  Attachment ;  One-horse  Lister  Drill ;  Riding 
Listers;  Single  Lister;  Subsoilers  for  Sulky  Lister;  Two 
Row  Lister;  Two  Row  Middle  Breaker. 

^Middle  Breakers.. 

Plows — Riding  and  Wheeled:  "Canton";  Diamond; 
Disc :  Disc  Engine  Gang ;  Junior  Engine  Gang ;  Alogul  En- 
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gine  Gang;  Senior  Engine  Gang;  Success;  Sunset;  Vine- 
yard Gang;  Two-AVay  Success;  Walking  Gang. 

Plows— Walking:     Black    Land;     Blue    Jay;    Brush 
Breaker;  Combmation ;  Corn,  One-horse ;  Ditching ;  Double 
Shovel;   D   Series;   Garden;   Georgia   Stocks;   Grading 
Hillside ;  Iowa ;  Middle  Breaker ;  Middle  Breaker  Stocks 
Middle  Buster;  Mixed  and  Sandy  Land;  New  Grounds 
No.  50  Combination;  One-horse  Corn;  Prairie  Breaker, 
Road;  Rod  Breaker,  Junior;  Rod  Breaker,  Senior;  Rod 
Breaker,  Pioneer;  Root  Ground;    Sandy    Land;    Scotch 
Clipper;    Single    Shovel;    Southern;    Stubble;    Sunset 
Special;    Sunset   Vineyard;    Timber;    Vineyard;    Wood 
Standard. 

Potato  Diggers. 
■  Riding  Attachments :    For  Drag  Harrows ;  For  Middle 
Breakers;  For  Walking  Gangs;  For  Walking  Plows. 

Stalk  Cutters. 

Sub-Surface  Packers. 

Parlin  &  OrendorfF  Co., — Canton,  111. 
Largest  and  Oldest  Permanently  Established  Plow  Fac- 
tory on  Earth.     Stocks  Carried  at  all  Leading  Imple- 
ment Centers. 

Extent  of  Competition  tuifh  I.  H.  Co. 

455  Mr.  Hamey.  We  did  not  sell  many  sweep  rakes  last 
year.  I  don't  remember  how  many,  our  trade  is  limited 
in  hay  tools.  We  never  worked  it  hard.  On  direct  ex- 
amination I  gave  a  long  list  of  things  in  the  sale  of  which 
we  are  in  competition  with  the  I.  H.  Co.  We  only  took 
sweep  rakes  on  last  year,  and  did  not  pay  much  attention 
to  them. 

As  to  whether  the  line  of  sweep  rakes  are  in  competition 
with  the  I.  H.  Co.,  if  we  took  them  on  to-day,  they  are, 
whether  we  sell  them  or  not.  I  was  not  speaking  about 
future  competition,  and  not  about  past  competition;  you 
asked  if  they  are  competition  and  they  are — with  us.  We 
had  the  same  competition  with  the  International  in 
sweep  rakes,  as  with  any  other  competitor  that  han- 
dles them.  I  do  not  know  how  many  we  sold  last 
year,  probably  four  or  tive  cars,  or  150  to 
200.  Our  people  enjoy  quite  a  trade  out  of  Sioux 
Falls  on  hay  tools,  and  when  the  Sioux  Falls  territory 
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was  transferred  under  the  Minneapolis  management  last 
August,  right  at  the  end  of  the  hay  tool  season,  we  fell 
heir  to  that  business  and  took  on  that  line.  Prior  to 
that  we  did  not  handle  them  out  of  Minneapolis;  I  per- 
sonally know  nothing  about  the  competition  on  sweep 

■456  rakes  A\'it]i  the  I.  H.  Co.  prior  to  August,  1912. 

I  cannot  say  how  many  stackers  we  sold  in  1912;  very 
few,  though;  possibly  a  carload.  Quite  a  good  many 
more  were  sold  through  the  Omaha  house  before  we  took 
over  the  Sioux  Falls  territory',  of  which  I  have  charge. 
This  sale  of  one  carload  of  stackers  was  made  in  South 
Dakota.  The  other  states  I  have  charge  of  are  North 
Dakota,  ^Minnesota,  ^^lontana  and  fifteen  counties  in  North- 
west Wisconsin.  I  cannot  say  liow  manj^  stackers  we  sold 
in  1912  in  those  five  or  six  states.  I  presume  we  sold  a 
carload  in  the  State  of  South  Dakota  when  we  took  over 
the  territory,  after  the  season  was  practically  over  with. 
Our  competition  witli  the  I.  H.  Co.  on  stackers  amounted 
to  one  carload  in  1912,  in  all  the  states  I  have  named. 
We  have  no  trade  here  in  stalk  cutters  to  amount  to 
anything.     I  think  we  sold  as  many  machine  stalk  cutters 

457  as  anybody.  I  don't  think  there  are  any  of  them  sold  in 
this  territory,  probalily  a  dozen  all  told  in  the  northwest. 

I  gave  this  list  of  articles,  which  we  manufacture,  in 
competition  with  the  International  because  we  make  them ; 
we  ha^'e  them  for  sale.  Our  competition  in  stalk  cutters 
has  been  to  the  extent  of  half  a  dozen  implements.  If  we 
sell  only  two  we  are  in  competition  with  somebody  on  it. 
We  sold  three  carloads  of  ensilage  cutters  last  year  (we 
took  them  on  last  September).  I  could  not  say  how  many 
hay  presses  we  sold  last  year,  at  least  a  carload;  ten  cars, 
it  might  be  twenty ;  could  not  say  how  many  unless  I  had 
the  figures.     My  line  is  too  long  to  remember  them. 

458  The  volume  of  business  in  stackers,  sweep  rakes  and 
stalk  cutters  is  small.  The  articles  we  sell  in  competi- 
tion with  the  International,  on  which  our  volume  of  sales 
is  the  largest,  are  drills,  wagons,  truck  wagons,  extra 
wagon  boxes,  disc  harrows,  drag  harrows.  We  do  not 
manufacture  any  of  the  harvesting  lines  of  the  I.  H.  Co. 
The  I.  H.  Co.  has  been  a  very  strong  factor  for  the  past 
year  in  grain  drills,  not  so  strong  previous  to  that.  It 
would  not  surprise  me  if  you  told  me  that  the  entire  sale 
of  grain  drills  by  the  I.  H.  Co.  in  the  United  States  in  the 
A'ear  1910  was  449.      That  is  their  first  vear  with  them. 
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I  would  not  be  surprised  that  they  sold  3,227  drills  in  1911. 
They  have  gotten  a  very  large  business  in  the  last  year 
through  the  purchase  of  the  three  brands  of  American 
Seeding  Machine  Co.  I  could  hardly  say  as  to  whether 
459  they  are  the  largest  sellers  of  grain  drills  in  my  territory ; 
they  are  strong  competitors.  I  could  not  tell  you  how 
many  wagons  we  sold  in  our  territory  in  1912;  we  sold 
1,500  or  2,000  wagon  trucks. 

Re-direct  Examination. 

The  advertisement  put  out  by  the  home  company  at 
Canton,  111.,  does  not  purport  to  be,  and  is  not  an  ad- 
vertisement listing  all  the  lines  of  goods  we  sell.  It  is 
a  special  advertisement  of  certain  things.  We  get  up 
many  advertisements  and  change  them.  The  next  one 
you  see  might  be  entirely  different,  it  might  not  name  all 
the  articles  that  we  name  there.  Do  not  necessarily  name 
all  the  articles  we  handle  in  one  advertisement.  As  a 
matter  of  fact  the  plows  advertised  there  are  not  han- 
dled in  my  territory  at  all. 

Re-cross  Examination. 

I  have  been  an  employe  of  the  I.  H.  Co. ;  was  with  the 
Warder,  Bushnell  &  Glessner  people  for  a  year  and  a 
half,  when  they  consolidated  with  the  I.  H.  Co.,  I  remained 
as  blockman  fifteen  months  after  the  consolidation.  Have 
not  been  in  their  employ  since. 

365  C.  A.  HASS: 

I.  H.  Co.  Competition  in  Disc  Harrows  Normal,  Businesslike. 

Live  in  Minneapolis;  I  represent  Janesville  Machine  Co. 

of  Janesville,  Wisconsin;  manufacturers  of  agricultural 

implements.    My  territory  is  Minnesota,  a  small  portion 

366  of  northern  Iowa,  and  western  Wisconsin.  I  have  direct 
supervision  of  sales.  Have  held  that  position  11  years, 
during  which  time  I  have  come  in  competition  with  the 
I.  H.  Co.  in  that  territory.  Competition  is  principally  in 
disc  harrows.  Ever  since  the  I.  H.  Co.  has  been  selling 
disc  harrows  I  have  been  in  competition  with  that  com- 
pany in  my  territory.  I  have  found  the  competition  of 
the  I.  H.  Co.  normal,  healthy,  businesslike  and  fair. 


IX 
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Cross-Examination . 


Disc  harrows  is  one  of  the  leading  lines  of  the  Janes- 
ville  Machine  Co.,  the  principal  line,  probably.  The  others 
are  plows,  gang  plows,  sulky  plows,  corn  planters,  riding 
cultivators,  weeders,  spike-tooth  harrows  and  a  line  of 
broadcast  sowers. 

367  I  am  unable  to  say  what  company  sells  the  most  disc 
harrows  in  my  territory;  probably  Deere  &  Co.,  of  Moline, 
and  the  International  are  the  most  important  factors  in 
the  disc  harrow  trade.  Deere-AVebber  represent  the  John 
Deere  in  the  territory  up  there.  Some  of  the  other  large 
manufacturers  of  disc  harrows  are  the  Rock  Island  Plow 
Co.,  Emerson-Brantingham  and  the  Moline  Plow. 

This  advertisement  in  the  Implement  Blue  Book  for 
1912,  page  177.  is  the  aih'ortisement  of  my  company. 

(Advertisement  gi^'es  list  of  implements  sold  by  the 
Janesville  ilachinc  Co.,  Janesville,  AVisconsin,  and  its 
liranches  at  Sioux  b'alls,  S.  D.;  ^Minneapolis,  Minn;  In- 
dianapolis, Ind. ;  Louis\ille,  Ky. ;  Mem])his,  Tenn. ;  Dallas, 
Tex.;  Denver,  Colo.;  Baltimore,  Aid.;  Omaha,  Xeb. ;  Des 
]iloine&,  Towa ;  Salt  Lake  City,  Utah ;  Sacramento ;  Mex- 
ico, AIo. ;  Cedar  Uapids,  Iowa ;  Decatur,  Illinois ;  Kansas 
City,  ]\Io. ;  Peoria,  Illinois;  Aurora,  Illinois;  Columbus, 
Ohio;  Winnipeg,  ]\Ian. ;  Calgary,  Alta.;  Saskatoon,  Sask. ; 
Regina,  Sask.;  Ogden,  Utah.) 

XII 

383  JOHN  W.  HEID : 

Harroir  and  Wagon  Bnsrness  of  Vaufilin  Co.  Increasing. 

Am  in  the  implement  business  at  Jefferson,  Wisconsin. 
I  am  also  president  of  the  Vaughn  Manufacturing  Co. 
They  make  wagons  and  harrows,  which  they  market,  as 
far  as  I  know,  in  Minnesota,  Iowa,  Neliraska  and  Wis- 
consin.    Have  been  connected  with  that  concern  about 

384  eight  years.  During  that  time  their  business  in  harrows 
and  wagons  has  increased.  I  do  not  take  an  active  part 
in  selling  their  goods. 

386  Cross-Exa  mina  t  ion . 

The  Vaughn  Manufacturing  Co.  manufactures  wagons, 
milk  wagons,  bob-sleds  and  spike-tooth  harrows.  Do  not 
know  how  many  wagons  we  sold  in  1912.    I  am  only  in- 
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terested  in  that  company,  have  nothing  to  do  with  its 
management.  They  probably  made  800  wagons,  but  I  do 
not  know  anything  about  it.  I  testified  on  direct 
examination  that  the  business  of  that  company 
had  been  increasing.  I  don't  know  how  many 
wagons  they  made  in  1911.  I  know  that  their 
business   has  increased  because  they  have  paid  larger 

387  dividends,  are  building  a  factory  and  have  more  money 
to  spend.  The  capital  stock  is  $50,000.  They  paid  6  per 
cent,  in  1912  and  they  paid  5  per  cent,  in  1911,  and  then 
we  had  a  reserve.  I  don't  know  whether  they  made  more 
wagons  or  got  better  prices. 

XII 

589  EDWARD  HEIDRICH,  JE. : 

Business  of  Peoria  Cordage  Co. 

Am  vice-president  and  assistant  manager  of  the  Peoria 
Cordage  Co.  We  manufacture  binding  twine  and  rope. 
It  is  sold  throughout  the  central  west  through  local  im- 

590  plement  dealers,  including  dealers  handling  International 
harvesting  machinery.  As  to  whether  that  is  an  obstacle 
to  selling  our  twine, — we  find  that  just  the  same  as  we  do 
any  customer,  it  is  competition,  that  is  all.  Don't  know 
how  else  to  put  it. 

Competition  in  Binding  Twine  Businesslike  and  Fair. 

We  sell  our  binding  twine  in  competition  with  Inter- 
national. The  competition  of  the  I.  H.  Co.  is  normal, 
businesslike  and  fair,  In  the  binding  twine  business  there 
has  been  injected  an  abnormal  element  in  the  shape  of 
manufacturing  and  selling  binding  twine  by  various  state 
penitentiaries.  There  are  8  institutions  manufacturing 
binding  twine ;  7  that  are  selling  this  year. 

591  I  have  no  absolute  knowledge  of  the  output  of  these 
penitentiaries  this  last  year.  We  are  in  touch  with  the 
twine  business  pretty  generally;  have  given  attention  to 
the  penitentiary  twine,  the  conditions  and  amount  of  its 
output.  Have  no  absolutely  accurate  knowledge  of  the 
output,  but  from  my  knowledge  of  conditions,  I  estimate 
it  for  last  year  at  34  million  pounds. 
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XII  .       . 

Cross-Examiuation. 

According  to  my  estimate  the  penitentiaries  make  over 
17,000  tons  at  2,000  pounds  to  a  ton.  Tlie  output  of  the 
Peoria  Cordage  Co.  of  binder  twine  in  1912  was  about 
3,000  tons ;  in  1911,  2,700  tons.  It  has  sold  binder  twine 
since  1889.  We  have  sold  some  of  our  output  in  the  last 
few  years  to  I.  H.  Co. ;  about  300  tons  to  it  in  1912 ;  we 
sold  none  to  that  company  in  1911. 

Can't  say  definitely  what  year  we  had  the  largest  out- 
put in  binder  twine ;"  somewhere  within  the  last  5  years. 
.j!I2  Sisal  is  the  principal  component  of  binder  twine.  We  have 
traded  Sisal  with  I.  H.  Co.  when  our  shipments  were  held 
up.    We  ne^'Pr  bought  directly  from  the  I.  H.  Co. 

We  have  bought' our  Sisal  supplies  at  any  time  from 
the  same  agents  as  the  agents  of  the  Interna- 
tional have.  Have  bought  from  same  dealers  in 
Mexico;  Avelino  ^lontes  in  particular.  We  Iniy  sup- 
plies from  Peabody  of  Boston.  Our  purchases  from 
MacLeod  have  been  infinitesimal.  Wo  have  bought  prob- 
ably half  our  Sisal  sup)ily  from  Montes;  that  varies.  In 
1912  we  l}ought  about  a  third.  Have  bought  compara- 
tively little  of  Peabody  this  year;  could  not  buy  from  them 
at  time  wo  wanted  to. 

There   was   a  very   much   larger   demand  for  binder 

twine  in  1912  tlian  previous  vears.     The  consumption  of 

593  binder  twine  in  the  T".  S.  in'  1912  I  estimate  at  114,000 

tons.     Of  that  approximately   14,000  tons   is  in  excess 

of  the  usual  consumption  of  liinder  twine  in  the  U.  S. 

5  WILLTA^r  J.  HENBY: 

Competes  in  Bepair  Parts;  Competition  Bonorahle. 

Live  in  Auburn,  Now  York;  am  manufacturer  of  imple- 
ment parts  and  supplies,  under  the  firm  name  of  Henry 
Sz  Allen.  I  have  been  in  that  business  at  Auburn  about 
20  years.  Our  products  are  sold  largely  in  the  United 
States.  We  have  branch  houses;  two  are  run  under  our 
own  name;  five  or  six  others  we  consider  our  agencies; 
also  five  0]'  six  jobbers  who  handle  our  goods.    Have  made 

6  parts  for  liinders  and  mowers  for  20  years.  The  parts 
wo  make  cover  all  linos  of  binders  and  mowers.  Wo 
manufacture  a  portion  of  the  parts  of  those  machines  that 
wear  out  most  frequently,  such  as  the  cutting  apparatus. 
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Our  parts  are  sold  in  eompelition  with  like  repair  parts 
of  tlie  I.  H.  Co.  Am  familiar  with  the  business  our  rep- 
resentatives do  in  competition  with  the  I.  H.  Co.  on 
International  repair  parts.  The  I.  H.  Co.'s  competition 
is  fair,  honorable,  and  businesslike.  Our  business  has  con- 
tinually been  on  the  increase  since  the  day  we  started. 
It  is  100  per  cent,  greater  now,  I  should  assume,  than 
ten  years  ago. 

Cross-Exam  ination. 

The  total  amount  of  our  business  in  1912  was  in  the 
neighborhood  of  $650,000.  Our  principal  lines  are  making 
machine  parts  for  manufacturers  and  the  consumer,  for 
7  mowers,  reapers,  harvesteris,  threshing  machines,  and  any 
agricultural  implement  listed  in  our  catalogue.  About 
one-half  of  our  factory  product  is  in  repair  parts  for  har- 
vesters, binders,  corn  harvesters,  or  mowers,  in  the 
neighborhood  of  $300,000.  We  sell  in  the  United  States 
and  Europe.  85  per  cent,  of  the  $300,000  is  in  this  country. 
We  do  not  make  complete  harvesting  implements.  I  do 
not  think  we  sell  any  of  our  output  to  the  I.  H.  Co.  Have 
had  an  occasional  order.  _May  have  had  small  transaction 
with  them  in  1912.  Do  not  tJiink  we  sold  any  to  them  that 
year — not  to  exceed  $50.00  worth.  We  may  send  locally 
to  their  factory  for  a  spare  part,  and  pay  their  price.  I 
am  not  prepared  to  say  whether  we  did  or  not. 

412  PAUL  E.  HERSCHEL : 

Herschel  Manufacturing  Co.'s  Sales  of  Repairs  Increasing. 

Eeside  at  Peoria,  Illinois.  Am  connected  with  E. 
Herschel  Manufetcturing  Co.,  a  corporation,  which  manu- 
factures and  sells  repair  parts  and  supplies  for 
the     following    binders     and    mowers:      Deering,     Os- 

413  borne.  Champion,  Milwaukee,  Piano,  Acme,  John- 
ston, Adriance  and  Walter  A.  Wood.  As  the  new 
machines  come  in  we  ]mrpose  making  them  for 
them.  The  total  volume  of  our  business  this  year  is 
somewhat  over  a  million  dollars.  We  sell  these  repair 
parts  to  dealers  and  jobbers  in  this  and  foreign  countries. 
We  cover  Eussia,  France,  Switzerland  and  South  America 
principally.  We  follow  the  binder  around  the  world,  and 
sell  these  parts  all  through  the  -United  States  and  abroad. 


724  Testimony  of  Competitors. 

XII 

Other  companies  are  engaged  in  like  manufacture  and 
sale.  Companies  are  engaged  abroad  in  making  and  sell- 
ing repair  and  supply  parts  for  the  I.  H.  Co.  machines. 
In"  South  America  we  meet  the  competition  of  European 
manufacturers  in  repairs  to  a  certain  extent.  We  find 
them  soliciting  the  trade  there. 

414  Our  business  has  grown  laO  per  cent,  in  these  repairs 
in  the  past  ten  years.  All  of  the  business  so  far  as  it  re- 
lates to  repair  parts  and  supplies  for  the  I.  H.  Co.  har- 
vesting machinery  is  in  competition  with  the  I.  H.  Co. 
The  sale  of  repair  parts  has  increased  in  the  United 
Htates  in  the  last  ten  years  in  like  proportion. 

C  lOss-E  xamination . 

Our  company  was  established  in  1887.  The  com- 
pany we  succeeded  practically  went  out  of  business.  My 
partner,  being  a  mechanic,  started  to  make  this  line  of 
stuff  which  he  understood.  We  did  not  succeed  to  the 
name  of  the  company  which  had  been  doing  business  since 
1855.  There  was  no  such  concern  as  the  R.  Hersohel  Man- 
ufacturing Company  in  1855.  I  think  it  was  Steiger  & 
(^ompaiiy  and  we  were  h)cat('d  iij  the  same  place;  but  not 
doing  business  under 'the  same  name.  We  had  no  connec- 
tion with  that  concern  at  that  time.  It  was  generally  un- 
derstood then  that  they  Avere  making  nothing  but  repairs; 
]-(']iairing  little  machines — mowers  when  they  wei'e  out 
of  order. 

415  My  name  is  Paul  E.  Horschel.  With  my  brother,  was 
the  first  of  my  family  in  business  in  that  town,  under  that 
name. 

On  page  142  of  the  Implement  Blue  Book  for  1912,  is 
an  advertisement  of  the  K.  Herschol  Manufacturing  Co., 
as  follows : 

R.  Herschel  Manufacturing  Co.  ' 
Peoria,  (Factory,  East  Peoria,  111.) 
Mower  Kni^'es,  Sickles,  Sections,  Pitman  Boxes, 
Link  Chain  Belting,  Wheeled  Scrapers,  Drag  Scrap- 
ers,   Lawn    Mowers,    Standard    Litter    Carriers, 
(Cut)  Leather  and  Rubber    Belting,    Hose,  Rake  Teeth, 
Cylinder   Teeth,   Band   Cutter  Knives,  Revolving 
Hay  Rakes,  and  other  Implement  Supplies.    Cream 
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Separator    Repairs.     Wagon  Boxes,    Single   and 
Double  Trees. 

Catalogue  Free. 
Branch    Houses :     Minneapolis,  Minn. ;    Kansas 
City,  Mo.;  Omaha,  Neb.;  New  York  City,  Elmira, 
Philadelphia,  Saginaw,  Dallas. 

The  statement  on  page  345  of  Blue  Book  "Es- 
tablished 1855"    is    erroneous.    The    R.  Hei'schel  Manu- 

416  facturing  Company  was  not  established  in  1855. 
In  this  statement  of  lines  manufactured  by  us, 
some  of  these  things  listed  there  are  made  by  us,  others 
are  not.  We  do  not  advertise  that  we  make  all  those 
things.  A  great  many  of  these  items  are  not  manufac- 
tured by  us,  they  are  jobbed.  We  do  a  jobbing  and  manu- 
facturing business.  The  main  articles  there  we  manu- 
facture. Cannot  say  whether  this  advertisement  was 
published  in  that  trade  journal  with  my  authority,  or  that 
of  my  company;  that  is  handled  by  the  Advertising  De- 

417  partment.  Our  company  is  capitalized  for  $50,000.  The 
total  amount  of  our  business  in  1912,  if  T  remem- 
ber correctly,  was  between  $800,000  and  $850,000.  That 
includes  our  foreign  and  domestic  business.  Cannot  an- 
swer definitely  what  was  in  domestic  business.  I  judge 
our  export  business  was  light  last  year,  from  $35,000  to 
$50,000,  making  our  domestic  business  close  to  $800,000. 

We  make  many  things  not  made  by  the  International, 
for  instance,  lawn  mowers..  On  a  large  part  of  that 
$800,000  we  are  not  in  competition  with  the  I.  H.  Co. 
Cannot  say  what  the  per  cent,  would  be  competitive. 

The   repair  parts   for  binders    and    mowers  that  we 

418  sell  are  called  cutting  parts,  such  as  knives,  sections, 
guards,  plates,  heads,  pitmans,  wheel  arms,  wheel  fans, 
pitman  boxes,  wearing  plates;  those  would  be  the  prin- 
cipal items.  I  may  have  omitted  a  few.  Cannot  give  ex- 
act figures  in  dollars  and  cents  in  those  lines  in  this 
country  for  1912.  Would  estimate  it  at  60  per  cent,  of 
our  business. 

Our  sales  in  lawn  mowers  last  year  amounted  to  6,000 

or  7,000. 

Re-direct  Examination. 
Those  parts  I  mentioned  are  parts  of  machines  that 
wear  out  and  we  supply  those  for  which  there  is  a  de- 
mand by  the  farmer. 
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We  do  no  business  with  the  I.  H.  Co.  that  I  remember. 
Occasionally  one  of  their  distributing  centers  may  wish 
to  draw  from  us  or  buy  indirectly  of  us,  but  if  they  do  I 
know  nothing  about  it.  We  have  no  account  that  I  re- 
member.   If  there  is,  it  is  very  small. 

We  sell  those  repair  parts  to  dealers  directly  in  some 
instances,  in  others  handle  them  through  jobbers  who  sell 
them  to  the  dealers.  They  are  marketed  through  the  re- 
tail dealers  of  the  country.    We  sell  canvas  for  binders. 

Re-cross  Examination. 

419  A¥e  also  sell  repairs  for  cream  separators  that  were  not 
included  in  that  60  per  cent. ;  that  is  a  very  small  item. 

503  GEOKGE  HILDEBEANDT : 

List  of  Dealers  Handling  Acme  Products. 

I  am  treasurer  of  the  Acme  Harvesting  Machine  Com- 
pany. I  have  prepared  and  brought  with  me  a  correct 
list  (Defendants'  Exhibit  68)  of  the  dealers  throughout 
the  U.  S.  and  their  locations,  who  have  contracts  with 
the  Acme  Harvesting  Maeliiue  Company  for  the  handling 
of  this  line  of  harvesting  machinery.  This  list  is  up 
to  date.  The  names  of  the  towns  are  arranged  alpha- 
betically according  to  our  general  agencies. 

Defendants'  Exlnbit  68,  gives  names  of  ten  Acme 
Co.  dealers  in  Arkansas,  three  in  California,  sev- 
enteen in  Colorado,  seven  in  Idaho,  447  in  Illi- 
nois, sixty-six  in  Indiana,  39.3  in  Iowa,  376  in 
Kansas,  sixty-six  in  Kentucky,  326  in  Minnesota, 
273  in  ]^Iissouri,  twenty-six  in  Montana,  272  in  Nebraska, 
203  in  Xorth  Dakota,  167  in  Oklahoma,  one  in  Oregon, 
one  in  Pennsylvania,  one  in  Saskatoon,  145  in  South  Da^ 
kota,  nineteen  in  Texas,  one  in  Utah,  one  in  Virginia,  165 
in  ^Visconsin,  two  in  Wvoming.  Total  numoer  of  deal- 
ers 2,988.  (Exhibit  68,  printed  in  full  \o\.  XIV,  pp  193- 
227.) 

504  Tlie  Witness:  The  Acme  Company  expects  to  put  out 
al;out  12,500  binders  and  10,000  mowers  in  1913.  We 
make  a  line  of  hay  tools.  There  will  be  an  increase  in 
the  output  of  that  line  this  year  over  last  year;  have  not 
figured  that  out  as  far  as  this  vear  is  concerned. 
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546  Cross-ExaminatiGn. 

Defendants'  Exhibit  68  is  a  list  of  the  agents  for  the 
year  1913.  It  includes  the  dealers  with  whom  we  have 
direct  sales  contracts  and  those  with  whom  we  have 
commission  agency  contracts.  There  might  be  a  few 
with  whom  we  have  contracts  for  the  sale  of  repairs. 

There  are  probably  a  few,  not  very  many,  on  that  list 
that  we  have  not  a  commission  contract  with,  but  merely 
a  sale  contract.  There  are  very  few  sale  contracts  made 
where  there  is  not  a  commission  contract.  We  sell  through 
implement  dealers ;  they  act  as  our  agents.  They  sell  the 
goods  and  retain  as  their  commission  the  difference  be- 
517  tween  the  price  at  which  they  sell  them  and  the  price  at 
which  we  consign  the  goods  to  them. 

552  G-EOEGE  E.  JAMES : 

Since  January  1,  1900,  have  been  president  of  the 
James  &  Graham  Wagon  Co.  at  ^Memphis,  Tenn.,  manu- 
facturers of  farm  wagons  principally  and  a  few  log 
wagons.  The  business  was  establislied  in,,  1862: -inGer- 
porated  March  1,  1882.     Am  president  of  Cie  Nationa] 

553  Implement  &  Vehicle  Association. 

\¥e  sell  our  i)roducts  in  Mississippi,  Arkansas,  Tennes- 
see, Texas,  Alabama,  Oklahoma  and  Missouri.  Our  busi- 
ness has  always  been  in  that  territory.  About  $500,000  in 
capital  is  employed  in  our  business.  Our  gross  sales  for 
the  fiscal  year  ending  April  30th  were  $350,000.  Our  busi- 
ness during  the  past  10  years  has  had  a  very  satisfactory 
growth. 

I.  TI.  Co.'s  Competition  in  Wagons  Perfectly  Satisfactory. 

In  the  sale  of  w^agons  we  compete  with  the  I.  H.  Co. 
Am  acquainted  with  the  business  and  the  character  of  its 
competition.  It  has  been  perfectly  satisfactory  to  me. 
The  volume  of  our  business  in  1912,  compared  with  10 
years  ago,  would  show  an  increase  of  not  far  from  $100,- 
000. 

Cross-Exam  ina  f  ion . 

Our  total  output  for  the  fiscal  year  ending  April  30, 

554  1913,  was  5,815  farm  wagons,  and  possibly  100  loo:gmg 
wagons.  Our  output  for  the  previous  year  was  practically 
the'^^^ame,    possibly    500    wagons    more    for    this    last 
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year.  That  year  was  the  best  we  ever  had.  The  output 
for  year  ending  April  30,  1910,  was  considerably  less, 
about  4,800. 

Our  wagon  is  known  as  the  James  &  Graham,  and  hag 
been  sold  under  that  trade  name  since  1882.  In  the  last 
10  years  a  large  number  of  wag'on  manufacturers  have 
gone  out  of  business.  We  are  not  one  of  the  largest 
manufacturers  outside  of  the  1.  H.  Co.  making  wagons 
in  the  U.  S.  The  Studebaker  Co.,  the  Mitchell-Lewis  Co., 
the  Mill)urn,  the  Bain,  the  Winona  and  a  dozen  more  com- 
panies, including  the  International,  make  more  wagons 

555  than  we  do.  I  know  of  no  company  manufacturing  and 
selling  5,000  wagons  a  year  other  than  the  International, 
which  has  been  organized  since  1902.  That  company  took 
up  the  wagon  business  7  or  8  years  ago,  I  think.  If  it 
appears  in  e^'idence  that  the  International  sold  51,977 
wagons  in  1911,  the  Studeliaker  Co.  output  equals  that  fig- 
ure, if  the  statement  made  to  me  by  people  supposed  to 
know  is  correct,  and  I  have  no  reason  to  doubt  that  it  is. 

A  good  many  years  ago  a  company  known  as  the  Brown 
Wagon  Co.  at  Macon,  Ga.,  used  to  sell  wagons  in  a  small 
way.  I  could  not  say  exactly  when  they  went  out  of  busi- 
ness. They  never  wei'e  much  of  a  success.  They  had  in- 
ternal trouble,  I  understoofl.  There  was  a  company  named 
the  Newton  Wagon  Co.,  quite  a  large  company,  though 
not  l)y  comparison  with  tlie  I.  H.  Co.  or  the  Studebaker. 
I  understand  it  is  part  of  the  property  of  the  Emerson- 
Brantingham  Co.  now. 

I  knew  a  small  concern  in  Georgia — the  Davis  Wagon 
Co.  I  think  it  is  now  out  of  business.  I  knew  a  concern 
named  the  Burg  Wagon  Co.  which  I  think  went  out  of 

556  'business  5  years  ago.  I  never  heard  of  the  Altona  Wagon 
Co.  of  Altona,  111.  Do  not  know  whether  the  Hickman 
Wagon  Co.  of  Hickman,  Ky.,  is  still  in  business.  They 
operated  spasmodically.  It  did  not  use  to  be  a  particu- 
larly well-known  line  of  wagons.  The  Troy  Wagon  Co. 
is  in  business.  I  do  not  know  what  connections  they  have 
at  present. 

There  used  to  be  the  FHnt  Wagon  Co.  I  imagine  they 
quit  the  farm  wagon  business  more  or  less  recently.  There 
was  a  concern  named  the  Harrison  Wagon  Co.  of  Grand 
Rapids.  It  is  not  in  business  today.  They  had  trouble 
8  or  9  years  ago  and  finally  made  an  assignment.     The 
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Smith  Wagon  Co.  of  Pekin,  111.,  is  still  in  business  and 
being  operated. 

Re-direct  Examination. 

557  I  would  say  in  gross  volume  of  sales  my  company  might 
be  the  largest  one  in  the  south  in  the  farm  wagon  line. 
There  may  be  two  other  concerns  that  make  a  larger 
number  of  small  wagons.  We  make  very  few  light  one- 
horse  wagons  for  the  reason  that  the  southeastern  terr^- 
tory  calls  for  a  very  cheap  light  vehicle  that  we  do  not 
find  any  profit  in. 

The  wagon  business  has  had  a  great  many  companies 
and  firms  engaged  in  it  and  retiring  and  entering  during 
all  the  years  I  have  been  acquainted  with  it.  That  has 
been  its  history  during  all  that  time. 

XI 

429  CHARLES  C.  JONES : 

Sandwich  Mfg.  Co.  Find  I.  H.  Co.  Fair. 

Am  general  manager  of  the  Sandwich  Manufacturing 
Co.,  at  Sandwich,  Illinois,  which  manufactures  agricult- 
ural machinery.  Have  been  connected  with  the  company 
for  35  years;  as  genera]  manager  9  years.  We  sell  imple- 
ments in  every  state  in  the  Union,  but  our  most  im- 
portant trade,  is  with  the  corn  belt  states,  or  export- 
ing states.  We  are  and  have  been  in  competition  with 
the  I.  H.  Co.  in  the  sale  of  implements.  The  I.  H.  Co. 
sells  throughout  the  United  States  all  the  kinds  of  im- 
plements that  the  Sandwich  Manufacturing  Co,  sell.   Our 

430  entire  business  is  competitive  in  the  sales.  I  would 
characterize  the  I.  H.  Co's.,  competition  as  fair. 

Our  business  is  growing.  We  sell  to  dealers  who 
handle  I.  H.  Co.  harvesting  machinery.  Have  not  found 
that  any  obstacle  in  selling  implements  we  manufacture 
to  them. 

Cross-Examination. 

Our  company  does  not  make  binders  or  sell  twine,  mow- 
ers, side  delivery  rakes  or  sulky  rakes.  Those  are  some 
of  the  principal  lines  of  the  I.  H.  Co. 

431  In  Implement  Blue  Book,  for  1912,  page  89  is  advertise- 
ment of  "The  EA^erlasting  Sandwich  Cypress  Farm  Ele- 
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vator,"  sold  by  the  Sandwich  [Manufacturing  Company, 
Sandwich,  111.  The  I.  H.  Co.,  does  not  make  elevators, 
but  have  been  jobbing  those  elevators  about  two 
years.  I  cannot  explain  why  elevators  should  not  be  in 
tlie  list  of  things  sulDmj.tted  by  the  I.  H.  Co.  which  they 

432  sell.  I  am  positive  the  I.  H.  Co.,  sold  them  last  year,  at 
different  points.  "We  sold  2,551  last  year.  The  I.  H.  Co., 
first  started  selling  them  in  1911.  The  advertisement  on 
])agt'  212,  of  my  company,  advertises  a  "Sandwich  Solid 
Steel  .Motor-Press." 

433  The  1.  H.  Co.  sells  a  press  of  steel  construction,  some- 
what heavier  than  ours,  with  the  motor  mounted  differ- 
ently. The  sale  of.  those  presses  is  very  limited  in  com- 
parison with  the  sale  of  binders  and  mowers. 

The    advertisement    on    page    347    of    the    Implement 
Blue  Book  for  1912,    states    the  officers  of  the  company 
and  implements  sold  by  it.    Sweep  horse  powers  should  be 
added  to  this.     Said  advertisement  is  as  follows: 
"Sandwich   Mfg.    Co.     Established   1854.     Incorporated 

1867. 

Capital  $500,000.  President,  F.  S.  Mosher ;  Vice-Presi- 
dent, H.  A.  Adams;  Secretary  and  Treasurer,  C.  C.  Jones, 
— Spring  and  (*vlinder  Power  Corn  Shellers,  Horse 
and  Belt  Power  Hay  Presses,  Portable  Farm  Grain  Ele- 
A-ators,  Clean  Sweep  Hav  Loaders,  Side  Deliverv  Hav 
Rakes,  Feed  Mills,  Hand"  Carts,  etc." 

^VITXEss.  The  I.  H.  Co.,  sell  the  shellers  of  the 
s]iring  or  picker  wheel  type.  I  do  not  consider  them  a 
large  factor  in  this  business.  I  have  no  idea  how  many 
they  have  sold. 

420  JOHN  L.  JONES : 

Business  of  I)i's  Moines,  la.,  Biaiicli  John  Deere  Plow  Co. 

I  reside  at  Des  Moines,  Iowa-,  anj  manager  of  a  branch 
house  for  John  Deere  Plow  Company  of  Moline,  the  busi- 

421  ness  of  which  is  the  sale  of  farm  implements.  Have 
charge  of  37  central  counties  in  Iowa.  My  company  com- 
petes with  the  I.  H.  Co.  in  the  sale  of  implements  in  that 
territory,  on  the  entire  line  excepting  traction  and  thresh- 
ing engines  and  cream  separators,  including  harvesting 
lines  as  well  as  tillage  tools  and  other  implements.  We 
started  to  sell  harvesters  on  my  territory  in  1912. 

Prior  to  that  sold  other  implements,  without  having  a 
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422  line  of  harvesting  maeliinery,  to  retail  dealers  through- 
out the  territory  named  and  to  dealers  who  handled  I.  H. 
Co.  harvesting  machinery.  Did  not  find  the  fact  that 
dealers  were  handling  T.  H.  Co.  harvesting  machinery  an 
impediment  to  the  sale  by  us  to  them  of  our  competing 
implements.  Binders  were  allotted  to  the  different 
branches,  in  1912,  by  the  house.  Twelve  were  allotted  to 
me  and  I  sold  them.  One  hundred  were  allotted  this  year 
and  T  expect  to  sell  them. 

Field  Open  to  Competition. 

In  the  years  I  have  been  in  the  territory  named  I  have 
found  the  field  open  to  competition.  Our  business  has 
had  a  decided  increase  in  the  competing  lines. 

423  Prior  to  my  present  position  I  travelled  for  the  John 
Deere  Company  from  June  4,  1909,  to  October  1,  1909, 
traveling  in  western  Iowa.  I  am  familiar  with  the  condi- 
tions under  which  the  agricultural  implement  business 
is  carried  on  in  that  state,  and  pretty  generally  acquainted 
with  the  implement  dealers  and  know  their  methods  of 
doing  business.  If  the  I.  H.  Co.  should  go  to  these  im- 
plement dealers  in  that  territory  and  sa}',  they  could  not 
handle  the  I.  H.  Co.  harvesting  machinery  except  exclu- 
sively, and  unless  tliey  would  take  the  entire  I.  H.  Co.'s 
implement  line  exclusively,  the  majority  of  the  dealers 
would  tell  the  I.  H.  Co.  to  take  their  goods  out  of  the 
house.     The  best  dealers  would  say  that,  I  believe. 

Cr  OSS-Examination. 

We  are  not  much  of  a  factor  in  binders  in  my  territory 
at  present.  Twelve  binders,  the  nrfmber  of  binders  I  sold 
in  my  territory  in  1912,  is  not  a  large  proportion  of  the 

424  binders  sold  there.  Do  not  believe  ours  would  be  a 
fraction  of  one  per  cent,  of  what  was  sold.  I  will  only 
have  100  to  sell  for  1913. 

We  are  an  important  factor  in  the  sale  of  harvesting 
machinery  in  this  way:  the  fact  that  the  John  Deere  Plow 
Company  contemplate  supplying  binders  in  the  future 
makes  quite  a  difference.  I  have  found  the  principal  lines 
which  we  have,  helpful  in  expanding  into  other  lines.  It 
has  been  helpful  to  the  I.  H.  Co.  to  have  had  its  principal 
haiT^esting  lines  as  the  nucleus  around  which  to  develop 
their  other  lines.    I  do  not  recall  how  many  mowers  I  sold 
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in  1912.    I  should  estimate  fully  one  per  cent,  of  my  busi- 
ness is  mowers.     I  would  not  want  to  say  5  per  cent. 

When  I  said  on  direct  that  we  competed  with  the  I.  H. 
Co.  on  all  lines  except  cream  separators,  threshers  and 
traction  engines,  our  binder  business  was  less  than  a  tenth 
of  one  per  cent,  of  the  binder  business  in  my  territory. 
425  We  put  all  our  binders  in  one  town,  and  we  worked  that 
town.  There  are  about  200  towns  in  my  agency.  Only 
had  competition  with  the  I.  H.  Co.  on  binders  in  one  town 
last  year.  Sold  mowers  in  probably  75  or  100  towns. 
Our  competition  with  the  I.  H.  Co.  on  mowers  is  very 
strong.  I  do  not  know  how  many  the  I.  H.  Co.  sold  in 
our  territory. 

Deere  Lines  in  Cumpetiiion  With  I.  H.  Co. 

42G  AVe  compete  with  the  I.  H.  Co.  on  drills.  The  first 
knowledge  I  had  of  their  corn  planters,  was,  I  believe, 
in  1912.  We  make  sulky  hay  rakes  and  sell  the 
Dain.  We  do  not  do  5  per  cent,  of  the  sulky  hay  rake 
business  in  my  territory.  We  are  building  corn  binders 
this  year,  have  not  sold  any  yet.  We  have  not  been  in  com- 
petition with  the  I.  H.  Co. ;  should  have  added  that  to  my 
exceptions. 

The  I.  H.  Co.  makes  no  plows  that  T  know  of.    We  have 

427  never  been  in  competition  with  the  I.  H.  Co.  on  plows.  Our 
principal  lines  are — cultivators,  smoothing  harrows,  disc 
harrows,  corn  planters,  hay  loaders,  side-delivery  rakes, 
mowers,  hay  presses,  luiy  stackers,  sweep  rakes,  power 
corn  shellers,  hand  corn  shellers,  grinders,  spreaders, 
grain  drills,  sowers,  wagons,  gasoline  engines,  farm 
trucks,  wagon-boxes,  ensilage  cutters. 

428  The  company  of  which  I  am  a  manager  is  named — John 
Deere  Plow  Company,  of  Moline,  Illinois,  an  Illinois  cor- 
poration— a  company  which  jobs  for  John  Deere  &  Com- 
pany. I  believe  William  Butterworth  is  president  of 
our  company  and  also  of  Deere  &  Company. 

Re-direct  Examination. 

I  have  always  found  the  competition  with  the  I.  H.  Co. 
in  my  territory  to  be  fair. 

Re-ernss  F.raininntion. 
AYe  do  not  make  or  sell  twine.     It  is  an  article  the  I. 

TT.  C^Ci.  sells.     Did  not  Tnentinn  that  ns  nn  acrr^m-^^i^■^-f•€i^  im- 
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plement.     Should  say  the  sales  are  larger  for  this  than 
for  a  great  maiij'  agricultural  implements.     Twine  goes 
to  the  same  dealers. 
XII 

408  r.  E.  KENASTON: 

Business  of  Minneapolis  Thresher  Co. 

I  reside  at  Minneapolis.  Am  president  and  treasurer  of 
the  Minneapolis  Thresher  Oo.,  which  manufactures  thresh- 
ing niachinery,  separators  and  their  appliances,  steam  and 
gasoline  traction  engines,  and  power  corn  shellers,  and 
was  incorporated  in  1887.  It  has  heen  engaged  in  that 
business  for  more  than  the  last  10  years.  We  sell  our  out- 
put west  of  the  Mississippi,  principally,  and  111.,  Wis.,  and 
Ohio  to  a  certain  extent.    These  implem.ents  are  large  and 

409  rather  costly,  and  are  handled  through  the  dealer  by  com- 
mission agency  contracts  as  a  rule. 

International's  Coinpetition  Verii  Fair. 

I  have  been  connected  with  the  thresher  company  for 
the  past  10  years  and  am  in  touch  with  its  business  and 
its  development.  Our  entire  business  is  competitive  with 
the  I.  H.  Co.  They  sell  threshing  machines,  gang  plows, 
traction  engines  and  corn  shellers.  So  that  on  the  lines 
they  manufacture  and  sell  and  the  threshing  line  that  the 
I.  H.  Co.  jobs,  our  sales  are  in  competition  with  the  I.  H. 
Co.    I  have  always  found  that  competition  very  fair. 

The  business  of  my  company  has  grown  and  developed 
with  the  years.  As  to  how  it  was  up  to  1909  compared  with 
the  10  years  previous,  will  say  1909  was  about  the  same. 
It  might  have  varied  a  little;  it  had  not  increased  from 
1902  to  1909.  1902  was  an  exceptional  year  in  our  busi- 
ness, being  greater  than  any  ])eriod  between  1901  and 
1909.  That  was  due  to  crop  conditions  largely.  In  1912 
our  business  was  nearly  double  what  it  was  in  1909. 

410  The  local  dealers  through  whom  we  have  marketed  our 
product  in  large  proportion  have  been  dealers  who  were 
handling  International  harvesting  machinery.  We  have 
never  found  that  fact  an  obstacle  to  selling  our  machinery 
to  the  dealers.  Think  in  nearly  every  case  we  have  had 
our  fair  share  of  the  business. 

The  thresher  business,  with  the  large  fraction  engines 
we  make,  is  a  business  of  disposing  of  machinery  that  is 
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rather  intricate.  It  involves  considerable  watchfulness 
and  care  in  providing  expert  service  with  it  for  the  farmer, 
and  it  has  been  our  experience  that  the  success  of  the 
business  depends  largely  on  the  merit  of  the  machine  and 
the  character  of  the  repair  service.  We  have  competition 
from  other  companies  besides  International;  some  of  them 
large  and  some  small.  I  have  found  some  of  the  small 
companies  were  very  much  in  evidence  in  the  trade.  Com- 
petition may  be  very  active  even  though  it  may  not  be 
very  large  in  proportionate  output. 

Cross-Examination. 

Our  principal  lines  are  steam  and  gasoline  traction  en- 
gines and  threshers — we  call  them  separators — and  power 

411  corn  shellers.    We  do  not  manufacture  gang  plows ;  we  job 
them. 

We  have  competition  with  the  I.  H.  Co.  on  threshers. 
They  have  sold  the  machine  built  by  the  Aultman  &  Tay- 
lor Co.  of  Mansfield,  OMo,  and  the  Belle  City  manufac- 
tured at  Eacine,  Wis.  They  have  sold  the  Aultman  &  Tay- 
lor 2  or  3  seasons. 

We  have  competition  on  gang  plows  with  the  I.  H.  Co. 
I  don't  know  whether  they  make  any,  but  they  sell  them. 
The  only  one  I  know  about  particularly  is  the  P.  &  0. 
plow.  I,  do  not  know  whether  they  sell  those  in  this  coun- 
try as  well  as  Canada;  I  think  they  do,  though. 

AYe  sold  about  800  threshers  in  1912.  Can't  give  exact 
number  of  ti'action  engines,  but  we  sold  in  the  neighbor- 
hood of  500  or  600  gasoline  engines,  and  300  or  400  steam 
engines.  Do  not  think  International  makes  any  threshers, 
at  k^ast.  not  to  my  knowletige.  I  don't  know  whether  other 
companies  sell  more  threshers  than  the  I.  H.  Co.     Don't 

412  know  how  maiiv  the  International  sells  in  a  year. 

The  authorized  capitalization  of  my  company  is  $3,000,- 
000,  of  which  $2,250,000,  I  think,  is  issued.    For  1912  we 
paid  6  per  cent,  dividends  on  the  common  stock  and  7 
per  cent,  on  the  preferred. 
A^III 

193  FRANK  H.  KENXEDY: 

California  Mollne  Plow  Co. 

I  reside  at  Stockton,  Calif. ;  am  manager  of  the  Cali- 
fornia Moline  Plow  Co.,  which  .jobs  agricultural  imple- 
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ments  and  vehicles  throughout  the  State  of  California, 
Western  Nevada,  Arizona  and  the  Hawaiian  Islands. 
Have  represented  the  company  since  1897,  As  job- 
bers, we  handle  implements  manufactured  by  the  I.  H. 
Co.  We  handle  McCormick  mowers,  rakes,  gasoline  en- 
gines, Mogul  tractors,  hay  presses,  delivery  wagons,  auto 
delivery  wagons  and  wagons,  all  made  by  the  I.  H.  Co. 
Think  I  am  fairly  familiar  with  agricultural  implement 
business  conditions  in  that  territory.     The  International 

194  sells  its  goods  through  jobbers  entirely  in  that  district. 
The  John  Deere  Plow  Co.  handles  the  Deering  line  of 
harvesting  implements.  The  Champion  line  is  handled 
by  Baker  &  Hamilton,  as  jobbers,  also  the  Milwaukee. 
It  has  been  handled  in  the  southern  part  of  the  state  by 
H.  Heyman.  Think  it  has  been  recently  changed  to  Pa- 
cific Implement  Co.  The  practice  of  selling  harvesting 
implements  through  jobbers  has  prevailed  throughout 
that  territory  for  twenty  years  or  more.  Before  the  I. 
H.  Co.  was  formed  in  1902,  the  McCormiok  was  han- 
dled through  a  jobber; — ^by  my  company  since  its  organ- 
ization. The  Deering  and  Champion  lines  were  handled 
through  jobbers.  The  jobbers  who  handled  these  lines 
prior  to  the  organization  of  the  I.  H.  Co.  are  the  ones 
who  have  handled  them  since.  I  do  not  think  of  an  excep- 
tion. 

Prices  of  Binders. 

195  The  price  of  binders  has  been  reduced  a  little  to  the  job- 
ber. Mowers  in  ten  years  have  been  reduced,  my  recollec- 
tion is,  to  us,  about  $1.50.  Do  not  remember  what  vear, 
but  it  is  within  the  period.  The  binder  has  been  reduced 
somewhat  more  than  that;  should  say  between  $2.50  and 
$5.  It  varies  with  the  size.  I  think  the  tillage  tool  line 
has  advanced  within  ten  years  between  10  and  15  per  cent. 
Wagons  have  advanced  more  than  that  to  us.  The  ad- 
vance is  about  15  per  cent,  over  10  years  ago. 

Machines  Sold  in  Witness'  Territory. 

The  machine  used  mainly  in  my  territory  in  grain  cut- 
ting is  the  combined  harvester  and  thresher,  manufac- 
tured on  the  coast.     At  least  80  per  cent  of  the  grain  in 

196  my  territory  is  cut  by  this  combination  machine.  The  I.  H. 
Co.  makes  no  such  machine,  so  that  80  per  cent,  of  the 
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o-rain  that  is  cut  is  cut  bv  machines  that  are  not  Interna- 
tional. 

There  is  grain  cut  for  hay  there  by  harvesting 
machines.  The  McC'ormick,  Deering,  Piano,  some  John- 
ston and  the  Acme  binders  are  sold  in  the  territory  I 
have  mentioned;  also  the  Adriance-Platt.  The  mow- 
ing machine  line  has  increased  in  sales.  Owing 
to  the  grain  being  cut  by  the  combination  machine,  the 
binder  is  not  a  factor  in  our  country.  The  mower  is 
the  active  cutting  machine  of  the  harvesting  machine 
line.  Some  headers  are  sold — more  than-  binders.  I 
sell  all  makes  of  headers ;  can  think  of  no  manufacturer 
that  is  not  represented  there.     A  machine  manufactured 

197  locally  is  sold  to  an  extent.  The  Deering  header  is  sold 
there  and  the  McCormick  and  the  Acme.  Do  not 
know  whether  Johnston  manufactures  one  or  not. 
The  local  one  is  manufactured  at  Benicia.  In  mow- 
ers the  Deering,   ]\IeCorniick,    Piano,   Walter  A.   Wood, 

-  Acme,  Johnston  and  Standard  are  sold  in  my  territory  and 
the  Dain.  The  Milwaukee  has  been  sold  there  and  there 
are  some  Keystone.  It  has  an  agent  there.  The  Adri- 
ance-Platt has  the  oldest  agency  there.  It  has  been 
handled  there  continuously  for  50  years.  Do  not  know 
how  long  Johnston  mower  has  been  sold  there — pretty 
actively  for  the  last  five  or  six  years.  Know  it  has  been 
handled  for  some-  years.  Dain  mowers  have  been  sold 
more  or  less  since  I  can  remember.  The  Standard  was 
sold  before  I  had  any  knowledge  of  the  country  and  ac- 
tively when  I  went  there.  All  these  mowers  are  in  ac- 
tiAT  competition.  Competition  between  International  and 
Johnston  and  Acme  mowers  has  been  more  active  in  re- 
cent years  than  it  was  ten  years  ago;  do  not  think  it  is 

198  so  with  the  Adrianee-Platt.  Am  familiar  with  condi- 
tions throughout  my  territory.  I  do  business  by  selling 
to  local  implement  dealers.  Am  actively  in  charge  of 
the  business  and  am  acquainted  with  the  dealers. 

Use  of  IVell  Established  Line  to  Coerce  Dealers  Not  Allowed. 

Q.  Wliat  is  the  fact  as  to  whether  your  company  as 
jobbers  of  the  I.  H.  Co.  harvesting  machinery  have  at- 
tempted to  coerce  the  dealers  in  the  purchase  of  anv  of 
the  I.  H.  Co.  goods? 

A.  The  question  of  coercion  as  I  understand  the  v/ord, 
would  be  a  little  diffieult  for  me  to  answer.     If  you  mean 
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that  there  is  a  purpose  to  use  the  fact  that  some  line  of 
implements  that  you  are  selhng  are  well  estabhshed 
with  the  agent  and  he  does  not  sell  the  other  lines,  it 
certainly^  is  not  allowed  with  my  consent  as  manager 
whether  it  is  done  by  the  men  or  not.  From  my  knowl- 
edge of  the  people  there,  I  do  not  think  it  could  be  success- 
fully done  with  dealers  in  my  territory  if  it  was  tried. 
The  Thomas  mower  (or  Crown)  has  been  and  is  still 
sold,  I  think,  in  my  territory.  The  people  who  did  han- 
dle it  went  out  of  the  implement  branch  of  the  business. 
Believe  they  retained  that  and  are  doing  a  little  with 
it  supplying  extra  parts.  The  Osborne  mower  is  very 
actively  sold  there. 

199  Cross-Examination. 
Business  of  the  California  Moline  Plow  Co. 

My  company  jobs  the  MeCormick  line  of  binders,  mow- 
ers and  rakes  in  the  territory  in  which  the  I.  H.  Co.  has  no 
general  agent.  There  are  in  the  same  territory  other 
jobbers  like  ourselves  representing  the  I.  H.  Co.  on  other 
lines.  We  are  the  sole  representative  of  the  I.  H.  Co. 
selling  MeCormick  harvesting  lines  in  the  territory 
named;  that  is,  as  jobbers.  The  I.  H.  Co.  in  that  terri- 
tory does  not  sell  directly  to  local  agents.  We  sell  to  the 
local  agents  so  that  we  ourselves  so  far  as  MeCormick 
harvesting  lines  are  concerned  are  not  in  competition  with 
the  I.  H.  Co.,  but  are  merely  their  representative. 

Harvesting  grain  by  the  combined  harvester  and 
thresher  is  a  very  much  older  development  than  ten  or 

200  twelve  years, — perhaps  50 — 40  anyway.  Eighty  per  cent, 
of  the  grain  is  harvested  by  this  method,  very  different 
from  that  which  prevails  in  the  Middle  Western  states. 

The  California  Moline  Plow  Co.  is  a  branch 
house  of  the  Moline  Plow  Co.  of  Moline,  111., 
and  the  stock  is  held  by  the  same  stockholders. 
It  is  a  branch  or  distributing  house  for  them;  sim- 
ply a  subsidiary  corporation.  In  the  same  way,  the 
John  Deere  Plow  Co.  which  represents  the  Deering  har- 
vesting line  of  the  International  in  our  territory  is  a  sub- 
sidiary corporation  of  the  John  Deere  Co.  We  do  not 
as  jobbers  handle  any  binders  in  our  territory  that  are 
manufactured  by  the  International  except  the  MeCor- 
mick, and  we  handle  nothing  but  MeCormick  mowers.     I 


738  lestimuny  of  Competitors. 

VIII 

have  no  information  as  to  the  extent  of  the  sales  of  John- 
ston or  Standard  mowers,  nor  the  volume  of  their  busi- 
ness. The  A'olume  of  sales  of  these  two  types  is  some  less 
than  the  volume  of  sales  of  the  Peering  or  McCormick 
mowers. 

Perccntacic  of  Inteinafional  Machines  Sold  in  California. 

201  If  the  testimony  shows  that  the  I.  H.  Co.  sold  2-41,285 
mowers  in  the  U.  S.  in  1911,  and  that  there  were  9,592 
Standard,  7,026  Johnston  and  6,092  Acme  mowers  sold 
in  the  U.  S.  in  1911; — I  should  say  the  relative  stand- 
ing of  the  three  or  four  other  machines,  that 
you  mentioned,  outside  of  the  International  lines, 
is  somewhat  elianged  and  reversed  in  California. 
For  instance,  I  think  the  Johnston  has  a  better 
showing  in  proportion  than  your  figures  there 
would  indicate  their  relative  showing  throughout  the 
Ignited  States. 

The  Johnston  is  stronger  in  California  than  those  fig- 
ures would  show  it  to  be  on  the  average  throughout  the 
United     States.     I    do     not     say    that     it    is     greater 

202  than  the  International.  It  is  pretty  hard  to  say  off- 
hand whether  or  not  the  Acme  is  stronger  than  it  ap- 
pears in  tlie  rest  of  the  country.  Its  sales  are  much 
smaller  as  compared  with  the  I.  H.  Co.  lines.  I  think 
the  Standard  mower  has  held  its  own  pretty  well  in  that 
state.  There  are  a  good  many  of  them  used  now.  It 
has  always  been  represented  more  fully  than  other  ma- 
chines. There  are  not  as  many  Adriance  mowers  sold 
as  there  were.  When  I  first  went  there  there  were  more 
Adriance  sold  than  any  other  three  combined.  They 
have  lost;  the  others  have  gained.  Before  1902  those 
who  now  are  jobbing  the  McCormick,  Champion,  Milwau- 
kee, Deering  and  Keystone  lines  were  buying  those  mow- 
ers from  different  manufacturers.  Although  the  repre- 
sentation of  those  moAvers  in  my  territory  has  remained 
the  same  so  far  as  jobbers  are  concerned,  all  the  job- 
bers named  on  my  direct  examination  are  buying  the 
respective  mowers  from  one  manufacturer — namelv  the 
I.  H.  Co. 
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398  H.  M.  KINNEY : 

Business  of  Winona  Wagon  Co. 

Have  been  general  manager  nearly  33  years,  secretary 
about  25  years  of  the  Winona  Wagon  Co.  at  Winona, 

399  Minn.  The  company  has  manufactured  wagons  since  1879. 
We  succeeded  a  concern  manufacturing  practically  the 
same  wagon  since  1860.  We  make  farm  and  mountain 
wagons.  Our  territory  is  chiefly  west  of  the  Mississippi 
river,  although  we  have  some  trade  east.  They  are  sold 
largely  through  dealers,  though  we  sell  to  some  jobbers. 

International' s  Competition  Fair  and  Honorable. 

In  the  conduct  of  our  business  we  come  in  competi- 
tion with  I.  H.  Co.  wagons  in  the  territory  I  have  men- 
tioned. Am  familiar  to  some  extent  with  the  character  of 
that  competition  and  the  way  the  I.  H.  Co.  conducts  its 
business.  We  consider  that  competition  by  the  I.  H.  Co. 
fair  and  honorable. 

I  have  been  secretary  of  the  National  Wagon  Manu- 
facturers' Association  for  16  years.  Was  president  one 
year  and  have  been  identified  with  it  more  or  less  dur- 
ing its  entire  existence. 

Our  business,  has  grown  somewhat  in  the  last  5  or  6 
years.  We  sell  our  wagons  to  local  dealers,  who  handle 
I.  H.  Co.  binders  and  mowers,  and  the  fact  that  they 
handle  those  International  goods  is  no  obstacle  to  our 
business. 

400  Cross-Exammation. 

The  capitalization  of  the  Winona  Wagon  Co.  is  $275,- 
000.  We  sold  in  the  neighborhood  of  5,000  wagons  in 
1912;  a  few  hundred  less  than  that  in  1911.  Five  years 
ago  our  output  was  between  4,000  and  4,500, 1  should  say. 
Can't  give  exact  number. 

If  the  evidence  shows  that  the  output  of  I.  H.  Co.  in 
wagons  for  1906  was  25,466,  and  in  the  year  1911,  51,977 
Avagons,  the  growth  of  our  business  was  not  in  the  same 
proportion ;  it  did  not  double.  I  would  say  the  I..  H.  Co. 
manufactures  and  sells  more  wagons  than  any  other  com- 
pany in  the  TJ.  S.  We  have  never  sold  any  wagons  to 
the  I.  H.  Co.  to  be  distributed  by  its  selling  organization. 
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Re-direct  Exam ination. 

Including  only  manufacturers  that  make  1,000  wagons 
401  my  estimate  would  be  that  the  I.  H.  Co.  does  in  the  neigh- 
borhood of  15  per  cent,  of  the  total  farm  wagon  business 
in  the  U.  S.  I  am  fairly  familiar  with  the  total  business 
of  the  U.  S.  on  account  of  my  long  and  large  experience 
with  the  trade.     I  think  the  estimate  is  fairly  close. 

Re-cross  Examination. 

Our  business  is  about  \l  per  cent,  of  the  total  farm 
wagon  business  in  the  I".  S. 

314  GEORGE  LINDSAY: 

Lindsay  Bi'os.  of  MHu-auhee  Handle  Jolinsion  Harvesters. 

I  live  at  Milwaukee,  Wis.  Am  member  of  firm  of  Lind- 
say Bros.,  jobbers  of  agricultural  implements,  twine,  ve- 
hicles and  general  lines.  We  sell  harvesting'  machinery 
made  by  the  Johnston  Harvester  Co. 

The  firm  of  Lindsay  Bros,  at  ^Milwaukee  and  Minne- 
apolis, are  separate  partnershi]:)  concerns.  I  am  at  Mil- 
waukee. Our  operations  from  there  cover  Wisconsin, 
Northern  Peninsula  of  Michigan,  a  strip  of  northern  Illi- 
nois, and  a  portion  of  Iowa.  In  the  jobbing  of  the  John- 
ston harvester  line  wo  sell  to  dealers  entirely  throughout 
that  territory. 

315  1  now  ]3roduce  a  list  of  the  dealers  to  whom  we  sold 
Johnston  harvesting  implements  in  1912;  it  gives  the 
names  of  the  towns  in  alphabetical  order,  and  opposite 
the  name  of  each  town,  the  name  of  the  dealer  to  whom 
wo  sold  the  goods.  This  list  covers,  all  places  where  we 
have  contracts  with  dealers.  It  covers  more  than  con- 
tracts. There  are  sales  represented  here  to  parties  with 
whom  wo  had  not  drawn  formal  contract.  The  list  shows 
all  the  dealers,  who,  in  the  territory  I  mention,  in*  1912 
bought  either  a  Johnston  corn  binder,  a  grain  binder  or 
mower,  or  more  than  ono  of  those  implements. 

The  list  was  read  in  evidence,  and  objected  to  as  imma- 
terial. 

It  shows  a  total  of  236  dealers,  distributed  as  follows: 
Illinois,  twenty-eight;  Iowa,  nineteen;  Michigan,  twenty- 
four;  Wisconsin,  165.  (List  appears  in  full  in  Vol.  XIV 
pp.  239-243,  inch) 


Testimony  of  Competitors.  741 

XII  "  ^ 

316  Cross-Exo.mination. 

We  job  a  considerable  number  of  lines  and  makes  of 
agricultural  implements.  I  have  been  testifying  about 
harvesting  machinery  and  the  list  relates  exclusively  to 
that. 

As  to  the  busineSiS  in  Johnston  binders,  mowers  and 
corn  binders  we  did  in  the  states  named,  namely,  Wiscon- 
sin, Michigan,  northern  Illinois  and  nortliern  Iowa,  would 
say  I  am  unable  to  give  you  the  exact  fi,gures,  but  in  the 
neighborhood  of  $85,000  or  $86,000. 

547  WILLIAM  E.  LUMRY: 

/.  H.  Co.  Dealers  Handle  Competing  Engines. 

I  am  manager  of  the  Associated  Manufacturers  Com- 
pany at  Waterloo,  Iowa,  engaged  principally  in  the  man- 
ufacture of  gasoline  engines.  As  manager  I  have  charge 
of  the  sales.  Our  gasoline  engines  are  suitable  for  farm 
use  and  are  called  farm  engines.  Our  territory  covers 
almost  all  of  the  United  States  where  any  considerable 
farming  is  done.  We  sell  these  engines  to  local  imple- 
ment dealers  in  the  country. 

I  have  been  in  charge  of  the  business  of  the  Associated 
Manufacturers  Company  one  year,  and  have  sold  these 
engines  in  competition  with  the  I.  11.  Co.  throughout  the 
United  States.    We  do  not  find  the  I.  H.  Co.  any  harder 

548  competition  than  other  people  building  farm  implements. 
We  recognize  its  conduct  and  course  of  business  as  busi- 
nesslike and  fair.  We  sell  to  dealers  who  handle  I.  H. 
Co.  harvesting  machinery.  We  have  never  found  the  fact 
that  the  dealers  were  handling  I.  H.  Co.  harvesting  ma- 
chinery an  obstacle  to  selling  them  our  gasoline  engines. 

We  have  an  increase  for  1912 — we  measure  by  the  cal- 
endar year — over  1911  of  about  15  per  cent.  The  busi- 
ness this  year  is  holding  up  with  last  year.  We  have 
found  the  field  in  the  United  States  open  for  a  successful 
business  in  gasoline  engines  in  competition  with  the  I. 
H.  Co. 

Cross-Examination. 

Our  stationary  engines  run  from  1^  to  12  H.  P.  Can- 
not give  the  exact  number  we  sold  in  1912.  We  do  not 
carry  our  foreign  sales  separate  from  our  domestic;  it 
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would  be  close  to  20,000  domestic.  We  do  no  mail  order 
549  business.  Our  company  lias  been  in  business  about  four 
years,  capitalized  at  $25,000,  paid  at  incorporation.  Can't 
give  figures  for  1911.  They  were  approximately  15  per 
cent,  less  than  we  sold  in  1912,  which  in  domestic  would 
be  close  to  20,000  in  1912.  AVe  sell  about  one-fourth  of 
our  output  through  jobbers.  We  have  no  business  re- 
lations directly,  or  indirectly,  with  the  I.  H.  Co. 

Re-direct  Examination. 

The  business  of  the  Associated  Manufacturers   Com- 
panv  in  engines  has  been  built  up  in  the  four  vears. 
VII 

1  WILLIAM  E.  MANNING : 

Kansas-Moline  Ploiv  Co. 

Live  at  Kansas  City,  ^Missouri ;  am  manager  of  the  Kan- 
sas Moline  Plow  Co.  We  have  entire  state  of  Kansas, 
western  half  of  Missouri,  and  small  territory  in  Northeast 
Oklahoma.      Have  been  manager  in  this  territory   for 

2  seven  years.  AVe  have  been  in  active  competition  with 
the  International  on  farm  wagons,  manure  spreaders,  hay 
tools,  harrows,  corn  planters,  grain  drills  and  cultivators. 

Competition    With  I.  11.   Co.  Normal;  Lilce   Other  Competi- 
tion. 

Competition  we  have  had  with  I.  H.  Co.  has  been  normal, 
the  same  as  Ave  have  with  all  competition.  Our  'business  in 
the  sale  of  these  implements  has  grown.  Our  company 
has  recently  enlarged  its  business,    having    taken    over 

3  within  the  last  six  months  the  Adriance-Platt  line  of  har- 
vesting machinery,  comprising  binders,  mowers,  rakes 
and  com  binders.  Am  acquainted  with  the  conditions 
under  which  the  agricultural  implement  business  has  been 
carried  on  in  the  territory  named.  We  are  going  into  the 
field  with  the  feeling  and  belief  that  there  is  business  for 
us.  In  my  judgment,  the  field  is  open  for  our  company 
to  enter  upon  the  sale  of  those  agricultural  implements. 

Attempt  to  Coeicc  Dealer  Would  Fail. 

Am  acquainted  with  a  large  number  of  dealers  in  agri- 
cultural implements  in  my  territory  and  am  familiar  with 
their  methods  of  business.     In  the  majority  of  cases  they 
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are  merchants,  the  same  as  the  shoe  men  or  the  grocery 
men. 

4  Q.  What,  in  your  judgment,  is  the  fact  as  to  whether 
the  International  could  coerce  the  implement  dealers  in 
the  territory  named,  by  refusing  to  let  them  handle  their 
harvesting  machinery  unless  they  refused  to  buy  of  the 
competitors  1 

A.  I  do  not  see  how  they  could.  I  think  the  effect 
of  it  would  be  that  the  dealers  would  cease  to  do  business 
with  them. 

Cross-Examination. 

Lines  Sold  in  Competition  With  I.  B.  Co. 

"We  have  not  sold  any  binders,  mowers,  sulky  rakes,  or 

5  twine,  until  the  last  two  or  three  months.  Our  principal 
lines  are  what  we  call  plow  goods  and  vehicles.  The  In- 
ternational does  not  make  any  plows,  to  my  knowledge.  I 
do  not  know  how  many  grain  drills  the  I.  H.  Co.  sells  in 
the  United  States.  It  is  one  of  our  large  items.  Have 
known  of  their  selling  some  grain  drills  in  our  territory. 

6  Corn  planters  is  one  of  our  important  lines.  That  is  a 
very  insignificant  line  so  far  as  the  International  is  con- 
cerned. The  only  things  that  we  are  in  competition 
with  them  on  are  farm  wagons,  manure  spreaders,  har- 
rows and  disc  harrows.     We  do  not  have  any  competition 

7  with  the  International  on  sulky  rakes.  In  this  terri- 
tory the  hay  tool  trade  is  quite  an  item.  The  only  prin- 
cipal lines  that  we  are  in  competition  with,  are  hay  tools, 

8  harrows  and  disc  harrows.  I  do  not  know  of  any  com- 
pany that  has  entered  upon  the  sale  of  binders  in  the 
United  States,  since  the  International  was  formed,  up 
to  when  the.  John  Deere  Plow  Company  commenced  build- 
ing machines.  They  have  only  just  commenced.  Grain 
binders,  corn  binders,  mowers  and  sulky  rakes  are  the 
principal  lines  of  harvesting  implements.  "Whether  or  not 
the  field  is  open,  as  a  matter  of  fact  nobody,  that  I  can 
name,  has  begun  the  sale  of  any  of  those  lines  since  the 
International  was  formed. 

I  have  never  been  in  the  employ  of  the  International. 
I  was  employed  by  the  Osborne  Company  up  to  the  time 
I  Avent  to  work  for  the  Moline  Plow  Company.  I  testi- 
fied for  the  International  in  the  Missouri  suit. 

In  the  towns  in   which  we   do  business  we   sell   our 
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9  goods  ou  a  direct  sales  basis.  In  some  towns  we  have 
two  accounts.  Our  general  practice  is  to  sell  to  only 
one  dealer.  I  would  think  that  a  majority  of  the  dealers 
in  my  territory  handle  International  goods. 

Re-direct  Examination. 

Ever  since  the  International  was  formed,  the  Johnston 
and  the  Acme  companies  have  been  selling  harvester 
machinery  in  competition  with  the  International.  It  is 
my  understanding  that  the  John  Deere  Plow  Company 
puts  its  binder  on  the  market  in  1912.  I  know  of  no  new 

10  company  which  entered  into  the  business  of  manufactur- 
ing plows  in  the  last  10  vears. 

XIII 

95  (}.  ^1.  MATSON: 

Gasoline  Eiifiuie  Field  Open. 

I  reside  at  Now  Holstein,  AVis.  ^\m  vice-presi- 
dent and  sales  manager  for  the  John  Lauson 
]\[anufacturing  Company;  have  been  vice-president 
seven  years;  sales  manager  something  over  a 
year.  Have  been  familiar  with  its  business  be- 
tween nine  and  ten  years.  That  company  has  been 
manufacturing  gas  engines,  and  in  the  early  years,  boilers, 
steam  engines,  and  so  forth.  We  dropped  boilers  around 
1906  and  1907.  Since  then  we  have  been  engaged  exclu- 
sively in  the  manufacture  of  gas  engines.  They  are 
sold  throughout  the  world,  85  per  cent,  in  the  U.  S.    Fully 

96  90  per  cent,  of  our  engines  sold  in  the  U.  S.  are  for  farm 
use.  We  l3uild  engines  from  1\  to  100  H.  P.  We  began 
manufacturing  100  H.  P.  engines  this  year;  before  that, 
from  n  to  50  H.  P. 

Have  been  in  competition  with  the  I.  PI.  Co.  in  gas  en- 
gines since  1905,  I  believe.  Our  business  has  increased 
since  1905  from  25  to  100  per  cent,  a  year.  I  should 
imagine  our  gas  engine  business  in  1912  was  six  or  eight 
times  the  volume  in  dollars  and  cents  wlmt  it  was  in  1905. 
It  has  increased  more  rapidly  since  1905  than  before 
1905.  I  sell  more  in  the  Central  West  and  East  than 
in  the  West  and  South.  I  sell  in  every  state,  more 
or  less,  and  market  through  the  implement  dealer  and 
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jobber.     The  jobbers  to  whom  we  sell,  sell  to  the  imple- 
ment dealers. 

To  a  considerable  extent  we  sell  to  dealers  who  han- 
dle the  harvesting  line  of  the  I.  H.  Co.  We  have  never 
97  found  that  fact  an  impediment  in  marketing  our  goods 
through  them.  The  competition  of  the  I.  li.  Co.  has  been 
fair  and  businesslike,  in  my  belief.  In  my  judgment,  the 
field  is  open  and  has  been  open  in  competition  with  the 
I.  H.  Co.  in  gasoline  engines. 

Cross-Exammation. 

Our  output  in  engines  for  1912  was  around  15,000  H. 
P. ;  around  3,000  engines,  perhaps.  It  may  be  little  un- 
der; I  do  not  believe  it  is  over  3,000.  Do  not  know 
how  many  engines  we  sold  in  1911.  We  had  an  increase 
of  something  over  50  per  cent,  in  1912.  1912  was  a  good 
year  for  all  agricultural  implements,  I  believe.  The  6  or 
8  H.  P.  is  possibly  the  most  popular  engine  we  sell.  We 
sell  a  great  many  smaller  and  a  number  of  larger  sizes; 
a  good  manv  large  portable  engines  between  8  and  28 
H.  P. 

Re-direct  Examination. 

Our  business  has  increased  each  year.     I  believe  it  has 
increased  more  in  percentage  some  other  years  than  it 
did  in  1912.     The  year  that  it  has  increased  the  most  was 
after  1905. 
V 

618  CHAS.  w.  McDonald  : 

Business  of  Sanchvich  Mfg.  Co.  in  Northwest. 

I  live  at  Council  Bluffs;  my  business  is  in  Omaha,  am 

619  a  distributor  of  automobiles.  I  have  been  in  that  busi- 
ness two  years.  Prior  to  that  time  I  handled  farm  ma- 
chinery at  Council  Bluffs,  from  1894  until  1910.  I  was 
northwestern  manager  for  the  Sandwich  Mnfg.  Co.  The 
territory  embraced  about  one-third  of  Iowa  on  the  west 
a  corner  of  Southwest  Minnesota,  the  States  of  Dakota 
and  Nebraska.  I  had  charge  of  the  selling  end  of  the 
business  throughout  that  territory  for  those  years.  From 
1902  to  Dec.  1st,  1910,  f  was  selling  corn  shellers,  hay 
loaders,  side  delivery  rakes,  hay  presses,  feed  grinders, 
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gasoline  engines,  and  farm  elevators  throughout  the  ter- 
ritory named  in  competition  with  the  I.  H.  Co. 

Competition  of  I.  H.  Co.  Normal  and  Healthy. 

620  That  competition  with  the  I.  H.  Co.,  was  normal  and 
healthy  and  businesslike.  Our  business  grew  steadily  in 
those  years.  Our  business  naturally  and  necessarily 
brought  us  in  contact  with  the  dealers  throughout  the  ter- 
ritory and  believe  I  was  familiar  with  trade  conditions 
in  agricultural  implements  throughout  territory  I  have 
named  durins  those  years.  I  felt  that  the  competition  in 
the  agricultural  implement  business  was  open  and  free. 

Cross-Examination . 

621  ]\ty  company  was  an  early  builder  of  binders,  mowers, 
sulky  rakes  and  dump  rakes.  I  believe  about  1900  they 
gave  up  the  mower.  From  ]902  the  Sandwich  Company 
did  not  make  or  sell  binders,  mowers,  sulky  rakes  or 
twine. 

In  a  competitive  way  according  to  seasons,  we  held 
the  opinion  and  still  hold  it  that  binders,  mowers,  sulky 
rakes,  and  twine  were  not  the  principal  lines  of  the  I.  li. 
Co.    There  are  12  months  in  the  year. 

The  lines  we  manufacture  and  in  which  they  com- 
pete are  lines  which  they  begun  to  manufacture  since 
1902.     They  entered  our  field. 

Our  company  is  capitalized  for  $750,000,  I  believe.  I 
am  no  longer  connected  with  it.     I  believed  we  manu- 

622  faetured  400  power  corn  shellers  in  1910  and  sold  those  in 
the  territory  I  have  named. 

I  should  say  we  manufactured  something  over  300  hay 
loaders  in  1910  and  about  the  same  number  of  side  de- 
livery rakes;  about  100  hay  presses  and  about  600  feed 
grinders  and  200  gas  engines.  All  the  lines  save  the 
farm  elevator  and  the  gasoline  engine  were  manufactured 
by  us. 

623  There  are  thousands  more  mowers  sold  every  year 
than  hay  loaders  or  hay  presses.  The  Sandwich  Company 
is  still  doing  business.  I  think  the  Inter-national  made 
power  corn  shellers ;  they  offered  them  for  sale. 

Re-direct  Examination. 

624  I  took  on  the  sale  of  gasoline  engines  for  the  Sand- 
wich people  and  at  that  time  the  I.  H.  Co.  was  in  the 
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business  of  making  and  selling  gasoline  engines.  After 
the  I.  H.  Co.  went  into  that  business  in  this  territory 
we  took  them  up  and  went  ahead  and  sold  them  success- 
fully, and  we  got  the  trade  that  belonged  to  us.  Because 
the  use  of  the  old  fashioned  horse  power  had  been  aban- 
doned we  had  to  find  some  power  for  operating  our 
shelling  machines;  that  power  is  the  gasoline  engine. 
XIII 

81  SAMUEL  H.  MILLEE : 

Sieberling  d  Miller  Co. 

I  manufacture  the  Empire  mower,  reaper  and  binder 
at  Doyleston,  Ohio.  The  firm  name  is  Seiberling  &  Miller 
Co.  It  has  been  incorporated  since  1901.  I  have  been 
making  binders,  reapers  and  mowers  since  1863. 

At  present  our  trade  is  mostly  in  Ohio  and  Wisconsin 
and  we  do  some  export  business.     We  are  not  a  large 

82  company.  We  had  a  fire  in  1901  and  rebuilt  again  and 
have  gone  along  since  1902,  manufacturing  in  a  small  way, 
binders,  reapers  and  mowers,  selling  them  throughout 
Ohio,  Wisconsin  and  some  other  states. 

We  Are  Small  Competitors,  But  Com.petition  Has  Been  Fair. 

To  the  extent  that  we  do  business,  we  do  it  in  competi- 
tion with  the  I.  H.  Co.  We  realize  we  are  small  competi- 
tors but  we  sell  where  we  know  that  they  are  in  business 
and  do  business. 

The  competition  of  the  I.  H.  Co.  has  been  very  fair 
and  businesslike.  As  to  the  field  in  harvesting  machines 
being  open  in  the  last  ten  years,  we  have  not  found  any^ 
thing  else  but  what  is  fair  and  open  and  as  fair  competi- 
tion as  Ave  have  ever  experienced.  The  field  is  open  for 
us  in  our  business,  so  far  as  we  know. 

Last  year  we  sold  from  seventy-five  to  one  hundred  bind- 
ers, two  or  three  hundred  mowers  and  about  fifty  reapers. 

Cross-Examvnation. 

In  1912  we  sold  somewhere  near  one  hundred  binders. 
It  is  probably  true  that  our  output  is  about  one-hundredth 
of  one  per  cent,  of  the  output  of  the  I.  H.  Co.  in  binders, 
but  our  individual  binder  is  just  as  big.  We  claim  we 
make  as  good  a  binder  as  they  do.     We  have  not  in  any 
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83  year,  sold  more  than  one  hundred  binders.  I  sup- 
pose the  sale  of  binders  of  the  I.  H.  Co.  is 
over  100,000.  Do  not  know  what  their  sales  were 
in  1907  and  1908.  We  made  more  binders  then  than 
we  do  now.  We  did  not  manufacture  binders  until  1888. 
Cannot  tell  what  year  since  then  we  had  our  largest  out- 
put. We  made  more  machines  between  1890  and  1900  than 
we  have  since.  AVe  had  a  fire  in  1901.  We  rebuilt  but 
ha^'e  not  done  as  much  business  as  before.  We  built  a 
better  factory.  Of  course  it  is  new.  The  other  was  some- 
what old. 

We  had  a  larger  sale  in  binders  before  the  I.  H.  Co.  was 
organized  because  we  pushed  them  more  than  we  do  now. 
The  largest  output  we  ever  had  in  binders  was  before 
1900. 

Sales  of  E))ipi)-p  Machines. 

This  sale  of  seventy-five  to  one  hundred  binders  in- 
cluded what  we  export.  We  have  only  one  agent  in  New 
York  on  our  export  trade.  They  just  give  us  scattering 
orders.  We  have  no  regular  organization.  Three-fourths 
of  our  output  of  1912  was  sold  in  this  country,  or  about 
seventy-five  binders. 

84  In  1912  our  output  in  mowers  was  from  one  hundred 
fifty  to  two  hundred.  Between  1880  and  1890  we  made 
more  mowers  than  we  have  since.  Most  of  the  reapers 
we  make  go  abroad.  There  are  very  few  sold  here.  They 
are  not  used  hero  much.  Those  that  we  made  went  to 
Turkey.  Tlie  trade  in  this  country  is  mostly  mowers  and 
binders.    We  sold  ten  or  fifteen  in  this  country. 

Re-direct  Examination. 

The  fire  in  1901  crippled  us  financially  and  besides  we 
had  grown  old  in  the  business.  Some  of  our  members 
are  dead,  others  have  moved  away.  Our  president,  J. 
Seiberling  and  myself  control  the  firm.  He  lives  at  Jones- 
boro,  Indiana,  and  is  running  a  rubber  factory.  It  de- 
pends on  me  at  the  Doylestown  factory.  That  is  the  rea- 
son it  is  not  pushed  as  hard. 
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421  GIVEN  MOOEE: 

Wood  Harvester  Co.  Find  T.  H.  Co.  Competition  Fair. 

Was  sales  manager  for  the  Walter  A.  Wood  Harvester 
Co.  at  Hoosick  Falls,  New  York,  from  1902  until  Septem- 
ber 1,  1905.  Its  business  was  the  manufacture  and  sale 
of  binders,  mowers,  rakes  and  subsidiary  lines.  During 
those  years  the  Walter  A.  Wood  Company  operated  all 
over  the  United  States.  The  bulk  of  our  business  was  east 
of  the  Mississippi  river. 

The  company  marketed  its  lines  through  implement 
dealers ;  in  some  instances  through  jobbers.  The  jobbing 
part  was  a  small  proportion  of  the  aggregate.  I  had 
charge  of  the  business  of  the  Walter  A.  Wood  Co.,  so  far 
as  sales  were  concerned  throughout  the  United  States  in 
1903,  1904  and  1905,  and  was  selling  their  implements  in 

422  direct  competition  with  the  I.  H.  Co.  We  found  that  com- 
petition very  fair.  Our  business  grew  all  the  time  during 
those  years. 

Moore  Co.  in  Competition  With  I.  JT.  Co.  Find  Field  Open. 

After  I  left  the  Walter  A.  Wood  Company  in  Septem- 
ber, 1905,  engaged  in  the  manufacture  of  manure  spread- 
ers and  feed  grinders  at  Columbus,  Indiana,  and  we  sold 
them  all  over  the  United  States,  and  in  competition  with 
the  I.  H.  Co.  We  have  sold,  every  year,  more  goods  than 
we  could  build.  Our  capital  is  limited.  I  am  engaged  in 
that  business  myself  now;  started  a  year  ago,  organized 
the  Given  Moore  Company;  am  engaged  in  the  manufac- 
ture of  feed  grinders,  manure  spreaders,  and  platform 
power  washing  machines.  Are  just  beginning  to  take 
on  the  spreaders.  Last  year  were  making  the  other 
two  lines.  We  recognize  the  field  as  open  in  competition 
with  the  I.  H.  Co.  to  sell  manure  spreaders  and  feed 
grinders. 

423  Cross-Examination. 

When  I  was  with  the  Wood  Company  most  of  its  busi- 
ness was  east  of  the  Mississippi.  We  sold  quite  a  num- 
ber of  binders  in  the  New  England  states.  Cannot  give 
the  exact  number  sold  in  1903,  nor  the  approximate 
amount  of  our  sales  in  binders  that  year.  Should  not 
think  it  was  less  than  a  thousand  for  the  entire  United 
States ;  think  it  was  considerably  more  than  that. 
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Seymour  VanSantvoorcl,  of  Troy,  New  York,  was  the 
president  of  the  Walter  A.  Wood  Company  when  I  was 
tliere.  Danforth  Geer  was  Vice-President  and  Secre- 
tary. If  Geer  testified  (Vol.  Ill,  page  305)  that  the 
Walter  A.  Wood  I'ompany  sold  763  binders  in  the  entire 
United  States  in  1904,  very  few  of  them  were  sold  west  of 
the  Mississippi.  I  think  we  sold  more  than  one  dozen, 
could  not  say  positively.  At  that  time  the  Kingman 
chain  of  houses  were  johbing  our  liuQ,  and  they  were 
pretty  big  people. 

424  The  factory  I  am  now  building  is  at  Spring  Valley,  Illi- 
nois, and  am  running  factory  at  Columbus,  Indiana,  the 
Caldwell  Manufacturing  Co.,  making  feed  grinders  and 
platform  power  washing  machines.  Have  been  making 
manure  spreaders.  Am  interested  in  another  plant  and 
am  not  connected  with  the  company  now.  Have  not  given 
up  making  spreaders.  Was  vice-president  and  general 
manager  when  I  was  with  that  company.  Left  them  last 
September,  a  year  ago.  In  1912  they  sold  over  a  thou- 
sand spreaders.  Did  not  deliver  near  that  many  because 
of  the  financial  condition  of  the  company.  They  are  still 
doing  business  in  a  small  way.  Cannot  tell  how  many 
spreaders  they  are  making  this  year,  am  only  connected 
with  them  now  as  a  stockholder.  They  have  not  gone  out 
of  business,  are  running  in  a  limited  way  on  account  of 
their  financial  condition.     I  sold  about  a  thousand  feed 

425  grinders  from  Columbus,  Indiana,  last  year.  I  am  going 
to  make  feed  grinders,  power  washing  machines  and 
manure  spreaders.  Have  sold  no  spreaders  yet,  but  am 
selling  feed  grinders  and  washing  machines  all  the  time. 

456  F.  LEE  NORTON: 

Case  Co.  Has  Found  I.  H.  Co.  Competition  Btisinesslike   and 
Fair. 

Live  at  Racine,  Wisconsin.  Am  treasurer  of  the  J.  I. 
Case  Threshing  Machine  Co.  It  manufactures  and  sells 
threshing  machinery,  farm  engines,  internal  combustion 
engines,  road  machinery,  and  small  agricultural  imple- 
ments to  some  extent.  Small  agricultural  machinery  is 
a  minor  part  of  our  business.  We  make  shredders. 
Our  threshing  machine  and  tractor  engine  business  are 
the  main  factors,  and  within  the  past  year  we  have  taken 
on  automobile  manufacturing.    In  the  sale  of  our  various 
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lines  we  meet  the  competition  of  the  I.  H.  Co.    We  have 

457  found  that  competition  to  be  businesslike  and  fair.  The 
business  of  the  J.  I.  Case  Threshing  Machine  Co.  last  year 
was  a  little  over  $14,000,000.  Outside  of  road  machinery 
and  automobiles,  the  business  was  in  agricultural  imple- 
ments. About  $3,500,000  was  in  automobiles  and  road 
machinery,  and  over  $10,000,000  in  the  implement  busi- 
ness. We  went  into  the  shredder  business  about  8  years 
ago ;  have  been  in  it  ever  since.  The  business  of  the  J. 
I.  Case  Company  has  been  prosperous. 

We  sell  through  local  implement  dealers  and  to  dealers 
Avho  handle  I.  PI.  Co.  harvesting  machinery.  As  to 
whether  we  have  found  the  fact  that  the  dealers  han- 
dled the  I.  H.  Co.  harvesting  machinery  was  an  obstacle 
to  selling  them  our  implements,  I  should  say  no  more  so 
than  any  other  particular  competitors  in  proportion;  like 
the  Kumely  Products  Co.,  who  are  perhaps  our  strongest 

458  competitors.  We  meet  the  competition  of  all  these  firms, 
and  I  think  it  is  free  and  open  competition. 

Cross-Examination. 

Threshing  machines  and  farm  engines — traction  engines 
—make  up  the  bulk  of  the  $10,000,000  I  referred  to.  I 
have  not  the  figures,  but  would  say  over  $3,000,000  was  in 
threshing  machinery  in  1912.  The  next  largest  item  was 
traction  engines. '  Automobiles  and  road  machinery  would 
be  $3,500,000,  and  the  balance  would  be  engines  almost  en- 
tirely, except  some  attachments  and  repair  items.  By  the 
balance  I  mean  the  other  7  to  7^  millions.  You  see  thresh- 
ing machinery  and  automobiles  make  up  perhapsi  $7,000,- 
000.  There  would  be  repair  sales  of  possibly  a  million 
and  a  half.  That  would  be  a  total  of  7^  to  8  millions,  and 
the  balance  would  be  engines,  which  are  largely  traction 
engines.  About  $6,000,000  probably  would  be  in  traction 
engines. 

We  do  not  have  large  sales  of  small  farm  engines. 
We  are  only  entering  that  industry,  which  is  true  of  the 

459  gasoline  or  internal  combustion  engines.  Our  competition 
hitherto  with  the  I.  H.  Co.  has  been  only  on  the  threshing 
machinery  which  the  I.  H.  Co.  has  sold,  made  by  the  Belle 
City  Company,  and  also  on  such  traction  engines  as  the 
International  may  sell ;  and  in  a  small  way  corn  buskers, 
shredders,  and  some  of  the  attachments  that  make  up  the 
thresher  rig.     I  recognize  other  manufacturers  as  our 
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leading  competitors  in  the  particular  lines  which  are  our 
specialties,  rather  than  the  International, — the  Eumely 
Co.,  the  Xichols  &  Shepard  Co.,  the  Minneapolisi  Thresh- 
ing Machine  I'o.,  the  Avery  Co.,  the  Huber  Manufacturing 
Co.,  Russell  &:  Co.,  Aultman-Taylor  Machinery  Co.,  the 
Buffalo  Pitts,  and  a  number  of  other  smaller  ones  in  those 
lines. 
IX 

277  HENEY  L.  PIERCE  : 

Minneapolis  Manager  Emerson-Brantingham. 

278  I  live  at  ^linneapolis.  I  am  manager  for  the  Emerson- 
Brantingham  Co.  there.  The  Emerson-Brantingham  Co. 
deals  in  farm  implements,  wagons  and  buggies.  Took 
charge  of  it  a  week  ago  last  Monday.  Prior  to  that  I  was 
manager  for  the  same  firm  for  three  years  at  Sioux  Falls, 
South  Dakota.  At  Sioux  Falls  my  territory  was  12  coun- 
ties in  northwestern  Iowa,  practically  3  counties  in  south- 
western Minnesota,  and  all  the  territory  lying  south  of 
the  Northwestern  railroad  running  through  Watertown 
west  to  Gettysburg  to  the  river  in  South  Dakota. 

In      that      territory      had      charge      of      the      sales 

279  of  farm  implements,  and  came  in  competition 
throughout  it  with  the  I.  H.  Co.  in  mowers,  rakes,  disc 
harrows  and  steel  and  lever  harrows.  We  found  the 
I.  H.  Co.  to  be  as  clean  competition  as  any  of  our  com- 
petitors and  we  considered  them  clean  competition. 

Found  the  Field  Open  in  His  Territory. 

In  that  territory  and  period  I  found  the  field  open  in 
competition  with  the  I.  H.  Co.  for  the  sale  of  mowers,  har- 
rows and  hay  rakes.  I  sold  in  competition  with  the  I.  H. 
Co.  to  agricultural  implement  dealers,  who,  in  most  cases, 
liandled  I.  H.  Co.  harvesting  machinery.  I  did  not  find 
that  fact  an  impediment  in  selling  my  implements  to 
them. 

I  was  in  personal  and  active  touch  with  the  business 
in  the  territory,  covered  part  of  it  myself,  traveling  over 

280  it.  Was  fairly  well  acquainted  personally  with  the  deal- 
ers in  it  and  their  business  methods.  If  the  I.  H.  Co. 
should  say  to  those  dealers  that  they  could  not  handle 
I.  H.  Co.  harvesting  lines  unless  they  handled  I.  H.  Co. 
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IX 

goods  exclusively,  in  the  great  majority  of  cases  they 
would  tell  them  to  take  the  whole  stuff, — all  the  goods. 

Cross-Examination. 
Competition  with  I.  H.  Co. 

The  only  things  on  which  we  compete  with  I.  H.  Co. 
are  mowers,  rakes  and  harrows.  The  past  two  years  were 
extremely  bad  years  throughout  the  Northwest  here  for 
the  mower  trade.  In  each  of  the  years  I  had  charge  at 
Sioux  Falls,  I  sold  approximately  500  mowers  in  my  ter- 
ritory. 

If  the  evidence  shows  that  the  total  ^ales  of  Emerson 

281  mowers  in  year  1912  were  9,592,  and  practically  the  same 
for  1911,  and  the  sales  in  the  United  States  by  the  I.  H. 
Co.  for  1911  were  141,000,  for  1910  165,000,  then  the 
Standard  mower  is  stronger  in  part  of  my  territory  than 
it  appears  from  these  figures  to  be  in  the  rest  of  the 
country.  On  part  of  my  territory  the  I.  H.  Co.  did  fifteen 
or  twenty  times  more  business  in  mowers  than  we  did  in 
tliose  years,  on  part  of  it  they  did  not. 

In  my  territory  I  should  say  we  sold  an  aver- 
age of  about  150  rakes  a  year.  We  do  not  build 
side-delivery  rakes.  The  sales  of  I.  H.  Co.  rakes  in  my 
territory  were  many  times  150.  In  volume  of  business 
would  say  that  the  mowers  and  rakes  are  two  of  the 
smallest  lines  carried  by  the  Emerson  Co.  Our  principal 
line  is  plows  and  the  I.  H.  Co.  does  not  compete  with  us 
on  that.  Of  those  articles  I  have  named  as  competing 
with  the  L  H.  Co.,  the  harrows  would  not  be  among  our 
principal  lines. 

282  We  do  not  compete  with  the  I.  H.  Co.  on  any  of  our 
principal  lines  except  mowers.  The  mower  is  the  article 
upon  which  we  had  the  largest  competition  with  the  I. 
H.  Co.  in  the  Sioux  Falls  territory. 

I  know  of  companies  other  than  the  I.  H.  Co.  which 
pursue  the  policy  of  dividing  their  lines  among  several 
dealers  in  a  town.  The  majority  of  the  big  jobbers  or 
wholesalers  who  sell  a  full  line  of  goods  to-day  do  that. 
There  are  towns  in  which  we  have  two  dealers ;  I  would  say 
off-hand  probably  25  such  towns.  We  do  not  have  different 
brands  of  the  same  thing.  When  we  sell  to  different  deal- 
ers in  a  town  certain  machines  we  sell  different  kinds  of 
machines  to  the  different  dealers.    I  do  not  know  of  anv 
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manufacturer  other  than  the  I.  H.  Co.  which  has  same 
machine  practically  manufactured  under  different  trade 
names  and  apportions  these  trade  names  among  the  dif- 
ferent dealers.  Was  never  in  the  employ  of  the  I.  H.  Co. 
At  present  we  manufacture  and  sell  gas  tractors.  Our 
lines  in  the  order  of  their  relative  importance  are  plows, 
283  buggies,  wagons,  disc  harrows,  cultivators,  mowers,  rakes, 
gas  tractors,  engine  plows,  gas  engines,  side-delivery  rakes 
and  a  whole  lot  of  other  small  tools  such  as  the  steel  lever 
harrow,  wood  lever  harrow  and  flexible  harrow. 

Re-direct  Exam  ination. 

Cannot  say  as  to  whether  it  is  the  general  practice  of 
threshing  machine  companies  to  have  two  lines  of  thresh- 
ers and  place  them  with  two  dealers  in  a  town.  That  is 
one  thing  I  left  out.  We  have  threshers  now.  Our  line  has 
increased  so  in  the  last  j'ear  that  I  am  not  thoroughly 
familiar  with  it.  The  crop  conditions  affect  the  volume  of 
business  done  by  implement  manufacturers.  In  the  last 
couple  of  years  business  has  decreased  in  the  mower  and 
implement  business  of  all  lines.  Taking  into  account  the 
necessary  result  of  bad  crop  conditions  of  those  two  years, 
our  business  in  that  territorv  was  satisfactorv. 
XII 

:!77  S.  D.  PORTER : 

Acme  Harvester  Co.  Business. 

AVas  general  manager  of  the  Acme  Harvester  Co.  at 
Peoria  in  1904  and  1905.  In  1906  was  general  manager 
and  president;  it  was  run  under  the  direction  of  the 
Creditors'  Committee  first  two  years,  and  as  a  reorgan- 
ized i>oing  institution  the  third  year. 

We  sold  our  machiiies  tliroualiout  the  U.  S.,  Argentine 
RepubUc  and  Continental  Europe.  The  domestic  trade 
was  west  of  the  ]\rississippi  River,  excepting  a  little  in  Illi- 
nois at  a  few  points,  and  Evansville,  Ind.,  and  one  con- 
tract at  Columbus,  0. 

When  I  took  business  it  was  in  the  hands  of  the  Cred- 
itors' Committee.  We  put  out  about  1000  binders  the 
first  year  and  it  increased  a  little  in  the  3  years ;  we  got 
out  about  1800  the  third  year.  In  those  3  years  were  in 
competition  in  binders,  mowers  and  rakes  with  the  I.  PI. 
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Co.  and  sold  our  machines  through,  local  implement  deal- 
ers. 

Salesmen's  Misrepresentations  Corrected  by  Company. 

378  I  found  occasional  instances  where  traveling  salesmen 
of  the  I.  H.  Co.  had  indulged  in  practices  that  were  un- 
businesslike in  that  competition.  Could  not  say  exactly 
how  many  instances.  Three  were  serious ;  they  were  mak- 
ing statements  about  my  company's  financial  condition 
to  the  detriment  of  our  sales. 

When  I  found  that  out  I  came  to  Chicago  to  A.  E.  Mayer, 
general  manager,  whom  I  had  formerly  worked  for  in  the 
old  McCormick  Co.  I  told  him  of  the  conduct  of  the  men 
in  these  three  instances;  that  they  were  using  unfair 
means  to  kill  our  'business,  and  asked  if  it  was  by  his  au- 
thority.     I  learned  that  it  was  not  by  his  authority. 

He  did  what  I  asked  him  in  two  instances  and  in  the 
other  instance  the  headers  were  already  delivered,  and 

379  it  was  too  late. 

Did  Not  Find  I.  H.  G.  Exclusive  Contract  Operati'oe. 

We  sold  the  output  of  our  plant  in  competition  with  the 
I.  H.  Co.  during  those  3  years  to  local  implement  dealers ; 
in  a  number  of  instances  through  dealers  who  were  han- 
dling and  selling  International  harvesting  machinery. 
We  did  not  find  that  the  exclusive  clause  which  was  in  the 
I.  H.  Co.  contract  in  1904  operated  to  prevent  the  deal- 
ers from  taking  our  line  in  connection  with  T.  H.  Co.  lines, 
for  we  marketed  through  the  same  men. 

Cross-ExaminatioTi . 

380  I  was  for  many  years  an  employe  of  McCormick  Co. 
I  remained  an  employe  of  I.  H.  Co.  until  Jan.  12,  1904. 

I  went  directly  from  the  I.  H.  Co.  to  the  Acme  Har- 
vester Co.  There  were  bankruptcy  proceedings  pending, 
but  the  Acme  Co.  was  never  declared  a  bankrupt.  It  was 
in  the  hands  of  a  Creditors '  Committee.  During  the  time 
I  was  with  the  Acme  Co.  I  endeavored  to  sell  that 
property  to  the  International. 

Mayer,  respecting  whom  I  testified  on  direct,  was  a 
man  with  whom  I  had  been  associated  many  years;  both 
of  us  worked  for  McCormick  Co.     Mayer  had  been  with 

381  McCormicks  20  years  or  more;  I,  a  little  over  16  years. 

The  Acme  Co.  manufactured  about  1,000  binders  the 
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first  year  (1904).  Our  business  in  the  IT.  S.  was  almost 
entirely  in  territory  west  of  Mississippi.  Well,  outside 
of  the  United  States  also — in  South  America  and  in  Con- 
tinental Europe. 

I  left  the  Acme  Co.  Jan.  31,  1907,  having  brought  it 
out  of  absolute  insolvency,  reorganized  it  and  was  presi- 
dent. 

P.  P.  Cooler,  and  not  P.  D.  Middlekauff,  w^as  my  sue-/ 
cessor.  He  stayed  in  about  a  year,  I  think,  and  his  su'b- 
cessor  was  Middlekauff. 

The  three  instances  which  I  deemed  unfair  competition 
by  the  I.  H.  Co.,  and  went  to  see  Mr.  Mayer  about,  were 
our  agent  at  Alva,  Okla.,  Holyrood,  Kas.,  and  Madison, 
S.  D. 

382  I  complained  about  the  International  traveling  men  who 
were  circulating  rumors  that  we  were  insolvent,  unable  to 
supply  machines  or  repairs. 

The  man  at  .Viva  was  W.  C.  McDill.  Do  not  remember 
the  names  of  the  men  at  Holyrood,  Kas.,  or  in  South 
Dakota.  The  latter  was  general  agent.  The  reports  which 
these  men  were  circulating  were  injuring  our  business. 

Re-direct  Examination. 

I  was  subpoenaed  by  the  Government  to  testify  as  a 
witness  in  this  case  at  St.  Ijouis.  I  presume  I  told  the 
fact  that  I  testified  to  here  to  counsel  for  the  Govern- 
ment. Have  been  pretty  free  in  explaining  to  both  sides 
that  I  did  not  want  to  get  into  it — and  I  see  I  am  here. 

Re-cross  Examination. 

Cannot  answer  positively  that  I  mentioned  these  three 
men  circulating  these  reports,  to  Mr.  Darling,  but  I  think 
I  did. 

383  Am  general  manager  for  the  American  Milling  Co.  now. 
I  might  have  stated  to  Mr.  Darling  that  my  reluctance  to 
testifying  for  the  Goverament  in  regard  to  some  of  the 
confidential  matters  in  vfhich  I  was  advised,  was  because 
of  the  large  influence  and  power  of  the  I.  H.  Co.,  and  I 
did  not  want  to  incur  their  enmity  and  hostility  by  tes- 
tifying. Would  not  want  to  swear  positively  that  I 
did  so  state. 

I  have  stated  very  frankly  to  both  sides  that  I  was  an 
unwilling  witness. 
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216  ROBERT  H.  PROCTER: 

Business  of  Rock  Island  Plow  Co.  in  Northwest. 

I  live  at  Minneapolis.  Am  manager  there  of  the  Rock 
Island  Plow  Co.  Have  charge  of  the  territory  including 
20  counties  in  Wisconsin,  the  state  of  Minnesota,  except- 
ing southwestern  counties,  the  whole  of  North  Dakota,  all 
of  Montana.  The  business  of  the  Rock  Island  Plow  Co. 
is  the  sale  of  agricultural  implements.    Have  been  man- 

217  ager  there  since  January  1st.  Prior  to  that  I  held  posi- 
tion of  assistant  manager  for  4  years  for  the  same  terri- 
tory. Prior  to  that  was  traveling  salesman  for  the  Grand 
DeTour  Plow  Company,  of  Dixon,  Illinois  for  four  years. 

Field  Open;  Competition  of  I.  H.  Co.  Very  Good. 

In  traveling  for  that  company  I  came  in  competition 
with  the  I.  H.  Co.  in  the  agricultural  implements, 
mostly  in  disc  harrows,  drag  harrows  and  wagons.    In 

218  managing  the  business  of  the  Rock  Island  Plow  Co.  I 
came  in  competition  with  the  I.  H.  Co.  in  harrows,  drag 
harrows,  manure  spreaders  and  wagons.  As  assistant 
general  manager  of  that  company  was  in  direct  touch 
with  its  business  throughout  the  territory,  and  as  gen- 
eral manager .  have  supervision  of  that  business.  The 
competition  of  the  I.  H.  Co.  is  very  good.  I  have  found 
the  field,  generally  si^eaking,  good  and  very  fine,  in  the 
territory  named,  and  open  for  competition  with  the  I.  H. 
Co.  in  those  implements.  Business  has  been  successful 
and  growing  all  these  years.  I  have  always  solicited  the 
sale  of  those  implements  with  the  best  possible  im.plement 
dealers.  A  great  proportion  of  our  sales  were  made  to 
dealers  who  handled  the  harvesting  lines  of  the  I.  H.  Co. 
It  was  no  impediment  to  our  selling  to  the  dealer  that 
he  handled  the  International  harvesting  lines.  I  know  the 
dealers  pretty  well  throughout  the  territory  and  theix* 

219  method  of  doing  business.  They  are  merchants  han- 
dling agricultural  implements. 

If  the  I.  H.  Co.  should  adopt  and  enforce  a  policy  of 
saying  to  ihe  dealers  throughout  that  territory  that  they 
could  not  handle  harvesting  linesof  the  I._H.  Co.  unless 
they  handled  their  long  line  exclusive^,  I  think  that  would 
be  absurd.  The  dealers  would  take  no  notice  of  it.  The 
many  men  I  have  spoken  to  in  the  implement  business, 
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in  nferring  to  any  matter  of  that  kind  would  take 
their  own  stand;  simply  tell  the  Harvester  Company  to 
get  out  of  the  way.  That  would  be  true  indeed  of  the 
great  jjercentage  of  dealers. 

i'ro  ss-Examinat  ion. 

The  principal  line  of  manufacture  of  the  Eock  Island 
Plow  Co.  is  manure  spreaders,  drag  harrows,  disc  har- 
rows, all  kinds  of  lever  harrows  and  plows.  In 
manj"  towns  we  sell  nothing  but  lever  harrows; 
the  plow  is  our  main  standby.  I  would  not  say 
that  our  business  has  been  built  up  around  the 
plow.  I  believe  we  have  had  a  bigger  sale  in  certain  sec- 
tions, prior  to  the  last  three  years  in  disc  harrows  and 
drag  liari'ows  than  in  the  plow.  Our  biggest  line  of  busi- 
ness today  I  would  say  would  be  drag  harrows  and  disc 
220  harrows.  I  think  about  40  per  cent,  of  our  total  business 
in  my  territon'  is  in  plows.  Of  course  we  job  goods.  40 
per  cent,  of  our  business  in  our  teri'itory  is  plow  goods,  50 
per  cent,  harrows,  10  per  cent,  manure  spreaders.  "We 
job  buggies,  wagons  and  haj'  tools.  Plows  and  imple- 
ments were  the  principal  line  of  the  Grand  DeTour  Plow 
Co.  while  I  was  with  them.  The  only  implements  they 
sold  in  competition  with  the  I.  H.  Co.  were  wagons  and 
harrows.  During  the  entire  period  I  referred  to 
T  had  no  experience  selling  harvesting  machinery. 
None  of  the  companies  I  have  been  with  ever  competed 
with  the  I.  H.  Co.  on  harvesting  lines.  The  I.  H.  Co.  has 
not  competed  with  us  on  the  sale  of  plows,  though  it  has 
on  harrows  and  manure  spreaders.  I  do  not  know  of  any 
other  company  than  the  T.  PI.  Co.  that  manufactures  the 
same  things  and  gives  it  several  trade  names  and  dis- 
tributes that  implement  with  the  different  trade  names  to 
the  different  dealers  in  a  town. 
XIII 

117  G.  W.  RKXYX: 

Omega  Si  jxirator  Co  Finds  Compt'tition  Fair. 

I  have  been  seeretary  and  manaoer  of  the  Omega  Sep- 
arator Company  at  Lansing,  [Michigan,  since  its  organ- 
ization. It  has  manufactured  centrifugal  cream  sep- 
arators    upwards     of     ten     years.     My     company    has 
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sold  its  separators  to  the  Eumely  Products  Com- 
pany, since  October,  1912;  prior  "  to  that  to  joh- 
bers,  and  to  retail  implement  dealers  in  the  sur- 
rounding states  from  Michigan.  Where  it  was  too  far 
iiv/ay  we  sold  to  jobbers.  We  sold  to  retail  implement 
dealers  who  handled  International  harvester  lines.  The 
fact  that  they  handled  those  lines  did  not  to  my  knowl- 

118  edge,  in  any  way  interfere  with  the  sales  of  our  cream 
separators.  We  have  always  found  the  competition  of 
the  I.  H.  Co.  fair  and  businesslike.  We  have  been  in 
competition  with  it  in  one  way  or  another  ever  since  the 
I.  li.  Co.  was  organized.  They  began  making  cream 
separators  about  6  years  ago. 

The  business  of  the  Omega .  Separator  Company  in- 
creased up  to  1907  and  1908,  then  it  fell  off  decidedly  be- 
cause the  line  of  goods  was  not  as  good  as  it  should  have 
been.  Then  we  changed  the  line  and  from  that  time  the 
increase  has  been  very  pronounced.  We  took  care  of 
defects  in  the  cream  separator.  We  did  not  buy  another 
line  or  change  our  business.  This  increase  since  we  got 
a  satisfactory  separator  has  been  constant  and  steady. 
This  year  we  will  produce  about  10,000  cream  separators. 

119  Last  vear  we  produced  about  5,000  and  the  years  be- 
fore 3,000. 

Cross-Examination. 

We  sold  about  5,000  cream  separators  from  August, 
]9ll,  to  August,  1912,  practically  all  in  the  U.  S.  From 
August,  1910,  to  August,  1911,  about  3,000  or  3,500.  I 
have  charge  of  the  sales  and  the  manufacture.  We  sold 
3,000  separators  in  1910.  The  cream  separator  we  sell  is 
not  of  the  same  general  type  as  the  Blue  Bell  and  the 
Dairy  Maid,  made  by  the  I.  H.  Co. ;  the  construction  is  al- 
together different,  the  results  obtained  are  the  same.  The 
International  are  centrifugal. 
XII 

549  G.  M.  KOBINSON: 

I  reside  at  Sterling,  111.  Am  president  and  treasurer 
of  the  Charter  Gas  Engine  Co.  We  have  been  making 
gas  and  oil  engines  approximately  30  years.     We  built 

550  "he  first  gasoline  engine  of  the  world  in  1883.    Anybody  in 
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the  gasoline  engine  business  has  come  in  competition  with 

us. 

Field  in  Gasoline  Engines  Open  and  Fair. 

^Ve  have  been  selling  gasoline  engines  throughout  the 
U.  S.  through  farm  implement  dealers  for  the  last  10 
years.  We  sell  engines  suitable  for  farm  purposes. 
The  I.  H.  Co.  has  been  in  competition  with  us.  We  have 
found  that  competition  to  be  fair  and  businesslike.  A 
large  proportion  of  the  implement  dealers  who  sell  our 
stock  handle  International  harvesting  machinery.  We 
have  not  found  that  fact  any  obstacle  to  selling  to  such 
dealer  our  gasoline  engine  in  competition  with  Interna- 
tional. The  field  in  competition  for  the  sale  of  the  gaso- 
line engines  with  I.  H.  Co.  has  been  open  and  free  for 
the  past  10  years. 

Cross-Examination. 

Our  company  makes  gas  engines  from  1|-  to  100  H.  P. ; 

551  The  largest  number  are  from  20  to  100  H.  P.  We  do 
not  make  great  quantities  under  20  H.  P.  That  used  to 
be  our  most  popular  size,  and  yet  we  tried  to  sell  large 
engines  constantly.  I  believe  I.  H.  Co.  sells  engines  prin- 
cipally under  20  H.  P.  We  are  not  largely  in  competi- 
tion with  the  I.  H.  Co.  on  the  large  engines.  I  guess 
we  sold  in  lfll2  100  to  200  engines  under  20  H.  P.  I 
do  not  know  whether  the  International  sold  nearly 
40,000.  I  jjresume  it  is  true  our  output  of  small  engines 
is  infinitesimal  compared  with  the  I.  H.  Co.  engines 
under  20  H.  P. 

Aly  company  has  no  contractual  relations  with  the  I. 
H.  Co.  We  furnish  it  an  attachment  which  it  does  not 
build.  I  could  not  say  what  this  business  amounts  to  in 
dolhus  and  cents,  this  relation  has  been  established  con- 
siderably less  than  a  year.    We  make  this  attachment  for 

552  their  large  and  small  eniiines.  We  have  sold  between  20 
and  30  of  these  attachments  to  the  International.  That 
is  all  the  Inisinc^s  we  have  had  with  the  I.  IT.  Co. 

Re-direct  Examination. 

AVe  ha^'e  developed  a  new  and  successful  large  engine, 
and  are  bending  our  energies  in  the  development  and  sale 
of  that  special  type. 
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9  DR.  EDWARD  A.  RUMELY: 

Machines  Manufactured  by  Rumely  Co. 

The  M.  Rumely  Co.  has  for  some  years  been  manufac- 
turing and  selling  implements  in  competition  with  the 
I.  H.  Co.  Five  years  ago  we  sold  only  threshers  then 
'being  dealt  in  in  a  small  way  by  the  I.  li.  Co.  Four  years 
ago  we  undertook  the  manufacture  of  internal  combus- 
tion engines'  in  place  of  steam  engines,  and  in  internal 
combustion  engines  (traction  plowing  engines)  the  I.  H. 
Co.  was  our  strongest  competitor.  Subsequently  we  have, 
added  stationary  engines,  cream  separators,  and  other 
articles  in  which  the  I.  H.  Co.  deals.  These  latter  articles 
were  added  Avithin  the  last  two  years. 

We  entered  upon  the  manufacture  and  sale  of  internal 
combustion  tractors,  about  the  same  time  the  I.  H.  Co. 

10  did.     Since  then  have  gone  into  the  business  of  jobbing 
cream  separators  and  manufacturing  stationary  engines. 

Encountered  No  Unfair  Methods  in  I.  II.  Co.  Competition. 

As  to  hoAV  I  found  the  competition  of  the  I.  H.  Co. — 
whether  it  was  businesslike  and  fair,  will  say  my 
views  on  that  have  changed  very  materially.  Five 
years  ago  I  doubted  seriously  whether  a  concern 
of  the  size  of  ours,  could  enter  into  active  com- 
petition with  a  unit  so  well  organized  and  thor- 
oughly established  as  the  J.  H.  Co.  I  hesitated 
some  time  to  urge  our  Company  to  embark  on  a  policy  of 
expansion.  When  we  got  into  the  tractor  business  we 
found  that  although  our  principal  competitor  was  the 
I.  H.  Co.,  we  could  increase  sales  materially  and  find  a 
market  for  all  the  stuff  that  we  could  build  in  the  trac- 
tion engine  line. 

Our  output  in  tractors  has  run  about  equal  with  that  of 
the  I.  H.  Co.  in  dollars  and  cents ;  the  numlaer  may  be  from 
10  per  cent,  to  20  per  cent,  less  than  theirs.  Our  engines 
are  a  little  more  expensive ;  we  get  slightly  higher  prices 
for  them.  After  going  into  the  manufacture  and  selling 
of  tractors  in  competition  with  the  I.  H.  Co.  we  kept  on  a 
par  of  equality,  so  far  as  volume  of  trade  was  concerned. 
Our  sales  in  the  other  lines  have  increased.  In  cream 
separators,  we  are  selling  this  year,  probably  three  and  a 
half  times  as  many  as  we  sold  last  year.     In  stationary 
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engines  Ave  found  it  easy  to  build  up  a  market  of  sub- 
stantial volume. 

"We  sell  our  implements  to  local  retail  dealers  through- 
out the  country.  He  is  an  important  factor  in  our  busi- 
ness.   Between  25  and  -5  per  cent,  of  our  dealers  I  should 

11  think,  are  also  agents  of  the  T.  H.  Co.  As  to  whether  we 
found  the  fact  that  dealers  were  handling  the  I.  H.  Co.'s 
goods,  an  obstacle  to  our  selling  our  articles  to  them, 
■\\dll  say  we  have  found  them  free.  "We  found  deal- 
ers measured  up  the  price  and  terms  upon  which  we  could 
sell  a  tractor  and  the  terms  and  the  price  upon  which  the 
I.  H.  Co.  could  sell  them  and  the  ease  with  which  ours 
conld  be  sold;  we  had  to  match  what  we  had  to  offer 
against  the  I.  H.  Co.  in  the  same  line.  To  that  extent  nat- 
urally it  was  more  difficult  than  if  the  dealer  had  no  other 
tractor  to  get.  We  felt  that  that  was  legitimate  com- 
petition. We  have  found  the  fact  that  the  dealer  handled 
the  Harvester  Company's  implements  no  obstacle  to  our 
inducing  him  to  handle  our  tractors.  We  found  the  com- 
petition of  the  I.  H.  Co.  as  we  met  it,  businesslike  and 
fair  and  have  encountered  in  the  three  or  four  years  no 
unfair  practices  that  prevented  our  getting  the  business 
that  we  desired  to  get. 

Cross-Examination. 

It  is  a  fact  that  whatever  the  character  of  competition 
we  met  with  the  I.  H.  Co.,  our  company  got  into  serious 
financial  difficulties  in  the  last  year.  They  have  had  grave 
problems  of  the  kind  that  occur  in  every  implement  busi- 
ness. It  is  a  fact  that  the  gentleman  who  was  general 
manager  of  the  I.  H.  Co.  during  the  period  of  competition 
I  described,  has  left  the  I.  H.  Co.  and  is  now  the  Presi- 

12  dent  of  the  Iiuincly  Co.  There  has  been  no  cur- 
tailment or  change  in  the  methods  of  sale  or 
manufacture  in  the  Paimely  Company  since  the 
change  in  the  organization,  except  such  as  has 
been  planned  earlier  in  the  year,  before  the  change.  The 
problem  of  the  Eumley  Company  was  that  it  increased  its 
business  so  rapidly  that  its  capital  did  not  suffice  to  swing 
the  larger  volume  of  business  and  necessitated  our  taking 
less  vohmie  than  we  had  started  to  get.  Not  looking  ahead 
for  a  period  of  two  or  three  years,  but  for  the  current 
year,  with  the  adverse  financial  conditions,  the  company 
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is  holding  itself  within  certain  Hmits.  The  expression  "a 
pohey  of  curtailment''  inriplieS  something  that  is  to  be 
earned  on  for  a  period  of  time.  That  is  not  a  fact.  At 
present,  the  fact  is,  that  we  are  curtailing  and  have  cur- 
tailed. 

The  principal  lines  of  the  Eumely  Co.  with  respect  to 
which  we  have  curtailed  the  sale,  is  the  large  increase  in 
the  number  of  tractors  we  contemplated  manufacturing 
this  year.  I  mean  internal  combustion  engines  and  trac- 
tion plows  which  we  started  to  manufacture  four  years 
ago.  I  stated  that  when  we  started  to  manufacture  them 
we  found  the  I.  H.  Co.  our  principal  competitor  in  that 
line.  As  to  whether  the  I.  li.  Co.  has  curtailed  its  sale 
and  manufacture  of  the  traction  plows,  will  say  that  the 
tractor  business  for  all  companies,  not  only  the  I.  H.  Co., 
isslow;  all  concerns  manufacturing  them  find  themselves 
with  surplus  tractors  on  hand,  due  to  financial  conditions. 
Little  new  land  is  being  opened,  or  little  new  money  is 
going  into  the  breaking  up  of  prairies,  and  that  affects 
the  tractor  market  immediately. 
13  The  Eumely  Co.  had  manufactured  a  larger  volume  of 
stuff  earlier  in  the  year  than  in  other  years  and  it  is 
closing  dowm  some  of  its  plants  because  it  has  the  year's 
output  today.  In  all  other  lines  we  are  selling  a  larger 
output  and  have  manufactured  a  larger  output  than  we 
did  last  year. 

Rumely  Co.  Has  No  Business  Relation  With  I.  II.  Co. 

I  do  not  know  that  the  Eumely  Company  gets  any  of 
its  loans  from  bankers  who  also  loan  to  the  I.  H.  Co. 
directly,  but  presume  from  the  fact  that  the  Eumely 
Company  gets  loans  from  the  principal  banks  of  the 
country  that  are  also  lenders  to  other  borrowers,  there 
may  be  some  of  the  banks  at  which  the  Harvester  Com- 
pany also  does  business.  The  Eumely  Company  has  no 
business  relations,  direct  or  indirect,  with  the  I.  H.  Co. 

Re-direct  Examination. 

The  fact  is  that  the  financial  trouble  of  the  Emuely  Co. 
is  because  w^e  did  too  much  business  for  our  resources. 
Two  years  ago  the  combined  companies,  that  is  the  Eume- 
ly Comnanv  with  the  companies  whose  assets  were  pur- 
chased ^did  $10,500,000 ;  in  1912  $17,500,000,  and  we 
started  in  to  take  $24,000,000  of  business  this  year,  but 
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that  invoh-ed  the  use  of  more  capital  than  our  company- 
was  able  to  command. 

In  our  experience  the  easiest  end  of  the  business  was 
to  get  the  volume — no  trouble  to  sell.  We  found  it  neces- 
sary to  select  two  and  in  some  cases  three  dealers  in  the 

14  same  town  and  give  each  a  separate  line.  That  applies  to 
threshers,  tractors,  stationary  engines,  corn  shellers  and 
as  much  of  the  smaller  stuff  as  we  could  furnish.  We 
have  done  that  for  two  years. 

Re-cross  Examination. 

AA'e  did  not  manufacture  a  much  larger  output  of 
tractors  and  tractor  engines  than  we  can  sell.  I  presume 
all  the  stuff,  according  to  the  best  estimates  that  we  have 
at  the  present  time,  that  we  manufactured  for  the  cur- 
rent year,  will  be  taken  in  the  current  year,  but  we  man- 
ufactured our  tractors  much  earlier  than  in  previous 
years,  expecting  a  big  spring  trade.  This  did  not  occur 
this  year  in  tractors,  which  gave  us  a  stock  on  hand 
which  will  have  to  be  sold  in  the  fall  months.  As  to 
whether  one  of  the  troubles  was  that  we  had  a  larger 
stock  of  very  expensive  implements  on  hand  than  we 
could  sell  will  say,  that  was  the  case  three  months  ago, 
but  our  problem  at  the  present  time,  excepting  in  trac- 
tors, is  getting  the  goods  to  the  field  fast  enough  to  meet 
the  sales  demand. 
XII 

222  CHARLES  M.  SATTERFIELD : 

Malics  Cmnpetin//  Hanoirs  and  ]]''ai]o)is  and  Sells  I.  H.  Co. 
Binders  and  Miurers. 

Am  in  the  implement  business,  vehicles,  blacksmithing, 
wheelwrighting  and  wood-working  business  at  Chester- 
town,  Maryland. 

We  make  wagons  and  peg-tooth  harrows,  and  in  a  lim- 
ited and  local  way  are  in  competition  with  the  I.  H.  Co. 
We  find  a  market  for  our  make  of  wagons,  and  peg-tooth 
harrows.  As  a  matter  of  fact  we  have  absorbed  the  mar- 
ket there  pretty  well.  Other  shops  there  make  the  peg- 
tooth  harrows  in  that  section.  The  International  has  the 
zero  there.  The  same  thing  is  true  about  wagons.  There 
are  no  International  wagons  sold  at  Chestertown.    There 
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224  is  one  other  wagon  sold  there.  It  is  the  Old  Hickory, 
made  by  the  Kentucky  Wagon  Manufacturing  Co. 

Cross-Examination. 

We  manufacture  and  sell  about  25  farm  wagons  and 
about  25  to  35  spring  wagons  a  year.  AVe  are  not  a  verj 
large  competitor  of  the  International,  but  locally  we  are, 
if  they  make  100,000,  they  could  not  sell  them  here. 
We  make  about  25  peg-tooth  harrows  a  year  in  our  shop, 
but  harrows  are  made  in  other  shops  in  that  locality.  The 
local  trade  is  all  supplied  by  the  shops  there.  We  are  a 
local  agent  for  the  International.  We  handle  International 
make  of  binders  and  mowers — the  McCormick. 

366  WILLIAM  SCHREIBEE : 

Competes  with  I.  U.  Co.  in  Wagons. 

Am  a  manufacturer  of  farm  wagons,  buggies,  etc.,  at 
Chariton,  Iowa.    Have  been  in  wagon-making  business  for 

367  32  years.  It  has  been  steadily  increasing  in  the  last  10 
years.  My  market  is  largely  local;  the  business  is  done 
around  near  my  factory. 

I  estimate  that  about  70  per  cent,  of  the  wagons  sold  in 
my  county  are  of  my  manufacture.  I  sell  some  of  them 
to  dealers  in  farm  implements,  who  handle  I.  H.  Co.  har- 
vesting machinery.  I  have  not  found  the  fact  that  the 
dealer  was  handling  I.  H.  Co.  binders  and  mowers  any 
obstacle,  that  I  know  of,  to  selling  him  my  wagons. 

Have  found  the  opportunity  open  in 'that  territory  to  go 
on  with  my  wagon  business.  To  the  extent  that  I  do  busi- 
ness, I  do  so  in  competition  with  I.  H.  Co.  and  other  big 
wagon  manufacturers.  Have  made  a  success  of  my  wag- 
ons and  sell  all  that  I  make.  Have  gone  along  in  con- 
servative way — not  beyond  our  capital.  Could  have  sold 
more  wagons  if  had  had  opportunity  or  means  to  make 
them.     By  opportunity  I  mean  as  to  our  means,  which 

368  are  somewhat  limited.  The  opportunity  was  there  to  sell 
if  I  had  had  the  means  to  expand  and  make  more. 

Cross-Examination. 

In  1912  made  pretty  close  to  200  wagons — about  the 
largest  number  we  ever  made.     They  were  sold  in  my 
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state  and  mosth'  in  mv  county  within  a  radius  of  40  mik's 
of  my  factory. 

As  to  liow  many  vehicles  were  carriages,  will  say  we 
make  in  the  neighborhood  of  300  and  400  vehicles  alto- 
gether, and  200  were  wagons. 
XIII 

G3     PAUL  F.  SCHEYER: 

Am  secretary  and  nenci'al  mana,£ier  of  the  Rawleis>h- 
Schryer  Company  located  at  Freeport.  Have  been  con- 
64  nected  with  it  since  1909.  Prior  thereto  was  vice-presi- 
dent and  superintendent  of  the  Stover  Engine  Works  at 
Freeport.  Was  connected  "with  that  company  from  1895 
until  1909.  The  Stover  Engine  Company  built  gasoline 
eiiiiines,  stationary  and  portable,  mostly  for  farm  pur- 
jjoses,  fi'om  11  to  50  H.  P. 

Engbw  ('(nii petition  of  I.  II.  Co.  Fair  and  Lef/itiniate. 

.My  experience  with  the  Stover  Engine  Company  gave 
me  a  k'n  owl  edge  of  the  conditions  in  the  gas  engine  trade. 
While  I  was  with  that  company  we  competed  with  the  I. 
H.  Co.  in  gas  engines,  since  that  company  entered  that 
trade  in  1905.  The  competition  of  the  I.  T4.  Co.  was  fair. 
I  left  the  Stover  Company  in  1909  and  started  in  busi- 
ness for  myself  manufacturing  gas  and  gasoline  en- 
gines and  imt  my  own  money  in  the  business.     It  was 

G')  started  as  tlie  Ziegler-Scliryer  Company;  since  changed 
to  the  Rawleigh-Scliryer  Company.  It  sells  stationary 
and  portable  engines  for  farm  purposes  from  li  to  25 
H.  P.  The  company  built  a  plant,  starting  in  1909,  and 
we  are  still  building  it.  expanding  from  year  to  year. 
AVe  market  our  products  through  jobbers  in  this  coun- 
try, and  have  some  sales  in  Canada  and  some  foreign 
trade.  90  per  cent,  of  the  sales  are  domestic.  The  busi- 
ness has  been  growing.  We  did  not  start  to  manufac- 
ture engines  for  the  market  until  the  fall  of  1910.  Our 
sales  for  that  year  amounted  to  about  $30,000  on  gaso- 
line engines  alone ;  in  191]  approximately  .$98,000,  and  in 
1912,  $1  SI  ,000.  We  find  the  field  open  for  the  manufac- 
ture and  sale  of  gasoline  engines  in  competition  with  the 

66  I.  H.  Co.  I  have  always  considered  that  competition  fair 
and  legitimate. 
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Cross-Examination . 

In  1912  our  output  was  in  the  neighborhood  of  2,400 
engines.  The  most  popular  size  was  about  6  H.  P.  Can't 
tell  how  many  we  sold  of  that  size,  it  was  more  than  half 
our  output.  I  judge  the  Stover  Company  made  4,000  or 
more  engines  the  last  year  I  was  with  them.  Its  most 
popular  engine  was  about  6  H.  P.  Could  not  state  their 
output  in  6  H.  P.  engines  the  last  year  I  was  with  them. 
I  think  the  I.  H.  Co.  makes  more  small  engines  for  farm 
use  than  any  other  company  in  the  United  States,  and  I 
understand  their  specialty  is  the  small  engine. 

I  have  absolutely  no  business  relations  with  the  I.  H. 
Co.,  nor  has  mv  company. 
XII 

67     S.  M.  SELI/EES: 

Have  been  in  implement  business  in  some  capacity 
continuously  since  1884.  Was  with  the  Syracuse  Plow 
Co.,  Moline  Plow  Co.  and  the  Eastern  Moline  Plow  Co. 
Prior  to  that  I  was  with  J.  AV.  Lingo  at  Lebanon;  back 
of  that  with  the  Houston  Co.  of  South  Charleston.  I 
traveled  in  Ohio.  Indiana,  eastern  Kentucky  and  Mich- 
igan, as  a  general  traveler  for  the  Moline. 

Nothing  Unfair  About  I.  H.  Co.  Competition. 

70  When  I  was  selling  the  Syracuse  Plow  Co. 's  goods  be- 
tween 1904  and  1910  some  of  our  lines  were  competing 
lines  with  the  I.  H.  Co.,  but  not  to  a  large  extent.  The  Syr- 
acuse was  not  a  strong  concern  on  disc  harrows,  but  was 
particularly  strong  on  spring  tooth  harrows.  They  also 
made  a  five  shovel  cultivator,  a  competing  line.  Our 
goods  were  marketed  through  dealers ;  we  sold 
straight  out  and  made  no  consignments.  We  sold  to  dealers 
who  handled  International  goods.  I  did  not  find  that  fact 
any  impediment  to   our  dealing  with  them,   only  when 

71  some  fellow  had  a  hold  strong  enough  that  I  couldn't  get 
him.  There  was  nothing  unfair  about  their  competition. 
They  had  dealers  that  I  could  not  reach;  that  was  true 
with  other  lines  as  well.  Every  manufacturer  has  dealers 
who  are  particularly  devoted  to  his  line  and  other  manu- 
facturers cannot  always^  get  them.  I  think  there  is  no 
difference  in  that  respect  between  the  International  dealer, 
Jolm  Deere    or    Oliver    dealer.      The    Oliver    has    per- 
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haps  got  them  a  little  harder  than  anybody  else  in  the 
world. 

The  business  of  the  Syracuse  Plow  Co.  in  the  hnes  I 
mentioned  as  a  general  proposition  grew  steadily  in  the 
territory  I  controlled.  I  would  not  attempt  to  detail 
what  the  different  items  Avere. 

Cross-Examination. 

If  a  manufacturer  has  one  strong  line  it  is  helpful  to 
him  in  selling  others.  Most  dealers  carry  some  harvest- 
ing machinery,  but  a  good  many  do  not  touch  the  binder, 
72  though  they  carry  the  mower.  I  speak  of  the  territory 
with  which  I  am  familiar — Ohio,  Indiana,  Central  and 
Southern  Michigan  and  Central  and  Eastern  Kentucky. 
There  is  probably  no  class  of  implements,  unless  it  is 
threshers,  where  one  company  holds  as  large  a  percentage 
of  the  total  production  as  the  I.  H.  Co.  does  in  harvesting 
implements.  In  number  sold  the  sale  of  threshers  is  small 
compared  to  binders  and  mowers;  in  volume  of  trade  it 
comes  perhaps  well  toward  it. 

498  WILLIAM  I.  SHAW : 

I  was  sales  manager  of  the  Walter  A.  Wood  Company 
from  1907  until  five  weeks  ago.    I  succeeded  Given  Moore. 

499  I  had  charge  of  sales  in  the  American  trade,  which  were 
made  through  a  direct  organization  east  of  the  Missis- 
sippi river  and  through  jobbing  houses  west.  I  extended 
the  trade  in  the  territory  east  of  the  Mississippi  during 
those  years,  and  during  all  of  that  time  sold  our  goods  in 
competition  with  the  I.  H.  Co. 

Considered  I.  H.  Co.  Competition  Fair. 

We  were  in  the  harvesting  machine  business  and  com- 
peting with  the  I.  H.  Co.  We  considered  that  competi- 
tion along  business  lines  and  fair.  During  the  time  I 
was  sales  manager  of  the  Wood  Company  the  business 
grew.  We  did  all  that  our  capital  would  permit;  that  was 
the  only  limitation.  We  extended  our  business  between 
the  Alleghenies  and  the  Mississippi  river.  Ohio  is  one 
of  the  states  in  that  section.  The  growth  of  the  busi- 
ness of  the  Walter  A.  Wood  Companv  in  that  state  from 
1907  until  I  left  it  in  1913,  was  from  $175,000  to  $200,000. 

500  When  we  started  in  to  exploit  the  Ohio  territory  in  re- 
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cent  years  we  had  $25,000.     Last  year  we  had,  I  should 
say,  practically  a  quarter  of  a  million. 

Cross-Examination. 

Danforth  H.  Geer  is  president  of  the  Walter  A.  Wood 
Company.  I  cannot  say  how  many  of  the  binders  sold 
in  1907  and  1908  were  west  of  the  Mississippi  river.     It 

501  was  a  very  small  number.  I  could  not  state  without 
looking  up  the  data  what  per  cent,  of  our  sales  of  bind- 
ers and  mowers  were  west  of  the  Mississippi  river.  I 
would  say  it  was  less  than  ten  per  cent. 

Walter  A.  Wood  took  on  the  sale  of  other  than  harvest- 
ing lines  in  the  years  I  was  connected  with  them.  They  took 
on  engines,  spreaders,  grain  drills,  binder  twine  and  farm 
wagons.  The  figure  of  $250,000  I  gave  for  our  Ohio 
sales  in  1913  included  the  articles  I  have  named.  That 
year  has  not  yet  ended.  Could  not  say  what  per  cent,  of 
the  $250,000  will  be  in  binders,  mowers,  rakes  and  twine. 
Cannot   approximate   it.     I  follow  the  sales  of  the  com- 

502  pany.  The  per  cent,  of  it  in  those  things  will  be  more 
than  25.  As  to  whether  half  of  it  is  in  those  articles, 
do  not  want  to  make  an  estimate. 

I  am  practically  in  no  business  now ;  I  am  learning  one 
with  the  Rumely  concern.  Could  not  say  it  is  probable  I 
will  become  associated  with  that  company.  I  know  Mr. 
Funk,  formerly  general  manager  of  the  I.  H.  Co.  He  is 
now  president  of  the  Eumely  Company.  He  did  not  ask 
me  to  testify  in  this  suit.  Dr.  Eumely  asked  me  to  tes- 
tify, yesterday  morning. 

Mr.  McLean  succeeded  m^e  with  the  Walter  A.  Wood 
Company. 
XIII 

91  C.  E.  SHELDON: 

Business  of  Whitman  and  Barnes  Manufacturing  Co. 

Beside  at  Akron,  Ohio.  Am  president  of  the  W^hitman 
&  Barnes  Manufacturing  Co.,  manufacturers  of  agricult- 
ural supply  parts  and  machinists'  supplies.  Have  been 
president  since  1900  and  with  the  present  firm  since  1877 ; 
with  their  predecessors  for  46  years.     The  business  has 

92  been  carried  on  since  1846.  One  plant  is  located  in  Chi- 
eatro;  one  in  Akron,  Ohio,  and  one  in  St.  Catherines, 
Ontario. 
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The  things  my  company  make  which  are  also  made  by 
the  I.  H.  Co.,  are  what  we  term  cutting  apparatus  and 
supply  parts  to  that  apparatus,  for  all  kinds  of  harvest- 
ing macliiues,  including  binders,  mowers,  reapers  and 
headers.  The  entire  amount  of  our  business  in  all  lines  is 
about  two  millions  and  a  half,  dependent  upon  trade  con- 
ditions. About  25  per  cent,  of  that  business  is  in  the 
United  States. 

1.  II.  Co.  Couippfition  Eeasonabh    and  Fair. 

Am  acquainted  with  the  competitive  business  of  like 
articles  made  by  the  I.  H.  Co.  We  have  found  that  compe- 
tition very  reasonable,  businesslike  and  fair.  Walter  A. 
Wood  Har\'esting  Machine  Co.  and  the  Adriance-Platt 
deal  in  harvesting  machine  parts  for  machines  other  than 
the  ones  they  make.  We  make  these  parts  of  the  cutting 
apparatus  for  all  machines  of  all  brands  that  are  made 
or  used  in  the  United  States.  That  has  been  the  business 
of  my  company,  to  my  knowledge,  since  1877.    The  I.  H. 

93  Co.,  makes  only  these  parts  for  its  own  machines. 

Cross-Examination , 

Our  company  nevei'  manufactured  complete  machines, 
binders  or  mowers.  The  statement  on  page  395  of  the 
Implement  Blue  Book  for  1912  is  a  correct  statement  of 
the  lines  of  implements  manufactured  by  my  company 
for  that  date,  but  not  today.  We  have  given  up  some  of 
the  lines  there  mentioned.     Said  statement  is  as  follows : 

AVhitnian  &  Barnes  Mfg.  Co. — M'owing  Machines, 
Knives,  Eeaper  Sicldes,  Sickle  Sections,  Guards  and 
Guard  Plates,  Spring  Keys  and  Cotters,  Twist  Drills  and 
Eeamers,  Wrenches,  Lawn  Mowers,  Cultivators,  Hay  Car- 
riers, Belting,  Mechanical  Eubber  Goods. 

Witness :  We  have  dropped  mechanical  rubber  goods. 
We  sell  I.  li.  Co.,  some  machinists'  supplies.  Can- 
not answer  offhand  how  much  business  we  do  with  the 
I.  H.  Co.  AVe  furnish  them  twist  drills  and  wrenches  and 
keys  and  cotters.  It  would  be  impossible  for  me  to  state 
them  all.     Our  business  with  them  is  a  very  small  part 

94  of  our  sales.  Our  account  with  the  I.  H.  Co.,  for  1912  for 
what  we  sold  tliem  was  from  $40,000  to  $50,000.  I  do 
not  know  whether  we  sold  them  the  same  amount  in  1911 ; 
possilily  we  did.  We  did  business  with  them  in  1910 
and  are  doing  business  with  them  now. 
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We  do  not  buy  a  lot  of  mower  knives  from  any  other 
company.  One  article  we  do  not  manufacture  is  files. 
They  are  sold  under  our  brand. 

Re-direct  Examination. 

We  do  not  make  canvases  for  binders  now — we  used 
to — nor  do  we  sell  them  now.  Besides  Pitman  straps, 
connected  to  the  lever  that  runs  the  knife,  the  only  things 
relating  to  harvesting  machinery  which  we  make  are 
those  that  go  to  the  construction  of  the  cutting  appara- 
tus. We  make  and  sell  all  parts  of  the  cutting  appara- 
tus on  all  machines  that  are  made  and  sold  in  the  IJnited 
States,  both  binders  and  mowers. 
XI 

506  S.  P.  SHELLY: 

I  live  at  Toledo,  Ohio.  My  business  is  farming  and 
manufacturing.    My  attention  is  given  mostly  to  farming. 

Tiffin  Wagon  Co.'s  Business  Growing. 

1  have  been  interested  in  the  Tiffin  Wagon  Company  of 
Tiffin,  Ohio,  eleven  or  twelve  years.  It  manufactures  wag- 
ons, some  corn  shellers,  a  few  bob-sleds,  sprinklers,  flush- 
ers  and  carts.  Those  wagons  are  sold  in  competition  with 
the  I.  H.  Co.  We  make  from  three  to  four  thousand  wag- 
ons a  year.  "V^Hien  I  first  was  connected  with  the  Com- 
pany, nine  or  ten  years  ago  we  did  not  make,  perhaps, 
over  1,000  or  1,500  wagons.  The  business  has  been  grow- 
ing during  this  ten  years.  Am  acquainted  with  its  con- 
duct. Am  quite  a  heavy  sitockholder  and  know  what  the 
company  is  doing  and  its  business  operations.  I  get  its 
statements. 

The  wagons  of  my  company  are  sold  in  competition 

507  with  those  of  the  International.  I  suppose  we  would 
strike  them  in  almost  all  territories.  We  sell  in  New  York, 
Pennsylvania,  Ohio,  Indiana,  Southern  Michigan,  Illinois 
and  through  the  West. 

Q.     Is  that  competition  fair  or  otherwise? 

(Objected  to;  witness  not  qualified  to  answer.) 
A.     Yes,  sir,  I  have  always  understood  it  was  fair  and 
businesslike. 

508  I  go  over  to  the  office  of  the  Tiffin  Wagon  Company 
once  and  a  while  and  talk  to  my  cousin,  who  is  general 
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manager.  He  has  told  me  a  great  many  things.  I  do  not 
sell  any  wagons  nowadays  but  I  am  in  close  touch  with 
it.  Own  about  one-third  of  the  company  and  am  a  di- 
rector and  treasurer.  It  is  a  close  corporation.  Three  of 
us  own  it.  Ten  or  eleven  years  ago,  when  we  started,  I 
sold  some  of  the  wagons  when  I  had  time  away  from  my 
other  business.  Was  in  closer  touch  with  it  then  than 
now.  I  know  what  is  going  on.  I  look  after  my  interests 
in  consultation  with  my  cousin.  My  son  goes  down  there 
every  month.    I  talk  with  him  about  it. 

Cross-Examination. 

514  W.  K.  Shelly  is  in  active  charge  of  the  sales  of  the 
TifSn  Wagon  Co.  I  expect  he  would  be  better  qualified 
than  I  am  in  respect  to  competitive  methods  of  other 
companies  although  I  know  considerable  about  it. 

We  sold  between  three  and  four  thousand  wagons  in 
1912.  Cannot  give  figTires  nearer  than  that.  Did  not 
sell  as  many  in  1911. 

479  GP]ORGi]  H.  SIMONS : 

I  am  a  real  estate,  insurance  and  investment  broker  at 
Niagara  Falls  since  1912.  Between  1903  and  last  fall 
was  in  the  harvesting  machine  business ;  with  the  Warder, 
Bushnell  &  Grlessner  Company,  about  7  years,  from  about 
1881  or  1882  until  1890;  from  1890  to  1891  was  with 
Phelps,  Dodge  &  Palmer  Company;  that  was  a  boot  and 
shoe  house,  and  I  was  their  credit  man.  Following  that  for 
two  years  I  was  with  Kingman  &  Company,  Peoria — an 
implement  jobbing  house,  and  after  that  with  the  Deering 
I-[ar\'oster  Company  for  about  9  Aears,  between  1892  or 
1893  until  1900.  From  1900  was 'with  the  Piano  Manu- 
facturing Company,  and  the  Piano  Division  of  the  Inter- 
national for  two  years.  Next  I  was  domestic  sales  man- 
ager for  the  Adriance-Platt  Company  of  Poughkeepsie, 

480  X.  Y.,  from  1903  until  1912,  last  fall. 

Reasons  for  Lad-  of  Expansion  of  Adriance-Platf. 

The  Adriance-Platt  Company^  was  selling  its  products 
in  Oliio  and  territoi-y  east  of  that,  and  as  far  south  as 
and  including  A^irginia.  It  operated  in  the  central  western 
grain-growing  region  only  in  a  jobbing  way.     They  had 
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two  jobbing  connections  on  the  Coast,  and  a  limited  one  in 
St.  Louis. 

The  reasons  for  the  lack  of  expansion  and  development 
of  the  Adriance-Platt  in  the  binder  and  mower  lines  be- 
tween 1902  and  1911  or  1912  were,  first,  my  recollection 
is,  1902  was  an  exceptionally  heavy  year  in  the  sale  of  har- 
vesting machinery.  All  companies  had  a  very  large  trade 
that  year.  The  Adriance-Platt  sold  something  like  6000 
mowers  in  1902,  which  was  a  very  large  sale  for  them. 
The  lack  of  increase  in  sales  was  due  to  the  fact  that  their 
binder  was  not  adapted  to  the  country  where  they  would 
naturally  look  for  their  increased  trade.  Their  machine 
was  a  right-hand  binder,  and  the  Ohio  and  western  trade, 
and  some  parts  of  the  east,  required  a  left-hand  binder. 
They  afterwards  built  one,  but  it  took  several  years  to 
develop  the  left-hand  binder.  It  was  put  on  the  market 
for  four  or  five  years  in  a  limited  way,  but  it  was  hardly 
perfected  until  about  two  years  ago. 

As  to  the  reason  for  the  trade  requiring  a  left-hand 
binder,  as  a  matter  of  binder  history  (objected 
481  to  as  immaterial)  the  McCormick  and  Deering  companies 
had  a  trade  war  on  the  question  of  right  and  left-hand 
binders,  the  McCormick  trying  to  push  the  right-hand 
binder,  and  the  Deering  the  left-hand  binder.  The  result 
was  when  they  got  through,  the  trade  had  settled  upon  the 
left-hand  binder,  especially  in  the  west,  and  that  was  what 
the  trade  demanded.  It  was  difficult  to  sell  the  right-hand 
binder  after  that. 

During  all  the  time  I  was  sales  manager  for  the  Adri- 
ance-Platt Company  I  recognized  that  fact,  and  that  was 
the  reason  for  the  development  of  the  left-hand  binder. 

Another  reason  for  the  failure  of  the  Adriance-Platt 
business  to  expand  in  harvesting  lines  more  rapidly,  was 
that  in  1907  they  quite  materially  cut  down  their  selling 
expense,  have  forgotten  the  figures,  should  say  30  per  cent, 
of  their  appropriations  for  pushing  sales.  That  was  in 
the  panic  year,  and  their  sales  were  naturally  limited  and 
curtailed.  Their  prices  were  usually  a  little  higher  than 
the  International.  Their  business  in  binder  twine  had 
practically  doubled  during  the  time  I  was  sales  manager. 
We  sold  Plj-mouth  twine. 

In  a  general  way  was  familiar  with  conditions  in  har- 
vesting trade  through  which  the  Adriance-Platt  product 
was  sold  from  1903  to  the  fall  of  1912.    Except  in  the  west 
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482  where  we  had  jobbing  connections,  we  did  a  commission 
business  largely ;  our  goods  were  sold  through  local  agents 
under  commission  contract.  That  has  been  the  custom  in 
the  harvester  trade  with  most  companies  since  1882,  and 
is  the  general  rule. 

I  am  not  familiar  with  the  Pacific  Coast,  as  to  whethor 
the  rule  has  been  tlie  other  way  there.  During  the  time  I 
was  with  the  ildriance-Platt  Company  was  in  a  general 
way  familiar  with  the  competitive  methods  and  practices  of 
the  I.  H.  Co.  It  was  very  keen,  sharp  competition, 
but  I  think  it  was  businesslike  and  fair. 

The  limitation  in  the  territory  in  which  the  Adriancc- 
Platt  machines  were  sold  was  due  to  the  policy  of  the 
company,  which  was  not  a  policy  of  expansion.  They  had 
a  growing  foreign  trade  and  their  capital  was  limited. 

The  Adriance-Platt  Company  could  have  increased 
their  domestic  trade,  in  their  lines,  if  they  had  adopted 
the  policy  of  expansion  and  had  larger  financial  resources 
which  could  have  been  devoted  to  it. 

483  C  ross-E  xamination. 

The  Adriance-Platt  Company  was  not  doing  any  hinder 
or  mower  business  in  the  Central  West,  except  through 
a  jobbing  house  in  St.  Louis.  The  sale  of  the  binders  and 
mowers  in  those  states  was  very  small,  practically  nothing 
on  binders,  very  little  on  mowers.  Those  are  the  states 
wliere  there  is  the  greatest  sales  of  binders  and  mowers. 

Was  fainiliar  while  with  the  Deerings,  Piano  and  Piano 
Division  of  the  I.  H.  Co.  with  the  names  of  the  manufac- 
turers doing  business  in  those  central  states. 

Think  the  trade  of  the  Walter  A.  Wood  Company  was 
small  in  the  central  west.  Am  not  as  familiar  with  that 
as  would  be  with  trade  farther  east.  The  Deering  and  the 
.^IcCormick  were  the  leaders  in  harvesting  implements  in 
the  central  west,  including  Minnesota,  North  and  South 
Dakota,  Iowa,  Illinois,  Michigan,  Wisconsin,  Kansas,  Okla- 
homa and  ]\lissouri  in  1901  and  1902.  The  Champion 
would  come  third,  and  then  Milwaukee  Harvester  Com- 
pany. The  Piano  and  Milwaukee  were  about  the  same, 
I  should  say.     Then  the  Osborne,  and  the  Johnston  Har- 

484  vester  Company  and  tlie  Acme,  ^fost  of  the  business 
was  done  by  the  McCormick,  Deering,  Osborne,  Piano, 
Champion  and  Milwaukee. 
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17  C.  S.  SLAKEE: 

I  live  in  Kansas  City,  Missouri;  am  manager  for  the 
Seeliler-Janesville  lines  of  agricultural  implements.  My 
territory  covers  Western  Missouri,  Kansas,  and  Okla- 
homa.    Have  been  manager  three  years  and  seven  months. 

7.  H,  Co.  Competition  Fair  and  Normal.- 

In  that  period  we  have  come  in  competition  with  the  In- 
ternational in  respect  to  the  sale  of  harrows,  wagons, 
manure  spreaders  and  planters.  We  have  found  the 
competition  to  be  just  the  same  as  any  other  competi- 

18  tion.  It  is  fair,  normal  and  businesslike.  Our  business 
has  prospered.  In  most  instances  the  sales  we  make  are 
to  dealers  who  handle  harvesting  machinery  of  the  In- 
ternational. We  have  found  that  no  impediment  to  the 
sale  of  our  goods.  We  sell  in  competition  with  the  I. 
H.  Cq.  I  am  generally  and  widely  acquainted  with  the 
dealers  in  the  territory  I  have  named.  If  they  tried  to 
coerce  the  dealers  in  this  territory  the  dealers  would 
tell  them  to  get  out. 

I  have  been  in  the  business  of  selling  agricultural  imple- 
ments for  28  years  and  am  familiar  with  the  business  in 
the  territory  I  have  described. 

19  Cross-Examination. 

The  Mo'line  Plow  Co.,  the  Acme  and  the  Independent 
Harvester  Co.  are  going  into  the  harvesting  machinery 
business.  I  do  not  know  just  how  many  years  the  Acme 
has  been  in  business.  I  never  saw  any  binders  sold  by 
the  Moline  Plow  Co.  or  the  John  Deere  Co.  Our  prin- 
cipal lines  are  small  tool  lines,  plow  lines,  planters  and 

20  vehicles.  The  International  does  not  make  plows,  which 
is  our  principal  line.  The  International  has  just  com- 
menced to  sell  planters,  as  I  understand.  I  do  not  re- 
member just  how  many  farm  wagons  we  sold  last  year, 
but  we  increased  very  much  over  the  year  before.  We 
probably  sold  from  300  to  500  manure  spreaders  in  1912. 

21  In  describing  the  competition  which  we  have  with  the 
International,  I  refer  merely  to  wagons,  manure  spreaders 
and  disc  and  lever  harrows.  We  have  two  dealers  in 
a  town  sometimes,  but  we  do  not  sell  to  all  the  dealers. 
We  have  not  a  large  enough  line. 
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2-!9  J.  F.  SMITH: 

I.  H.  Co.  Competition  Helpful  to  Gas  Engine  Trade. 

250  I  reside  at  Freeport,  Illinois.  Am  president  and  man- 
ager of  the  Stover  Engine  Company,  which  has  manufac- 
tured gasoline  engines  since  1896.  We  have  sold  those 
engines  in  competition  with  the  I.  H.  Co.  ever  since  that 
company  entered  upon  the  manufacture  and  sale  of  gas- 
oline engines,  about  six  or  seven  years  ago.  We  sell 
our  output  all  over  the  United  States.  Some  sections  are 
not  closely  covered,  but  we  aim  to  do  business  throughout 
the  United  States.  Wherever  we  have  done  business  in 
the  last  six  or  seven  years  it  has  been  in  competition  with 
I.  H.  Co.  We  sell  largely  through  jobbing  houses  and  in 
some  territories  direct  to  dealers.  The  field  in  the  sale  of 
gasoline  engines  is  open  to  sell  in  competition  with  I. 

251  H.  Co.  ^ly  business  has  increased  constantly.  I  found 
that  with  the  advent  of  the  I.  H.  Co.  into  the  business 
there  was  an  increased  demand  owing  to  the  advertising 
tlipy  gave  the  business  and  the  promoting  they  did  to 
educate  the  dealer  and  consumer  to  the  use  of  gasoline 
engines.  It  was  beneficial  to  trade  at  large,  owing  to 
tlie  large  advertising  they  gave  the  industry.  They  ed- 
ucated the  farmer  into  the  use  of  engines  and  created 
the  demand.  The  increase  of  our  business  since  I  have 
been  in  competition  with  the  I.  H.  Co.  has  been  pro- 
nounced ;  cannot  give  exact  figTires,  but  business  has  more 
than  quadrupled  in  last  five  or  six  years.  I  have  found 
the  competition  of  the  I.  H.  Co.  to  be  fair. 

Cros.s-Eirnnination. 

We  make  from  1  H.  P.  to  60  H.  P.  engines  of  inter- 
mediate sizes.  The  smaller,  ranging  in  H.  P.  from  1  to  6. 
are  most  popular.  Cannot  give  exact  number,  but  will 
sav  we  sold  in  the  neighborhood  of  7,000  engines  of  1 
to"  6  H.  P.  in  1912.     In  all,  we  sold  between •  10,000  and 

252  11,000  engines  that  year.  In  1911,  we  sold  in  the  neigh- 
borhood of  5,000  to  6,000  en,gines  of  the  popular  size. 
The  largest  manufacturers  of  small  farm  engines,  that  is, 
from  1  to  6  H.  P.,  selling  largest  number  in  the  United 
States  in  competition  with  us,  are  the  I.  H.  Co.,  Fair- 
banks Company,  Root  &  Vandervoort  Company  of  ^lo- 
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line  and  Waterloo.  There  are  several  of  similar  size 
throughout  the  United  States  besides  those  named.  There 
is  the  Elmo  Engine  Works  at  Hillsdale;  two  at  Water- 
loo ;  the  Associated  Manufacturers  ahd  Waterloo  Gas  En- 
gine Works.  The  I.  H.  Co., 'Fairbanks,  Waterloo  and 
ourselves,  with  Eoot  &  Vandervoort  would  be  the  largest. 
Have  been  told  Fairbanks  sell  about  15,000  in  a  year. 
The  I.  H.  Co.  sell  from  three  to  four  times  as  many  as 
we  do. 
XII 

330  F.  A.  STAMBAUGH: 

Implement  Business  of  Sears,  Roehvch  £  Co. 

I  live  in  Chicago.  Am  manager  of  farm  implement 
department  of  Sears,  Koebuck  &  Co.  We  sell  direct  to 
consumer  through  catalogues,  as  a  mail  order  house. 
According  to  reputation  it  is  the  largest  institution  of 

331  its  kind  in  any  country,  and  sells  almost  everything,  I 
believe,  directly  to  consumer. 

It  sells  farm  implements.  Have  been  in  charge  of 
that  department  5  years.  We  sell  direct  to  the  consumer 
and  not  through  dealers;  a  complete  line  of  tillage  imple- 
ments, such  as  plows,  harrows,  planters,  cultivators, 
rakes,  manure  spreaders,  gasoline  engines  and  cream  sep- 
arators. 

Have  been  with  Sears,  Eoebuck  &  Co.  for  over  12  years. 
The  growth  of  their  business  in  fanii  implements  has  been 
100  per  cent,  since  1908.  Would  say  Sears,  Eoe- 
buck &  Co.  do  between  three  and  four  million 
dollars  in  farm  implements,  including  gasoline  en- 
gines     and    cream     separators.     We     own     a    factory 

332  where  we  make  most  of  our  implements.  We  are  experi- 
menting with  reference  to  the  manufacture  of  mowers. 
When  mower  is  perfected,  if  conditions  are  satisfactory 
at  that  time,  we  propose  to  sell  them  in  addition  to  im- 
l^lements   we  now  handle. 

Statement  of  Sears-RoeMich  Output. 

The  following  is  a  correct  statement  of  the  output  of 
Sears,  Eoebuek  &  Co.  in  the  various  lines  of  implements 
indicated : 
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Disc  Harrows 
D.  T. 
Peg 

Planters 
Cultivators 
Spreaders 
Hay  Presses 
Feed  Cutters 

"      Grinders 
Corn  Shellers 
Grain  Drills 
L.  Rollers 
Hay  Loaders 
Gaso.  Eng. 
Cream  Sept. 


Sec. 


190T 

780 

707 

3,648 

735 


1,360 
1,380 

1,775 

207 


1908 
7.:i7 
623 

3,135 

547 
5,089 


1,710 
1,350 
1,523 


161 


Est. 
500 


1909 
1,061 
.     708 
4,403 

887 
5,630 

335 

2,413 

1,893 

2.074 

111 

209 

12 


1910 

1.519 

70O 

5,553 

1,623 

8,510 

448 

327 

3,436 

2,702 

2,565 

192 

175 

34 


1911 

2,860 

1,020 

9,954 

3,501 

10,659 

1,553 

541 

4.341 

3,322 

2,756 

263 

398 

25 


1912 

4,159 

1,345 

12.434 

4,708 

11,528 

1,218 

619 

3,767 

3,297 

2,397 

386 

341 

1.-) 


2,400        4,730        7,795       9,012 
41,377      35,807      32,716      34,792      29,172      32,688 

333      I  believe  the  capital  stock  of  Sears,  Eoebuck  &  Co.  is 
50  millions. 

Cross-Exam  ination. 

We  have  never  sold  any  binders  or  corn  binders.  Have 
not  sold  mowers  for  the  last  12  years.  When  I  first  went 
with  concern  we  were  buying  mowers  in  small  way.  The 
manufacturer  went  out  of  business  at  that  time;  have 
sold  none  since. 

We  sell  sulky  hay  rakes.  They  are  not  on  this  list,  as 
it  does  not  comprise  everything  sold  by  us.  Speaking  ap- 
proximately, would  say  we  sell  500  sulky  rakes  in  the 
course  of  a  season.  We  make  them  ourselves  at  the  fac- 
tory located  at  Bradley,  111.,  known  as  The  David  Bradley 
Mfg.  Works. 

We  do  not  sell  binder  twine  in  my  department;  never 
had  any  experience  in  it.    Only  sell  tedders  in  a  small  way. 
We  buy  them  to  fill  orders  as  we  receive  them — very  few. 
We  buv  tedders  of  E.  R.  Howell  Co.  of  Minneapolis. 
XIV 


1  GEORGE  A.  STEPHENS : 

Moliite  Plow  Company. 

Am  president  of  the  Moline  Plow  Company.  Have  been 
in  the  implement  business  since  boyhood ;  worked  through 
the  shops  into  the  office,  paging  the  letter  book ;  from  that 
up  through  in  the  shipping,  the  timekeeping,  billing,  the 
cash,  the  ledger,  purchasing  agent,  secretary,  vice-presi- 
dent and  president. 

2  As  vice-president  have  always  been  in  direct  touch  with 
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the  sales  and  sales  organization  of  the  company.  Have 
been  about  the  United  States  a  great  deal  in  connection 
"wdth  implement  business  we  carry  on.  My  acquaintance 
has  beeji  quite  general,  through  the  years  with  implement 
dealers  throughout  the  United  States.  Our  business  is 
conducted  throughout  the  United  States. 

Local  Dealers  Not  Agents,  But  Merchants — Coercion  Impos- 
sible. 

Local  dealers  throughout  the  country  have  prospered 
and  become  stronger  and  are  rather  more  independent 
factors  today  than  they  were  some  years  ago.  In  the  be- 
ginning, the  dealer  was,  to  a  very  great  extent  the  repre- 
sentative of  the  manufacturer.  We  dictated  to  him  very 
largely  as  to  what  he  should  do  with  our  goods.  The  de- 
velopment of  trade  conditions  has  been  that  the  dealer 
has  gradually  become  a  merchant  instead  of  the  manu- 
facturers' representative.  The  restrictive  provisions  in 
the  old  contracts,  survived  the  fact  and  remained  as  dead 
letters  even  after  the  dealers  became  and  were  inde- 
pendent merchants,  and  some  of  them  remain  even  today. 
3  In  my  judgment,  based  upon  my  knowledge  of  condi- 

tions of  implement  dealers  and  their  position,  the  effect 
on  the  business  of  the  I.  H.  Co.,  if  they  should  adopt  the 
policy  and  attempt  to  enforce  it,  of  saying  to  these  dealers 
that  they  could  not  handle  the  harvesting  machinery  of 
the  I.  H.  Co.,  unless  they  took  the  entire  line  and  handled 
it  exclusively,  would  be  that  we  would  get  more  of  the 
International  trade.  It  would  be  a  losing  proposition  for 
the  I.  H.  Co.  They  could  not  successfully  enforce  such 
a  policy. 

Moline  Plow  Co.'s  Purchase  of  Adria/tice-Platt — Field  Open 
for  Successful  Business  in  Harvesting  Machines. 

We  have  only  commenced  the  manufacture  and  sale  of 
harvesting  machinery  this  year.  In  January,  1913,  we 
bought  the  business  of  the  Adriance-Platt  Company  of 
Poughkeepsie.  From  my  own  knowledge  of  the  imple- 
ment business  and  the  conditions  under  which  it  is  car- 
ried on  in  the  United  States,  we  felt  that  the  field  was  open 
to  successful  business  in  the  manufacture  and  sale  of  har- 
vesting machinery  in  competition  with  the  I.  H.  Co.  and 
other  companies  that  are  engaged  in  it.  We  certainly  felt 
that  the  field  was  open  or  we  would  not  have  bought  the 
plant. 
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As  to  our  experience  witli  the  plant  this  year,  as  to 
whether  the  field  was  open  and  our  judgment  justified,  will 
say  this  plant  had  a  very  large  foreign  trade.  After  we 
bought  it  we  invited  the  foreign  manager  to  come  over  and 
get  acquainted  with  us.  After  he  looked  over  the  factory 
and  our  line,  went  to  the  branch  factories  and  visited  them 
where  we  were  making  other  than  plow  goods,  he  said, 
"With  a  firm  of  this  kind  I  undoubtedly  will  want  a  great 
many  more  goods  than  I  liave  had  before.  Can  you  ar- 
range to  give  them  to  me?"  We  told  him  we  thought  we 
could,  and  his  first  estimate  was  double  that  of  the  pre- 
ceding year.  As  to  the  United  States,  we  felt  that  wo 
were  very  late  in  coming  into  manufacturing  of  this  line 
and  there  would  not  be  a  possibility  of  our  doing  very 
much  -with  the  goods  this  year  outside  of  the  eastern  ter- 
ritory, which  had  been  served  by  this  firm.  We  found 
4  that  there  was  going  to  be  demand  for  those  goods  not 
only  in  the  east  but  in  the  wlieat  countries  of  the  middle 
states  and  west.  Our  travelers  began  to  sell  and  we  found 
we  could  sell  more  goods  than  we  could  make,  and  we  are 
in  that  position  of  embarrassment  today.  Found  the  field 
absolutely  open  to  a  successful  business  and  the  only  ob- 
stacle we  have  found  up  to  date  is  our  inability  to  make  as 
manv  g'oods  as  we  can  sell. 


o^ 


Cross-E.raiiuiiation. 

Bysi)i('s^  of  fJie  Moline  Plnir  Co. 

I  have  been  president  of  the  ^tfoline  Plow  Company 
about  seven  years.  John  Deere  &  Co.,  across  the  street 
from  us,  started  manufacturing  binders  since  the 
I.  H.  Co.  was  organized.  I  think  they  made  some 
binders  last  year;  that  was  the  first  I  knew  of 
it.  They  are  the  largest  manufacturers  of  steel  plows 
in  the  world  and  I  think  the  largest  manufacturers  of 
agricultural  implements  other  than  the  International.  Our 
Company  did  not  start  the  manufacture  of  binders  or  mow- 
5  ers  until  January,  1913,  over  ten  years  after  the  I.  H.  Co. 
was  organized  and  not  until  after  this  suit  was  brought. 
I  do  not  know  of  any  other  company  than  Deere  &  Co. 
and  ourselves  which,  since  January,  1913,  has  entered  upon 
the  manufacture  and  sale  in  United  States    of   binders. 

Our  principal  line  of  implements  is  plows.    ^.lore  than 
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half  of  our  gross  business  in  1912  was  in  plows  and  tillage 
implements. 

Prior  to  January,  our  principal  competition  was  with 
plow  companies,  such  as  Deere  &  Co.,  Eock  Island  Plow 
Co.,  Emerson-Brantingham  Company,  and  so  forth.  I 
would  have  to  produce  figures  to  tell  how  many  binders 
we  have  sold  in  the  United  States.  Our  company  sells 
plows  to  the  I.  H.  Co.  for  their  engines,  for  Germany,  and 
we  sell  them  horse  gangs  for  their  trade  in  Eussia.  1 
would  have  to  furnish  figures  as  to  what  our  business  with 
the  I.  H.  Co.  is  in  dollars  and  cents  per  year.  Cannot  state 
it  approximately  for  1912.  Our  business  with  them  has 
not  been  large.  It  has  been  more  experimental.  We 
hope  it  will  be  larger  for  1913. 

6  We  handled  the  reapers,  binders  and  mowers  of  the 

I.  H.  Co.  in  California,  Texas  and  Oklahoma.  I  don't 
know  as  to  whether  or  not  we  sold  some  of  the  I.  H.  Co. 
harvesting  implements  in  Texas  after  that  company  was 
ousted  from  tlaat  state.  We  have  sold  them.  There  are 
no  other  business  relations  of  my  company  with  the  I.  PI. 
Co.  that  I  knoAV  of. 

Plows  have  not  always  been  sold  to  the  dealer  on  a  di- 
rect sales  basis.  They  are  ordinarily  sold  to  the  farmer 
on  one  term  pajonent.  It  may  be  that  harvesting  imple- 
ments are  generally  sold  on  a  commission  basis  and  pay- 
ment is  by  installment;  we  do  not  sell  them  that  way.  I 
am  familiar  by  hearsay  with  the  way  the  harvesting  busi- 
ness has  been  done.  There  is  no  line  of  goods  we  manu- 
facture and  sell  to  the  trade  in  respect  to  which  we  have 
as  large  a  per  cent,  of  the  total  production  as  the  I.  H.  Co. 
has  in  binders  and  mowers. 

It  is  not  a  fact  that  nearly  all  the  dealers  I  speak  of 
as  being  country  merchants,  carry  the  International  bind- 
ers and  mowers ;  that  could  not  be.  I  have  made  a  study 
of  the  subject  only  to  this  extent:  I  have  not  studied  their 
business  but  know  you  cannot  have  a  confusion  of  your 
goods  in  one  town.  There  may  be  towns  where  there  are 
a  dozen  dealers :  I  think  Wichita,  Kansas,  and  perhaps  Ft. 
Worth,  Te^as,  I  do  not  know  that  the  I.  H.  Co.  divides 
its  lines  among  different  dealers  in  a  town  and  does  not 
sell  its  line  exclusively  to  one  dealer. 

7  I  do  not  have  supervision  of  the  sales  of  the  Moline 

Plow  Co.  and  have  never  had  supervision  of  them.    That 
department  is  managed  by  Mr.  Barber.     I  know  general 
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selling  conditions.  As  to  whether  the  I.  H.  Co.  divides 
its  lines  among  different  dealers  in  a  town:  cer- 
tainly they  do.  Everybody  does.  We  do.  We  do  not 
sell  the  same  implement  under  three  or  four  different 
names.  I  did  not  refer  to  selling  the  same  article.  I  re- 
ferred to  this  fact :  that  Ave  sell  plows  to  one  dealer,  wagons 
to  another  and  perhaps  buggies  to  a  third.  I  know  of  no 
company  which  has  different  trade  names  for  the  same 
line  and  divides  these  trade  names  among  the  dealers 
of  the  town.  I  did  not  mean  to  imply  hy  my  previous 
answer  that  we  have  adopted  that  policy,  selling  duph- 
cate  lines.  I  do  not  know  that  it  is  the  policy  of  the  I.  H. 
Co.  to  sell  duplicate  lines. 
8  I  do  not  have  charge  of  our  travelers.     I  know  pretty 

well  what  is  being  done  throughout  the  territory.    I  refer 
to  our  own  goods. 

Re-dircct  Examination. 

Field  Absolut dij  Open  to  Competition  in  Harvesting  Machines 
and  Ploivs  Alike. 

I  do  not  know  of  any  company  that  in  the  last  ten 
years  has  entered  upon  the  manufacture  and  sale  of  plows 
in  a  large  way.  The  field  is  absolutely  open  to  competi- 
tion in  harvesting  machinerj^  and  in  plows  alike  in  this 
country. 

Re-cross  Examination. 

F.  Gr.  Allen  and  C.  A.  Bannister  are  the  financial  agents 
of  the  Moline  Plow  Company.  The  bankers  are  legion 
from  whom  we  borrow  money  to  carry  on  our  business. 
The  principal  ones  are  tiie  First  National  of  Chicago, 
Commercial  National  of  New  York  and  the  Second  Na- 
tional of  Boston. 

None  of  the  officers  or  the  officials  of  the  I.  H.  Co.  own 
stock  in  my  company,  that  I  know  of. 


X 


WILLIAM  H.  TAYLOE : 


Minnesota  Moline  Plow  Co. 

Live  at  Minneapolis;  am  manager  for  the  Minnesota 
Moline  Plow  Co.  We  handle  a  general  line  of  agricul- 
tural implements,  tillage  tools,  wagons  and  binders.    Have 
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Minneapolis  territory,  whioli  includes  northwest  Wiscon- 
sin, all  of  Minnesota,  except  three  counties,  North  Da- 
kota, all  of  Montana  except  two  or  three  counties  in  the 
extreme  southern  corner.  Have  been  manager  in  this 
territory  three  years.  Prior  to  taking  that  position  was 
with  the  Kingman  Plow  Oo.  at  Peoria,  Illinois,  as  vice- 
president  and  general  manager  from  1904  to  April,  1910. 

44  We  handle  the  goods  mostly  as  jobbers.  Kingman  Plow 
Co.  handled  Superior  drills.  Bain  wagons.  Anchor  bug- 
gies and  the  Walter  A.  Wood  line  of  harvesting  ma- 
chinery._  The  first  two  years  we  handled  the  Weber  wag- 
ons, which  were  then  being  manufactured  by  the  Weber 
Wagon  Company. 

While  I  was  an  officer  of  the  Kingman  Co.  we  had 
branches  at  Dallas,  Kansas  City,  St.  Louis,  Omaha,  and 
an  operating  jobbing  department  at  Peoria.  Those  houses 
covered  Texas,  Oklahoma,  Arkansas,  Missouri,  lUinois, 
Kansas,  Iowa  and  Nebraska. 

The  Kingman  Plow  Company  sold  in  competition  with 
the  I.  H.  'Co.  in  that  territory,  Walter  A.  Wood  harvest- 
ing machinery  most  of  the  period,  and  the  latter  part  of 
the  six  years,  to  1910,  we  sold  wagons,  disc  harrows,  and 
that  class  of  goods. 

Competition  With  I.  H.  Co.  Active;  Fair  and  Businesslike. 

Since  I  came  to  Minneapolis  as  manager  for  the  Minne- 
sota Moline  Plow  Co.  we  have  sold  in  competition  with  the 
I.  H.  Co.  wagons,  disc  harrows  and  harrows,  and  to  some 

45  extent  the  drill  line.  This  year  for  the  first  time  we  have 
added  the  Adriance-Platt  line  of  harvesting  machinery.  I 
have  been  in  charge  of  sales  both  with  the  Kingman  Com- 
pany and  with  the  Moline  Company.  Througout 
that  entire  period  and  territory  I  never  found  the 
competition  with  the  I.  H.  Co.  other  than  busi- 
nesslike and  fair;  pretty  active,  and  some  of  the 
others  the  same  way.  During  the  years  named 
and  the  territory  described  we  found  the  field  open  for 
doing  business  in  the  implements  named,  in  competition 
with  the  I.  H.  Co.  Adriance-Platt  line  was  sold  very  lit- 
tle in  this  section  of  the  country;  was  not  known  here.  My 
experience  in  introducing  it  has  been  very  satisfactory. 
It  has  shown  me  that  the  field  is  open  for  competition  in 
harvesting  machinery,  with  the  I.  H.  Co.  in  the  Minne- 
apolis territory.     I  know  a  good  many  of  the  dealers  in 
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farm  implements  in  this  Western  country  pretty  well,  and 
their  methods  of  doing  business. 

Attempt  to  Coerce  Dealers  JVovId  Besult  in  Loss. 

46  If  the  I.  H.  Co.,  throughont  this  territory,  should  adopt 
and  attempt  to  enforce  a  policy  of  saying  to  the  dealers  in 
farm  implements,  that  they  could  not  handle  L  H.  Co. 
harvesting  machinery  unless  they  handled  the  line  of  im- 
plements of  the  I.  H.  Co.  exclusively,  in  my  judgment  the 
result  would  be  that  they  would  lose  60  per  cent,  of  their 
trade.  In  the  sale  of  implements  for  the  Moline  Co.,  since 
I  have  been  manager,  my  sales  have  been  to  the  retail 
implement  dealers  throughout  the  section.  These  dealers 
in  the  main  handle  and  sell  the  I.  H.  Co.  harvesting  ma- 
chinery. We  have  not  found  that  fact  an  impediment  to 
the  sale  of  these  tillage  tools  and  wagons  we  sell  in  com- 
petition with  the  I.  H.  Co.  The  field  is  open  to  us  and  the 
I.  H.  Co.  in  perfectly  fair  competition. 

Cross-Examination. 

Moline  Plow  Co.  's  principal  line  is  plows.  Its  business 
has  been  built  up  very  largely  around  that  line,  which  be- 
came well  established  in  the  trade  many  years  ago.  Think 

47  it  has  been  selhng  plows  more  than  40  years..  The  busi- 
ness of  the  Kingman  Plow  Co.  was  not  made  up  on  basis 
of  their  plow  business.  Plows  and  jobbing  goods  pur- 
chased from  other  factories  were  its  principal  business. 

Lines  Handled  in  Competition  With  I.  H.  Co. 

1  would  say  the  Minnesota  ^Nfoline  Co.  has  sold  175 
binders.  "We  have  never  sold  binders  until  this 
spring.  It  is  not  by  any  means  our  principal  line. 
I  could  name  a  dozen  or  more  lines  that  are 
more  important  than  the  binder  so  far.  I  was 
not  anxious  to  give  the  impression  that  my  company 
was  in  competition  actively,  and  had  been  so,  with  the 
I.  H.  Co.  on  binders.  The  question  was  asked,  what  we 
handle.  We  consider  the  binder  line  at  the  present  time 
an  important  part  of  our  business,  and  for  the  future.  Our 
company,  until  the  season  of  1913,  never  attempted  to  sell 

48  a  binder.  The  I.  H.  Co.  has  never,  that  I  know  of,  sold 
plows  in  my  territory,  except  possibly  some  they  may  have 
purchased.  We  have  never  sold  any  mowers,  or  sulky  liay 
rakes.    Have  sold  sweep  rakes  for  about  10  years.    Am 


Testimony  of  Coidpetitors.  785 

unable  to  tell  how  many  we  sold  in  1912  in  our  territory, 
quite  a  satisfactory  trade  to  the  people  we  buy  rakes  from, 
however.  We  buy  them  from  Jenkins  of  Chillicothe.  I 
would  say  400  or  500  stackers  and  rakes,  they  go  together. 
While  I  have  been  with  the  Moline  Plow  Co.  have  been 
in  competition  with  the  I.  H.  Co.  on  wagons,  disc  har- 
rows, harrows,  and  to  a  limited  extent  on  drills.    I  believe 

49  the  I.  H.  Co.  sold  no  drills  until  1911  and  1912,  The  spring 
of  1913  was  really  the  first  active  competition  on  drills. 

We  have  had  no  competition  with  I.  H.  Co.  on  harvest- 
ing machines  until  this  year.  They  have  no  competition 
with  us  on  our  plow  lines.  I  cannot  tell  how  many  Wood 
binders  we  sold  a  year  while  I  was  with  the  Kingman 
Plow  Co.  In  some  territories  quite  a  portion;  in  others 
less.  In  Texas  we  had  quite  _a  trade,  a  good  many  thou- 
sand dollars.  A  thousand  dollars  would  be  less  than  ten 
binders.  In  Texas  in  the  mowers,  binders  and  rakes  lines 
it  would  be  $60,000  to  $75,000— it  might  run  more  than 
that. 

I  am  resident  manager  of  the  Minnesota  Moline  Plow 
Co.  Am  responsible  to  the  head  officers  of  that  company 
at  Moline.  AH  of  the  stock  of  my  company  is  owned  by 
the  parent  company.    I  was  not  consulted  by  the  officials 

50  of  the  parent  company  in  connection  with  their  plans  for 
taking  and  selling  the  Adriance  binder  in  my  territory. 
I  suppose  they  knew  their  business.  They  probably  were 
not  ready  to  purchase  a  binder  plant  before.  The  John 
Deere  Plow  Co.  has  entered  upon  the  manufacture  and 
sale  of  binders  since  the  I.  H.  Co.  was  organized.  I  thin-: 
the  season  of  1912  was  the  first  that  the  John  Deere  Co. 
sold  any  binders  in  the  United  States.  I  cannot  recall 
any  other  company  at  the  present  time. 

XIII 

106  FLOYD  E.  TODD: 

Proportionate  Grotvth  of  Business  of  Deere  Co. 

I  am  a  member  of  the  executive  committee  and  board 
of  directors  of  Deere  &  Company.      The  principal  lines 

107  it  sells  in  competition  with  the  I.  H.  Co.  are  lever  har- 
rows, disc  harrows,  manure  spreaders,  wagons,  hay  load- 
ers, sweep  rakes,  stackers,  mowers,  drills  and  binders. 

I  have  with  me  a  statement  of  the  proportionate  growth 
of  the  business  of  Deere  &  Company  for  the  past  ten  years. 
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1902  to  1911.  This  table  takes  the  year  1902  as  100 
per  cent.,  and  the  'business  of  the  other  yearsi  in  these  va- 
rious lines  is  shown  relative  to  1902  by  per  cents. : 

RELATIVE   PERCENT.   OF   CERTAIN   PRODUCTS    SOLD   IN  THE 
UNITED  STATES  AS  COMPARED  WITH  SALES  IN  THE  YEAR 
1902    TOGETHER  WITH   SIMILAR   COMPARISON  OP  MOWERS 
SOLD  DURING  AND  AFTER  THE  YEAR  1907. 
Lever    Disc 
Harrow  Har-  Hay       Sweep 

Year  Sections  rows    Spreaders  Wagons  Loaders  Ralies  Stackers  Mowers 

1902  100.0%  100.0%  100.0%  100.0%  100.0%  100.0%  100.0% 

1903  102.7       107.6       192.0         99.0       164.4       121.3       104.4 


1904    98.5 

116.6 

221.6 

105.9 

214.  S 

153.0 

132.8 

1905  102.0 

132.6 

256.6 

133.4 

213.6 

155 . 5 

146.2 

1906  123.8 

173.8 

396.3 

156.2 

196.0 

120.4 

135.9 

1907  143.9 

226.5 

470.0 

155. 6 

156.5 

162.8 

166.4 

100.0% 

1908  111.5 

183.1 

325.5 

SI.  4 

256.7 

201.1 

214.7 

160.1 

1909  128.7 

203.0 

475.4 

125.6 

218.2 

235.4 

258.3 

227.0 

1910  143.9 

242.8 

349.5 

^104.2 

219.3 

248.1 

278.3 

334.1 

1911  136.6 

299.7 

204.7 

143.9 

139.2 

142.3 

123.5 

348.3 

(The  statement  was  objected  to  as  immaterial.) 

The  table  covers  the  fiscal  year  of  our  various  com- 
panies. Some  end  their  factory  year  on  the  first  of 
108  July,  others  at  other  times,  but  the  dates  are  the  com- 
mencement of  the  year  during  which  the  information  is 
given.     The  table  is  correct. 

So  far  as  I  have  gone  in  the  current  year,  the  indica- 
tions are  that  there  will  be  increases  in  the  output  of 
those  various  lines,  generally  speaking,  and  I  think  prob- 
baly  in  reference  to  nearly  (if  not  quite)  all  the  lines  men- 
tioned. 

I  have  charge  for  the  Deere  Company  of  the  factory 
that  makes  manure  spreaders.  Our  output  is  marketed  in 
all  parts  of  the  United  States.  I  am  in  touch  with  the 
business  throughout  the  country.  In  my  judgment  ths 
I.  H.  Co.'s  output  represents'  about  40  per  cent,  of  the 
aggregate  output  of  manure  spreaders  in  the  United 
States. 

Distribution  and  Sale  of  Binders  by  Deere  Co. 

Deere  &  Company  began  the  manufacture  of  bintrers 
in  1911.  The  following  statement  shows  the  distribu- 
tion and  sale  in  U.  S.  of  binders  by  the  branch  houses. 
The  names  of  the  cities  in  the  table  are  the  cities  where 
we  have  branch  houses : 
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1911 

1912 

1913 

Binders    Agents 

Binders     Agents 

Binders 

Agts. 

(estimate) 

Atlanta 

12 

1 

43 

5 

Baltimore 

2 

1 

Dallas 

64 

7 

172 

10 

Indianapolis 

82 

11 

423 

45 

Kansas  City 

139 

19 

620 

65 

Minneapolis 

10 

4 

202" 

15 

1000 

60 

Moline 

9S 

9 

50O 

65 

Omaba 

232 

20 

813 

70 

Portland 

06 

8 

222 

40 

St.  Louis 

34 

9 

105 

15 

Calgary 

171 

39 

356 

39 

600 

70 

Syracuse 

2 

1 

Winnipeg 

170 

38 

348 

41 

850 

70 

Saskatoon 

152 

21 

347 

45 

650 

70 

Total 

503 

102 

1982 

225 

6000 

586 

Binders 

Agents 

1911 

. Canada 
States 

493 
10 

98 
5 

5a3 

103 

1912 

. Canada 

States 

1051 
931 

125 
100 

1982 

225 

1913 

. Canada 

States 

2100 
4000 

210 
376 

6100 


586 


(Estimate) 

)eere  Company  Expanding. 

The  indications  are  that  next  year's  output  of  binders 
will  be  considerably  over  that  of  last  year,  as  shown  on 
10  the  statement.  We  are  building  a  factory  and  our  pur- 
pose is  to  have  it  thoroughly  equipped,  for  the  manufac- 
ture of  binders.  The  aggregate  volume  of  the  sales  of 
Deere  &  Company  in  the  season  of  1912  was  about  $27,- 
000,000,  and  if  there  is  no  crop  failure  the  current  year, 
we  expect  this  amount  to  be  considerably  increased. 

Cross-Examination. 

Of  the  principal  lines  going  to  make  up  the  $27,000,000 
U.  S.  gross  sales,  plows  amounted  to  more  in  dollars 
and  cents  than  any  other.  The  I.  H.  Co.  does  not  make 
plows  in  this  country.  I  am  not  able  to  give  you  the  figiire 
as  to  how  much  of  that  $27,000,000  consisted  of  plow  sales. 

I  am  a  director  and  on  the  executive  committee,  but 
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ray  time  is  particularly  spent  in  the  management  of  the 
Marseilles  Company,  which  makesi  manure  spreaders, 
111  grain  binders  and  elevators  principally.  These  figures 
which  I  produced  were  prepared  by  the  bookkeeper,  not  by 
me  personally. 

Number  of  Certain  Implements  Sold  by  Deere  by  Years. 

(At  request  of  petitioner,  witness  presented  a 
statement,  showing  the  number  of  implements  sold  by 
Deere  c^'  Co.  of  the  kinds  named  in  the  percentage  state- 
ment. 

The  statement  was  tliereafter  introduced  (Vol.  XIV,  p. 
329),  and  is  as  follows: 
XIV 


329 

Hi 

:iy  Load- 

Sweep 

Stack- 

Year 

Spreaders 

A^'agons 

ers 

Eakes 

ers 

Mowers 

1902 

2  223 

14,834 

5,253 

5,367 

2,056 

1903 

4,269 

14,692 

8,634 

6,509 

2,146 

1904 

4,927 

15,712 

11,286 

8,213 

2,730 

1905 

5,704 

19,787 

11,223 

8,,344 

3,005 

""37 

1906 

8,811 

23,171 

10,330 

6,463 

2,794 

490 

1907 

10,448, 

23,520 

8,222 

8,740 

3,421 

1,931 

1908 

7,236 

12,075 

13,487 

10,794 

4,415 

3,092 

1909 

10,568 

18,638 

11,462 

12,633 

5,311 

4,384 

1910 

7,769 

24,353 

11,518 

13,318 

5,722 

6,451 

1911 

4,551 

21,348 

7,310 

7,638 

2,539 

6,725 

1912 

9,560 

XIII 

111  I  understand  that  my  company  is  second  only  in  pros- 
perity, in  manufacturing  and  selling  agricultural  imple- 
ments in  this  country,  to  the  I.  H.  Co.  I  do  not  know 
whether  or  not  competitors  show  the  same  per  cent,  of 
increase  that  the  table  shows  for  my  company.  In  the 
total  volume  I  should  say  yesi. 

112  We  make  cultivators.  In  disc  harrows  our  statement 
shows  an  increase  of  299  per  cent,  from  1902  to  1911. 

If  the  evidence  shows  that  the  I.  H.  Co.  output  of  disc 
harrows  between  1903  and  1911  increased  1300  per  cent., 
I  know  of  no  other  company  whose  sales  of  disc  harrows 
have  grown  1300  per  cent,  in  ten  years..  My  statement 
shows  an  increase  in  s]")readers  of  204  per  cent,  in  ten 
Years. 
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If  Petitioner's  Exhibit  262  shows  an  increase  in  the 
output  of  manure  spreaders  by  the  I.  H.  Co.  of  from 
2,813  to  41,103  between  1905  and  1911,  an  increase  of 
from  1,500  to  1,800  per  cent.,  I  know  of  no  company 
manufacturing  manure  spreaders  in  the  United  States 
whose  output  in  the  years  1905  to  1911  has  increased 
that  per  cent. 

If  Petitioner's  Exhibit  262  shows  an  increase  of  over 
200  per  cent,  in  wagons  from  1906  to  1911,  6  years,  I 
know  of  no  other  company  wliose  output  in  wagons  in- 
creased 200  per  cent,  in  those  years.  T  confine  my  an- 
swer to  the  wood  farm  wagon.  There  may  be  other 
types  of  wagons  in  which  increases  have  been  made. 

Spring-tooth  and  peg-tooth  harrows  are  a  different  type 
than  lever  harrows.  We  have  made  spring-tooth  and  peg- 
tooth  harrows  only  a  short  time.  They  were  made  by 
the  Syracuse  (hilled  Plow  Company.  If  Petitioner's 
Exhibit  262  shows  an  increase  in  the  peg-tooth  harrow 
113  output  of  the  I.  H.  Co.  between  1903  and  1911  of  about 
250  per  cent.,  I  know  of  no  other  company  whose  in- 
crease has  been  so  large. 

If  Petitioner's  Exhibit  262  shows  an  increase  in  the 
output  of  hay  loaders  by  the  I.  H.  Co.  between  1906  and 
1911  of  approximately  200  per  cent.,  whereas  our  state- 
ment shows  a  decrease  of  from  10  to  20  per  cent.,  I  know 
of  no  other  company  than  the  I.  H.  Co.  whose  output  of 
hay  loaders  has  increased  more  than  200  per  cent,  in 
the  years  named. 
V 

605  CARLTON  C.  TROXELL: 

Live  at  Omaha;  occupation  is  land  and  farming.     In 

606  1903  and  until  1911  I  was  manager  and  assistant  manager 
of  the  Nebraska  Moline  Plow  Company  at  Omaha,  whose 
business  was  selling  agricultural  implements.  Part  of  this 
time  our  territory  consisted  of  all  of  South  Dakota,  south- 
western Minnesota,  the  three  western  tiers  of  the  counties 
of  Iowa,  all  of  Nebraska,  and  what  is  called  the  Black 
Hills  territory.  Part  of  the  time,  a  little  later.  South 
Dakota,  southwestern  Minnesota  and  northwestern  Iowa. 
I  was  taken  away  from  the  Omaha  house  and  placed  under 
the  management  of  Sioux  Falls. 
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V 

CompetUion  of  L  H.  Co.  Normal  and  Healthy. 

During  the  period  from  1903  to  1911  the  Nebraska  llo- 
line  Plow  Compan}-  was  selling  agricultural  implements 
tliroughout  the  territory  I  have  named  in  competition  with 
the  Lll.  Co.  We  sold  farm  Avagons,  hay  stackers,  hay 
sweeps,  disc  harrows,  corn  planters,  cultivators,  grain 
drills,  alfalfa  renovators,  manure  spreaders    and    lever 

607  harrows  in  competition  with  the  I.  H.  Co.  In  a  large 
degree,  our  sales  were  to  retail  implement  dealers,  who 
handled  I.  H.  Co.  harvesting  machinery.  The  competi- 
tion we  met  with  was  normal  and  healthy.  We  found  no 
oppression  on  the  part  of  the  I.  H.  Co.  Our  business  grew 
during  those  years,  in  the  lines  in  which  we  were  in  com- 
yjetition  with  the  I.  H.  Co.  As  m'anager  and  assistant 
manager  I  was  in  close  touch  with  the  implement  business 
throughout  the  territory  named,  and  was  acquainted  with 
the  dealers,  many  of  them;  and  the  fact  is  that  competi- 
tion was  open  and  free  in  the  territory  named,  with  re- 
spect to  these  articles  that  we  handled. 

Cro  ss-Exaniina  tion. 

608  I  do  not  know  anything  about  the  per  cent,  of  binders 
sold  in  our  territory  in  the  years  I  was  doing  business.  I 
knew  nothing  about  the  binder  business  at  that  time. 
When  I  said  the  field  was  open,  I  meant  by  that  that  I 

609  did  not  know  of  any  reason  why  it  was  not  open.  I  have 
no  information  on  the  binder  or  mower  business,  and  do 
not  wish  my  answers  to  apply.  I  know  nothing 
about  the  twine  business.  The  International  does  not 
make  plows  that  I  know  of.  They  did  not  when  I  was  in 
business. 

611      I  don't  know  anything  about  the  binder  business. 
XII 

462  DILLON  TUENEY: 

Wagon  CompetUion  of  I.  H.  Co.  Keen,  hut  Fair  as  the  Rest. 

I  live  at  Fairfield,  Iowa.  Am  a  manufacturer  of  farm 
wagons.  I  sell  them  throughout  Iowa,  Missouri,  Kansas, 
Oklahoma,  Nebraska,  Arkansas  and  South  Dakota.  I  sell 
them  through  local  implement  dealers  in  that  territory, 

463  in  competition  with  I.  H.  Co.  and  other  wagon  manufac- 
turers.   The  competition  of  the  I.  H.  €o.  is  keen,  just  the 
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same  as  the  rest  of  them,  hut  it  is  as  fair  as  the  rest  of 
them. 

Cross-Examination. 

I  sold  about  3,000  wagons  in  the  United  States  in  1912. 
We  manufacture  bob-sleds  and  wagon-iboxes.  I  did  not 
include  bob-sleds  in  the  3,000.  I  only  make  farm  wagons. 
In  1911 1  sold  about  2,200  wagons,  and  in  1910  about  2,500. 
My  father  commenced  the  business  in  1856.  For  a  great 
many  years  my  company  has  been  selling  the  Charter  Oak 
wagons.  The  largest  number  my  company  has  sold  in  one 
year  was  about  3,500,  .along  in  the  forepart  of  the  nineties. 
There  has  been  practically  no  increase  in  our  business 
for  10  or  15  years. 
VIII 

449  JAMES  B.  VIETCH : 

Thomas  Manufacturing  Co.  Competes  with.  I.  H.  Co. 

Am  general  agent  for  North  and  South  Dakota  for  the 
Thomas  Manufacturing  Co.  Eeside  at  Sioux  Falls,  S.  D. 
We  handle  drills,  mowers  and  hay  tools.  Have  been  agent 
there  for  four  years  and  as  such  have  had  charge  of  the 
sales  and  business  in  those  states  and  have  been  in  active 
competition  with  the  I.  H.  Co.  in  the  sale  of  the  articles 
mentioned.  All  implements  I  sell  are  sold  in  active  com- 
petition with  the  I.  H.  Co.  and  the  field  is  very  much  open 

450  for  competition.  It  is  normal,  businesslike,  strong,  healthy 
and  very  fair.    It  is  simply  go  out  and  get  the  business. 

We  sell  our  goods  to  the  implement  dealers,  a  large  pro- 
portion of  whom  handle  I.  H.  Co.  harvesting  machinery. 
Have  not  found  that  fact  an  impediment  to  our  selling 
to  them  our  implements.  I  know  the  dealers  in  my  terri- 
tory quite  well.  If  the  I.  H.  Co.  should  start  out  on  a  pol- 
icy of  insisting  with  each  implement  dealer  in  the  terri- 
tory that  he  could  not  handle  their  harvesting  machinery 
unless  he  handled  that  and  their  other  implements  exclu- 
sively, it  would  be  much  easier  for  the  rest  of  us. 
I  would  like  to  see  them  do  that.  A  good  many  deal- 
ers would  not  abide  by  it  and  it  would  be  easier  for  us  to 
sell  our  goods.  The  business  I  have  done  in  the  past  four 
years  in  competition  with  the  I.  H.  Co.  has  been  growing 
and  satisfactory. 
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451  Cross-Examination. 

Our  principal  lines  are  drills  and  mowers.  I  think 
the  I.  H.  Co.  has  been  selling  drills  several  years.  I  do 
not  know  that  the  entire  output  of  drills  in  the  United 
States  by  the  T.  H.  Co.  was  449  in  1910  and  in  1911,  3,227. 
449  drills  in  the  U.  S.  would -not  be  a  very  large  factor  in 
the  drill  business.  Do  not  know  how  many  drills  we 
sold  in  the  U.  S.  In  1910  I  sold  500  drills  in  my  own 
district.  If  the  figures  connsol  suggests  are  correct  I  sold 
more  in  my  own  disti'iet  than  the  I.  H.  Co.  sold  in  the 
entire  U.  S. 

452  There  are  several  competitors  in  drills  other  than  I.  H. 
Co.  It  has  just  entered  the  trade  in  a  large  way  in  the 
last  year.  It  is  only  by  the  purchase  of  the  three  well- 
known  brands  of  the  American  Seeding  Machine  Co.  that 
the  I.  H.  Co.  has  become  a  factor  of  any  consequence  in 
the  drill  business.  Until  the  last  year  or  two  have  had 
really  no  competition  in  the  drill  business  with  the  I.  H. 
Co.    They  have  been  making  drills  only  a  few  years. 

I  testified  as  to  the  character  of  the  competition  of  the 
International  on  direct  examination.  I  was  speaking,  so 
far  as  drills  in  competition  with  the  International  drills 
were  concerned  only  with  respect  to  1912.  In  this  terri- 
tory they  sold  a  lot  of  drills  in  1911 ;  could  not  tell  how 
many,  but  in  going  over  the  country  could  see  quite  a  few 
agents.    The  International  was  a  good  and  strong  factor 

453  in  the  trade  in  1911  and  1912. 

Sah-.-^  of  Clowns  in  tin-  Dalotctfi. 

T  think  we  put  out  300  mowers  in  1912,  and  about  100 
mowers  in  1911;  at  that  time  did  not  have  North  Dakota; 
we  sold  the  100  in  South  Dakota.  That  is  very  small  per- 
ceritagp  of  the  mowers  sold  in  that  state  that  year.  Have 
no  idea  of  what  total  sales  of  my  company  in  mowers  were 
in  1911  or  any  knowledge  of  tlie  sales  of  the  I.  H.  Co.  in 
mowers  in  1911.     I  imagine  they  sold  many  times  what 

454  we  sold  in  South  Dakota.  I  opened  up  the  trade  in  mow- 
ers when  I  went  with  the  Thomas  Mfg.  Co.  It  was  en- 
tirely new  with  us.  My  testimony  on  direct  relative  to 
the  character  of  the  competition  on  mowers  is  to  be 
limited  to  the  last  four  years  when  I  took  up  sale  of 
Thomas  line  in  this  teri-itory. 

There  was  not  much  sale   of   Crown  mowers  in  this 
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territory  in  1909.  Do  not  think  the  I.  H.  Co.  made 
any  drills  that  year,  or  sold  any  in  my  territory. 
I  was  trying  to  get  our  mower  started  in  the  territory. 
I  sold  40  or  50  possibly  in  1909.  As  to  whether  the  extent 
of  our  competition  with  the  I.  H.  Co.  in  1909  was  noth- 
ing so  far  as  drills  are  concerned,  and  as  to  mowers  it 
was  to  the  extent  of  40  or  50,  will^say  that  we  sold  a  very 

455  limited  amount  at  that  time.  My  recollection  is  that  in 
1910  the  I.  PI.  Co.  had  just  opened  up  the  territory  in 
drills ;  am  not  positive.  When  I  think  of  my  main  com- 
petitors in  drills  in  1910,  the  I.  H.  Co.  does  not  come 
to  my  mind.  I  cannot  say  as  to  the  extent  of  my  compe- 
tition with  the  I.  H.  Co.  in  1910  on  diills.  They  were 
not  strong  in  drills  that  year. 

We  sell  very  few  hay  tools  in  this  district.  Do  not  make 
'binders  nor  sell  manure  spreaders.  We  are  not  in  com- 
petition with  the  I.  H.  Co.  except  with  the  lines  I  have  men- 
tioned, and  to  the  extent  I  have  defined. 

Re-direct  Examination. 

1  started  in  to  introduce  this  new  mower  into  this  ter- 
ritory four  years  ago.  I  began  this  work  in  competition 
with  the  I.  H.  Co.,  and  in  four  years  have  developed  a 
trade  wherein  I  sold  400  mowers  last  year. 

i56  Re-cross  Examination. 

This  year  I  have  perhaps  100  agents  now  carrying  the 
Thomas  mower  in  North  and  South  Dakota;  last  year  I 
had  around  60.  Cannot  tell  you  how  many  dealers  handle 
I.  H.  Co.  mowers  in  North  and  South  Dakota.  I  suppose 
they  all  do ;  can  not  answer  intelligently  as  to  the  number. 
The  mower  that  is  made  by  the  Thomas  Mfg.  Co.  is  called 
the  Thomas-Crown. 

)16  STEPHEN  D.  WADSWOETH: 

Business  of  Rock  Island  Ploiv  Co. 

Am  manager  of  the  Rock  Island  Plow  Co.  Eeside  at 
Sioux  Falls,  South  Dakota.  We  started  a  house  there 
three  years  ago  last  July.  Have  been  in  charge  of  the 
business  since  then.  The  territory  in  my  charge  is  all  of 
South  Dakota  except  the  Black  Hills  and  a  few  counties 
southwest  of  the  river,  in  Tripp  and  Gregory,  and  six 
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counties  m  southwestern  Minnesota  and  nine  in  north- 
western Iowa. 
My  company  sells  agricultural  implements  and  vehicles 

517  in  that  territory.  As  manager  have  been  in  direct  charge 
of  the  sales  of  the  company  and  have  been  in  competition 
with  the  I.  H.  Co.  and  in  that  territory  on  wagons  and 
trucks,  hay  tools,  buck  rakes  and  stackers,  disc  harrows, 
drag  harrows,  hay  loaders — ^in  fact  about  70  per  cent,  of 
our  line  is  in  direct  competition  with  the  I.  H.  Co. ;  cream 
separators  and  manure  spreaders  included  in  that. 

Competition  Fair;  Better  than  Other  Fellows. 

I  have  always  found  the  I.  H.  Co.  fair  competitors,  in 
fact,  better  than  the  other  fellows.  I  sell  my  implements 
in  my  territory  to  the  retail  implement  dealers  in  the 
towns  exclusively.  Should  say  90  to  95  per  cent,  of  them 
handle  I.  H.  Co.  line.  Have  not  found  the  fact  that  they 
were  handling  I.  H.  Co.  harvesting  line  an  impediment  to 
selling  them  our  hne  of  goods.  I  know  these  dealers.  I 
get  out  in  the  territory.  I  know  how  they  do  business. 
They  are  merchants. 

518  Q.  Based  on  your  knowledge  of  these  men  and  their 
business,  what,  in  your  judgment,  would  be  the  effect  on 
the  I.  11.  Co. 's  business  if  it  went  to  these  dealers  and 
said,  ''You  cannot  handle  our  harvesting  machinery  unless 
you  handle  our  goods  exclusively"? 

(Objected  to.) 
A.     Unless  the  dealer  was  owing  the  International  so 
much  money  that  he  would  not  dare  tell  them  to  take  their 
goods  and  go,  he  would  probably  tell  them  to  pick  up  and 
go — 95  per  cent,  of  the  dealers,  anyway. 

Cross-Exammation. 

We  do  compete  with  the  International  on  lines 
in  which  they  are  the  dominant  factor  in  the 
trade.  "We  compete  with  them  in  the  manure 
spreader  business,  and  I  believe  in  cream  separators  and 
disc  harrows.  I  believe  they  are  the  dominant  manufac- 
turers in  these  lines  in  my  territory,  so  far  as  sales  are 
concerned.     That  is  in  spreaders,  separators,  discs,  hay 

519  tools,  buck  rakes  and  stackers.  In  the  things  named  the 
I.  H.  Co.  does  not  have  as  large  per  cent,  of  the  trade  as 
it  does  in  harvesting  implements.  There  are  several  lines 
of  binders,  McCormick,  Deering,  Piano,  Champion,  etc. 
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I  believe  it  is  the  fact  that  in  my  territory  the  I.  H.  Go. 
distributes  these  different  lines  of  binders  to  different 
dealers  in  a  town,  giving  one  to  each  dealer.  Do  not  know 
whether  they  carry  that  ont  with  respect  to  other  lines  of 
implements  which  they  manufacture.  They  may  on  some 
of  them,  but  as  a  usual  thing  their  separator  business  is 
given  to  one  firm,  and  their  other  lines.  Where  they  have 
only  one  line,  of  course  they  would  have  to  give  it  to  one 
man;  where  they  have  two  lines  of  the  same  goods  they 
sell  both  of  the  dealers,  I  believe.  I  do  not  know  of  any 
other  agricultural  implement  company  that  makes  two 
lines  of  goods  which  follows  the  policy  of  distributing  its 
several  lines  to  the  several  dealers  in  a  town. 

Re-direct  Examination. 

520  I  know  that  the  Rumely  Company  and  the  Emerson- 
Brantingham  have  two  lines  of  threshing  machines.  I 
understood  the  question  to  mean  the  goods  in  which  I  am 
interested  in  selling.  They  put  threshing  engines  with 
two  dealers. 

Re-cross  Examination. 

The  threshing  machine  business  in  South  Dakota  ter- 
ritory is  a  very  large  one.  I  have  no  idea  in  the  world 
how  many  of  these  machines  are  sold  in  my  territory  as 
compared  with  discs.  Not  one  farmer  in  ten  has  a  thresh- 
ing machine.    Every  farmer  has  a  wagon  and  a  spreader. 

In  dollars  and  cents  the  threshing  machine  and  trac- 
tion engine  business  in  South  Dakota  would  be  bigger  than 
any  other  line. 
XI 

252  H.  M.  WALLIS : 

Case  Plow  Works  Finds  Jntevnaiional's  Competiiion  Fair. 

253  Reside  at  Eacine,  Wisconsin.  Am  President  and  Treas- 
urer of  J.  I.  Case  Plow  Works,  with  which  I  have  been  con- 
nected about  28  years.  It  manufactures  agricultural  im- 
plements of  the  tillage  tool  class,  plows,  cultivators,  har- 
rows and  planters.  Practically  the  entire  United  States 
and  Canada  is  covered  by  sales  of  my  company.  We  make 
tools  and  farm  implements,  which  sell  in  competition  with 
I.  H.  Co. ;  our  principal  tools  are  disc  harrows,  disc  culti- 
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vators,  spike-tooth,  harrows  and  corn  planters.  I  have 
found  the  competition  of  the  I.  H.  Oo.  in  these  articles  to 
be  fair.  We  sell  product  of  our  factories  through  local 
dealers  throughout  the  country,  many  of  whom  handle 
I.  H.  Co.  liarvesting  lines.  I  do  not  think  we  find  that  fact 
an  obstacle  to  the  sale  of  our  implements  to  those  dealers 
— in  the  main.  Our  business  has  prospered  in  the  lines 
with  which  we  compete  with  the  I.  H.  Co.    I  am  acquainted 

254  with  dealers  throughout  the  country  in  general  way  and 
know  the  manner  in  wliicli  business  is  done  and  the  deal- 
ers' general  character. 

If  the  I.  H.  Co.  adopted  the  policy  of  insisting  that  they 
should  not  handle  I.  H.  Co.  harvesting  machinery  unless 
they  handled  the  whole  long  line  of  the  I.  H.  Co.,  and  that 
exclusively,  I  think  you  would  get  varying  conditions.  A 
man  independent  enough  would  tell  you  to  take  your  line 
out  of  his  house ;  if  not  independent  enough,  he  might  con- 
sider it  and  do  something  different.  A  strong  man,  if 
able  to  protect  himself,  would  not  stand  for  it.  Dealers 
who  might  be  affected  by  it  would  be  weak,  not  the  strong 
ones.  I  have  found  the  field  open  for  these  years  for 
sale  of  implements  we  make  and  sell  in  competition  with 
I.  H.  Co. 

Cr  OSS-Examination. 

_  Local  dealers  are  of  varying  degrees  of  strength,  finan- 
cially, mentally  and  in  every  way.  It  is  human  nature  that 
soiiii'  stick  more  for  their  independence  than  others.  I  do 
not  know  that  there  is  any  line  of  agricultural  implements 
in  which  such  a  large  per  cent,  of  control  or  of  the  pro- 
duction is  lield  liv  one  company  as  that  held  hy  the  T.  H. 
-55  Co.  in  harvesting  iniDlements.  Of  course,  the  I.  H.  Co.  (lo;'s 
not  come  in  competition  wWh  me  on  harvesting  lines,  which 
we  do  not  manufacture.  Wp  are  in  competition  on  tillage 
tools. 

As  to  whether  harvesting  implements  are  the  most  im- 
portant class  of  aaricultnral  implements  will  say  there  is 
pretty  generally  distributed.  The  plow  line  is  "a  funda- 
mental line ;  you  have  to  have  the  plow  before  you  can  have 
use  for  harvesting  machinery.  I  would  not  say  there  is 
the  same  degree  of  control  held  by  any  one  company  in 
the  plow  line  as  in  harvesting  line.  It  is  not  my  experi- 
ence that  practically  every  dealer  handles  harvesting  lines. 
A  majority  of  them  do,  but  a  great  many  do  not.    A  great 


Testimony  of  Competitors.  797 

many  more  dealers  handle  harvesting  machinery  than 
handle  threshers.  Our  business  in  disc  harrows  and  disc 
cultivators  has  grown  rapidly  in  the  last  five  or  six  years. 
J.  I.  Case  Plow  Works  has  no  connection  whatever 
with  the  J.  I.  Case  Threshing  Machine  Co.  None  of  the 
stockholders  in  the  two  companies  are  similar.  The  capi- 
talization of  my  company  is  $400,000  common  and  $194,900 
256  preferred.  Its  gross  sales  in  1912  were  about  $1,500,000. 
The  advertisement  for  my  company  in  the  Implement  Blue 
Book  for  1913,  at  page  419,  is  a  correct  statement  of  the 
lines  of  implements  manufactured  by  my  company,  as 
follows : 

"J.  I.  Case  Plow  Works.  Established  1876.  Incor- 
porated 1884.  President  and  Treasurer,  H.  M.  Wallis; 
Second  Vice-President,  William  Sobey;  Secretary,  H.  M. 
Wallis,  Jr. — ^Walking  Plows,  Sulky  and  Gang  Plows,  En- 
gine Gang  Plows,  Smoothing  Harrows,  Disc  Harrows, 
Corn  Planters,  Corn  Drills,  Cotton  and  Corn  Planters, 
Transplanters,  Fertilizer  Attachments,  Walking  and  Rid- 
ing Cultivators,  Stalk  Cutters,  Peanut  Planters  and 
Equalizers."' 

We  have  had  no  competition  to  speak  of  with  I. 
H.  Co.  in  sale  of  corn  planters.  The  only  competition 
has  been  in  disc  cultivators  and  disc  and  spike-tooth  har- 
rows. We  do  not  manufacture  spring-tooth  harrows.  The 
I.  H.  Co.  has  entered  upon  the  manufacture  of  these  lines 
since  1902. 
XII 

445  J.  D.  WHITE : 

Emerson-Brantingham  Co.  Finds  Competition  Fair. 

Am  sales  manager  of  the  Emerson-Brantingham  Co. 
Have  testified  before  and  gave  figures  of  our  mower  and 
rake  sales  for  the  year  ending  July,  1912.  Our  current 
sales  for  the  year  ending  July  1,  1913,  at  pres- 
ent indications  will  be  largest  in  history  of  com- 
pany. Business  in  rakes  has  been  better  than 
last  year.  My  company  in  addition  to  the  mow- 
ers and  rakes,  manufactures  and  sells  in  the  United 
States,  cultivators,  tooth  harrows,  disc  harrows  and  corn 
planters.  It  has  done  so  for  8  or  10  years,  last  past.  It 
makes  and  sells  them  in  competition  with  like  implements 
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made  by  the  I.  H.  Co.  I  have  been  familiar,  in  my  posi- 
tion, witii  that  competition.  It  has  been  fair  and  business- 
like in  my  experience  and  observation.  The  present  indi- 
cations are  that  the  business  of  the  old  company  at  Eock- 
ford  for  the  current  year  compared  with  the  business  for 
the  last  ten  years,  will  show  an  increase  over_  any  pre- 

446  vious  year.  This  is  the  first  year  of  the  combined  busi- 
ness of  the  reorganized  Emerson-Brantingham  Co.  My 
estimate  of  the  total  business  for  the  current  year  of 
that  company,  in  all  lines  which  it  manufactures  and  sells, 
is  approximately  $10,000,000. 

Cross-Examination. 

Extent  of  Eniervon-Brantingham's  Business. 

In  the  last  year  or  two  my  company  consolidated  with 
a  number  of  other  companies.  That  $10,000,000  of  busi- 
ness comprises  the  entire  manufacture  of  the  consolidated 
companies.  Broadly  speaking,  it  is  the  farm  machin- 
ery known  as  agricultural  implements,  and  engines,  thresh- 
ers, gas  engines,  wagons,  buggies  and  grain  drills. 

447  As  many  of  the  companies  we  have  acquired  by  con- 
solidation or  purchase  as  I  can  recollect,  are  the  G-eiser 
J\Ianufacturing  Company,  which  manufactures  engines  and 
threshing  machinery;  Reeves  &  Company,  which  manufac- 
tures this  machinery;  the  American  Drill  Company,  the 
La  Crosse  Hay  Tool  Company,  Minneapolis  Gas  Tractor 
Company,  Rockford  Engine  Works,  Emerson  Carriage 
Company  and  Xewton  Wagon  Company.  Do  not  think  of 
any  others.  There  was  some  increase  over  the  combined 
capitalization  of  the  companies  that  were  consolidated  to 
acquire  these  companies. 

Am  sales  manager  for  the  Emerson-Brantingham  Co. 
located  at  Rockford,  Illinois.  When  these  new  properties 
were  acquired  the  sales  of  the  new  companies  that  came 
in  did  not  come  under  my  charge.  There  was  no  enlarge- 
ment of  my  duties  under  the  new  organization.  The  man- 
agers of  the  various  divisions  sold  the  new  implements 

448  making  up  this  $10,000,000.  I  have  charge*  only  of  the 
sales  of  the  implement  division  and  my  duties  are  only  in, 
connection  with  the  implement  business. 
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!1     LEWIS  T.  YOUNT : 

lansas  City  Mcmager  Oliver  Chilled  Plow  Works. 

Live  in  Kansas  City,  Mo.,  am  local  manager  of  the 
Oliver  Chilled  Plow  Works.  My  territory  comprises 
Oklahoma,  Kansas  and  the  west  third  of  Missouri;  and 
in  a  jobbing  way,  Omaha  and  Denver  and  the  territories 
that  they  usually  control.  I  have  been  manager  since 
1910.      The  Oliver  company  is  engaged  in  the  manufac- 

!2  ture  and  sale  of  agricultural  implements,  principally 
plows. 

'.  H.  Co.  Competition  No  Different  From  Others. 

We  come  in  active  competition  with  the  Interna- 
tional in  the  sale  of  wagons  and  tillage  tools,  which  in- 
clude disc  harrows,  lever  harrows  and  cultivators.  I 
found  the  competition  with  the  International  no  different 
than  the  competition  of  others  engaged  in  the  same  busi- 
ness. It  was  normal  and  businesslike.  I  found  the  field  open 
for  competition  as  against  the  International  in  these  im- 
plements that  I  have  named.  We  have  in  the  main  sold 
our  implements  to  dealers  who  handle  the  binders,  mow- 
ers and  rakes  of  the  International  and  frequently  ship  all 
in  the  same  car  with  the  International;  in  other  words, 
!3  the  dealer  makes  up  what  we  call  carloads.  I  have  not 
found  the  fact  that  the  dealer  bought  harvesters,  mowers 
and  rakes  from  the  International  an  impediment  to  sell- 
ing our  goods  to  the  same  dealer.  I  am  acquainted  with 
the  dealers  in  my  territory  in  a  general  way,  and  I  have 
'been  in  the  implement  business  since  1885.  In  my  judg- 
ment, if  the  I.  H.  Co.  tried  to  coerce  these  dealers  into 
handling  their  harvesting  machinery,  the  dealers  woiild 
tell  them  they  could  get  along  without  them.  That  is  true 
of  all  the  strong  dealers  and  the  men  who  really  do  the 
business. 

4  In  my  judgment,  the  field  is  open  for  competition  with 
the  International,  in  the  territory  I  have  named,  on  har- 
vesting machinery. 

Cross-Examination. 

I  was  connected  with  the  Racine  Wagon  &  Cordage  Co., 

5  manager  of  their  Omaha  branch.      I  never  sold  a  har- 
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vester  except  in  the  retail  trade,  when  I  was  located  at 
Wichita,  Kansas.  I  have  sold  mowers,  rakes  and  other 
goods  from  1906  to  1910,  when  I  was  manager  of  the 
John  Deere  Plow  Co.  at  Oklahoma  City.  I  do  not  know 
what  the  social  or  contractual  relations  are  between  the 
International  and  my  company.  I  know  in  a  general 
way  that  the  International  sells  our  plows  in  Canada. 

26  The  principal  article  we  sell  is  steel  plows.  I  will  say  off- 
hand that  50  per  cent,  of  our  business  consists  of  the  sale 
of  plows.  Our  next  largest  item  is  wagons.  We  do  not 
compete  Avith  the  International  in  plows;  they  do  not 
make  them.  I  do  not  know  how  long  the  Interna- 
tional has  been  manufacturing  wagons  and  harrows.  I 
know  the  names  of  most  of  the  companies  doing  a  har- 

27  vester  business  in  my  territory.  At  a  guess  I  would 
say  that  the  International  did  more  than  all  the  others 
combined. 

XIII 


CAPITAL  INVESTED  IN  AGRICULTURAL  IMPLEMENT  TRADE 
IN  THE  UNITED  STATES  SINCE  ORGANIZATION  OF  INTER- 
NATIONAL HARVESTER  CO. 

Statement  of  Capitalization  of  -^04  Afiricultural  Implement 
Manufacturers  in  the  United  States,  Otlier  Than  I.  II.  Co., 
Showing  Their  Respective  Increases  of  Capital  Between 
1903  and  1913. 

344  GEOEGE  A.  EANNEY : 

I  have  prepared  a  table  (Deft.'s  Ex.  120)  with  respect 
to  the  capitalization  of  certain  companies  engaged  in 
the  manufacture  and  sale  of  agricultural  implements. 

Sources  of  Information. 

The  information  upon  which  the  tabulation  is.  based  was 
secured  from  the  manufacturers  in  response  to  letters 
from  our  office.  We  received  answers  with  the  informa- 
tion asked  for  from  most  of  tlie  companies.  I  have  the 
original  answers  from  them.  here.  I  wrote  to  567  com- 
panies. We  got  the  names  from  the  Implement  Blue  Book, 
published  by  ^Midland  Publishing  Company  of  St.  Louis 
and  the  Buyers'  Guide,  and  a  few  names  not  shown  in 
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either  were  obtained  from  the  sales  organization  of  the 
I.  H.  Co.  of  A. 

_    Of  the  304  companies  concerning  which  the  information 
IS  tabulated  in  this  Defendants'  Exhibit  120,  we  have 

345  rephes  from  all  except  nine.  I  got  the  information  con- 
cerning these  nine  companies  from  the  R.  U.  Dun  &  Co. 
commercial  agency.  Defendants'  Exhibit  120  was 
prepared  under  my  direction  by  Haskins  &  Sells, 
certified  public  accountants.  It  contains  a  list  of 
304  manufacturers  of  agricultural  implements,  exclusive 
of  the  I.  II.  Co.,  and  the  dates  of  their  organization.  It 
shows  the  authorized  issued  capital  stock  of  the  companies 
in  existence  in  October,  1902,  the  authorized  capital  stock 
of  the  companies  organized  since  1902,  and  the  increase  of 
capital  stock,  by  years,  of  all  companies  from  1902  to 
the  dates  of  their  replies,  and  the  authorized  capital  stock 
and  the  capital  stock  issued  by  all  companies  in  the  list 
in  1913. 

The  first  page  of  Defendants'  Exhibit  120  (Vol.  XIV, 
p.  331)  is  a  summary  and  the  information  summarized 
thereon  is  set  forth  in  detail  in  sheets  one  to  five  in- 
clusive of  the  exhibit.  It  does  not  include  information  re- 
specting all  of  the  manufacturers  of  agricultural  imple- 
ments.   It  includes  only  304. 

The  total  authorized  capital  stock  of  the  companies 
as  shown  by  this  exhibit  in  1902  was  $53,972,800.  The 
stock  issued  was  $46,828,695.  The  total  increase  in  the  au- 
thorized capital  stock  of  all  companies,  by  years,  from 
1902  to  date,  as  shown  by  that  exhibit,  is  as  follows : 

A_ii'tl'iO!rizG(3  IssuGcl 

1902  Capital  Stock $  53,972,800     $  46,828,695. 

346  1902  Increase 6,350,000 


1903 

3904 

1905 

]906 

1907 

1908 

1909 

1910 

1911    • 

1912-13 


11,585,000 

13,965,000 
4,675,000 
4,145,000 
7,630,000 
7,690,000 

15,804,000 

6,875,000 

114,656,000 

89,729,500 


1913  Total  Capital  Stock.  .$337,077,300     $228,270,066.83 


802  Capital  in  Implement  Bxisiness. 

XIII 

The  total  increase  of  capital  stock  of  these  companies 
from  September  30, 1902  to  date  was  $283,104,500.  Adding 
the  amount  in  1902  makes  the  total  authorized  capital 
stock  of  these  companies  at  the  present  time  $337,077,300; 
the  total  amount  issued  in  1913  was  $228,270,066.83. 

These  figures  I  have  given  relate  only  to  authorized  cap- 
ital stock  and  to  issued  capital  stock.  It  does  not  include 
all  investments  by  these  companies  in  their  respective 
manufacturing  and  sales  establishments.  It  includes  no 
bonds  or  other  borrowed  money  and  no  surplus  in  the 
business.  We  did  not  ask  the  companies  to  give  us  the 
amounts  of  their  borrowings  or  surplus..  We  asked  them 
to  give  us  only  such  information  as  was  public  property 
in  the  states  in  which  they  were  incorporated. 

A  few  voluntarily  ga^'e  information  as  to  surplus.  That 
information  is  set  forth  in    foot    notes,    but  is  not  in- 

347  eluded  in  any  tables.  The  amount  of  the  surplus  and  bor- 
rowed money,  so  far  as  is  shown  in  these  exhibits  is 
$13,375,356.81.  That  represents  money  invested  in  the 
business. 

I  know  personally  that  companies  other  than  those 
shown  in  this  exhibit  have  surplus  accounts  and  borrowed 
money  in  their  business.  I  know  of  the  Oliver  Chilled 
Plow  Co.  of  South  Bend,  Indiana;  the  J.  I.  Case  Plow 
Works  of  Eacine,  and  I  think  the  John  Deere  Co.,  ac- 
cording to  their  last  statement  has  additional  capital. 
Would  say,  knowing  the  implement  business,  that  two 
out  of  every  three  have  borrowed  money  in  their  busi- 
ness. 

Of  the  304  companies  shown  on  the  list,  183  were  iii 
existence  in  October,  1902.  107  new  companies  wore 
organized  from  October,  1902,  to  the  date  of  the  closing 
of  this  statement. 

Nineteen  companies  shown  on  this  exhibit  have  been 
absorbed  by  other  companies.  My  totals  for  1913  in- 
cludes two  companies  absorbed  by  other  companies  with 
a  total  of  $11,000  for  both.  They  are  the  Advaric" 
Thresher  Co.,  with  a  capital  of  $10,000,  and  the  ^landt 
Wagon  Co.,  $1,000. 

I  have  shown  reductions  as  well  as  increases  in  capital 

348  stock  in  this  exhibit.  T  believe  there  is  only  one  reduc- 
tion in  the  tabulation.  I  am  speaking  of  authorized  cap- 
ital stock.     That  was  the  Best  Manufacturing  Co.  of  San 
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Leandro,  California.     It  manufactures  traction  engines, 
combined  harvesters,  and  freighting  wagons. 

'tatement  of  Capitalization.  {Defts.  Ex.  120.) 
31-342  Statement  of  capitalization  of  304  agricultural  imple- 
ment manufacturers  in  the  U.  S.  (exclusive  of  I.  H.  Co.), 
shomng  capital  stock  in  1902,  increases  in  capital  stock 
for  the  ensuing  ten  years,  and  capital  stock  in  1913.  Ex- 
hibit gives  coi-porate  name  of  each  company,  its  loca- 
tion, lines  manufactured,  date  of  organization,  capital 
stock  in  October,  1902,  authorized  and  issued,  increase  in 
capital  stock  by  years,  and  the  capital  stock  in  1912-13  au- 
thorized and  issued.     (XIV,  331-342.) 

Capital  stock  of  the  304  manufacturers  listed  in  the  ex- 
hibit in  • 

Authorized  Issued 

$53,972,800    $  46,828,695 

6,350,000 

11,585,000 

13,965,000 

4,675,000 

4,145,000 

7,630,000 

7,690,000 

15,804,000 

6,875,000 

114,656,000 

89,729,500 


1902 

1902  Increase 
1903 
1904 
1905 
1906 
1907 
1908 
1909 
1910 
1911 
1912-1913 


:iii 


1913  total  capital  stock  $337,077,300    $228,270,066.83 


Cross-Examination. 


There  are  107  new  companies  included  in  this  state- 
ment since  1902.  From  memory  will  say  one  of  them  is 
manufacturing  binders.  I  don't  know  that  there  is  but 
one  company  that  started  to  manufacture  binders  since 
1902.  According  to  my  recollection,  I  think  there  is  only 
one  on  this  tabulation,  John  Deere  &  Co.  That  com- 
49  pany  is  the  largest  other  manufacturer  in  the  United 
States  and  has  been  doing  business  for  several  score  of 
years.  With  the  exception  of  the  John  Deere  Com- 
pany, I  do  not  think  any  other  company  of  the  107 
new  ones  named  on  direct  examination  has  started  in 
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business  of  manufacturing  binders.  John  Deere  &  Co. 
had  manufactured  other  tools-,  or  its  predecessor  under 
the  same  name,  had  manufactured  other  agricultural  im- 
plements, particularly  plows,  for  a  great  many  years. 
I  cannot  tell  how  many  of  these  107  new  companies 
are  manufacturers  of  mowers.  John  Deere  &  Co.  manu- 
facture mowers.  They  have  been  in  business  for  a  long 
time.  Whatever  new  ventures  have  been  made  in  the 
agricultural  implement  business,  since  1902,  have  been 
in  lines  other  than  harvesting  machinery.  We  do  not  in- 
clude twine  manufacturers  in  this  tabulation.  Twine  is 
one  of  our  principal  products  but  this  statement  is  for 
manufacturers  of  agricultural  implements.  We  do  not 
make  plows.  We  name  plow  manufacturers  on  this  list 
350  because  plows  are  an  agricultural  implement,  whereas 
twine  is  not,  although  it  is  sold  to  agricultural  imple- 
ment dealers  and  made  by  us  who  are  one  of  the  largest 
manufacturers  of  agricultural  implements. 

We  have  enumerated  a  large  number  of  plow  manu- 
facturers in  this  list,  items  which  we  do  not  make,  but 
have  omitted  all  reference  to  twine,  an  article  which 
we  manufacture  on  a  large  scale.  Could  not  say  how 
many  of  these  107  new  manufacturers  have  entered  unon 
the  manufacture  of  rakes.  Can  name  no  other  than 
John  Deere  &  Co.  Can  name  none  of  these  107  new  manu- 
facturers that  has  entered  upon  the  sale  of  corn  binders. 
I  would  Siay  that  a  large  part  of  the  new  capital  re- 
ferred to  in  this  exhibit  has  been  devoted  to  the  manufac- 
ture of  agriculaural  implements  which  the  I.  H.  Co.  was 
not  making  in  1902.  That  feature  has  not  been  analyzed 
and  I  cannot  answer  you  definitely. 

As  to  how  many  of  the  new  companies  since  1902  have 
commenced  to  manufacture  any  grain  binders,  rice  bind- 
ers, com  binders,  headers,  push  binders,  reapers,  mowers, 
shredders,  shockers,  twine  repairs,  hay  rakes,  tedders, 
knife  grinders — which  were  the  only  things  the  I.  H.  Co. 
351  made  in  1902 — I  am  not  prepared  to  answer  because  I 
have  not  made  a  digest  of  this  exhibit  for  that  purpose. 
T  cannot  name  any  one  compaiiy  other  than  John  Deere 
that  is  making  any  one  of  thosie  things,  without  taking 
time  to  go  through  this  tabulation. 

This  exhibit  was  prepared  under  my  direction.  T 
did  not  prepare  it.  I  spent  about  one  hour  giving  di- 
rections, altogether.    I  think  this  list  contains  the  names 
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of  some  but  not  many  manufacturers  from  whom  we  buy 
a  portion  of  our  output. 

The  American  Seeding  Machine  Co.,  listed  with  a  cap- 
italization of  $7,500,000,  with  constituent  companies  of 
$1,500,000,  sells  to  the  I.  H.  Co.  the  entire  output  of 
the  Biclunond  plant.  Cannot  answer  as  to  whether  the 
Aultman-Taylor  Machinery  Co.,  with  a  capitalization  of 
$1,000,000  sells  us  its  entire  output  of  threshers.  Am 
not  familiar  with  that  contract.  I  know  there  is  an  ex- 
isting contract  with  the  Buffalo  Pitts  Company,  which 
has  a  capitalization  of  $850,000.  How  much  of  their  out- 
put we  buy  I  cannot  answer. 

In  preparing  this  exhibit  I  have  not  endeavored  to  elim- 
inate or  keep  out  of  the  exhibit,  nor  to  bring  in,  companies 
that  have  no  business  relations  with  the  I.  H.  Co. 

352  The  purpose  of  stating  this  increase  of  capitalization 
from  year  to  year  is  to  show  the  development  of  the  agri- 
cultural implement  business.  We  did  not  put  the  I.  H. 
Co.  down  on  the  list  because  that  was  already  known.  The 
purpose  of  eliminating  the  International  was  to  show  de- 
velopment outside  of  the  I.  H.  Co.  The  companies  who 
sell  all  or  a  large  portion  of  their  output  to  the  I.  H.  Co., 
as  I  said  before,  were  not  included  with  any  specific  pur- 
pose in  mind.  They  were  among  the  list  of  agricultural 
implement  manufacturers  to  whom  the  questions  were 

.  sent. 

Whether,  if  I  was  to  strike  off  this  list  com- 
panies who  do  business  on  a  large  scale  with  the  I.  H.  Co., 
I  would  strike  out  the  American  Seeding  Machine  Co.,  the 
Aultman-Taylor  Co.,  the  Buffalo  Pitts  Co.  with  a  com- 
bined capitalization  of  about  twelve  millions  of  dollars, 
and  other  companies,  I  will  say,  if  you  did  that,  you  would 
strike  out  only  such  portion  of  their  capital  as  is  used  in 
the  manufacture  of  goods  for  sale  by  the  I.  H.  Co. 

The  statement  was  not  prepared  to  represent  or  state 
the  capital  invested  in  the  agricultural  implement  busi- 
ness entirely  disconnected  and  having  no  relation  to  the 
I.  H.  Co.  We  included  capital  interested  in  businesss  deals 
with  the  I.  H.  Co.  because  they  are  manufacturers  of  agri- 

353  cultural  implements  and  not  an  integral  part  of  the  I.  H. 
Co.,  and  though  they  sell  their  entire  output  to  the  I.  H. 
Co.,  I  think  it  proper  to  include  them  in  the  list;  it  is 
not  our  capital  they  are  using. 

The  Bryan  Plow  Co.  of  Bryan,  Ohio,  is  on  the  list.    I 
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don't  want  to  answer  definitely  whether  the  I.  H.  Co.  ever 
sold  a  plow  in  the  U.  S. ;  would  say  that  we  have.  We  are 
not  in  the  plow  business-  in  the  IT.  S.  My  object  in  enumer- 
ating the  plow  companies  is  because  the  plow  is  an  agricul- 
tural implement. 

We  have  not  endeavored,  in  this  list,  to  state  merely 
companies  that  are  in  competition  with  the  I.  H.  Co.  As 
to  whether  we  have  swelled  it  by  putting  in  companies 
which  make  things  Avhich  we  never  make  and  are  not  in 
competition  with  us; — would  say  that  is  not  a  fair  state- 
ment. We  have  not  attempted  to  swell  this  statement.  The 
statement  states  that  it  is  a  statement  of  manufacturers 
of  agricultural  implements;  it  does  not  say  in  competi- 
tion with  the  I.  H.  Co. 

We  put  into  this  list  companies  that  are  in  the  same 
hne  of  business  the  I.  H.  Co.  is  in,  namely,  agricultural 
implements.  I  think  two  companies  may  be  in  the  same 
line  of  business  although  they  manufacture  different 
things  and  are  not  in  competition. 

354  Our  company  makes  tanks.  We  do  not  make  boilers  or 
smoke-stacks  for  sale.  I  can't  answer  as  to  whether  we 
have  put  in  companies  making  boilers,  smoke-stacks, 
tanks  and  cement  kilns  until  you  point  them  out.  As  to 
Freeman  &  Sons'  Manufacturing  Co.  of  South  Eacine, 
Wisconsin ;  they  make  seeders,  horse  powers,  feed  cuttters 
and  shellers.  The  list  names  these  implements  in  the  order 
in  which  the  Company  names  them  on  its  statement.  We 
did  not  select  the  order  in  which  they  were  put  on  the  list. 

We  do  not  make  windmills.  The  Duplex  Manufacturing 
Company,  of  Superior,  Wisconsin,  make  windmills,  pumps, 
feed  mills  and  wood  saws.    We  make  a  few  feed  mills. 

The  Dempster  Mill  Manufacturing  Co.  makes  wind- 
mills, pumps,  tanks,  gasoline  engines,  cultivators,  drills, 
hay  stackers  and  sweeps.    We  make  nearly  all  of  these. 

The  Davidson-Dietrich  Plow  Company  manufactures 
plows.    Those  are  agricultural  implements. 

Thesie  instances  are  not  illustrative  of  the  general  plan 
of  this  exhibit.  The  general  plan  was  to  secure  names 
and  capitalization  of  companies  in  the  agricultural  imple- 
ment business.    Names  read  are  not  fairly  illustrative  of 

355  what  is  on  those  lists-.  I  cannot  answer  how  many  com- 
panies on  those  lists  make  plows.  (Witness  examines 
sheets.)     I  count  seventeen  companies  making  plows  and 
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other  implements,  a  little  over  5  per  cent.  There  are  304 
names  on  the  list.  I  do  not  know  how  many  companies  are 
listed  as  making  binders.  Think,  with  the  exception  of  the 
Minnesota  State  prison,  that  they  are  all  included.  As  to 
whether  less  than  three  per  cent,  of  the  304  make  bind- 
ers, would  say  that  was  a  correct  statement.  In  number 
I_  would  say  we  have  more  plow  makers  on  here  than 
binder  makers.  As  to  whether  we  have  put  on  all  the 
binder  makers  in  the  United  States,  cannot  answer  defi- 
nitely.    Letters  were  sent  out  to  them. 

I  would  not  say  definitely  that  less  than  5  per  cent,  of 
the  names  on  this  list  manufacture  mowers.  I  would  say 
fifteen  or  twenty  mower  manufacturers,  possibly  more. 

We  do  not  make  grain  separators,  we  sell  them.  A  grain 
separator  is  the  same  as  a  thresher. 
XIV 

87  Recalled — Direct  Exa/mination. 

I  have  prepared  a  table  (Deft's.  Ex.  196)  showing  lines 
of  implements  manufactured  by  certain  companies  manu- 
facturing agricultural  implements  in  the  U.  S. 

I.  H.  Go.  of  America. 

Deere  &  Co. 

Moline  .Plow  Co. 

Emerson-Brantingham  Co. 

Eumely  Products  Co. 

J.  I.  Case  Threshing  Machine  Co. 

Bock  Island  Plow  Co. 

Parlin  &  Orendorff. 

J.  I.  Case  Plow  Co. 

The  table  covers  lines  manufactured  and  lines  sold. 
Some  companiesi  job  certain  lines.  So  far  as  we  knew  the 
catalogues  used  as  a  basis  for  this  table  were  the  latest 
issue  of  their  catalogues,  and  the  trade  papers,  were  all 

88  of  recent  issue.  The  table  correctly  sets  forth  the  lines 
of  implements  sold  by  these  companies  as  shown  by  their 
catalogues  and  advertisements  in  trade  journals. 

(Defendant's  Exhibit  196  (Vol.  XIV,  p.  343)  objected 
to  as  immaterial,  states,  the  various  kinds  of  imple- 
ments made  or  sold  by  certain  companies.) 
The  names  of  the  companies  and  the  number  of  differ- 
ent kinds  of  implements  dealt  in  by  each  company  as 
shown  by  said  list,  ai'e  as  follows: 
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International  Harvester  Co.  of  America 59 

Deere  &  Co 108 

Moline  Plow  Company 57 

Emerson-Brantingham  Company 47 

Eumely  Products  Co 26 

J.  I.  Case  Threshing  ]\Iachine  Co 20 

Eock  Island  Plow  Company 34 

Parlin  &  Orendorff  28 

J.  I.  Case  Plow  Company 19 

EespectfuUy  submitted, 

John  p.  Wilson, 
Wm.  D.  McHi-GH, 
Edgae  a.  Banceoft, 
Solicitors  for  Defendants. 
Philip  S.  Post, 
A'iCTOE  A.  Remy, 

Of  Counsel. 


WITNESSES. 


Witnesses  fob  the  Petitioner. 


Record 

,„        -TT     .:■■  ^^°1-  ^''"ise  Appendix 

Allen,  Harding HI  3,32  -„s4 

Atwater,  A.  C HI  377  ,-,,S4-5S« 

Babcock,  Fred   IH  iqO  335, 333 

Bayston,   A.  _H II  igi  r,S7  n.'JS 

Beam,    H.   H HI  21(i  nS9^91 

Bentley,  Cyrus  I  460  92-94 

Bohnen,  Thomas   HI  leg  32,-) 

Borgmann,  Geo.  E (HI  104  S'S-S^S 

Brown,   J.   B Ill  459  314,315 

Butterworth,   Wm II  -,2  ri91-.50,j 

Campbell,  E.  B II  510  3II 

Carr,   W.   L II  473  342-350 

Cotton,  J.  P.,  Jr I  34S  121 

Coulter,   Jolin   Lee I  4S7  577 

Cravath,   Erastus  M I  3,14  121, 240-251 

Curtis,  John  D Ill  sss  17(!-5t)i)-59S 

Daab,   A Ill  ns  322, 323 

Dale,  Fred  V. Ill  14O  313, 314 

Daniels,   II.  D Ill  314  09-104 

Funk,    Clarence    S I  1  212, 580-553 

Recalled I  53  25S-250, 262 

Recalled Ill  296  '  102 

Recalled LII  405  114-115 

Geer,  Danforth Ill  303  598-600 

'Glass,  iAlbert  J Ill  355  17G,  2fi5, 266, 

60O-e03 

Glessner,  J.  J I  439  flS-75, 251 

Goldammer,  F.  E Ill  lli3  337-339 

Green,  W.  H ■ Ill  1  297-304 

Griggs,    P.    W II  401  295-297 

Hagen,  Gilbert   Ill  14S  33G,  337 

Hamilton,   Wni.   Pierson I  293, 397  12S 

Howe,  Richard  F II  140  75-77, 112-113 

Howe,   Wm.   S Ill  312  e03 

Hull,  Charles   Ill  150  310, 320 

Hyatt,  Abram  M I  339  121 

Jones,  A.  H Ill  152  310-311 

Jones,  O.  W II  520  •              83-84 

Jones,   Wm.   H I  38  77-81 

King,  James  I  222  158-163 


1-crnioncr  s   wtznesses. 


Record 


Vol. 

I-aml),   Michael   H II 

Lane,  W.  C I 
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Co 

2S;e  Deed  of  conveyance  of  real  estate,  T>.  M. 
Oshorne  &  Co.  to  I.  H.  Co..  Sept.  Ifi, 
inn.T   (not  printed) 

2SF  Assignment,  Columbian  Cordaso  Co.  to  I. 
H.  Co.,  Dec.  10,  mw 

2Sr;  Peed  of  conveyance  of  real  estate.  Colnm- 
I'ian  Cnrdapp  Co.  to  I.  H.  Co..  Sept.  10, 
]flO.">   (not  printed) 

2SH  A.srreement  letween  T.  H.  To  and  T.  M. 
Osborne  and  E.  D.  Metcalf.  Dec.  10,  1904 

2SI  Asrreement  l-etween  T.  H.  Co..  D.  :\I.  Os- 
borne &  Co.  and  CoUimhian  Piirdaw  Co., 
Dec.  in.  ]fl04 

2S.T  Deed  by  I.  H.  Co.  to  T.  T-T.  Co.  nf  A.,  veal 
estate  acnuired  from  D,  M,  Osborne  & 
Co.,  .Tan.  .1,  IfiO." 

2.SK  Acreenipnt  letween  I.  TT,  Co.,  T.  H.  To.  of 
\.  and  McC.  H.  M.  Co..  etc..  Tie".  1.  1004 

20A  Asrreement  I'etween  Keystone  Co.  and  I. 
IT.  fo.,  dated  Sept,  (1,  ino,-, 

2nB  ,\ssisnmpnt.  Keystojie  Co.  to  T.  II.  Co.. 
Sept.    fi,    190.5 

20C  Deed.  Keystone  Po.  to  I.  H.  Co.,  Sept.  0. 
inOo 

2nD  Deed.  Keystone  Co.  to  I.  II.  Cn.,  Sept.  0, 
mo.l    (not  printed).     Offered 

30  .\ssi'.;iiment.   Anltman-JIiller  Bnckeve   Co. 

to  I.  H.  Co.,  dated  Sept.  .SO.  190.1 

801?  and  .".Of — Deeds  I'v  .\nltman-Jrillpr  Buck- 
eye Co.  to  T.  H.  Co..  Nov.  2.  190.-,  (not 
printed. )  Offered  

31  .V    Deed.   Minnie   Plarves^er   Co.   to   Interna- 

tional  Flax  Twine  Co..   Sent.  30,   190.1.. 

31B  Assignment.  Minnie  Harvester  Co.  to  I. 
H.  Co.  of  A.,   Sept,  30,  190.1 

.31C  Deed  of  renl  estate  iTi  Ramsey  Co..  Minne- 
sota, by  Minnie  ITarv.  Co.  to  Interna- 
tional Flax  Twine  Co..  Sept.  30.  190.1 
(not  printed) .     Offered 

32.\.  .\'.ri-comoii'.  Wei  er  et  al.  and  I.  H.  T'o.,  re 
Weber   Waaon    Co 

32B,  32P  and  32D— Deeds  and  assisinnents  by 
Weber  Wasnn  Co,  to  I.  H.  Co..  dated 
Dec.  11.  1901.  and  Sept.  2.  1901  (not 
printed  in  the  Record) .     Offered 

.33  Asrreement,  .Inne  24.  1902.  Bnll  et  al.  and 
Middlekauffi 

34  Letter.  Harold  F.  JlcCormick  to  P.  D. 
Middlekanff.  .Inne  21.  1902 

31  lyctter.  Cvrns  I-I.  JleCormlck  to  Perkins, 
Jnne  21.  1902 

31  Assignment  Mlddlekanff  to  Eane,  Ang.  11, 
1912 
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37  Assignment    iliddlekaufC    to    Lane,    July 

28,  1902 I       167  99 

38  Letter,  the  Keystone  Co.  to  Green,  Creigh- 

ton.    Neb.,   June   5,   1905.     Offered   and 

printed I       ige  240 ,247 

89      Agreement   between   I.   H.   Co.   and  Lane, 

Aug.  13,  1902 I       248  12.-| 

40  Agreement  'between   Lane  and   Morgan  & 

Co.,  Aug.  13,  1902,  letters  attached I      2.30  HO,  12n,  127 

41  Memorandum  for  Mr.  Lane,  dated  Aug.  6, 

1902,  initialed,  "P.  D.  C." ;  letter,  Wm. 
C.  Lane  to  Paul  D.  Cravath,  Aug.  6, 
1902 ;  letter,  Wm.  C.  Lane  to  J.  P.  Mor- 
gan &  Co.,  Aug.  6,  1902 I      2.-6  116 

42  Letter,  Aug.  11,  1902,  Paul  !>.  Crayath  to 

Wni.  C.  Lane;  letter,  Aug.  11,  1902,  J. 
P.  Morgan  &  Co.  to  Wm.  C.  Lane;  copy 
of  letter,  Aug.  12,  1902,  Wm.  0.  Lane  to 
J.  P.  Morgan  &  Co.,  in  re  purchase  of 
stock  of  Milwaukee  Harvester  Co I       2.1!i  112,110 

43  Letter,  Aug.  12,  1902,  from  Guthrie.  Cra- 

yath &  Henderson  to  Wm.  C.  Lane ;  copy 
of  telegram,  Aug.  12,  1902,  Wm.  C.  Lane 
to  Miller,  Noyes,  Miller  &  Wahl I      261  112 

44  Letter,  Aug.  14,  1902,  J.  I'.  Morgan  &  Co. 

to  Lane ;  copy  of  letter,  Aug.  15,  1902, 

Lane  to  J.  P.  Morgan  &  Co I       2112  110 

45  Letter,  Aug.  15,  1902,  Wm.  C.  Lane  to  J. 

P.  Morgan  &  Co.;  letter,  Aug.  15,  3902, 

J.   P.  Morgan  &  Co.  to  Lane I       264  1:2,110 

46  Copy  of  letter,  Aug.  1 5,  1902,  Wm.  C.  Lane 

to  I.  H.  Co. :  letter,  Aug.  15,  1902,  I.  H. 

Co.,  by  A.  M.  Plyatt,  V.  P.,  to  Lane I      20.-,  110 

47  Copy    of    letter,    Aug.    21,    1902,    Lane    to 

Guthrie,  Cravath  and  Henderson ;  copy 
of  letter,  Aug.  21,  1902,  Lane  to  H.  F. 
MeCormiek;  letter,  Aug.  11,  1902,  PI.  F. 
McCormlck  to  Lane ;  letter,  Aug.  21, 
1902,  Guthrie,  Cravath  &  Henderson  to 
Lane I      266 

48  Various   telegrams    and   letters    regarding 

details  of  organization I       2iiN 

49  Agreement,  Aug.  17,  1908,  between  MeCor- 

miek H.  M.  Co.,  Deering  H.  Co.,  Warder. 
B.  &  G.  Co.,  and  Piano  JIfg.  Co.  and 
Lane  and  the  I.  H.  Co I       27.T 

50  Agreement,  March  24,  1903,  between  Piano 

Mfg.  Co.  and  Lane I       2S0 

52  Agreement,  March  24,  1902,  between  War- 

der, B.  &  G.  Co.  and  Lane I      283 

53  Agreement,     March     24,     1903,     between 

Charles    Deering,    James    Deering    and 

Howe,  and  Lane T      286 

54  Agreement  March  24.  1903,  hetween  ilc- 

Cormick  H.  M.  Co.  and  Lane I      2SS 

55  Letter,  Aug.  29,  1902,  Lane  to  First  Na- 

tional  Bank   of  Milwaukee I      292 
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129 
113 
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Exliilit 

."7  Agi-eement.  Aug.  1?>.  irtn2.  1-etween  owners 
of  stock  trust  certificates,  I.  H.  Co.,  and 
JIor.2;an  &  Co 

."s  xVareenient  for  deposit  of  stock  trust  cer- 
tificates, Aug.  13,  1902.  Cyrus  H.  lie- 
Cormick  and  otliers  and  J.  V.  Morgan  & 
Co 

."0  Agreement  for  deposit  of  stock  trust  cer- 
titicatcs.  Aug.  13.  1002.  Charles  Deering 
and  otliers  and  J.  P.  Morgan  &  Co. . . . 

CO  T.  H.  Co.  stock  trust  certificates  held  on 
deposit  li.v  J.  P.  Mni-gnn  &  Co 

I  2  Agreement,  July  2S,  in02.  between  Deering 
H.  Co,  and  Lane 

('3  .Supplemental  agreement  lietween  Mi-Cor- 
miok  H.  M.  Co.  and  Lane,  August  11. 
1002 

('.";  Su])plemental  agreement  between  Deering 
H.  Co.  and  Lane,  Aug.  11,  1002 

(>(■)  Supplemental  agreement  between  Warder, 
B.  &  Cr.  Co.  and  Lane,  Aug.  11,  1002.  .  . 

(►s  SNirk  trust  certificates  denositiMl  with  J. 
P.  Morgan  &  Co.  under  agi'eenient  of 
deposit  of  Aug.  13,  1002 

(!)  Appraisal  of  Deering  H.  Co.,  ju-ofits.  etc., 
1001,    1002,    etc...." 

70  Aiiprnisal  of  McC    H.   M.   Co..  with  st:ife- 

ment  of  profits,  etc.,  1001,  1002,  etc 

71  A])iiraisal  of  Warder,  B,  &  G.  Co..  profits. 

etc,,  1901,  1002,  etc 

72  Appraisal   of   I'laiio  Mfg.   Co.,  ]irofits,   etc., 

1901.  1002.  etc 

73  Machine  Sales  of  Aciiio  H.  Jf.  Co.,  lOO.V 

1911 

74  Ciiutract    between    I.    I-I.    I'o.    of    A.    and 

S]u-oul.   Mar.  1,   100." 

7.'i- si:  iuc.  Circular   letters    of   Chamiiion    Div.    I. 

H.   ( 'o.  to  its  (Jen.  Agts 

S3,  s.-,,  so,  ss  Circular  letters  :\IcC    r)iv.  I.  H.  Co. 

of  .\.  to  its  Gen.  .Vgl^s 

S4  Circular   letter    McC.    Div.    I.    H.    Co.    of   A. 

to  its  Gen.  Agts.,  Jan.  23.  1903 

S7       Circular  letter  :\rcC.  Div.  I.  II,   Co.  of  \. 

to  its   (ieii,   Agts,.   July  IS.  1003 

,S0-04  inc.  Circular  letters  of  Milwaukee  Div.  I. 

H.  Co.  of  A.  to  its  Gen.  Agts 

0.V110  inc.  Circular  letters  of  Piano  Div.  I.  H. 

Co.  of  A.  to  its  Gen.  Agts 

12(1-13;)  inc.  Circular  letters  Deering  Div.  I.  H. 

Co.  of  A.   to  its  Gen.  Agts.    (Excl.  121. 

123.  12-,   ) 

121       Circular  letter,  Deering  Div.  I.  H.  Co.  of 

A.  to  its  Gen.  Agts,.  Sept.  0.  1902 

123       Circular  letter.  Deering  Div.  I.  H.  Co.  of 

A.  to  its  Gen.  Agts..  Oct.  1.  1902 

12."i      Circular  letter.  Deering  Div.  T.  H.  Co.  of 

.\,  to  its  (Jen,  Agts..  Nov.  IS.  1002 
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131  Circular  letter,  Deeriug  Div.  I.  H.  Co.  of 

A.  to  its  Gen.  Agts.,  Aug.  17,  1P03 II       IIS  2M,.378,  3?0 

132  Circular  letter,  Piano  Div.  I.  H.  Co.  of  A. 

to  its  Gen.  Agts.,  Feb.  11.  1903 II      128  294 

133  Contract    of    sale   between    Stephen    Bull, 

G.     H.     Schulte.     Frederick     Robinson, 

Frank  K.  Bull,  Richard  T.  Robinson,  C. 

L.    Mcintosh    and    P.    D.    Middlekauff, 

June  24,  1902 II      1.33  Ul 

134-162  inc.  Reports  of    Sales    Committees  of  I. 

H.   Co II       241  294 

les      Circular  letter.  McC.  Div.  I.  TT.  Co.  of  A. 

to  its  Gen.  Agts.,  Jlay  4,  1903 II      307  294 

IGo-iro  inc.   Letters,   D.   M.   Osborne   &   Co.   to 

Roeder  &  Son II      4?A  294 

170  Letter,  F.  P.  Carnochan  to  Roeder  &  .Son, 

Dec.  e,  1904 II       -134  294 

171  Le+ter,  I.  H.  Co.  of  A.  by  H.  L.  Thieman. 

Gen.   Agt.,   to   Roeder   &   Son,   Dec.   2S, 

1904 II       43a  294 

172  Letter,  D.  JI.  O.sborne  &  Co.  to  Roeder  & 

Son,  Dec.  2S,  1904 II       437  294 

173  Letter.    Warder,    B.   &   G.    Co.   to   George 

Roeder,   with  papers  attached II      445  .329 

175  Commission    Agency    Contract,    Mar.    IS. 

1909,  between  I.  H.  Co.  of  A.  and  Roeder 

and  Weyland   (not  printed).  Offered...         II      447  294 

176  Letter,  I.  I-L  Co.  of  A.,  to  Roeder  &  Wev- 

land,  Dec.  24.  1907 :  contract  attached. .         TI      44S  294, 3.30 

177  Letter,  I.  H.  Co.  of  A.  to  Roeder  &  Wey- 

laud,   Dec.   2R,   1907 ;   contract  attached 

(not  printed ) .  Offered II      449  294 

178  Letter,  I.  H.  Co.  of  A.  to  Roeder  &  Wey- 

land,  Dec.   26,   1907;   contract   attached 

(not  printed) .  Offered II      449  294 

179  Letter,  Champion  Div.  T.  H.  Co.  to  Roeder 

&  Son,  March  13,  1903 ;  letters  and  con- 
tract attached lY      242  294. 331 

180  Contract,  Nov.  14,  1899,  between  Deering 

Harvester  Co.  and  Roeder.  Offered II      4.-0  294 

181  Agreement.  I.  H.  Co.  with  Ross  and  Waldo, 

Feb.   7,  1906 II       478  294.  .343 

182  Plattner  Co.'s  output  of  mowers,  stackers 

and  sweep  rakes : TI       ~t^r,  (■■2:'\C'27 

183  Advertisement  of  W.  IT.   Green Ill        10  294 

184  Advertisement   of   W.   H.    Green,    entitled 

"The  Brass  Collar" Ill        11  294 

18.-}       Advertisement   of   W.   H.    Green,    entitled 

"The  Brass  Collar" Ill  11-12  294 

180      Advertising  circular  of  The  Keystone  Co., 

entitled   "An   Open   Letter" Ill  13-15  L194 

187  Letter,  The  Keystone  Co.  to  John  S.  Green, 

Sept.    16.    1905 ITT  18-19  294 

188  Handbill  of  Roemer  and  Masters Ill        23  299 

189  Letter,  D.  51.  Osborne  &  Co.  to  J.  JI.  Roh- 

tiins,  Nov.  3,  1904 Ill       113  294 

190  Letter.  D.  M.  Osborne  &  Co.  to  J.  M.  Rob- 

hins,  Nov.  12.  1904 Ill       11.5  294 
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191       Statement  of  output  of  Thomas  JIfg.  Co..       Ill      217  -,8<) 

102  Agreement  between  American  Seeding  ila- 

chine  Co.  and  I.  H.  Co.,  March  1,  1912. .       Ill       220  2W 

103  Letter,    C.    S.    Funk   to    Charles   Deering, 

Nov.  20,  1003 Ill       230  294 

194      Reports  of  Sales   Com.  to  the  Ex.   Com., 

July  16,  1903 Ill       231  2.04 

10.1       Letter,  M.  R.  D.  Owings  to  A.  E.  Mayer, 

Sept.   IT,    lOaS Ill       238  294 

lOf,       Letter,  A.  E.  Mayer  to  Ex.  Com.,  Nov.  2.-,. 

1903     Ill       243  2fM 

197      Letter,  A.  E.  Jlnypr  to  Ex.  Com.,  Jan.  12, 

1904;  letter  of  Cyrus  II.  MeCormick  to 

A.  E.  Mayor.  .Tan.  2.1,  1904 'Ill       244  294 

108       Letter,    A,    E.    Mayer    to    James    Deering, 

April  20,  10O4,  letters  attached Ill       24.5  204, 2114 

100      Letter,    A.    E.    JIayer   to   James   Deering. 

June  7,  1004,  and  letter  of  James  Deer- 
ing to  A.  E.  Mayer,  .Tune  11.  1904 Ill       24S  2114 

200       Letter,    -\.    E.    Mayer    to    James    Deering, 

June  24,  1904 Ill       2.10  204 

2111       Letter.  A.  E.  Mayer  to  James  Deering,  .Inly 

12,   1004,   and  letter,   James   Deering  to 

A.  E.  Jlaycr.  July  12.  1904  (not  printed). 

Offered     Ill       2.12  204 

202       Letter,    A.    E.    Mayer   to    .Tames    Deering, 

.July  1,  1004.  agreement  attached TIT       2.12  204 

2113  Letter,  A.  E.  JIayer  to  Cynis  H.  MeCor- 
mick, Nov,  11,  1904;  letters  attached..  Ill  21.1  204 
204       Letter,    .V.    E.    flayer    to    James    Deering, 

Dec.  24.  1904 ;  letters  attached Ill       21S  204 

2(11       Contract,   I.   H.   Co.   of  A.,   1003,   Deering 

Div Ill       201  204 

2(10       Commission  agencv  contract,  I.  H.  Co.  of 

A..   1912    TIT        270  2!)4 

2(17       .Vgrei'nient,  Belle  City  Mfg.  Co.  and  I.  H. 

Co.  of  .\.,  Oct.  21,  loo;; iii     27.S  204 

2(is-2(i0  Contracts  for  the  purchase  of  the  output 
of  wagons  of  the  Keller  Mfg.  Co.  liv  the 
I.  H.   Co.  of  A.,  1010-1014 '. IV       240  2!)4 

211  Agreement  between  American  Crass  Twine 

Co.  and  E.  M.  Crayath,  Sept.  .30,  lOd.T.  .  .        Ill       2^4  210-211 

212  Paragraph  from  "Report  on  Sales  Organ- 

ization," June  29,  1903 Ill       201  294 

213  Letter,    A.    E.    Mayer    to    James    Deering, 

April   1,   1 004 .        Ill       202  294 

214  Letter,    A.    E.    .Alayer    to    James   Deering, 

May  6,  1904 Ill       99,3  204 

21.1      Letter,   A.   E.   Mayer  to   James    Deering, 

May  31,  1904 Ill       201  204 

21G       Schedules  which   accompany   the   Jfi-Cor- 

niick,    Deering,    Champion,    Milwaukee, 

Piano  and  Osborne  contracts  with  deal- 
ers          IV       210  204 

2,17      Harvesting  machines  manufactured  by  the 

Walter  A.  Wood  M.  &  R.  M.  Co.,  i902- 

1912        Ill       30.1  .111!) 
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21S      Paragraph  from  letter  of  A.  E.  Mayer  to 

o-.r>       X   '^'■^'^""^  ^-   iloCormick,   Nov.   11,  1904...        Ill       3!IS  294 

^19       I-etter,    A.    K.    Jia.ver   to    James   Deering, 

no,        ^  Sept.  13,  19(:r, Ill      30S  2!14 

220  Let'er,    f'ynis    H.    MeCormlck     to     A.     E. 

Mayer,  Oct.  17,  lEiO.j  (not  printed.)     Of- 
00-,       ,  *«^''e<i        Ill      .310  294 

221  Letter,    A.    E.    Mayer    to    James    Deering, 

Dec.   2T,  190.5 Ill       .310  294 

222  ilemo.  of  discussion  in  Jlaver's  room  July 

30,  190:1;  letter,  A.  E.  Mayer  to  James 
Deering,  July  28,  1906,  and  letter,  Clar- 
ence S.  Funk  to  A.  B.  Mayer,  Aug.  4, 
1908  (not  printed).  OfCerefl Ill      .311  294 

223  Letter,    A.    E.    Mayer    to    James    Deering, 

■Sept.  7,  190f!.  and  letter  of  Cyrus  H. 
McCormick  to  A.  E.  Mayer,  Sept.  IS, 
1900   (not  printed).  Oftered Ill      311  294 

224  Estimate   of   goods   required   from   facto- 

ries, season  1907,  etc. ;  letter,  A.  E. 
Ma,yer  to  James  Deering,  Sept.  27,  190li. 
and  letter,  Cyrus  H.  McCormick  to  A. 
E.  Mayer,  Oct.  1,  1903  (not  printed). 
Offered     Ill       311  294 

225  Letter,   A.    E.   Mayer   to    James   Deering, 

Oct.  16,  1903,  and  letter,  W.  H.  Jones  to 
A.  E.  Mayer,  Oct.  18,  1906  (not  printed). 
Offered Ill      312  294 

226  Keport  of  Special   Committee  to  the  Ex- 

ecutive Committee,  I.  PI.,  Co.,  September      III       332  294,13!) 

227  Report  to  Charles  Deering,  Aug.  22,  1902,        III       .33-0  294 

228  Goods  sold  on  commission  and  direct  or 

net  sales  by  the  I.  H.  Co.  of  A.,  1902-1911       III      339  204 

230  Manufacturing  plants  of  I.  H.  Co. ;  princi- 
pal machines  manufactured  at  each 
plant  during  1912 Ill       .34N  20i;,  207, 294 

232  Sales  of  Adriance,  Piatt  &  Co.,  1900^1911.       Ill       3(0  r02 

233  Contract,  Champion  Division,  with  Coffev 

&  Irwin,  Jan.  28,  1903 Ill       334  294 

234  Memo.,  Feb.  27,  1903,  re  rake  contract,  JI. 

Benham .' Ill       3'M  294 

235  :\renio.,   March   2,   1903,   relating  to   com- 

mission   agencv    contract,  E.   R.   Moses 

Mercantile  Co Ill      3::.-)  294 

236  Jlemo.,  Feb.  19,  1903,  relating  to  machine 

contract,  P.  G.  Bush HI      380  294 

237  Memo.,    Feb.    17,    1903,    re   machine   con- 

tract William  Bell Ill      360  294 

238  Letter,  Feb.  18,  1903,  addressed  to  O.  W. 

Jones,  relating  to  local  agency  contract 

with  S.  C.  Riegel Ill      387  294 

239  Memo.,    Jan.    16,    1903,    re    machine    con- 

tract Hugh  McCarger,  Crete,  Neb Ill      387  294 

'>40  Memo.,  Feb.  11.  1903,  re  machine  con- 
tract F.  R.  ;Sebenthall Ill       367  294 

'>41  Jlemo.,  Feb.  11,  1903,  re  machine  con- 
tract P.  R.  McCrum Ill      388  294 
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242  Jlenio..   Feb.   10,   ino?,,   re    machine    con- 

tract Wm.  Steiner Ill 

243  ilemo..    Feb.    f),    IfMiS.    re    machine     con- 

tract Brariley  &  Raiier Ill 

244  Memo..    Pel'.    11,   1003    re   contract   .Taeob 

Tanner Ill 

2J.";       Memo.,  .Tan.  22,  l',:03,  re  machine  contract 

Xie  Mebrner   Ill 

24i;       Sales  in  the  T'.  S.  of  Johnston  Harvester 

( '(!..   inn2-1011    Ill 

247       M'lwers,  rikes  and  tedders  nmnnfaCnred 

I'.v  Richardson  Jlfs.  Co..  ll'02-lOll ITT 

24S;       Ralces  manufactured  and  sold  by  Belcher 

&   Tavlor   AOTcultural   Tool    Co..   1002- 

1011 Til 

240      Hav   ral.-es  nuide  and   sold    1  y    Bateman 

Mfs.  r',1.,  irino-1012 iti 

2.10       Tmi'leraeids  mftd.   by   Jlrssiii-er  Jiff;.   Co.. 

1002-1011 ITI 

2."il      Two  paragraphs  of  letter,  A.  T^..  Jlayer  to 

( '.  S.  Funk.  March  10,  lOnO Ill 

2.-,2       .'^ale   contract   for   1012,    I.   H.    Co,    of   A, 

and  Texas  Harvester  Co Ill 

2.i:!       Cdutrait.  Nov.  12.  1012.  Buffalo  Ritts.  Co. 

and  I.  IT.  Co.  of  A IV 

2.14       Contract.  Jan.  N.  1012.  W.  C.  Meadows  Mill 

Co.  and  T.  IT.  Co.  of  A IV 

•27',       Ciinti'nct.   Nov.  1."i.  1010,  Heebuer  &   Sons 

and  I,  II.  Co.  of  A TV 

2."7       S'ntement  re  or2;anization  of  I.  H.  Co.  in 

the  "Implement  Ase."  Auir.  14.  1002 TIT 

2li2  Kind  .-ind  nnml-er  of  implements  manufac- 
tured liv  I.  H.  Co.  for  each  season.  100.",- 
1011  TV 

2r4       AYap.iis   jmrchased     by    T.     H.    Co.    of    A. 

from  Keller  Mffj.  Ci.,  1000-1011 Ill 

2:'.">      Threshers   ininTinspd   by   I.   H.   Co.   of  A. 

from  Belle  City  Mfg.  Co..  1007-1011 TIT 

2(1.S       liciicirt    of    Diimestic     Sales    Department, 

June  4,  1007 • Ill 

2C0       Statement     sbowluR    numl  ev     of     dealers 

handling  goods  on  commission  basis,  etc., 

1012 Ill 

270  Civcular   to  General   Agents,   I.   IT,   Co.  of 

.\...  July  2.-1.  1004 Ill 

271  CiiT\ib\r  to   General   Agents,   I.  H.   Co.   of 

A..  Nov.  11,  1904 TIT 

272  Civrubir  to  General  Agents.   I.  H.   T',,,  of 

A..  .Ian.  0,  100.1 Ill 

^2~'^       Ciriadar  to  General  Agents,    I.   H.   Co.  of 

A..  Feb.  21.  1005 TIT 

274       Circular  to   General  Agents.   I.  H.   Co.   of 

A.,  Nov.  IS.  10O4 ITI 

27.-1       Circular  to  General  Agents..  T.  IT.  Co.  of 

A.,  Nov.  22.  1904 ITT 

270       Circular  t'l  General  .\gents.   I.   H.   Co.   of 

A..  March  23.  100.1 TIT 
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277       Circular  to  General  Agents,  I.  H.  Co.  of 

o-Q       r,  ^■'  ^P"^  '^^-  ^^^ ™      463  294 

^(S       Circular  to  General  Agents,  I.  H.  Co.  of 

A.,  May  5,  1905 Ill       464  294 

-<9.     Circular  to  General  Agents,  I.  II.  Co.  of 

A.,   Sept.  12,  1905 Ill       4e5  294 

ZSO      Circular  to  General  Agents,  I.  H.  Co.  of 

A.,  Dec.  27,  1907 Ill      4(7  204 

281      Circular  to  General  Agents,  I.  H.  Co.  of 

A.,  April  30,  1907 Ill       4(:,S  294 

2S2       Circular  to  General  Agents,   I.  H.  Co.  of 

A.,  Jan.  23,  1912 ■ Ill       4G9  294 

2.S3       Circular  to  General  Agents,  I.  H.  C:i    of 

of  A.,  March  13,  1912 Ill      470  •:94 

2S4       Statement  of  commission  contracts,  I.  H. 

Co.,  1902,  1912 Ill       474  ,8,11 

2841/2  Letter,  Nov.  2.j,  1911,  I.  H.  Co.,  )iy  C.  A. 

Claypool,    Gen,   Agt,   to    G.    G.    Perrott, 

Feb.   3,  1912 VI       IPS  ,3.:0, 370 

286       Letter.   July  3,  1902,   Stanley  McCormick 

to    George   W.    Perkins XIII       22!     44.4.1,46,47,50 

286      Typewritten  document  entitled  "Statement 

made   by   Mr,   .Stanley   McCormick   and 

Mr,    Bentley   to   Jlr,   Perkins,   June   27, 

1802,  in  Ne\y  York  City" l\       .^.13  44, 45, 47, 

48,  53,  '^'^ 
2.S7  TyneAvriften  document  entitled  "Organiza- 
tion    McCormick     Harvesting    ilacMne 

Co," IV       .3;'2  50, 51,. 53,  .Hi 

288  Subpoena,     June     18,     1913,     summoning 

George  W,  Perkins  in  behalf  of  Edgar 

A,  Bancroft,  in  re  Y.  S.  y.  I,  H.  Co,  et  al,    XIII       2S(;  (5 

289  Subpoena,     June     IS,     1913,     summoning 

George  W,  Perkins  in  ibehalf  of  the  I.  H. 

Co.,  in  re  V.  S,  v,  I,  H,  Co,  et  al XIII      28s  (5 

290  Letter,  C,  A,   Claypool,  General  Agent,  I. 

K.  Co.  of  A..  Fort  Dodge,  Iowa,  to  G,  G, 

Perrott,  Early,  Iowa,  Feb.  3,  1912 IV      398  3.-0 

291  Letter.   0.  A.  Claypool,  General  Agent,  I. 

H.  Co.  of  A.,  Fort  Dodge,  Iowa,  to  G.  G. 

Perrott,  Early,  Iowa,  Feb.  13,  1912 IV      399  350 

293      Letter,  C.  A.  Claypool,  Gen.  Agt.,  I.  H.  Co. 

of  A.,  to  G.  G,  Perrott,  March  25,  1912.        IV      402  3.50 

297  Agreement  between  Parlin  &  Orendorff  Co, 

and  I.  H.  Co.  of  A IV      387  294 

298  Grain   threshing   machine   contract,  '  1911, 

between   Aultman   &  Taylor  Machinery 

Co.  and  I.  H.  Co.  of  A IV       391  294 

'>n9      Letter.  George  W.  Perkins  to  E.  A.  Ban- 
croft, July  3,  1913 IV      395  t'4 

Advertisement,  P.  &  O,  Plow  Co IX  454  71 5 

Adyer;isement  of  Lindisay  Bro,s X  273  ^                 f97 

Sales   of  Johnston  Harve.ster  Cn.'s  goods 

In-  Lindsay  Bros.,  1903-1912,  incl X  278  C9S 

Petitioner's   Exhibit   20  for  Identification 

Johnston  Agencies,  1912-1913 X  281  f:99 
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List  of  companies  for  which  Lindsay  Bros, 
are  Northwestern  distributors X      281  ( no 

Advertisement  of  Janesville  Machine  Co..        XI      231  CTII 

Advertisement  of  Janesville  .Machine   Co.       XI       231  720 

Advertisement  of  J.  I.  Case  riow  Works. .        XI       2."ili  TitT 

Advertisement  of  Moline  Plow  Co XI      344  (:,-2 

Statement  of  Jloline  Plow  Co.'s  officers  in 
the  Implement  Blue  Book  for  l'.il2 XI       ?Ar,  [-■.] 

Advertisement  of  Sandwich  Mfg.  Co XI       431  72;i 

Advertisement  of  Sandwich  Mfg.  Co XI       432  730 

List  of  officers,  etc.,  of  Sandivich  Mfg.  (V).        XI       43:!  73n 

Advertisement  of  Baleman  Mfg.  Co XII  4  c.'iN 

Advertisement  of  The  U.  Herschel  Manu- 
facturing ("o XII       41.")  724. 72:. 

Statement    of   officers,     etc..     of    The     It. 

Herschel  .Manufacturing  <  Vi XII       416  72,"i 

Statement  of  officers,  etc.,  of  ,1.  P..  Bar- 
tholomew   ( Avery   Co.) XII       4.S7  (;,-i7 

Statement  of  otHcers.  etc.,  of  ("ollius  Plow 

Co XII       .113  r(s.  i,i;ii 

Deerhi;;  Harvester  C(j. — Foreign  siiles 
showing  per  cent,  progressive  increase 
over  ISUS   XIII       ITO  1.-|| 

E.xport  .shipments  of  Deeving  Binders, 
Iteapers,  Mowers  and  Hay  Pakes,  llKiO- 
(11-02 XIII       179  1.-(l 

^Ic-l'ormick  e.xport  shipments  in  certain 
lines  (not  incl,  Canada) XIII       llif)  V\ 

McCormick  fnreign  sales,  IX'ls  to  1(;02  in- 
clusive   (Incl.   Canada) XIII       200  ].'. 

Original  suli.scriptinu  n'i  .f12(i.(ili0,(imi  cap- 
ital stuck  of  the  I.  H.  Co IV      iOii  (Hi 

Teslimony  of  ( 'yrus  H.   McCormick  in  re 

State  of  Missouri  vs.  I.  H.  C).  of  A IV       40s  101,104,110 

Stiiudatidii  re  petr's  exhildts  2-."i,  2sii  and 

2S7     I'^'       404  56 
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1  Deed,   MoCormick   f'l).   to   Lane    Aug.   12 

,       ,   3302 :.. .."....'     XIV       170 

2  Deed,  Deerlng  Co.  to  Lane,  Aug.  12,  1902    XIV      181 

3  Deed,  Warder,  B.  &  G.  Co.  to  Lane,  Aug. 

12.  1802   XIV       1S3 

•  4       Deed,   Piano   Mfg.   Go.   to  Lane,   Aug.   12, 

1902 XIV       18C 

5       Deed,    Jlilwaukee    Co.   to   Lane,   Aug.    11, 

1902        XIV      iss 

G       Deed,  Lane  to  I.  H.  Co.,  Aug.  13,  1!I02 XIV       180 

7  Jlf  Conniclv  commission  contract  with  Itoe- 

der,  1897   II      469 

8  Contract,  Dec.  .5.  1806,  between  ^y.  B.  & 

G.  Co.  and  Ti'e.ylaud It       470 

9  Advertisement  V^''.  H.  Green Ill        33 

10  Letter,  .Ian.  13,  1912,  Green  to  Wrlglit...       Ill        37 

11  Newspaper  clippln^.s  in  re  W.  H.  Green..       Ill         43 

12  Interview,  Sir  Melville  Jones,  Pres.  Mas- 

sey-I;arris     Co. ;     reasons     for    'buying 

Johnston      Ill       3S2 

47       Lindsa.y   Bros.'    Johnston   Agencies.   1912- 

1913 XIV       232 

.^4-57  inc.  Johnston  Agency  Agreements  for  1902, 

'03,  '04  and  '05 XIV      2.12 

."S-Co  inc.  Johnston  Agencv  Agreements  for  180C 

to  1913  inc XIV      2.-.1; 

68       List  of  Acme  H.  M.  Co.  dealers XII      503 

69-73  inc.  Acme  Agency  Agreements,  1909-1913 

inc XIV       2.19 

74  Legis,  His.  of  H.  Bill  800,  1903  'Sess.  Kan. 

Legis XIII  18-24 

75  Commission  Contract,  Deering  Div.  I.  H. 

Co.  of  A.,  with  Nagle XIV      320 

76  Export   shipments  of  I.   H.   Co.    (not  in- 

cluding  Can. ) ,   1902,   1913 XIII       144 

77  Sales   and  Inventory   of  Foreign  Repairs 

of  the  I.  H.  Co.  At  List,  1912 XIII       146 

78  Vol.  of  Sales  and  Selling  Invest,  of  I.  H. 

Co.  in  TJ.  iS.  and  For.  Bus.,  1907  to  1912 

incl XIII      149 

79  Val.   Foreign   Shipments    (Excl.   of  Can.) 

July  1,  1912,  to  Dec.  31,  1912,  1913  Sales 

(at    Invoice    Prices) XIII      150 

SO  Comparative  selling  expense  between 
branch  house  and  .iobbing  method,  1902 
and  1912 XIII      152 

81  Per  cent,  cash  collected  to  sales  IJ.  S.  and 

Foreign,  1905  to  19'12 : XIII      153 

82  Sales   Dept.    employes   in   Foreign    Coun- 

tries, 1903  to  1912 XIII      155 

83  Growth  of  Foreign  Sales  of  I.  H.  Co.   (by 

years),  1902  to  1912  incl..  . XIII       156 

S4       Graphic  statement  of  Defendants'  Exhibit 

S3 XIII      157 
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S.J      Comparative  stat.  of  total  U.  S.  and  For. 
Sales — per  cent,  of  U.  S.  and  For.  'Sales 

to  total  sales,  VM2  to  1912  incl Xlll      158  143 

sij  Points  in  foreign  countries  carrying  I.  H. 
Co.  Jlacliines  and  Repairs  for  Whole- 
sale Distribution  (not  incl.  retail  agts.)  XIII  159  144 
ST-Uo  inc.  Maps — Russia,  Siberia,  Africa,  South 
America,  Australia,  New  Zealand,  Mex- 
ico and  Europe,  points  where  1.  H.  Go. 
has  stock  of  machines,  repairs  or  hoth.    XIII       ll2                  114-14."i 

94  I.  H.  Co.  Foreign  OtHces  for  Supervision 

and  Control,  and  Foreign  Houses  having 

Complete  Organization    XIII      166  145 

9.1       1910  Production  in  Small  Grains XIII       168  14ij 

95  1912  Total  Foreign  Sales  Compared  with 

Total    Deering    and    McC.    Business    of 

1902  and  I.  H.  Co.  Busines.s  of  1903...    XIII       172  143 

97       Experimental  and  Development  Expendi- 
tures, U.  S.  Wks.  I.  H.  Co.,  1903  to  1912    XIII       325  ISl 

9.S-10S  inc.   JIcC.   t;o.    contracts    with    Webber, 

1S92-19U2    incl XIV       2lj4  2X0,200,292 

1(19-118  inc.  Contriicts  MeC.  Div.  of  I.  H.  Co.  of 
A.  with  Webber,  190S-1913  (Excl.  of 
1912)   XIV       291  2Sli,  291 

119  Articles  and  numbers  sold  by  Montgomery 

Ward  &  Co.,  1900  to  1912,  incl. ;  approx. 

19LJ XIII       340  712 

120  Capitalization  of  304  mfrs.   of  ag.   impls. 

(excl.   of  I.   H.   Co.)    showing  cap.   stk. 

in  1902,   increases  for  the  ensuing  ten 

ycais,  and  cap.  stk.  in  1913 XIII       34S  SUO,  SOI 

13S       Recap. — Fort   Dodge,   la..   Gen.   Ai,''c'y.,   I. 

H.  Co.  of  A.,  Blocks  1  to  S,  incl XIII       358  351 

11 :8       Recap. — ^Salina,    Kan.,    Gen.    \^X^^y,    I.    H. 

Co.  of  A.,  Blocks  1  to,  4  incl XIII       358  340 

179      Improvement  made  liy  the  I.-H.  Co.  in  old 

line   machines    XIII       363  184-180 

ISO       Cimtraet— I.    H.Co.     (McC.     Div.)     with 

Wilka,  1903 XIV       322  271 

181       I'ase    iif    I.    H.    Co.     (McC.     Div.)     prop. 

led.ner,    Sioux   Falls,    S.   D.    Geu.   Ag'cy, 

l'.i(J3,  re  Wilka XIII      40;;  271 

isi'      l'a;,'e  of  ledger  and  journal  of  I.  H.  Co. 

of  A.    (McC.  Div.).   Sioux  Falls,   S.  D., 

Gen.  Ay;cy,  re  Wilka  1903 XIII       407  271-272 

183      Tabic — No.  of  I.  H.  Co.  contracts  in  the 

U.    S. — commission   and  sale — old   lines 

1!I(I4  to  May  31,  1913 XJX         39  "356-303 

IM       I.  H.  Co.  dealers  in  U.  S.  on  machines  des- 

i.^'nated,  1908  to  May  31,  1913 XIV         44  .3.58,  3.59,  3:3,  3i:4 

185       Sales  in  the  U.   S.   by  the   I.  H.   Co.— by 

districts— old  and  new  lines— 1912 XIV         46  .3.19, 3C0 

iMi      New  line  goods  sold  by  I.  I-I.  Co.   under 

Deering  and  Mi( '.  trade  names ;  per- 
cent, to  total  sales  of  new  line  goods — 

V    S.  1910,  r.lll  and  1912 XIV         47  374 
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187  Employes  sent  to  Europe  by  MeC.  H.  M. 

Co.,  1800  to  1902,  who  have  since  been 
■m'g's  or  ass't  m'g's  of  brancli  houses 
abroad XIV        02  31 

188  iSmall   grain   crop  production   and  binder 

sales  in  the  U.  S.,  1903  to  1912  compared 

with  1898   to   1902.  > XIV         53  171-17.-, 

189  Warder,    Bushnell    &    Glessner    Co.,    1902 

agreement  with  Carberry XIV      30G  20O  293 

190  Warder,    Bushnell    &    Glessner    Co.,    1802 

agreement  with  C.  L.  Babb  &  Co XIV       2l'il  "fiO  202 

191  Piano    JIan'f'g    Co.,    1902    contract   with 

Crooks  &  Pederson  Co XIV      312  290, 2'.l3 

192  Piano  Manufacturing  Co.,    1892    contract 

with  Powers   XIV       262  2ri0, 2D2 

193  Wm.  Deering  &   Co.,  1892   Contract  with 

Swan  &  Lindekugel XIV      218  290, 292 

194  Deering  Harvester  Co.,  1902  Contract XIV      303  290,292.293 

195  ID.  M.  Osborne  &  Co.,  1902  Contract  with 

Wilson XIV       317  203 

196  Table — lines  of  implements  manufactured 

by  certain  companies  manufacturing  ag- 
ricultural implements  in  the  T^   S XIV       343  S07, 808 

198  Summary  of  gross  sales  proceeds  of  Cham- 

pion, Deering,  McOormick,  Milwaukee, 
Osborne  and  Piano  companies  for  1902, 
and  I.  H.  Co.  for  1903  to  1912,  separat- 
ing foreign  and  domestic  trade  and  old 
lines,  new  line,  and  fibre  and  s'"eel  sales     XIV        98  l.'^y4.  l.ir,-].17.  luS 

199  Chart — Total  U.  S.  exports  compared  with 

I.  H.  Co.  exports,  1902  to  1912 XIV      101  1.-2 

200  Tahle — I.   H.    Co. — amt.   of   cash   received 

from  for.  trade  and  remitted  to  V.   S. 

1903   to   1912 XIV      102  1.^2 

201  I.  H.   Co.'s  exports  and  amt.  of  material 

and  labor  in  exports  1903  to  1912 XH'      103  1.12-153 

203  I.  H.  Co.  average  contract  prices  of  ma- 

terials purchased,  1902  to  1912 XIV      107  166-107 

204  Table — averas;e  earnings  per  hour  of  em- 

plo.ves  at  Works  of  I.  H.  Co.  (excl.  twine 

mills),   1902   to  1912 XIV       108  IfiS 

205  Chart — T.  H.  Co. — rel.  prices  of  materials 

consumed  in  mnf'r  and  average  hourly 
earnings  of  Works'  employes  in  the  U. 

S.  1902  to  1912 XIV      110  1  rs 

20R  I.  H.  Co. — Machines  mfr'd  at  each  of  Co.'s 
U.  S.  plants  and  new  lines  added ;  all 
transfers  of  harv.  lines  and  new  lines 
substituted;  all  transfers  of  new  lines.     XIV      112  207 

207  Average    numher    of    employes    at    V.    'S. 

Works  of  I.  H.  Co.— 1902  and  1912....     XIV      115  208 

208  Number  of  employes  at  Champion,  Deer- 

ing (incl.  twine  mill),  MoCormick  (incl. 
twine     mill),     Milwaukee     and     Piano 

Works  during  months  1902  and  1912..     XIV       116  209 

210  Ann.  max.  borrowings  of  the  I.  H.  Co.. 
.showing  amt.  borrowed  in  Europe — 1903 
to   1912    XIV      120  1.-3 
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311      Percentage  of   earnings   liy   years   to    (l) 

total    investment,    including    borrowed 

capital,  and  (2)  net  assets  at  beginning 

of  each  year— 1903  to  1912 XIV      122  H;4-lr.-, 

212  I.  H.  Co.  net  earnings  and  dividends,  1903 

to   1912    XIV      123  lOS-lW 

213  V.  S.  sales  of  I.  H.  Co.  1912  in  grain  bind- 

ers,   engines    and    wagons    at    agencies 

listed XIV       12.-,  3,  (i 

214  Number   of  binders   and   mowers   sold   in 

the  T'.  >S.— 1S9S  to  1902  liy  Champion, 
Deering,  MoCormick,  Milwaukee,  Os- 
borne and  Piano  companies — ^1903  to 
1912  sold  by  I.  H.  Co.,  or  affiliated  com- 
panie.s XIA'       12l!  iri."; 

21.")  Number  of  acres  of  corn,  wheat,  etc.,  re- 
quired to  buy  articles  specified  in  1010, 
1900    and    1899 XIV       127  l(!!)-17l) 

210      Value  of  farm  property  l.S.-i0-1010 XIV      12s  171 

217       Wealth  production  on  farms,  I,s00-T.n2.  .  .      XIV       120  17(1 

22:^.  Relative  wholesale  prices  of  raw  and 
mft'd  commodities  and  farm  produc- 
tions,  ISOO   to   1012 XIV       132  1( !) 

22.1  Original  I.  H.  Co.  .stockholders  (other 
than  stockholders  of  the  vendor  com- 
jianies  tn  whom  were  issued  stuck  ti'ust 
certificates  for  certain  numl)ei's  of 
shares)   XIV       ICO  117 

22li  I.  II.  Co. — Number  of  stockholders  Feb. 
N.  1013, — division  between  emijloyes  and 
others XIV      1(11  (17,  It'll 

Output  of  Sears,  Roebuck  &  Co.  in  vari- 
ous lines  of  implements  from  vears  1007 

to  191 2,   incl '. XII      330  777, 77.s 

Relative   Per    Cent,    of    Certain    Products 

."^old   in   the   I'.    S.    as    Compared   with 

Sales   in   1002;    similar   comparison    of 

Jlowers   Sold  During  and  After  1907..    XIII       100  7Nr:,  7S7 

Personal  memo,  of  Geo.  A.  Ranney  in  re 

>Iilwaukee  transaction   XIV      1,33  110 

Johnston   agencies    (1912)    iu    Milwaukee 

territory   of  LincLsay  Bros XIV      239  7-10 

Tabulation  of  the  prices  paid  for  binders 

and  mowers  by  E.  J.  Wel)ber,  as  shown 

by  Def'ts"  Exs.  OS  to  118,  incl XIV       304  2si; 

Tabulation  sales  in  the  V.   S.  of  certain 

machinery  liy  Deere  &  Co XIV       329  7S;s 


